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CHICOPEE * 


CHICOPEE ° 


ee 
= DOLLAR OFFER 


ea yl A proven promotion that's a real 


SCREENING mon ey-mak er 


Your customers buy $2 worth or more... they get the second dollar’s worth 


CHICOPEE © free by sending a coupon to Chicopee. 
FIBER( ;LAS You get the profits! 
SCREENING 


<m FIBERGLAS SCREENING 


Fipe RGLA S 

SCREENING For further information, write to 
Chicopee Mills, Inc. 
Lumite Division, Inc. 

roa line) +) 4 | 47 Worth Street 
seaecremerineenans New York 13, New York 
FIBERGLAS or 
SCREENING See your local wholesaler. 





FEATUR 


ANDR 
==> GIFT SETS 


from the complete line of Outdoor Cooking Equipment. 


Deluxe No. 703 Guardsman Set 


New 3 piece set of polished Stainless Steel. 
Jet black handles with aluminum cap and 
ferrule, elegantly packaged. 


No. 744 Hamburg Set 


4 piece — Hamburg press, salt 
shaker, pepper shaker, and 
Stainless Steel hamburg turner 
— every tool needed to cook 
delicious hamburgers outdoors. 


Gift Sets of Androck Barbecue tools are profit makers for you every 
day of the year — on birthdays, Father’s Day, vacation days and Christ- 
mas. Let your wholesaler help you select sets to retail from $1.25 to $14.95. 


There are 86 items in the Androck Line of barbecue tools. Send for Catalog No. 257 showing Dis- 
plays, Sets, Tools, and Stoves. Write The Washburn Company, Worcester 8, Mass., or Rockford, Ill. 
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You'll 
Sell More 
HOUSEHOLD 


SASTERe 


with Fates hom this 


HOUSEHOLD SELF-DEMONSTRATING* 
DISPLAY 











Be SAL BEAR th ge a aa ane ro\\ing 
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Fills 80% of Customer Needs 
Quick Turn-over of Smaller 
Stock Boosts Profits 


A reminder to every customer in 
your store to take home Casters 
and Glides. It rings up extra sales 
with no effort. Takes the guess- 
work out of what to buy. Every 
item is a “‘best-seller’’ based on 
national retail experience 
and popular consumer 
demand. Order the Faultless 
50/50 Deal from your Jobber! 


er. eeeeeeeeeeeeeeee eee 


corns AND TIME 


3-color, enameled wood counter display designed to increase 
sk your Caster Turnover and Multiply Profits from a small counter 
Removable Caster area! Comes complete with removable caster samples that 
poses? Cte? demonstrate themselves—sell lity feat 
swiveling .J. . no wobble ennai ee ee 
. precifion workman- 


ship. 50/50 Deal of “BEST SELLERS” 











Selected in the Styles and Sizes to fill your most frequent caster needs 
CASTER CASTER 
NUMBER NO. OF SETS NUMBER NO. OF SETS 
8478 3 4330 3 
8378 3 5335 6 
4335 6 5338 5 
4338 6 CNS 078 15 











FREE DISPLAY PANEL ith 
* Removable Glide sells itself ~ complete with mounted caster samples 


by effortless motion over 
floor surfaces. 





FAULTLESS CASTER CORPORATION, Dept. HA 


| 
| Evansville 7, Indiana 
For the complete line of Faultiess Casters, Glides 7 


and Furniture Pulls, see your Hardware Jobber. Without obligation, send me full information on your 50/50 Deal. 


NAME 





TITLE 





FIRM 








ADDRESS 
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NEW FROM NICHOLSON! 


RACH Sih 


Reap AA 


ee ee 


Read about the file that will be 
among your best sellers six months 
of the year. 


From Nicholson comes a brand-new 
file with fast turnover and big volume 
assured through lawn care season . .. 
from April through September. 


It’s the new Nicholson Rotary 
Mower file, the first file made specifi- 
cally for this purpose. It’s a file with a 
five million sales potential today— 
and every rotary sold makes it bigger. 


With volume comes generous 
profit. At 89¢ each, you get $3.56 
profit on every dozen. All you have 
to do for lots of sales is show the 
Nicholson Rotary Mower file with 
mowers, garden and lawn supplies, 
on your counters, in your windows. 
Order generously (they'll sell fast)! 
Order now! 


Clip this page as a reminder 
next time you order! 





Your Selling Price 
Per Dozen...... $10.68 


Your Cost Per Dozen . . $7.12 
Your Profit Per Dozen . $3.56 











OL 
st><‘o 
U.S.A. 


NICHOLSON FILES A FILE FOR EVERY PURPOSE 


Individual Plastic Pack — 
for each file. Another 
merchandising helper. 
Transparent front, orange 
back with easy, 4-step 
instructions. For hanging, 
hole in end matches 
hole in file tang. 


NICHOLSON FILE COMPANY, PROVIDENCE, RHODE ISLAND 


(In Canada: Nicholson File Company of Canada Ltd., Port Hope, Ontario) 


Brilliant colorful display box with flap top 
merchandising card. Encourages impulse sales. 
Holds 12 files in 11” x 22” of counter space. 


Introductory ads May 
and June in The Saturday 
Evening Post, Popular 
Mechanics, Popular 
Science, Farm Journal 
and Progressive Farmer 
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Check List of 
4005!) Popular AMERICAN Chains 
for Your Farm Customers... 


@ When you look over the following list of chain uses on the farm 
(and this is only a partial and incomplete list!), you realize that your 
farm customers can easily be your best customers for the wide variety 
of chain items offered by AMERICAN CHAIN. 

Your farm customers need quality chains for almost countless uses 
—every day in the year. You can turn their needs into your profits by 
stocking and displaying a full assortment 
of AMERICAN CHAIN items on your shelves : so ee 2 
and counters all the year around. *, AMER IGAN 

For prompt service, order from your mEhAl 
AMERICAN CHAIN wholesaler. | 2, IN 





Sell AMERICAN Chains for: 


[] Fastening gates [] Porch swings 


(] Identifying, controlling, (]) Furnace regulating 


hobbling and picketing C] Stringing fish 
farm animals 


Dog chains and runners 
(J Anchoring boats L] Dog chains and runner 


|] ...also cotter pins 
and 
(] Holding end gates repair links 


[] Work shop uses 


() Holding wagon boxes 


ACCO Chain Sales-Maker 


Your customers will buy chain when they can see it and 
feel it on your ACCO CHAIN SALES-MAKER. Pictured at right 
is Assortment No. 38, our most popular one, containing— 


175 ft. 2/0 Tenso Chain, Bright Zinc Plated 
125 ft. 3/0 Lock Link Chain, Bright Zinc Plated 


200 ft. 3 Tenso Chain, Bright Zinc Plated aan. \° ~~ L, 
75 ft. 2/0 Twist Machine Chain, Bright Zinc Plated | Bas. * gy Meg. ll | Was tp 
100 ft. 35 Sash Chain, Bright Zinc Plated . . sn 


200 ft. 1/0 Brass Safety Chain, Bright Finish 
200 ft. 16 Double Steel Jack Chain, Bright Zinc Plated 


ACCO’s New Packaging ID aie. 
Makes Selling Easier 


The newly designed acco 
packages, in attractive blue and 
gold, make it easy for customers 
and salespeople to locate any pack- : é —s ... 
aged chain item in seconds. Dis- American Chain Division 
play these colorful packages on 
your shelves and counters for your AMERICAN CHAIN & CABLE Better 


farm customers’ convenience. 





ee , York, Pa., Atlanta, Boston, Chicago, Denver, Detroit, Value 
S22 Order from your nearby a7 ~~) Houston, Los Angeles, New York, Philadelphia, Pittsburgh, 
AMERICAN CHAIN wholesaler , Portland, Ore., San Francisco, Bridgeport, Conn. 
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Editorial 


by W. A. Phair 


Where's the funeral? 


Haven’t you often wondered why, when you walk into some retail 


stores, the salespeople look like they were attending a funeral? 


Their faces are gloomy, frowning. They walk soooo slowly. They 
speak ever so softly, as though they feared they might disturb the 
dead. I think you will agree that with an attitude like this, these folks 
would not want to disturb themselves by waiting on customers. 


Now, if you were to ask these people what they are, they would tell 
you they are “salespeople.” But, they are not really salespeople. They 
are pall bearers. 


Now I know the salespeople in your store would never act like this. 
Or would they? 


One of the most difficult things for any of us to do, is to se2 our- 
selves as others see us. Because it is so hard to look at ourselves, we 
often drift into bad habits without realizing it. And these bad habits 
can often cost us many lost sales. 


In the retail business, or in any selling business for that matter, 
there are some things we just can’t afford to do. Failure to have a 
pleasant, friendly attitude toward customers is certainly high on the 
list of actions that are bad in retailing. 


If you think I exaggerate about the attitude of many salesclerks, 
just try visiting some retail stores where you are not known. Notice 
carefully the way the clerks look. Do they approach you and seek to 
be helpful? Or must you look around the store and search them out? 
Do they smile when they wait on you, or do they carry a frown, as 
though they were annoyed at your coming in the store? 


How do you feel when you find yourself in such a store? You want 
to get out as quickly as possible. That’s how I react and I think most 
shoppers react the same way. 


Is this good in the retail business where customer goodwill is so 
important and so many other retailers are competing with you for 
this goodwill? 


I’m sure that everybody who reads this believes his store is different 
and his salespeople are always cheerful and eager to wait on customers 
You may be right, but the fact remains that too many stores are still 
run like a funeral parlor, rather than a retail selling establishment. 
I have been in many stores like that. 











Editorial 


continued 


How can you tell what your store is really like? This is not easy. One 
way would be to make arrangements with a dealer from another town to 
visit each other’s store and to report on what was observed. There are 
professional organizations that will do this, but their services are a little 
too expensive for the average dealer. 


About the best way to be sure your store has a cheerful atmosphere, is 
to look at yourself in the mirror every once in awhile. After all, it’s the 
owner or manager of a store who sets the pace. If he is always frowning 
and short-tempered, it’s a sure bet the other people in the store will act 
the same way. So check up on your own attitude. 


In these days of tough competition, no store can afford to be sloppy in any 
phase of selling. With every sale and every customer so important, you can’t 
afford to overlook the value of a smile in selling. 


Doctors tell us that it takes more muscles to frown than to smile, so why 
not do things the easy way and spend more time smiling? Can you afford 
to run a funeral parlor, when you claim to be a retail hardware store? 


Learning never stops... 


Whenever we talk about bad selling habits, there is always one dealer 
who wil] say: “I agree with everything you say. But my people have all 
been with me for 10 to 15 years. They are too old to learn new tricks now.” 


That idea is wrong. No one is ever too old to learn. The learning process 
goes on all through life. People are continually learning new habits and 
are continually changing their way of doing things. 


Take those clerks that are supposed to be “too old to learn new tricks now.” 
These people have learned how to use TV sets, electric ranges, automatic 
gearshifts, etc. They fly in airplanes, they read new types of magazines, 
etc., etc. They can also learn new ways of selling. 


The problem of learning is not one of age, but of method. You can’t 
teach a 45-year old person the same way you would teach a 15-year old. With 
older folks, the teaching process must be more indirect and more subtle. 
The learning process must also have some obvious value to the learner. 


An example of indirect teaching would be to make certain that all your 
salespeople read these pages. Encourage them to discuss the thoughts we ex- 
pressed here. Perhaps they will disagree with us. If they do, that’s good, 
because it will mean that they are at least thinking about the subject and 
they unconsciously will be correcting their own habits. 

Another useful teaching technique, where older folks are concerned, is 
to put a money value on good salesmanship. A bonus plan of some kind will 
encourage your better people to think about good salesmanship and to 
develop better selling habits. 


Most people want to learn. But they usually have a little trouble in getting 
started. You, the store manager or owner, have the responsibility of help- 


ing them get started. It is to your advantage to do this. 
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who gets the 
extra buck! 


BE AN EARLY BIRD — order these spring 
leaders NOW from Lockwood’s full line 


of top-quality, top-profit screen and com- 





bination door hardware. 


LOCKWOOD 


LOCKWOOD HARDWARE MANUFACTURING COMPANY, Fitchburg, Mass. 
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BY WASHINGTON 


Wages You Pay May Be Forced Up 
By Showdown Fight In Congress 


Showdown fight over extension of the minimum 
wage law to small merchants is now on. Congress is 
under pressure to make up its mind this year. But a 
decision could be put off for a year or so. 

Labor Secretary Mitchell’s bid to put the adminis- 
tration in a compromise position from the start has 
only put him in the middle. He wants to cover any 
store which brings more than $1 million a year in 
supplies, equipment, or inventory across state lines. 
This would add 2.5 million workers to minimum wage 
coverage. Overtime would not have to be paid. 

Opponents protest including any stores. They say 
it would be inflationary; would bring unemployment, 
and is a matter for the states to decide. They’re mad 
at Mitchell. 

Unions say the Mitchell plan is meaningless. They 
want at least 10 million more workers covered. They’re 
mad at Mitchell. 


Figure out how much it would add to your costs to 
pay all your workers at least $1 an hour. Remember, 
you would have to meet local wage conditions even if 
only the large stores were actually covered. Tell your 
representatives in congress what coverage would mean 
to you. 


Tax Cut Pressures On The Rise: 
Decision Could Fall Either Way 


Strong pressure is building up in congress for tax 
cuts for small business. The lawmakers could decide 
either way. 

Some 42 senators (of the total of 96) are sponsor- 
ing a single tax cut proposal. It would reduce the 
corporate tax rate from 30 to 22 percent on the first 
$25,000 of annual profits. The total tax on earnings 
above that would remain at about 52 percent. 


10 


BUREAU OF 
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Opposition to tax cuts now is based on the belief 
that reductions for individuals should come first, and 
also that a method would have to be found to give 
equal help to unincorporated firms. 

Excise tax cuts this year have been virtually ruled 
out because of the loss of revenue. 


Tell your congressmen how you feel about the need for 
tax cuts this year. Figure out what the proposed 
reduction would mean to the strength of your busi- 
ness, and hiring and expansion possibilities. Strong 
grassroots support for tax help to small firms could 
make the difference. 


Lagging Home Construction May 
Be Jarred By New FHA Proposal 


Congress is expected to approve quickly a Federal 
Housing Administration request for authority to re- 
duce minimum down payments on some new houses. 

Lower down payments could spur lagging home 
building when the supply of mortgage money eases, 
FHA officials say. But they fear it would be inflation- 
ary to increase demand for houses before supplies are 
increased. They indicate they may not use the author- 
ity until next year. 

Tight money is one of the principal factors holding 
house construction down to a rate which will produce 
just about 1 million new homes this year, 12 percent 
below last year. 

The proposed lower down payments would apply to 
low and medium-priced homes. 


If congress approves the FHA proposal, revise your 
estimates for sales of builders’ supplies upward. 
Lower down payments, and improved mortgage condi- 
tions, might mean several hundred thousand additional 
new homes would be built. 

(Continued on page 162) 
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New, low cost, one-hole 


The ideal latch for patio, porch and sundeck doors is the new Kwikset Push-Pull Latch 
No. 1-344. This attractively designed latch can be quickly installed on doors 34” 

to 134” thick by boring only a single hole. The strike is flush mounted on the jamb 
without mortising. 


The Kwikset Push-Pull Latch is operated by a gentle push on the interior cide and 
an easy pull on the exterior side. A convenient finger-tip locking mechanism 
secures the latch fromm the inside. 


The smart, distinctive styling of the handsome handles and rosettes blend 
with the decor of both traditional and modern homes. 

The Kwikset Push-Pull Latch is available in rich, durable finishes of brass, bronze 
or satin chrome. Rugged, precision construction from the finest materials 
assures dependable performance. 


KWIKSET SALES AND SERVICE COMPANY «+ ANAHEIM, CALIFORNIA 


LATEST 


Heavy-duty power pipe cutter 


Wide-Roll Cutter is a new Ridgid 
tool for heavy-duty pipe cutting 


with a power drive. An extra 
wide roll sets and holds revolving 
pipe at a right angle. User need 
not change to special rolls for 
heavy-duty pipe cutting. Ridge 
Tool Co. 


Fer more data circle No. 1 on postcard, p. 179 


Low-priced push-pull latch 

Home owners will be interested 
in this low-cost, one-hole push-pull 
latch for patio, porch, and sundeck 


INFORMATION ON NEW 


doors. The latch, No. 1-344, can be 
instailed quickly on doors 34 to 1% 
in. thick by boring. a single hole. 
Strike is flush mounted on jamb 
without mortising. Latch is avail- 
able in brass, bronze or satin 
chrome finishes. Kwikset Locks, 
Inc. 


For more data circle No. 2 on postcard, p. 179 


Low pressure spot sprinkler 


Home owners with odd-shaped 
lawns and gardens and grass plots 
along sidewalks and curbs will be 
interested in the Resinite square 
spray sprinkler. Sprinkler is made 


of viny! plastic that cannot dent or 
break and will not rust or corrode. 
Sprinkler covers area up to 25 ft 
sq with gentle soaking spray at low 
water pressure. Chemical Dviv., 
Borden Co. 


For more data circle No. 3 on postcard, p. 179 


All-purpose plastic pail 


Here’s an all around plastic pail 
with a 4% gal capacity. Features 


PRODUCTS AND SERVICES 


include a free swinging chrome- 
plated bail with a plastic hand 
grip and a rolled rim that makes 
carrying and emptying easy. Comes 
in five colors. Retails at $3.98. 
Plas-Tex Corp. 


For more data circle No. 4 on postcard, p. 179 


Lead alloy screw anchor 


Here is a lead screw anchor for 
which homeowners will find many 
uses. Rawl Scru-Lead is made of 
special lead alloy, Rawloy, for easy 
installation and strong holding 
power. Top flareout speeds up 
anchoring time because screws can 
be inserted quickly. Screw anchor 
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Want more information on these 
products? Then use free post 
card on page 179. 


in hardware merc 






can be used for either wood screws 
or sheet metal screws. Rawlplug 
Co. 


For more data circle No. 5 on postcard, p. 179 


Vinyl and aluminum threshold 


Builders and homeowners will be 
customers for the Model 60 thresh- 
old. Threshold features’ vinyl 
weatherstripping and aluminum 
construction and fits all types of 
out-swinging doors. Each unit is 
packed in yellow and black con- 
tainer that can be used for dis- 





play purposes. 
Specialties Co. 


For more data circle No. 6 on postcard, p. 179 


Stanley 


Building 


Compound for dehumidifying 


All of your customers will find 
uses for Hum-I-Dri dehumidifying 
compound. Hum-I-Dri will absorb 
up to 10 times its own weight in 
moisture from the air. Hum-I-Dri 
unit consists of a bag of activated 
chemicals suspended on a_ wire 
frame above a drainage drip pail. 
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FOR THE HARDWARE DEALER 








Replacement bags are available 
when absorbent action of original 
package is gone. Hum-I-Dri comes 
in two sizes, for 10-lb bags and 5- 
lb bags. Speco, Inc. 


For more data circle No. 7 on postcard, p. 179 


Jig saw for home craftsman 
This jig saw, Model 511, is in- 
tended specifically for the home 
craftsman. Saw cuts 2-in. lumber, 
makes its own hole for pocket cuts 
in walls, baseboard, and floors, and 
will cut metals, plastics and com- 





(Continued on page 176) 
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TO HELP 7OU 


SELL 


NEW DISPLAYS 
AND OTHER DEALER 
SALES Wak Fo 











Auger bit display jacket 

A transparent jacket called Sello- 
pak, is being used to give Irwin 
auger bits added sales appeal. The 
modern package invites self service 
sales by making it easy to select 
sizes. Bits may be displayed on 





perforated panels or in open bins, 
or island trays. Irwin bits open 
stock sizes 144 to 1 in. come in the 
new package. Jrwin Auger Bit Co. 


For more data circle No. 8 on postcard, p. 179 


Gold foil seed pack carton 
Customers should be attracted by 
the new gold foil cartons used in 
packaging Hart Seeds. Two lines, 
Standish Park and 1634, are now 
ready in gold foil. Besides enhanc- 


(Continued on page 200) 
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$20 
$19.5 


ALL RETAIL 
STORE 
SALES 


$14.9 
(Un- 
adjusted) 


$13.9 


(in billions) 


eee $10 


Source: U. 8S. Dept. of Commerce 
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For more How's the Hardware Business see page 226 


Rich-Con celebrates 100th anniversary 


Construction spending sets new record 


Output of goods, services at new high 


Richards & Conover marks 100th anniversary 
by preparing special promotions for dealers 


As part of its centennial celebra- 
tion, Richards & Conover Hard- 
ware Co., wholesaler in Kansas 
City, Mo., has prepared a special 
promotional program for its 10,000 
dealers. 


Highlight of the program will be 
a series of newspaper ads in 82 
newspapers, which Rich-Con will 
run over its dealers’ names. There 
will be no charge to dealers for the 
ads. The ads will be paid for jointly 
by Rich-Con and the manufacturers 
whose merchandise is featured in 
the ads. 


The newspaper ads will be 5 
columns wide and 18-in. deep. Each 
ad will feature about 15 different 
products tied in to fit the proper 
selling season. One group of ads 
will appear in metropolitan news- 
papers and one group will run in 
newspapers in suburban areas. 

Dealers select the newspaper cir- 
culating in their territory in which 
they want the ad with their store 
name to appear. 

In addition, the company has 
developed a number of centennial 
specials for its dealers to use as 
promotional items. Included among 
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the specials are an 18-in. power 
rotary mower to retail for $49.95, 
two 20-in. window fans which can 

(Continued on page 226) 


Gross national product 
reaches all-time high 


Gross national product, the na- 
tion’s total output of goods and 
services, reached an all-time high 
in 1956. That’s the report from the 
Commerce Dept. 

The department reports that the 
total output of goods and services 
in the nation last year was valued 
at $412 billion. That’s nearly $22 
billion more than the year before. 
It represents an increase of 5% 
percent. 

Half of the increase was an actual 
gain in expanding volume, the de- 
partment reports, while the other 
half of the increase reflects higher 
prices. 

Earnings by individuals also 
were higher last year. Personal 
income, that is money received 
from jobs, businesses and invest- 
ments, increased 6 percent from 
$306 billion to $325 billion. 


Construction spending 
sets January record 


Construction spending in Jan- 
uary set a new record for the 
month. 

The commerce and Labor Depts. 
report that spending for new con- 
struction in January totaled $3 
billion. This was 3 percent higher 
than the previous January record 
of $2.9 billion. 

Record constructionspending 
was reported for industrial plants, 
office buildings, churches, schools, 
hospitals and public utilities. 

New home construction declined. 
Work was started on only 62,000 
homes in January, the lowest num- 
ber since January, 1952. 

The Labor Dept. reports the de- 
cline in new home construction 
was entirely in units under mort- 
gages insured by the Federal Hous- 
ing Administration or guaranteed 
by the Veterans Administration. 
The number of starts of conven- 
tionally financed houses increased 
about 5000 units. 

Conventional mortgages current- 
ly carry higher interest rates than 
do FHA or VA backed mortgages 
which carry interest rates of 5 and 
41% percent respectively. 
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| may all look alike to you. 


But there are differences. See that photo? It shows a labora- 
tory analysis on white hot samples of steel for RB&W fasteners. 
This is only one of many RB&W controls on quality of raw ma- 
terials, on work in progress, and on finished bolts, nuts, and 
screws... all to assure you the best possible product. 


To really know your fasteners, you’ve got to know what’s be- 
hind them. With the way RB&W fasteners are made, you can 
take quality and customer-satisfaction for granted. 


DEAL WITH THE RB&aW DISTRIBUTOR—HE OFFERS 


1. The most complete line in the field 

2. Top quality throughout the line 

3. Complete reliability of supply and product 
4. Fast, accurate and friendly service 


5. The original upside-down package — extra strong 
for no-spill, quick, easy handling 


11th year 


Next time you order, be sure to make it the RB&W line. 
Russell, Burdsall & Ward. Bolt and Nut Company, Port 
Chester, New York. 


Plants at: Port Chester, N, Y¥.; Coraopolis, Pa.; 


DISTRIBUTORS FROM COAST TO COAST Rock Falls, lil.; Los Angeles, California 
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TEMCO....the company with a single purpose... 





























Your best single source of supply for 
gas heating equipment 


For over a quarter of a century TemMco has devoted its 
energies and research to one central theme the manu- 
facture of more efficient, more economical heating equip- 
ment that uses gas as a fuel. And it is the complete line, 
too, with a heating unit for every need. Whatever the 
problem — for a single room or an entire home — turn 
to Temco for the best answer. For year ‘round comfort 
Temco offers air-cooled air conditioning units that are 
designed for use with TeEMcOoO warm air furnaces or as 
add-on units with existing furnace installations. 





TEMCO, inc. 


NASHVILLE, TENNESSEE 


Gas Heeling Specialists for the Nalin” 
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: MAJOR ADVANCE 


Cnn0ounces a 


IN LOCK HISTORY ! 


A Revolutionary new high-strength and All-Weather cylinder plug of DuPont's 
Nylon-Zytel ... PLUS Taylor’s new Patented cylinder construction. 





YES ...it is corrosion and rust resistant 

.. it keeps a bright finish 

.. it wears as well as the hardest metal 
.. it lubricates itself 


..it is guaranteed to operate under any weather 
conditions—rain, snow, hot or cold, frost or 
high humidity. 


Lasts Longer... Works Easier 


Taylor Lock engineers, in cooperation with the DuPont 
Research Division, have perfected a completely new 
cylinder plug to give the heart of Taylor locks a longer, 
smoother and trouble-free operating life. Less expen- 
sive than brass, yet endowed with superior qualities, 
Taylor's patented cylinder construction using the 


miracle Nylon-Zytel plug is number one in operating 
tests under all conditions. 


Now Available in the New Taylor 
All-Weather Night Latch 


The new Taylor cylinder is now available in 
the latest model, making Taylor’s No. 803 
All-Weather Night Latch the finest ail- 
around night latch manufactured any- 
where today. Modern design which still 
retains the standard “squared” base for 
universal replacement, plus the Retaino fea- 
ture of one hand opening from either side, 
coupled with the revolutionary new weath- 
erproof construction and attractively durable 
VUE PACK, add up to a fast-selling product 
for any hardware outlet. 


AND the price for this quality Taylor Night 
Latch is actually far less than all brass latches. 


No. 803 All-Weather Night Latch 


Packed in the beautiful VUE PACK 


Tico TAYLOR LOCK COMPANY 


PHILADELPHIA 32, PA. 
KEEP YOUR Eve) on TAYLOR LOCK 


Manufacturers of Night Latches, Padlocks, Door Knobs, Key Blanks and Builders’ Hardware since 1922 
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YODER LINE... 


or cabinet hardware ae 
RETAILING (oti far 2é 1S! EACH | 


THIS NEW, FAST SELLING 
... BIG PROFIT LINE... 


DRAWER PULLS and CONCAVE KNOBS 
also available in BLACK-KOTE finish. 
DRAWER PULLS RETAIL PRICE 


No. 540 19¢ A Retail Price 
No. 550 -— : No. 541—Drawer Pull. 234” Hole Centers 19¢ 


, No. 551—Drawer Pull. 3” Hole Centers . 19¢ 
elie Wam attel:t4 No. 561—Concave Knob. 114” diameter . 18¢ 
“aevim No. 571—Concave Knob. 11/2” diameter . 20¢ 

aitbem No. 581—Concave Knob. 2” diameter . . 29¢ 

No. 591—Concave Knob. 21/2” diameter . 35¢ 


BACK PLATES available in Chrome, Brass, or Copper 
finishes to match the Knobs and Pulls. Write to YODER 


? MANUFACTURING COMPANY for literature, prices, and 
No. 580... details. 


No. 590 All cabinet hardware packaged in eye-appeal- 
ing, colorful display boxes. 


MODEL NO. 10 


RETAILING Fee /} 


LITTLE GIANT 
Lawn Sprinkler 


Interior baffles centralize water whirlpool ... assure 
uniform circular spray. All metal. Rustproof. Avail- 
able in 3 colors: Green, brass, copper. Minimum 


pack: 3 dozen. 


Order the Little Giant now and watch your "Spring- 


time Profits’ soar! 


YY gel ER 1823 East 17th Street 
© D E MANUFACTURING COMPANY i iittic Rock. Arkansas 
oy ao) 2 me ae), ea ek sh ae :3:1 2 eee, OR WRITE 
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Glasfloss 


*TRADE MARK 








fiber glass 
| ' alr conditioner 





filter pads 





do-it-yourself spring sales item! 


Anybody in your area with a home air conditioning unit 
is a prospect for this new PPG Glasfloss Air Conditioner 
Filter Pad. It’s a 16” x 24” x %” fiber glass pad that cuts 
easily with knife or scissors to size needed for any type air 
| conditioner. Makes one or more filters, depending on size 


eliminates inventory problems! 


Comes in a handy, imprinted plastic bag, complete with in- 
structions. Easily handled and stored. You don’t have to 
stock dozens of special filter sizes. 


safe, easy to work with! 


| Glasfloss Air Conditioner Filter Pads are made of fine, silky 
Ls glass fibers that do not splinter or pierce the skin. Glasfloss 
— | fiber glass filters out more dust, dirt and pollen without 
reducing air flow. Fire-resistant and moisture proof, too! 


free! Glasfloss sales aids! 


Window Banner . : : to attract customer attention. Can 
also be used as an inside wall banner. 


| 
| 
Envelope Stuffers . . . with space for your imprint. Mail 
3 
} 
| 
' 











"em to your customers. 


Ad Mats .. . for your use in local newspapers with your 
store name and address. 


Filter Pad Package . . . is specially designed to make an 
attractive counter display. 


let’s go! order now! 


You can be the first store in your area to carry the new 

: Glasfloss Air Conditioner Filter Pads if you get your order 

| in now! Contact your nearest Glasfloss Distributor or 
| . local PPG Warehouse today! 


GLASFLOSS AIR CONDITIONER FILTER PADS 
ARE A PRODUCT OF THE FIBER GLASS DIVISION 
OF PITTSBURGH PLATE GLASS COMPANY 


iil i" 
FIBER 


; | iMiiive 
a G Kn WJ 
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You Can Meet E sand Washer Demand with EE 





MILWAUKEE 


WROT WASHERS 


No matter what size or kind of washers are called 
for by your customers . . . we either have them in 
stock or can make them in a hurry. 


And there is a difference in washers when it comes 
to quality . . . not only in materials used, but also in 
the actual fabrication. For example, Milwaukee Wrot 
Washers are absolutely flat if the order calls for flat 
washers. This means cleaner, tighter fastening .. . 
better satisfaction to the user, greater good will for 
the jobber and dealer. All materials used measure up 
to top standards to meet service demands most fully. 


For the hardware wholesale, retail and building 
trades you can rely on us as your most dependable 
source of supply for fast-moving U.S. Standard 
Washers, Mil-Carb Carburized Washers for struc- 
tural steel framing, SAE Washers, Rivet Washers, 
Light Steel Washers, Finishing Washers, Machinery 
Bushings and many other types . . . to meet the 
varied demands of your customers. 


Write for your free copy of our new Catalog No. 40. 


CONVENIENTLY 
PACKAGED 


All standard sizes 

are available in 1- 

lb. and 5-lb. boxes, 

as illustrated, and 

in 200-lb. contain- 

ers for bulk supply. 
Washers are supplied in shelf-service boxes at very 
nominal extra cost. To facilitate ease of shipment, it is 
recommended that jobbers order paper box units in 
standard 200-lb. packages. 





















































.. and don’t overlook 
this Self-Service 
Counter Display... 


No. 200 
ASSORTMENT 
OF MACHINERY 
BUSHINGS 


This popular assort- 
ment comprises a to- 
tal of 200 narrow rim 
Machinery Bushings 
in 12 different sizes, 
ranging from %” to 
214” sizes, with 2 or 
3 gauges of each size, 
enabling you to meet 
a wide variety of calls. 
A handy display 
board, as illustrated, 
is included with the 
purchase of each No. 200 Assortment. This handy 
point-of-sale merchandiser measures 12 inches by 
15 inches and is provided with 12 hooks to most 
effectively display these narrow rim bushings. 


DEALERS: Order from Your Jobber 


Milwaukee Wrot Washers are sold only through legit- 
imate hardware wholesale houses and not direct to re- 
tail dealers. In order to save time and assure prompt 
delivery, please contact your jobber. Ask him for a 
copy of our 7-D price list covering “most-in-demand” 
washers. JOBBERS: Write for a supply of Milwaukee 
Wrot Washer catalog sheets, Form 73, and also Pocket 
Folder List, Form 7-D, referred to above. This material 
is free for the asking. 


WROUGHT WASHER MFG. CO. 


THE WORLD’S LARGEST PRODUCER OF WASHERS 


2218 SOUTH BAY STREET 


MILWAUKEE 7, WISCONSIN 
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here is a man 






that means something 


to you... 


"Lol el am,’ 4ale)(-s-t-11-) eee yt  earc le 



















A good wholesaler is particular 
about the quality of the product 

he offers you. Your wholesaler’s salesman 
is proud when he can recommend 

a quality product. He knows 

that quality means more in the long run 
and it gains the greatest 

satisfaction for all concerned. 

That is why most wholesalers offer you 
Grabler Square “Gee” Pipe Fittings 
with pride in the knowledge that quality 
is there. Order your supply today. 


Dependable Distribution from these Warehouses: : 
. New York © Philadelphia © New Orleans 
, Atlanta @ Pittsburgh © Cincinnati ©@ Dallas : 
Chicago © St. Llovis ©* Detroit © Denver : 
Minneapolis @ San Francisco © Los Angeles : 


Manufacturers of the SQUARE “GEE Line of Pipe Fittings 


| The GRABLER Ee Manufacturing Co. * 6565 Broadway ¢ Cleveland 5, Ohio 
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LOADED WITH SALES ACTION! 


HAGER N ow 
Binned Merchandiser 


is Bound to be the 
Hardest Working Carded Hardware 
Salesman in Your Store! 


NOT A DOG IN THE CROWD! 


You get so many calls for the popular “‘fixin’ 

hardware” Hager’s put into this new merchandiser ian “d > 
you would normally have every one of these items (a 
on your next order anyway / Hager hand-picked 

23 of the most wanted, fastest moving 

‘Do-It-Yourself’ leaders from its famous 

Handy Hardware Line, packaged them in a 

new eye-stopping red-white-and-black see-thru 

package and then “‘Binned”’ them into one of 

the neatest, attractive, attention-getting 

compartmentized counter organizers 

you've ever seen / 


Put a Hager Handy Hardware Binned Merchandiser on a main-aisle table or 


FREE Extra Sales Help 


At no extra cost to you Hager has 
dressed up stock you'd normally 
keep hidden in boxes on your 
shelves in an irresistible bright 
new carded package and “binned” 
it for you in an 18” x 22” top-of- 
the-counter (or table) merchan- 
diser that's sure to pack a hearty 
Sales wallop. 


While it takes but seconds to 


: , “in 
counter and watch the stock move. You'll have to restock it almost daily ! set up, it'll keep you busy re- 


stocking bins. 


NOW! Hager Handy Carded Hardware 


«+-new Binned Merchandiser 


---new sell-on-sight package 
-»+-new low price but same full big profits for you! 


Hager jobbers looked over the merchandiser and agreed: “there’s not a 
dog in the crowd /” It’s no wonder, for Hager carefully selected 23 of 
their fastest moving popular Handy Carded Hardware items (items you 
would normally stock on your shelves) and then put four—and only four 
—of each in their new Binned Merchandiser. 





Order Hager Binned Merchandiser #140 Today! 


Merchandiser complete with 4 each 
of 23 popular items 


New! “Stop-&-Buy” Packaging 
Flags Down Big Impulse Sales. 


@® Attractive Red-White-and-Black see-thru 
package waves em down... stops ’em at It's gone before you can say: 
the counter. “I'd better order some more 


Hager Handy Hardware”’... for 


@ Plastic see-thru skin-pack, seals hardware And you made full 6674% profit. . 
and screws together in tarnish-proof, leak- 


proof, pilfer-proof capsule. 


ORDER FROM YOUR JOBBER TODAY or send for FREE information 


In ** Do-It- Yourself’? Carded Hardware—remember— 
Everything—including the sale—Hinges on Hager ! 





C. HAGER & SONS HINGE MFG. COMPANY ST. LOUIS 4, MO. 
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FOR THE NEW FAST-TURNOVER ITEMS—LOOK TO YALE! 














TWO NEW 
LOW-COST 
PADLOCKS WITH 
EXCLUSIVE 
DESIGN APPEAL 


Suggested retail price of new 
Yale 600 Padlock (below). 


Suggested retail price of new 
Yale 601 Padlock (above). 








Unbelievable prices for padlocks of such 
high quality! Solid rustless case, alumi- 
num finish, heavy steel shackle, 4 disc 
tumblers in the 600, 5 in the 601. Ideal for 
any general padlock use. Add sturdy, lasting 
protection to their low price—and you've got 
red-hot, fast-turnover items. Self-display 
carton (left) contains 6 locks, each lock 
individually packed with 2 keys. Available 
keyed-alike at no extra cost. 


For today’s big doings in locks 
and hardware—LOOK TO YALE! 


The Yale & Towne Manufacturing Company 
Lock and Hardware Division 
White Plains, New York 


VALE — REG. U. &. PAT. OFF. 





YALE & TOWNE 
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No. 500 Hindley S-Hook 
Display Assortment 


Now ...a brand new, action-packed 
Hindley Hardware Assortment especially 
designed to send your S-Hook sales 
soaring! 


Compact, colorful carton contains 270 
rugged Hindley S-Hooks in nine sizes for 
hundreds of different uses . . . features 
fold-back die-cut cover for quick and easy 
conversion to an eye-appealing counter 
display box. 


Order yours today! Call your wholesaler 
now for complete details on this new No. 
500 Hindley S-Hook Assortment. 











CASH IN ON THESE a ee 
OTHER PROFIT-PULLING  .Qmmnesaaueenmubeell es 
HINDLEY BRIGHT BSL bi | | 
WIRE HARDWARE 

ASSORTMENTS AND 

DISPLAYS .. . NOW 

AVAILABLE AT 

YOUR NEARBY 

WHOLESALER’S! 


No. 36 Hindley Pic-Pak ‘ 
Rack 36 items, 216 Pic- 


tt. oe o 


2s ® > 


No. 514A 


Hindley Eye Bolts, U-Bolts and Turnbuckles mounted 
on 3-color, 10” x 13%” metal display panels. 
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The“arDOoXx”’ 


Spiral Nail 





NOW! a Spiral Nail 


for less than the cost 
of a common nail 





Jones & Laughlin introduces the 
new threaded-to-the-head “ARDOX”’ 
spiral nail to American markets. This 
superior nail, with all the advantages 
of extra holding power, ease of driving, 
and less splitting actually costs less than 
the familiar, smooth, straight-shank nail. 

These established advantages are 
made possible by a major development 
in spiral nail-making technique, utiliz- 
ing J&L quality, higher carbon steel. 

Write for complete information on 
how “ARDOX”’ full 
spiral nails can im- 
prove your operations 
and cut your costs. 
Write to the Jones & 
Laughlin Steel Cor- 
poration, Dept. 439, 
Pittsburgh 30, Pa. 





STEEL 
Jones & Laughlin 


STEEL CORPORATION: PITTSBURGH 
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8d “ARDO 


WITHDRAWAL FORCE 
POUNDS TO BREAK JOINT 


0 5 10 15 20 25 30 
DAYS BEFORE WITHDRAWAL 

















INCREASED HOLDING POWER 


The “ARDOX” full spiral shank nail develops 
up to twice the holding power of equivalent 
common nails . . . gives you stronger, longer- 
lasting construction. Graph compares eight penny 
nails driven into white pine, 10% moisture. 


EASIER DRIVING 


Despite its greater holding power, the “ARDOX” 
spiral nail actually requires less driving force. 
It speeds construction, reduces operator fatigue. 
Laboratory and field tests prove that “ARDOX” 
spiral nails are as much as 30% easier to drive. 





























\LI\ 




















COMMON” 
NAILS 











LESS SPLITTING 


The “ARDOX” spiral nail turns like a screw 
when driven . . . threads its way into the wood 
with minimum fiber damage. The stiffer shank 
of the “ARDOX” spiral nail, with less bulk of 
metal, greatly reduces the tendency to split. 


COST SAVINGS 


“ARDOX” full spiral nails, because the greater 
count per pound results in lower cost per nail, 
cost less per job than equivalent common 
nails. Additional cost savings result from lower 
transportation, handling and storage charges. 
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To replace broken panes: 


sell “PENNVERNON’” 


not just “window glass” 





This particular small boy is a very unwilling customer 
for Pennvernon. However, once you have introduced 
. once they 
become familiar with Pennvernon’s fine visional prop- 
erties .. . they ll become steady Pennvernon customers 
when they have broken panes to replace. 

Pennvernon Window Glass has a brilliant, reflective 
surface with a finish that’s so smooth and even that it 
resists the accumulation of dust and dirt, resists scratch- 


most of your customers to Pennvernon . 


ing, and is so easy to clean. Its color is constant; it wont 
tade with the years. 


For more information on Pennvernon, and details on 
the free Pennvernon sales aids, call your jobber or write 
Pittsburgh Plate Glass Company, Room 7186, 632 Fort 
Duquesne Blvd., Pittsburgh 22, Pennsylvania. 

° ° ° 
Sell PENNVERNON Window Glass and sell a 
“spare piece. The next time you have a customer who 
wants a new piece of glass to replace a broken window, 
sell him a spare piece, too. Then he'll have a light of 
Pennvernon ready to replace his next broken pane .. . 
and youll have twice as much profit. 


Pennvernon Window Glass 


PAINTS - GLASS CHEMICALS - 


eum. Fes. 


os 2m: 


BRUSHES - PLASTICS - FIBER GLASS 


GLASS 0 ew NY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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FREE! cneneencun eeenene 


with 20 catches for stock...order No. DS 9783 


HERE'S WHAT YOU GET: 20 No. A 9783 Dual-Action Magnetic 
Catches, Retail Value.......$8.00 
Operating Demonstrator . . . FREE 
I GO cckcccccccsnnee eine 
ten Dealer Margin............ $3.20 
Shipping Weight Complete 2% Ib. 





Wardware Retailing 
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AS ADVERTISED IN 


The Saturday Evening 


POST 


Farm Journal 


and COUNTRY GENTLEMAN 


ante 
gine "ky, 


Amerock Clear-Vue Packages 
Spur Impulse Sales 





id 


7 . > . 
Pa se tN eo ee 


en ea 








This dealer, like so many others, really profits with the long line of Gensco 
Bushman Bow Saws. It’s no wonder! Because he has the most complete line of 
fast cutting, easy to handle bow saws (11 different sizes), he can feature replace- 
ment blades that bring customers back again and again, and he sells quality — a1" A-pupee See 


second to none. 


Why not start getting EXTRA profits, too! You can, by selling and featuring 
Gensco Bushman Bow Saws. Ask your jobber today! 





24” Camper's Saw 





BUSHMAN PATENTED BLADES BUSHMAN PULP WOOD BLADES 
Fast cutting general purpose For production work on pulpwood 
blades in 1” widths, 24”, 30”, 42° x 1%46" or 48° x 1%". 

36” lengths. 


NORDIC RAKER BLADES 
A fast cutting blade with raker 
teeth 30", 36", 42”, 48” lengths. ° ° 








other Gensco products 





———— . 


42” and 48” Adjustable Saw 


Estee! Wood Piones . . . hi-quality, Gensco Swedish Wood Chisels 


, Ce eed 
Lindstrom Pliers and Cutters ... aaa 
superior cutting wood oo . . » finest, most complete line of 

x 


easy gripping, durable pliers . ° pat 
sizes. chisels. Available from “%" to 2” ond cutters with permanently 30° and 36° Miner Saw 
2%". in handy roll packages. lubricated joints. Available in a 
great variety of sizes and shapes ; 
for light or heavy duty work. ya + aie eee 48" 


Three styles available in 
Plone irons, single 2° 


SEE YOUR JOBBER WRITE FOR LITERATURE 


GENSCO TOOLS 


A DIVISION OF 


GENERAL STEEL WAREHOUSE CO., INC. e 1802 North Kostner Avenue e Chicago 39, Illinois 
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COMPLETE /E4 
“DO-IT-YOURSELF” KIT 


= BEST KIT VALUE! Includes Professional Type Feather- 
weight Solder Gun Model G14 For all Your Soldering 
_.« 4 150-Watt Heavy Duty Solder Gun 
: | 4 Cutting and Smoothing Tips 


_o! #4 Kester TV-Radio Resin-Core Solider 
mq ns | and Sandpaper for Cleaning Joint 









—you'll 
tit rey like the way 
er it HANDLES! 


like the way \ Se pence sai 


we 


¥Y Lightweight — One-fifth the Weight 
of Transformer Guns 
© Compact-— Takes Half 

the Space of Transformer Guns 


v Instant Heat— Solders in Seconds 





THE PERFECT GIFT 
~ IDEAL FOR TOOL BOXES 





NEW DISPLAY PACKAGING 
SELLS-ON-SIGHT! 

Each kit or gun packed in an 

attractive, three color display car- 

ton that invites inspection, sets 


HEXACON BACKED WITH 
NATIONAL ADVERTISING! 
Nationally advertised to your 
customers in leading hobby, me- 
chanics, do-it-yourself, radio and 


FREE SELLING AIDS NOW 
AVAILABLE! 
Hexacon backs you up with free 
newspaper mats, envelope 
stuffers, display packaging, elec- 


FULLY GUARANTEED AND 
UNDERWRITERS’ APPROVED 
The reliable HEXACON trade 
mork and a full guarantee on 
every solder gun stand behind 











up easily and takes minimum 
counter space. 


television and service men’s trotypes, photographs and cata- 
magazines and trade journals. logs ... every sales aid needed. 


every sale. Approved by 
Underwriters’ Laboratory. 





-— — ER errr GG a a ca ca ae 


EVERYONE WHO SEES IT, WANTS THE HEXACON SOLDER 
GUN! It's in big demand by professional mechanics, hobbyists, 
handymen, radio amateurs and home owners. 


ORDER FROM YOUR DISTRIBUTOR, TODAY! 
Another Fine Tool by — 


HEXACON ELECTRIC COMPANY 
170 WEST CLAY AVENUE, ROSELLE PARK, NEW JERSEY 





ics sians eres SONeEY Sn OWE e MM IAs, ng SRE ite US Sina OO eR 
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DONT LET THESE CUSTOMERS GET AWAY 


Now you can sell them BERGER Service 
Transit-Levels and Duplex Tilting Levels 


BERGER SERVICE 
TRANSIT LEVEL 
Complete with tripod, 
Carrying case, plumb bob 
and instruction manual, 
$89.75 retail. 


These Berger instruments now being 
sold direct to hardware outlets 


Why let your customers go elsewhere to buy the surveying 
instruments they need for the same jobs you sell them other 
tools. Every time they do, you’ve lost an easy-to-make sale. 
Now you can get this business, too! Because now Berger 
is adding hardware stores to its nation-wide chain of dealers. 
The Berger Service Transit-Level and the Duplex Tilting 
Level are moderately priced for quick, profitable turnover— 
help sell related building items, too. And they’re quality 
instruments that carry the prestige of the maker of some 
of the world’s costliest precision surveying instruments. 
Get these Berger Instruments on your counter—and invite 
sales you’ve never had before, Many hardware retailers 
are doing it—stocking a few to start with—and invariably 
more soon after—as they’re quickly sold. Write today. 


Berger utility leveling rod 


A three-section, solid maple Leveling 
Rod, 8’-8’”’ extended. White face, red 
and black numerals. Can be used in two 
\ sections for heights up to 5’-9’’. Gradu- 
* ated to read to feet, inches, and eighths 
of an inch with vernier on the target 
graduated to read to 1/64 of an inch. 
Equipped with a cast oval target with 
enameled red and white face, tension 
gib and adjustment screw. Retail $14.75 





Builders, carpenters, caretakers, farmers, maintenance 
men, landscapers and do-it-yourselfers—the same cus- 
tomers who buy your hammers, power saws and so many 
other tools—are all “naturals” for these instruments. 
Because the Berger Service Transit-Level is a “must” in 
aligning foundations, brickwork, retaining walls and 
fences—leveling floors and sidewalks—setting batter 
boards—laying out driveways, parking lots—and many 
other day to day building jobs. Thousands are in use. 

And the Berger Duplex Tilting Level with its precision 
optical system is the new low-cost answer in solving 
leveling problems on small buildings, farms, drainage 
ditches, masonry and similar projects. 


Low cost Duplex tilting level 
retails for only $59.50 


Nothing like it on the market at anywhere near the 
price. Has accurate optical system in 10-power tele- 
scope which views image right side up. In addition 
to its use as a level, instrument has a 95 degree tilting 
action for vertical alignment—an important feature 
normally found only on higher priced instruments. 
You'll sell it to scores of customers who never dreamed 
they could afford to own one. Complete with stiff-leg 
white ash tripod, plumb bob, hardwood carrying case 
and instruction book. 


C. L. BERGER & SONS, INC., 55 Williams St., Boston 19 


~4@ BERGER 


ENGINEERING AND SURVEYING INSTRUMENTS...SINCE 1871 
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ONLY 


SI-CLONE 


SAWS 
OFFER 
YOU 


Ask Your Simonds Jobber 
Salesman to give you full 
details on the Si-Clone Line 
and the SEE-SAW Display... 
or write the nearest Simonds 


Factory Branch. 


with any one 
of 8 low cost, 


good profit deals 
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SIMONDS 
t 


Si-cLO® 











‘ 
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Attracts, Reminds, Sells 
Provides Strong Simonds Si-Clone Identification 
Displays gq Wide Assortment of Packaged Saws 
Simplifies Stocking and Re-Ordering 
Compact, Fits Any Counter 
Sturdy, All-Metal Construction 
Free with any one of 8 good deals 





Now you can be “‘Circular Saw Headquarters” in your town. Simonds 


complete, popular-priced Si-Clone Line includes saws for every purpose... to fit any 
machine. And Simonds Si-Clone SEE-SAW DISPLAY helps you sell ’em like never 
before. Here’s a counter top shopping center that makes buying easier for your customers, 
makes selling easier and more profitable for you! 


Top Margin In Saws — Simonds Si-Clone Saws are priced 
and discounted to make the biggest dollar for you. 


Faster Turnover — Simonds New SEE-SAW Display at- 
tracts more customers, encourages self-service, sells more saws. 
The wide variety of Si-Clone Saw types and sizes makes for 
multiple sales. Simonds makes 13 different types, up to 12” 
diameter, with round or special-shape holes to fit all makes of 
power saw machines. 


Immediate Delivery From Stock — There's a nearby 
Simonds Distributor ready to serve you — backed by Factory 
Branch Warehouse stocks. 


125 years of growth 1832-1957 


SIMONDS 


SAW AND STEEL CO. 
sa mat 






FITCHBURG, MASS, - 


Factory Branches in Boston, Chicago, San Francisco and Portland, Oregon Canadian Factory in Montreal, Que. 


National Advertising — Effective consumer advertising 
generates interest in Si-Clone Saws, creates sales opportunities. 
Merchandising That Sells Saws — SEE-SAW Display, de- 
scriptive Folders, Window Cards, Catalogs and Catalog 
Inserts, Newspaper Mats, etc. move goods from your store. 
A Trade Mark Famous For Quality — You're selling 
Simonds Quality — fully guaranteed — long known among 
woodworkers as the finest in saws. 

























—_ ® « Hedge Trimming 


‘Chore no More’ a> yids, as 
DISPLAY! Limited offer! > ' 


Free, colorful display-stand to 
introduce new Hedge Trimming ee : 
Attachment. Fits on counter. ~~ 2 i tool sales, gift sales. 


designed to boost your garden equipment sales, 


Attracts customers, sparks One by one Black & Decker has introduced 
sales! Contact your whole- 


vw the world’s safest Saw Attachment; new Orbital 
Dasher lan ceaee . 04 7, Sanding Attachment; Screw Driving Attachment; and 
Attachments plus >» ™ many other drill accessories. Now Black & Decker 
free display.) —> presents this new Hedge Trimming Attachment. 
\ , New B&D Hedge Trimming Attachment handles shrubs 
and hedges equally well; trims up, down, across with a mini- 
mum of time and effort. Even cuts grass. Movable handle has 
twelve positions for safe, tireless trimming. Full length blade. 
Easy, one-hand operation. 
ON DISPLAY in your store, this new Attachment will sell 
itself... plus many more Black & Decker Drills and accessories. Backed 
by special gift advertisements in Better Homes & Gardens... it’s a 
natural for Father’s Day. Call your wholesaler today or if you wish, write 
direct to: THE BLACK & DECKER MFc. Co., Dept. H-503, Towson 4, Md. 


=~ (|) Rhckhi Decker: 


**Tools-Electric”’ 





World’s Largest Maker of Portable Electric Tools 
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FOR A BIT WITH A BITE 


SUPER CARBIDE TIPPED MASONRY. 
DRILLS 


A COMPLETE RANGE OF SIZES & TYPES 
EXTRA LONG SPEED SPIRAL 
(List “LD”) 


Provided with fast, long. spiral. fluted 


area to bite into deepest holes. Hole 


sizes from 4” to | NEW CORE-VENT (List “CFD”) 


Has removable shanks for extension where r¢ 
quired. Incorporates milled siots instead of 
conventional spiral flutes. Easily removes a 
solid core due to undercutting action of aril 
which eliminates binding and stalling. Hole 


sizes from 4” to 6” 


DURABLE SPEED SPIRAL 
(List “FDM") 


Fast, double lead spiral flutes and full hole size 
drill Dody assure fast, positive dust ejection 
Big carbide tip assures long, trouble-free service 


life, many regrinds. Hole sizes from 44" to 1% 





DEEP SPIRAL (List “FDS”) 


This deep spiral masonry drill provides faster 


ejection of dust. Hole sizes from 3456” to % 





AVAILABLE IN KITS 


ea 
Niele i 


Each kit contains a selection of most popular sizes in one 
attractive package. 


BILILILI LILI LL LiL 


WRITE NOW FOR LITERATURE, PRICES 
TOOL COMPANY 
DEPT. 370, 21650 HOOVER RD. ¢ DETROIT 13, MICHIGAN 


WAREHOUSES: CHICAGO * DETROIT e NEW YORK e@ LOS ANGELES 


Subsidiary of Van Norman Industries, Inc. 
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SELL THE LINE 
with the PROFIT LEADER’ 


R 
| CHAN Ne, L ola le o. 


@ No. ->-tem 


For a longer profit per sale. SELL QUALITY 


t 





SELL THE COMPLETE CHANNELLOCK LINE 


4301-7 


You get more than a quality line when you 
handle Channellock pliers. Here’s a line with a fast- 
moving, nationally advertised profit-leader ... the 
popular Channellock 420. No other plier does so 
many jobs so well... no other plier sells so fast. So 
stock the Channellock line and put the profit-leader 
420 plier out front for your customers to see... 
try ...and buy. It’s easier to sell just one plier line. 
It’s profit-wise to sell the Channellock line. 








creates customer 





CHAMPION DEARMENT TOOL COMPANY 
MEAOVILLE, PENNS ¥ oa BEA 








casos 
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F57 
16 OZ. NAIL HAMMER 
$4.95* 








FS7R 

16 OZ. 
RIPPING HAMMER 

$4.95* 








FI6 
16 OZ. NAIL HAMMER 
$3.95* 








FI6R 

16 OZ. 
RIPPING HAMMER 

$3.95* 



















LUmB 


flom-Brreg 


FIBER-GLASS HA 


« 3 ” ° V Non-slip Neoprene Covered Gri 









V Light-in-weight for Perfect Bala 


¥ Guaranteed Non-Breakable in 





% “ > © 4 = -d 
beach 2? a eg Hit 


V Will not collapse or bend out of 





FB24 
24 OZ. BRICK 
$5.75* 






ILS with 


hable 


NDLES 


. 


ice 


iormal use 


fA. 





FM24 
24 OZ. BALL PEIN 
MACHINIST'S HAMMER 
$5.00* 





H FACTORY SUGGESTED CONSUMER PRICE 
* % 





FH2 
HALF HATCHET 
$5.95* 








FPH2 
POLISHED 
HALF HATCHET 
$6.95* 








THE © TO) | 


NAIL HAMMER 


NAIL HAMMER 


8 New PLUMB Tools are illustrated on the reve 
¢ Ask your hardware salesman about the com 





POWERFUL, HARD-HITTING NATIONAL ADVERTISING TELLS 
YOUR CUSTOMERS ABOUT THESE NEW PLUMB TOOLS IN... 


W(@) 34 = with | 


OO 2 pee 


Here's Why PLUMB TOO 
W IMPROVED NON-BREAKABLE reer 


are A WISE BUY ror YOU ano YOUR CUSTC 


THE HEADS 


THE HANDLE 
¥ are drop forged from high quality steel. 


v¥ are Fiber-Glass re 
of all structural 
v¥ are heat treated and hardened for maximum life and service. 


y are finished to exacting specifications for efficient use. Ctronger than 


V¥ are light in weigh 
¥ will not collapse a 
¥ will not “shock” 

¥ are durable—will 


PERMABOND® 


Heads and handles aré 
a chemical weld. Hand 


Permabond—an exclus 
Handles Tight. 


THE NEOPREN 


v keeps hand from 
¥ will resist grease, 


¥ covers a tough, d 
forced handle grip 


erse side. 
ymplete new line of 24 PLUMB TOOLS—or write us direct 





. 
Ch 
‘ ~4turday } 
see ve 





S wi , Se 
cuss HANDLE \_ | PLUMB TOO 


te a 





IMERS : << -BREAKABLE 


FIBER-GLASS 


HANDLES 


nforced—made of one of the strongest 
aterials. 


4) . ° 
stool -with the Hickory fool 
for perfect balance. 
r bend out of shape. 
aa & & «. 
our hand or arm. o-"" “ema, 
10t rust, rot or corrode. 


ASSEMBLY 


‘ permanently joined with Permabond, 
‘e will not loosen in normal use. 


ive Plumb Safety-plus Feature—Keeps 


E GRIP 


slipping. 
oil and sweat. 


urable, non-wearing Fiber-Glass rein- 
section. 


Multi-item 
merchandiser 


Holds 4 Plumb Tools 
—any combination 
you select 


Easy to set up 


Beautiful—iong 
lasting—comes 
completely assembled 





al ee é a Get this Beautiful—Modern—Electrically-lighted sales builder 


your initial stock order for New Plumb Tools with Non-Breakable Fiber-C 


handles. See your Hardware Wholesaler’s salesman today. 


TO INCREASE 





THIS FREE 


ELECTRIC DISPLAY 
WILL 


ST@P 


STORE TRAFFIC 
START SALES 
SPEED-UP TURNOVER 


@® 2 Electrically-lighted, brightly colored, 
molded vinyl signs flash on and off. 





' Pe exe BY. 
a HAMMERS 
| HATCHETS 
“n = ‘PL IM B ey 
ber-Glass SLEDGES 
be FILES 





FAYETTE R. PLUMB, INC., PHILADELPHIA 37, PA. 





now, in power tools, too, 


Remington. 


it’s right for you 


it’s right for 
your customers 


anyway you look at # ... Remington's Mall Tools are right for everybody...right for every job! 


Never before such an opportunity! 
Now, the famous Remington name—known for quality in sporting 
firearms and ammunition for 141 years—is associated with a complete 
line of well-established, precision-built power tools. 
Just think what that means to you in power tool sales! Build profit- 
able new business now by offering the complete Remington line of 
Mall Tools. The market is tremendous because Mall Tool Company, 
Division of Remington Arms Company, Inc., builds power tools for 
every need—farming, industry, construction and home workshops. 
A hard-hitting advertising campaign in 30 publications with a total 
circulation of 20 million will bring customers into your store—pre- Belt and Orbital type sanders for 
. ; d tho $ grain. 
sold on Remington! Better have a representative stock on hand. Don’t Se eee 
delay! Just fill out the convenient coupon. ae age Ce nn a NEED, 


eeeeeeeoeeeeeeeeeeeee2e 


Electric Drills in many capac- 
ities. Precision-built. 


MALL TOOL COMPANY, Division of Remington Arms Company, inc. 


g Dept. C11C, 25000 S. Western Ave. + Park Forest, lilinois 
Please send complete information on your power tools with address 
of nearest distributor. 
SS OT, _ Pie eae mn 8 Name puiniouemeniits is esti iets 


ee — 


\® MALL TOOL COMPANY Address__ 
C All Division of Remington Arms Company, Inc. 


25000 S. Western Ave., Park Forest, lilInois i 
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Zone State 

















Pliers 2 to 





SELL OTICA- 


® 


UTICA DROP FORGE & TOOL DIVISION, KELSEY-HAYESCO., UTICA 4,NEW YORK 


lImark of lity since 1895 
ee HARDWARE AGE, MARCH 14, 1957 














| 7e 700k the exports use [ 


FAMOUS BRAND NAME- Most wanted name in pliers and other high-quality hand tools since 1895 
WORLD'S MOST COMPLETE LINE Pliers for every purpose. Over 160 different types from stock. ‘‘Specials’ 
designed for special needs. FINEST QUALITY— Utica pliers are drop-forged for rugged strength. Electronic 
induction hardened on wear surfaces for greater durability. UNCONDITIONAL GUARANTEE — Every pair 
of Utica pliers that you sell is backed by Utica’s famous Unconditional Guarantee. No questions asked! 
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THE NEW RED JACKET |, | LINE OF 
CONVERTIBLE SHALLOW AND DEEP WELL me 
JET PUMPS AND WATER SYSTEMS gma — 


1. Nothing extra to buy to convert "CJ" 2. 30 and 42-gallon tank systems can be 
models from shallow to deep well. installed either vertically or horizon- 
tally. 


COLORFUL, EYE- 
CATCHING TRAFFIC- 
STOPPING DISPLAY 





RED JACKET 
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= RED JACKET 7 


“water” 
service 
products 


__.. THE NEV RED JACKET Ve 
“" LINE OF SHALLOW WELL JET PUMPS 
AND WATER SYSTEMS 


4. Available as pumping unit only and as 
4, 12, 30 and 42-galion factory- 
assembled complete packaged systems. 


ABOUT THE RED JACKET 


mo Here's all you have to do: 


| G/ “48 I. Get an official entry in one month, try again 


blank from your jobber or the next month. 


mae jenear neem . Drawings will be held 
ame and ad- each month by the L. W. 

mpame =6Ramsey Advertising 

baency, Davenport, lowa. 

abe notified 


MANUFACTURING CO., DAVENPORT, IOWA 
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The line that measures up to every need 












HANDY® WYTEFACE ... pocket-size . . . for short meas- 
urements. 6, 8, or 10 ft. with replaceable blade. Sliding 
end-hook for accurate inside and outside measurements. 






OE py 
‘“ SPP SLE 3 


\ 


Mii 


ERP LO ELSIE. . 
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LST WYTEFACE ... it’s a Level—it’s a Square—it’s a 
Tape. And it’s pocket-size! Has built-in, unbreakable level 
with easy-view bubble. .. accurate square... and 10 ft. 
replaceable Wyteface® tape rule. Sliding end-hook. 


K & E WYTEFACE is the line that creates confidence 
... Sells itself on sight . .. and offers a tape for every 
purpose. No wonder WYTEFACE is found in homes, 
workshops, plants, factories and on job sites every- 
where. Everyone, from homeowners to production, 
maintenance and construction men, knows it has 


48 


KewWYTE 







... sell themselves every inch of the way 


MIGHTY HANDY® WYTEFACE .. . extra-rigid pocket 
tape rule. 4%” replaceable blade . . . 10 ft. long. Easy 
reading. With sliding end hook. 





FAVORITE® WYTEFACE ... for Jong measurements. 
Choice: 25, 50, 75 and 100 ft. Foot numbers in red 
at every inch. Sturdy steel case with tough cover. 
A first choice with professional people. 










the quality that gives them extra value. Display 
WYTEFACE Iapes prominently and sell your share. 


KEUFFEL & ESSER CO. 


HOBOKEN, N. J. MAKERS OF PRECISION INSTRUMENTS SINCE 1667 
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and this 


plus other tried and tested 
business-builders, including 
newspaper mats, radio scripts, 
envelope stuffers, window 
streamers, electric flashers and 
can top stickers. 













Floor Polisher 


ff Rug Shampoo 


Machine 


Floor Sander 

































































business-building =|=|=2 
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way profits 


From (1) rental fees, (2) sandpaper and 
shampoo sales and (3) related item sales, 
totaling up $2500 annually from each set 
of machines. 





oe Oe ee SE rr re ee 


SANDING MACHINE CO. 7 
303 Clay Ave., Muskegon, Mich. 





Clarke 


Authorized Sales Representatives and Service Branches and Distributors in Principal Cities 


In Canada: Clarke Sanding Machine Co. (Canada) Ltd. 21 Advance Road, Toronto 18, Ont. 


Send me information on Clarke's ‘‘Three-Way Profit’ Rental Plan 


ee eee 





Firm___ 
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Special Twenty (Model 2057-RW) — Powerful low-co 
trol. Built in adjustable spacer panel. Fits windows 30” to 38%” wide. 
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Twin Twelve (Model 1257-T)—Slim, 
trim, with new automatic thermostat! 
3-speeds. Lightweight, portable; hangs 
on casement window in seconds. 16” 
x 32” x5%". Twin 12” blades move 
3120 cfm.* 


Super Porta-Breez (Model 1657-SPB) 
—New mobile air circulator; easily 
moved on non-scuff wheels. Height ad- 
justable stand. Full 360° tilt. Popular 
Super Sixteen fan. Shipped complete 
in one space-saving carton. 


50 


... and that’s why you will want to offer your customers 
Lau! More styling... more features ...more performance 
—more, in fact, of everything that means more sell for you! 
—are in the new Lau fans. It’s easy to round out a complete 
fan line with Lau. There’s the new Ultra Twenty, the dec- 
orator-styled selling sensation...the handy Porta-Breez, 
best-looking fans on wheels... the portable Supers, Twelve 
and Sixteen... the competitive, electrically reversible Spe- 
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Super Twenty (Model 2057-S)—Pop- 
ular 20” portable air circulator. Auto- 
matic thermostat. 3-speeds. 22” x 22” 
x 5%". Spacer panels for window in- 
stallation available. Big 20” blades 
move 3950 cfm.* 


nl 
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Ultra-Twenty (Models 2057-U, UB, 
UT, UP) —Four decorator colors! Re- 
cessed control panel holds Saf-T-Eye, 
3-speed switch, thermostat, electric re- 
verse switch. Complete with spacers. 
Big 20” blades move 3950 cfm.* 


cial Twenty. Here are all 
the fans you will need to 
make this your top year! 
What are you waiting for? 
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st fan. Electrically reversible! 5 position con- 


20” blades move 3950 cfm.* 
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Super Sixteen, Super Twelve (Models 
1657-S, 1257-S)—Portable air circula- 
tors, complete with Tilta-Breez stand. 
“Comfort Grip” handles. Sixteen: 18” 
x 18” x 5%”; 3000 cfm.* Twelve: 16” 
x 16" x 5%”; 2300 cfm.* 
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Powerflow Twenty-Four (Model 2454- 
WR2)— Cools an entire home, Quiet, 
belt-driven, 2-speeds, electrically re- 
versible. Fits windows 31” to 36” wide. 
26%" x 31” x 10”. Moves 5500 cfm.* 

*( Equiv. NEMA) 
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World's Largest Manufacturer of Air-Conditioning Blowers 


LAU FANS « THE LAU BLOWER CO. © 2007 Home Ave., Dayton 7, Ohio 
Azusa, California. In Canada: The Lau Blower Co. of Canada, Ltd., Kitchener, Ontario 
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Hardware Week 
Special! 





HER HANDS STAY LOVELY... 
DISHES SPARKLE FAST! 


No more messy dishrags. . 


x=aO 








. ho more half-clean 


dishes, glasses, pots and pans or silverware. The 
long-handled Speedy-Clean keeps her hands out 
of harsh dishwater while it cleans all kinds of 
dishes better, cleaner and faster. She’ll have more 
free time for movies, TV, bridge. Faced with 
millions of dishes to wash in her lifetime, every 
housewife will want a Speedy-Clean Dishwasher. 
Better stock up right now. 


SELL HER ALL THESE USES! 






oo nim 


GLASSWARE—Fully rounded 
face washes glasses thor- 
oughly—cleans bottles, too. 


. 
y 
ti 


—— 


pots and pans. 





POTS '"N PANS—Long-wear- 
ing SARAN bristles clean out 
corners and edges of sticky 








SILVERWARE—The only an- 
swer to cleaning spoons, 
knives, between fork tines. 
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SCRAPING DISHES FOR 
AUTOMATIC DISHWASHER 
— With Speedy-Clean, dish- 
washing becomes almost nice! 
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The light, sturdy brush 
that washes dishes 
> FASTER, EASIER, BETTER! 


SELL IN VOLUME 
WITH SMART DISPLAYS 


DISPLAY PACK 
6 Speedy-Clean Dish- 
washers (3 yellow, 3 
pink) protectively pack- 
ed in stand-up display. 
Just insert colorful top 
sign and start to sell. 








INDIVIDUAL PACK 


One Speedy-Clean Dish- 
washer, carded for hang-up 
display, in printed, folding 
carton ... ideal for mass or 
jumble display. 
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Tu: 
hardware week 


April 25 thru May 















SPEEDY-CLEAN *449 


WILL RETAIL AT 





(Reg. $1.69) 





See Your Jobber for all details! 
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We are an industry Sponsor | 





™ Advanced Course in 
Hardware Retailing 


OX FIBRE BRUSH CO., INC. 
FREDERICK, MARYLAND 
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APPROX, % SIZE 


wow New Profit Opportunities 


GOOD... BETTER...BEST’ 


Open up a whole new field of profit opportunity with the Tex- Knit guaranteed 
line of ironing board covers. ‘““Good—Better—Best”’ selection gives you three 
chances at every sale. . . allows easy trade-up.. . higher sales tickets (with 
greater dollar profit per sale) . . . assures customer satisfaction. 


GOLDEN CROWN 


Guaranteed one full year! 

Metallic gold silicone, coated on ironing 

surface 

Stain-resistant 

Heat-reflecting for quicker ironing 

No laundering — wipes clean with damp cloth 

Best-fitting adjustable drawstring edging 
Model 5100 GOLDEN CROWN Silicone Cover 

Retail list $1.98 

Model 5200 GOLDEN CROWN Silicone Cover 
with Foam Rubber Pad Retail list $3.98 


Gebden ¢ Town 


MACS 


Aly i} PERMA GOLD 


eee ee ae Guaranteed two full years! 

@ Metallic gold silicone, coated on both sides 

@ Maximum resistance to discoloration 

@ High heat reflection for quickest ironing. 

steam or dry 

@ No laundering — wipes clean with damp cloth 

@ Best-fitting adjustable drawstring edging 

Model 3100 PERMA GOLD Silicone Cover 
Retail list $2.98 

Model 3200 PERMA GOLD Silicone Cover 

with Foam Rubber Pad Retail list $4.98 


. 
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iw / BURN-PROOF 


ganna Guaranteed three full years! 
Won’t burn—completely safe 
Ultra-smooth surface—designed for sheer 
fabrics 
Perfect for steam or dry ironing—actually 
improves with use 
No laundering — wipes clean with damp cloth 
Best-fitting adjustable drawstring edging 
Model 2100 BURN-PROOF Asbestos Cover 
*Retail list $3.69 
Model 2200 BURN-PROOF Asbestos Cover 
with Foam Rubber Pad *Retail list $5.49 


*West Coast prices slightly higher 


X-Knit 


The only GUARANTEED Line 
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with xX-Knit: 


selection in Ironing Board Covers 
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Tex-KNIT? 
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FREE DISPLAY plus 


$5.94 in FREE profit goods 
when you SELL ’EM ALL... ae 
with the Tex-Knit “Good—Better—Best”’ —_ Et 
Basic Assortment “A” jem Ser = 


GUARANTEED? 


BASIC ASSORTMENT “A" 


FREE 3 Model 5100 GOLDEN CROWN—FREE Retail List $ 5.94 
FREE ‘‘Good—Better—Best”’ Self-Seller Display FREE 
Total Retail Value $60.79* 


“ 
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We're Selling ADVERTISED 


Tex-Knit70o ! 


JAYNE MEADOWS 





in 





STEVE ALLEN 





Steve Allen and Jayne Meadows—two of 


Big-space advertising in America’s leading 
America’s top show-business personalities— 


weekly publication—plus newspapers, radio 


are part of the Tex-Knit sales team .. . and and television—all add up to more sales im- 

they'll bring the Tex-Knit story to millions pact than ever before with Tex-Knit—the only 

of homemakers across the country. ironing board covers that are nationally ad- 
vertised .. . and consumer guaranteed! 
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AT LAST! A line of outdoor grills with 
a brand name that customers recognize! 


Model 7801. . .$9.98* 


Model 7401. . .$19.95* 


Model 7421. . .$39.958* 


Model 7420. . .$49.98° 


“CHARKY” GRILLS 


Eight models cover the popular price range from $9.95 to $59.95 


The name Arvin is an accepted symbol of first quality in millions of American 
homes, where Arvin products have proved their unexcelled reliability and 
serviceability over the years. One of the foremost manufacturers of metal 
products, Arvin now presents a line of ane 

barbecue braziers superior in design and 

workmanship—with the strongest 4-way 

selling appeal on the market—in name, 


quality, utility and price. 


Model 7802. Heavy gauge, 18-inch fire 
bowl; full-range adjustability of grill; 
heavy-gauge chrome-plated steel tubular 
legs with rubber-tired wheels; sturdy 
tubular steel bracing at bottom holds 
removable enameled utility tray $14.95* 





ONE YEAR GUARANTEE 
on all models. 
Fire bowls are guaranteed 
5 years against burn-out. 





Model 7422. 14-gauge, 24-inch fire bow1; 
hinged split grill for easy fire access with 
full-range adjustability; damper drain; 
UL approved motor for slow turning, 
self-basting action; rust-proof, heat re- 
flecting aluminized hood; chef’s work 
board with plastic top and polished alu- 
minum apron; readily removable spit; 
14-inch chrome-plated steel tubular legs 
with 8-inch wheels and semi-pneumatic 
tires; sturdy tubular steel bracing and 
removable enameled utility tray $59.95* 


For full information write or wire Gordon.B. Sutton, General Sales Manager, 
Furniture and Housewares Division, 


Arvin INDUSTRIES, Inc., COLUMBUS, INDIANA 


Manvfacturers also of Arvin Outdoor Furniture, All-Metal Ironing Tables, 
Home Radios, Fans, Lectric Cook, Portable Electric Heaters and Automobile Heaters. 


*Suggested retail prices, slightly higher for West and South. 
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month after month.... 
1512 million’ men and women‘“live by the book” 


...and the book is Better Homes and Gardens 


4.250.000 COPIES EACH MONTH 
. e * **@O8 @« *@e 








“The book”’ is a trusted friend that reaches all mem- during the vear... 

bers of the family —individually or collectively. 2,550,- g y 

000 readers of an average issue said they tried some- 

thing or used an idea suggested in BH&G— 4,450,000 e 

total actions. 1,800,000 said they bought something of America 
15,500,000 people read an average issue of BH&G. 

One third of the 123,800,000 people in the U.S. 10 

years of age or older read one or more of every twelve reads Better Homes & Gardens ! 
issues. That’s 44,150,000 Better Homes and Gardens 
readers—and over 40% of them are men. Meredith 


shown in an article or ad—2,550,000 total purchases. 
Publishing Company, Des Moines 3, Iowa. *A 12 Months’ Study of BH&G Readers, Alfred Politz Research, Inc., 1956 
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Boost your 


1957G-E Christmas 


A BETTER THAN EVER AD CAMPAIGN: 


Built around new ideas like that above, 
these ads will spark new uses outdoors 
and indoors; will reach more people... 
millions more ...in big color spreads in 
more national magazines. And these ads 
will also carry a powerful commercial... 


on why it pays to buy G-E. 


In addition there’ll be a colorful new 


“How-to-do-it” booklet with tested 
how-to-put-it-up help...another sales- 
zooming $5,000 home lighting contest 


...and other selling aids. 


You can’t miss...if you have enough 
General Electric Christmas lamps... for 
renewals, in string sets and lighted 


devices. 
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Lamp sales ...with the best package 
and the best promotion! 


No other package, no other brand builds 
Christmas lamp volume as fast as G-E 

. it’s the “pack” and the brand cus- 
tomers can depend on. In assorted or 
solid colors, C-9%2, C-7¥2 or C-6 sizes. 


TALLY 


PmtEEO 


oy 


GUAR” 


We her 


Also new G-E Twinkle lamps in trans- 
parent colors... D-25 for strings with 
6-volt transformer only... 
replacements in regular outdoor strings. 











} 








D-27 for 


x 
OuUrcvov 
pay = <x vase Se™ 
oe ae oa 2S 


cX< ai 





THIS PACKAGE SOLD OVER 100,000,000 BULBS LAST CHRISTMAS! 


And here are some of the reasons why: 


Sells 5 bulbs at a time... not just one or two but 
5 at once. The G-E 5-lamp pack is handy for your 
customers... let’s ’em see bulb colors.. 
the brand they want... speeds buying. 


. be sure of 


No need fo test em... saves clerk’s time and cus- 
tomer’s tempers. For bulbs in the G-E five pack are 
guaranteed to light. Eliminates counter jam-ups... 
thus General Electric “‘fives” can mean extra sales at 
peak traffic hours. 


Displays go in fast—easy to handle. Stack G-E 
5-packs neatly or dump ’em. Put ’em in bins or racks 
...in one department or more. You'll get a colorful 


eye-catching display and high profits from mini- 
mum space. 


Easy to price—also available already price- 
marked. Big price panel is easy to mark or stamp. 
Or by ordering G-E Christmas lamps in packs price- 
marked with suggested retail prices, you save pric- 
ing time, prevent delays at cash register. No extra 
cost... ask your supplier for details. 


Get a bigger share of the sweet, fast-moving 
Christmas market. Insist on General Electric 
Christmas lamps for renewals, in string sets and 
lighted devices ... they sell faster! Miniature Lamp 
Dept., General Electric, Cleveland 12, Ohio. 


Progress /s Our Most /mportant Product 


GENERAL €@ ELECTRIC 
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NEW LIQUID JOINS SANI-FLUSH 
LINE: BOOSTS SA 


Boyle-Midway’s Newest Baby 
Gains Quick Acceptance, Fast 
Re-Orders in Key Markets! 





Initial sales reports all across the nation indicate 
another “‘smash hit” for the growing Boyle-Midway 
line. Liquid SANI-FLUSH, new companion for the 
famous powder SANI-FLUSH, has gained immediate 
acceptance and high praise from consumers and 
dealers alike. Substantial re-orders in all markets 
have verified this enthusiasm. 


FRAGRANT 
IOILET BOW! 
CLEANER 





Removes Stains 
Faster/ 








Network TV Starts March Ist! 


Proud of its newest “‘baby’’, Boyle-Midway has 
announced a special TV d/itz for Liquid SANI-FLUSH 
—the only item of its kind to offer dealers powerful 


WINNING SANI-FLUSH TEAM! Leading bow!- 
cleaner now offers you two-way sales appeal! Feature 
liquid and powder, both in two sizes. 











network support! SANI-FLUSH will be featured 
weekly on “Love of Life’, top-rated CBS-TV day- 
time drama, reaching millions of TV homes in 153 
markets! Additional ads are scheduled in leading 
women’s magazines. Dealers are urged to feature 
SANI-FLUSH, liquid and powder, to gain maximum 


Order Sani-Flush With These 
Other Boyle-Midway Leaders: 


Aerowax « Easy-Off Oven Cleaner 


Black Flag Insecticides « Wizard Deodorizers 


Plastic Wood « 3-In-One Oi! 


profits from this sales-winning campaign. 


Griffin Shoe Polishes « Aero Shave 














DOUG 
EDWARDS 


SECRET 
STORM 


LOVE OF 
LIFE 


Boyle-Midway s Fast-Moving 
Line Now Backed by 


| BE YOU 
. = Every week 
* via NBC-TV 


for Boyle-Midway! 





Sells hard 
every weekday 
on CBS-TV! 


Top CBS-TV 
drama 5 days 
every week! 


Two evenings 
every week on 


CBS-TV 





IT COULD | | QUEEN FOR 
A DAY TODAY 





Big NBC-TV 


favorite sells 


Garroway sells 
millions more 


line weekly! on NBC-TV! 





Plus Magazines, Newspapers, Radio 


BOYLE-MIDWAY Inc. 22 E. 40th St., N.Y.C. 


Brooklyn - Chicago + Los Angeles - Canton, Ohio - Chamblee, Ga. 


Cranford, N. J. 





58 HARDWARE AGE, MARCH 14, 1957 





| r. I reasons why: 


CELLOTHENE PACKAGING INCREASES HARDWARE SALES 


man ama een ee oe oe oe oe ae oe oe ee ee ee ee oe 
_ 










MOISTURE-PROOF 


... resistant to grease, dust, cracking. 

Metal products can’t rust in heat-sealabl 

Cellothene. Packages remain crystal- 
clear through temperature extremes. 


TOUGH ... pliable and puncture 


resistant to sharp edges and constant 
consumer handling resulting in 
longer shelf life. 


SELF-SERVICE 
... Window-pane clarity an 
easily printed to quickly identify 
contents. Pegged, hung or 
stacked — Cellothene packages 
trigger impulse-buying. 


VERSATILE 


... easy to handle, ship, stock and 
display — from screws, nuts and bolts to 


bulky parts, tools or delicate instruments. 
PRECISION EXTRUSION COATED CELLOPHANE / POLYETHYLENE PACKAGING FILM 


Callothene 


CHESLAM CORPORATION 
A Division of Chester Packaging Products Corp., 






Send [] Please send me a copy of your bulletin on 
For Cellothene Packaging for Hardware. 

FREE [] Please have representative call. 

Hordwore = 

















SE eee. — nee rae 
A Subsidiary of St. Regis Paper Company re Company 
Address 
684 Nepperhan Avenue, Yonkers 2, New York City State 
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THERES A WEWLOOK’ \N SKATES 
TOY FAIR 


the all-new 


SEE THE NEW WINCHESTER 
TOT-TAILORED LINE — STYLED FOR HIGH 
TOT APPEAL FROM HEEL TO TOE 


Winchester has done it again! First the 
Winchester Tot-Tailored line, and now a brand- 
new approach to full-size roller skates — the new 
Winchester Super Speed Skates. Here are 
Winchester 1957 skates with the look of tomorrow! 
Skates that set a new standard in looks, styling, 
performance and durability. 

Come on up and see them yourself! See the 
new sales promotion and in-store material. Talk 
to us about the big, new advertising program. In 
two minutes or less, you'll see that Winchester 
has something really hot this year and it’s going 
to do a big job in helping build your wheeled- 
goods profits. 


NO. 10 TRAINER — THE CAMPBELL KID SKATE 


First beginner's skate equipped with rubber wheels. Viny! 
plastic toe straps, chime tone bell. Especially engineered 
and designed to fit small shoes. Low center of gravity. 
Quality construction throughout. 


NO. 20 ADVANCED TRAINER 


Perfect first ball bearing skate — eight full-size ball bear- 
ings in each wheel. Red Viny! toe strap. Chime tone bell. 
Rigid construction. Low center of gravity. 


NO. 30 JUNIOR 


First American-made skate with detachable toe clamp 
interchangeable with toe straps! Rigid, quality construc- 
tion. Ball bearing wheels. 


4 RICAN 
TOYS 


AS ADVERTISED IN 


— 


No. 10 
TRAINER 


No. 20 
ADVANCED 
TRAINER 


interchangeabie toe 
strap with bell! 


No. 30 
JUNIOR 


SEE THE WINCHESTER DISPLAY—THE MOST FAMOUS 


JOURNAL BRAND NAME IN SKATES...THE LAST WORD IN SKATE STYLING 
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AND PIN CHESTER HAs IT! 


TRADEMARK 


BUYERS come in and see 


tot-to-teen skate line... 






SEE THE BRAND-NEW WINCHESTER 
~ SUPER SPEED SKATES — STYLED THE MODERN 
2 WAY TO MAKE SALES ON SIGHT 


Bo 
=D 


Check these features... they 
make the new Winchester Super 
Speed Roller Skates the 

skating buy of the Toy Fair. 


* Complete new styling * Extra-heavy steel 
. * Extra-large “winged” toe clamps + Leather 
"straps * Red Vinyl ankle pads lined with 

Vinylfoam * Electronically welded foot and 
heel plates, strong horizontal girders * 20 
double ball bearing Winchester Wonder 
Safety Wheels * Free wheeling * Full oscillat- 


ee a . - ing trunks * Nickel-lume finish. 








No. 50 
STANDARD 


BRAND-NEW NO. 40 LEADER 
A: Full girder 3 piece construction and 20 ball bearing 






wheels make her go as good as she looks. Elastic-stop 





—— _ nuts on axle extension bolts. 
| ” BRAND-NEW NO. 50 STANDARD 


Red dust caps on wheels, plus red ankle pad, give extra 
color, extra appeal. Like the #40 and #60, they're 
shaped to the skater’s foot with high metal backs built 
integral with heel plate. 


— NO. 60 BRAND-NEW DELUXE— 
No. 60 % THE AMERICAN TOY SKATE 


DELUXE es The only skate made with Winchester’s new rubber and 

- double ball bearing wheel—faster, quieter and longer 

lasting than any all-metal wheel made. Extra maneuver- 

ability, extra speed. Red Vinyl ankle pads lined with 
Vinylfoam. 


A, 
~% 





Exclusive new Winchester 
Rubber and 20 Ball Bear- 
ing wheel. Fastest, long- 
est lasting wheel made. 
Channel-bar construction. 


SEE the new all-metal 
Winchester in-store dis- 
play unit. 













& WINCHESTER 


CML STEER 





ASK about free Winchester 
Booklets. Free window 
banners and other pro- 


WINCHESTER-WESTERN DIVISION * OLIN MATHIESON CHEMICAL CORPORATION * NEW HAVEN 4. CONN. motional material. 
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WWhotewer the seosow ... ov special doy 


All The Gi 


Thats Always Appreciated’ 


with a. Sibbey ‘Dijsploy 


A Libbey every-day Crystal set is “The 
Gift That’s Always Appreciated”. . . for 
birthdays, anniversaries, or those “extra 
special” days. 

To help produce top volume from your 
glassware department, Libbey has devel- 
oped eye-catching promotional displays... 
available now to gain full advantage from 
the coming seasons and special days. 


Libbey Safedge Glassware sets are pack- 
aged in highly attractive gift boxes .. . each 
one an effective display item. For use with 
the boxes are toppers promoting special 
days, and permanent wall or counter 
plaques. Well-planned use of these aids 
builds a customer-drawing display, for big- 
ger profits from volume sales .. . every glass 
backed by the famous Libbey guarantee: 
“A new glass if the rim of a Libbey ‘Safedge’ 
glass ever chips.” 








Libbey every-day crystal 








A permanent plaque for 
wall or counter display 
shows where to buy 
Libbey Safedge Glass- 
ware — every-day crystal 
for every day. 

; 














Be Abk. Your, 


Toledo 1, Ohio. 


a. ' 
and top- 


per displays attract attention to “A Gift 
That’s Always Appreciated.” Toppers tie in with 


significant dates . . 


Shower, Birthdays and Anniversaries . . 


. Mother’s Day, Father’s Day, Bride’s 


. and as a gift for 


every day for the Modern Homemaker. 


LIBBEY SAFEDGE GLASSWARE 
AN (I) PRODUCT 





oo | 
oe 











Libbey representative for information 
on these sales-building kits. For seasonal or year-around 
display . . . Libbey promotion kits will keep sales mov- 
ing briskly. Libbey Glass, Division of Owens-Illinois, 


Provincial Rese 


a new every-day crystal pattern 
in the Tempo shape, with delicate 
22K. gold decoration. In five 
sizes, it is the perfect gift. 


Owens-ILLINOIS 


GENERAL OFFICES » TOLEDO 1, OHIO 
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PRICED 


wERCHANDISE = 





ie > > 
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us 
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“Out Front” displays 


sell every minute 


Harvell “Out Front” displays sell for you every 
minute of the day. Harvell displays earn you more 
dollars per counter foot. Placed where shoppers 


are ie ; apt can see the beautiful colors and patterns, feel the 
SPACE SAVER KITCHEN S now in chrome or copper . . " eS 
trim, in addition to decorator colors, give you a complete solid construction, und see the modest prices 
quality line at popular prices. And, they're pre-priced. Harvell sells itself. 


THE, LINE THAT SELLS FOR YOU 


TAT OR 4 REFUND 
ma * > 
* Guaranteed by @ 
Good Housekeepin 
4 


¢ #0; . 







at 
4S anvearist 








Dens - ~ nel 





TV TRAY TABLES are sturdy, handy to use, store com- 
pactly. Available in stunning designs with modern black 


ename! finish legs. Four vinyl-coated steel clips eliminate 
scratches. 


METAL SERVING TRAYS in four sizes—best-selling designs 
and colors are sturdy and rigid with neat, trim rolled 
edges. Sell them singly and in sets of 4, 6, or 8. 


MANUFACTURING CORPORATION . HUBBARD, OHIO 
NEW YORK OFFICE . 420 LEXINGTON AVE., NEW YORK 17, N. Y. 
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There's a 
BULL DOG TAPE 


for every purpose 


© FRICTION You sell tape without effort when your cus- 

tomers see the famous BULL DOG name. And 
e RUBBER BULL DOG’S blue-ribbon performance brings 

them back for more! Smart packaging attracts 
¢ PLASTIC the eye — keeps stock fresh and new. Self- 
service dispensers and multiple-unit containers 
make volume sales easier, too! Put BULL DOG 
Tape on your “want list” now! 





Sold only 
through verified 
wholesalers 





> 
ss 
SS 
s+ 


WET TL. ape 
' ) Another quality product of 


BOSTO BOSTON WOVEN HOSE & RUBBER COMPANY 


BOSTON 3, MASSACHUSETTS 
Also manufacturers of Garden Hose - Nozzles - Matting - Stair Treads 
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TIGER LILY® No. 7 
Plastic Clothes Line 


High grade vinyl plastic extruded over high tenacity 
tire cord rayon core. Guaranteed 5 years ... 500 lbs. 
strong .. . exceeds Government breaking strength 
requirements. All-weather line. White and 4 color-fast 
pastels. 2 connected 50’ or 100’ continuous length hanks, 
each hank in clear film bag. Packed 12 hanks in self- 
display carton. 


OR 4 REF 
Kann * —— > 
* Guaranteed by 
Good Housekeeping 
f 40 ~ 












Nationally Advertised 










TAS apverristo 


HAWTHORNE” 
Braided Cotton 
Clothes Line 


“Pre-stretched” for 


AZALEA® 
Braided Cotton Clothes Line 


more strength, less 
stretch, longer wear. 
Gleaming white. Won’t 
kink or ravel, easy to 
tie. All-weather line, 
popularly priced. 2 con- 
nected 50’ continuous 
length hanks, each hank 


in clear film bag. Pack- 


ed 12 hanks in self-dis- 
play carton, 





A full, firm No. 7 line 
constructed of high 
grade cotton, uniform- 
ly and tightly braided 
over a high grade cot- 
ton core. “Pre-stretch- 
ed” for greater strength 
and less stretch, will 
not ravel or kink. All- 
weather line, highly pol- 
ished, gleaming white. 
Two 50 or 100 ft. con- 
nected continuous 
length hanks individu- 
ally packaged in trans- 
parent film bag. 





PRESSURE-SENSITIVE PAPER TAPES 
SASH CORDS e WEATHER STRIPPING 
COTTON & RAYON YARNS e EXTRUDED PLASTICS 





World's Largest Manufacturer of Cotton Cordage 
HARDWARE AGE, MARCH 14, 1957 





everywhere you look... everybody wants 
® 


MOST BEAUTIFUL CAN OPENER MADE 








Can-O-Mat sells on sight! First truly 
sanitary can opener... cutting 
wheel and magnet slip 

off for fast rinsing. Y) 
Opens all cans. Single 

action, no levers. 

Folds flat against 

wall when not in use. 
Beautifully styled 

in chrome and colors, 
All-Chrome, and 

“Copper Touch®”’, 

Prices start at $3.98 





* 


9” Guaranteed by 
Good Housekeeping 


we ae eng REMOVABLE CUTTER 
for Easier Cleaning! 

















Deluxe KITCHENEER’ 
; . C lombinradion _ GRINDER-CHOPPER, 
a =a an eee 


feed in the cubes!...from coarse New popular cone cutters! Delights family and 
to fine! Portable, light, compact. guests with exciting salads and money-saving 
Powered by a husky motor. Only meat dishes. Portable, lightweight, use any- 
Rival offers a complete choice of where! King-size suction feet. Beautiful colors 
electric and non-electric ice crush- and chrome. Kitcheneers from $13.98 

ers. From $7.98 


See your Distributor or Write... 
Rival MANUFACTURING COMPANY, Kansas City, Missouri 


Rival Manufacturing Co., of Canada, Ltd., Montreal 
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color ST'OPS ’em 
















Stores from coast to coast report that they get greater sales volume when they stock, 
feature and display the COLORWARE line. Folks just naturally go for the brightness, 
color and excitement that distinguishes COLORWARE! 


...- Long the leader in decorative pantryware! 
Housewares Division 
NATIONAL CAN 


ae ae oe ae”: oe: a we Ree a 
3217 West 47th Piace « Chicago 32, Illinois 
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AND 
__ HARDWARE WEEK 
3 WILL BE 
BUSIER 

WHEN YOU 

FEATURE 


EMPIRE BRUSHES 


the only complete household and personal brush 


line with the Good Housekeeping Seal of Approval. 
11,250,000 women will see this Good Housekeeping 
ad just when it counts most — during your 


all-out Hardware Week promotion! 
Another 
Hardware Week Special 
The outdoor season's Hardware Week... and every week of the year! 
coming up, be ready with the 
new Empire Spinning-Sudsing 
Fountain Brush #5647. Packaged 
in a colorful display-shipper, as are 
the two Hardware Week push brooms. Hardware Week with Empire—the number one brush maker! 


One more reason to feature Empire Brushes during 


When you show Empire, you re showing designs, 


packaging and values second to none. Put new life in 


— 


All your brushes from one dependable source 





EMPIRE BRUSHES, INC. Port Chester, New York 
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New way fo rack up 


@® New “E-T”’ Deal stimulates 
impulse sales and extra profits. 


@ Rack is 8” wide, 6” deep, 13” high, takes only \ sq. ft. 
of counter space. 


@ Holds 24—39¢ rolls, 12—75¢ rolls of “SCOTCH” 33 Plastic 
Electrical Tape. 


@® Stretchy, super-tough, all-vinyl tape resists water, oils, 
acids, weathering. 


@ Each roll individually wrapped to keep stock clean, fresh-looking. 
@ UL listed for electrical use. 





REFILL 
DISPLAYS 


‘= 


CAT. NO. 196 


12—39¢ rolls $312 
Yo" x 150” 


CAT. NO. 198 


12—75¢ rolls $6°° 


Ys" x 240” 


¢ 
The term “SCOTCH” and the plaid design are registered trademarks of Minnesota Mining & Mfg. Co., St. Paul 6, Minn. Export Sales 3M 
"ese 


Office: 99 Park Ave., New York 16, N.Y. In Canada: P.O. Box 757, London, Ontario. 
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@ Here’s the hottest news on wheels! Four smart new models, 
created for gracious entertaining, backed by a name that 
means quality and value . . . a name that’s pre-sold to your 
best customers in leading national magazines! All models are 


Dramatic new styling! all-steel, 2914” high, 17%” x 27”, with fashionable French 


Six new color Oval tops and shelves, and smart-looking guard rails that help 

? keep refreshments from sliding or spilling off. All turn and roll 

at a finger’s touch, on silent, three-inch casters. Act now, and 

exciting party mood! be first in your area to display these striking new carts. Free 
display material is available. Your distributor has full infor- 
mation on discounts to all retail stores. Call today! 


combinations ...allinan 


HAMILTON MANUFACTURING CORPORATION + COLUMBUS, INDIANA 


COLES. sirens 
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RALO leaders! 





There’s = 
only one 


SPACKLE. 


Largest-selling SARE ES. in the 
world! Painters have always insisted on 
Spackle — and now homeowners and ‘do-it- 
yourselfers are demanding. it, too. Nationally 
advertised Spackle has millions of satisfied re- 
peat customers — they buy: it in dry or paste 
form. Sell Spackle as the best insurance for a 
good paint job. 





oor 


» (~eane 











This is your wax ©, 


ULTRA GLOSS 


SELF-POLISHING FLOOR WAX 


Here’s the quality floor wax that is 
sold only through hardware, paint 
and department stores. No super- 
market competition! Ultra Gloss out- 
wears and outlasts ordinary shellac 
type waxes because it contains gen- 
uine Carnauba No. 1. Build a steady 
repeat volume with Ultra Gloss—the 
wax that offers consumers a “triple- 
your-money-back” guarantee. 





WRITE TODAY FOR THE NAME OF YOUR NEAREST DISTRIBUTOR 


THE MURALO COMPANY, !NC. 


New York * Chicago * Los Angeles 
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It's the top value in the field at the regular 
price of $2.98 ... but what a buy it is for 
your Hardware Week customers at $2.48! 
Order the No. 506 Deal now. Includes 6 
No. 507W-White enamel can openers in 
a self-selling counter display. Total retail 
value $14.88, less your regular discount. 


FIRST IN SALES BECAUSE IT’S FIRST IN VALUE! 


SWING-A-WAY MANUFACTURING COMPANY © ~ SAINT LOUIS 16, MISSOURI 
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Senate relures 


vanity shelf 




















Here is new beauty to delight the eye — Hall-Mack’s soap, tumbler, toothbrushes, medicines or toiletries — 


Concealed Vanity Shelf. Blends easily with any bath- and has an electric outlet for shaver or other use. It’s 
room decor — with any style or color. Dramatic in decorative — as well as convenient, with sliding mirror 
concept and clean in design, this handy unit provides panels in a chrome frame. In any home — this new 
ample space to keep bathroom necessities out of sight, Concealed Vanity Shelf will be practically beautiful . . . 
yet within easy reach. Holds electric or blade razor, a reflection of good taste. 


Easy to install — the recessed Concealed 
Vanity Shelf can be placed in any of several 
locations for your greater convenience. It is 
ideally located at the lavatory — between the 
top of the basin and the bottom of the mirror. 


HA-3 
HALL-MACK a Please send your FREE color booklet of new bathroom ideas. 


COMPANY 














; EE ‘soil 
1380 W. Washington 
Bivd., Los Angeles 7 address no i omer ts terme am 
California city zone state 
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ELLING SUPPORT? 


43 million ads this spring 
alone. Order now! Ask your 


jobber about the big new 
items In theAheumad \ine' 


Aa AAs Ds ll tit tn nin a 








THE WOOSTER RUBBER COMPANY, WOOSTER, OHIO 
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for the + f00r 


UIOOY/ (chef 
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LET THIS 


Outdoor Chef 


RING UP SALES 
FOR YOU! 





He’s Creating a Big 
Demand for These 


NEW-BRIGHT 
Cook Out Utensils 


IN THIS 


FULL COLOR NATIONAL AD 


¢ IN BETTER HOMES AND 
GARDENS—JUNE 





* AMERICAN HOME—JULY 





* THEY'RE MODERNLY DESIGNED 
WITH BRILLIANT COPPER- 


CLAD HANDLES [wean fv) 
(a\a\e\ 
ewes 
| \S}5 {2 : , ; : 
lraoteanx| NeW Way to feed the minum that heats fast and evenly. 
* THEY'RE MADE OF EXTRA THICK, ; hungry mob! Wear- Smart, functional design with 
Evers man-size Oul- copper-clad handles. Get the 
EASY-TO-CLEAN ALUMINUM ; , : | 
door Chef Set makes cooking-out whole set, or select the utensils 


more fun foreveryone—especially you need! 10" Frying Pan; 12 or 


the cook. Wonderful for patio, 16-cup Perk; 4 gt. Dutch Oven; 


* THEY'RE POPULARLY PRICED backyard, or picnic and indoors’ 19" x 11" Grid- 
FOR QUICK TURNOVER ... these handsome utensils are dle-Tray. Sold ' ee 
made of extra-heavy, Me alu- _at leading stores. P> oe 4 Foot 
| ate aiumin® 





* THEY'RE BRAND FAMOUS /AL ER 
ee TE AR: EVER 

















eo] Em geleole). melt). m:\4.. 
SELLS ON SIGHT! 


To further Boost E 
Your Volume in this ' 
Fast-Growing : 
Outdoor Cooking 


ehold and heavy- 
rare aluminum foil for all 
outdoor cooking. 
15" wide, 50" long #33806. 
18" wide, 50' long #3388. 


Fancy 
Square 
Mold 

(Cat. #2921) 


somos noid Si This Striking Display is Yours FREE with your 
Order of One Each of the Following: 


(Cat. #2941) 12-cup Perk (Cat. #3112) 4% qt. Dutch Oven (Cat. #235412) 
Just right for ONE POT outdoor meals. 


Spiral Mold 


16-cup Perk (Cat. #3116) 
| attractive molds for Scientifically built to brew perfect coffee 19" x 11" Griddle-Tray (Cat. #3220) 
sertrechee eer tui, for a crowd. Grills and serves 15 man-sized burgers 
m , ' 
as baking at one time! a EER | 
desserts—for Do 10" Fry Pan (Cat. #3210) [wearer | 


WEAR” 
cakes, too. AMG 
fancy Extra long handle protects chef from | (ale 


1 
} 
1 


: : ALUMINS | 
Pos ee bs eat ps flames. \ Ca ey, \ 
BR Aes ora Sg er . eg ee best 
. i Be ? ‘ : $e com ese v* 
CLIP AND MAIL THIS COUPON 


The Aluminum Cooking Utensil Co., Inc.—Retail Stores, Wear-Ever Bldg., New Kensington, Pennsylvania 


| 
} 
. 
| 





Guentty| We. peoetyaen map Sas FREE OUTDOOR CHEF NEWSPAPER MAT ADS: 
3112 12-cup Perk 


1 
3116 16-cup Perk 1 
3210 10" Fry Pan 1 
1 
I 








1 col. x 6"— 1957S -3A 
2 col. x 8"— 1957S -3B 
1 col. x 244" Mold Mat Ads, #107 and #108 











2354 | Dutch Oven 
3220 | Griddle-Tray 
RA-1728 | Free Displayer with 


your order of Il each YOUR NAME 
of the above items. 


2921 | Square Mold 
2941 | Spiral Mold 
2971 Shamrock Mold | CITY 
3386 | Alcoa Wrap, 15" x 50!' 
3388 Alcoa Wrap, 18" x 50! | YOUR JOBBER'S NAME: 




















ADDRESS 



































Introducing Ocean City’s New Series of Low-Priced 


FLASH “STARLESS”’ DRAG REELS 


A profitable new reel series, carefully made of 
quality materials! Each is equipped with the 
fabulous Ocean City ‘Starless’’ Drag that gives 
molatiiclalmaclslice] Mm ol-Teuliis increase or decrease of 
drag without taking your hand from the handle! 
Can be pre-set below your line's breaking point 
—eliminates broken lines due to faulty ‘star’ 


settings! 


Put the ‘Flash’ reel with a low end NNetatteleltte 


rod and you've got the greatest traffic builder 


yet! 














THE OCEAN CITY “FLASH” #932H ‘“‘Starless’’ Drag, free 
z spool, heavy nickel plating, synchro-mesh gears, 
vols el-teloMalolalc| (mm Gin | Gr Va 1 GM Cannel Ome ADS 


THE OCEAN CITY “FLASH” #939H Same ‘“Starless’ Drag 
and other features as No. 932H, except: LINE 
- CAPACITY: 200 YDS. 


MONTAGUE-OCEAN CITY ROD & REEL CO:, PHILADELPHIA 34, PENNSYLVANIA e WORLD LEADERS IN RODS AND REELS : 











Bi qger Pr ofits rom 


All-Steel—designed to attract and pull sales from 
store traffic! 


Space-saving counter size—20" x 13%"; 8” deep with 
base attached. 


Display panel bonderized and strikingly finished in red, 
white, and blue baked enamel. 


Holds guns and packaged fittings securely; yet allows 
them to be removed easily for inspection. 





For Power Implements For Power Tools For Motor Scooters For Marine Inboard For Golf Course and For Building and 
(Lawn and Garden) and Machinery and Motorcycles and Outboard Motors _ Institutional Equipment Home Appliances 
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the “Do-It-Yourself” Market with 








MERCHANDISER 
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NCOLN 
as Leaders in Lubrication 
i By - ~% 


j << we 


Set up this self-service 
Linco/n Merchandiser 


in 3 minutes... 





Watch sales grow! 


, a customers will see...try...and buy! New colorful, 
oom all-steel Lincoln Merchandiser catches the customer's eye, js 
invites inspection, and builds steady, profitable sales volume. hale 
~ These Lincoln grease guns and packaged fittings are nation- 
ally advertised and accepted products—proved by actual 
market tests to be the most popular and fast moving— 
carefully selected for unlimited, everyday applications. 





Here is a market-tested profit-builder that pays off right 
from the start. You get this all-steel Merchandiser at no cost 
when you order a representative stock of lube equipment 
from your Lincoln wholesaler. 
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BPS 


RETAIL 


SPRING SPECIAL 


SPRING SPECIAL 
DEALER COST 


MODEL BPS 


30” Steel “T” Handle 
Depth Gauge 


adjusts 2%” to 7/2” 


Head 1112” long 
Step 72” Wide 
Core Diameter 24” 
Packed 3 to a carton 
Wt. per carton 8 Ibs. 


“FULL DEALER MARKUP” 


These all-purpose planters will make a real 
hit with your customers. The #BPS with 
Depth Gauée is ideal for planting vegetables, 
bulbs, small trees, and shrubs. Removes cores 
of soil around shrubs, trees and bushes for 
insertion of fertilizers. 


‘BPW 


3250 | RETAIL $250 
$2.97 

* SPRING speciAL $4,983 
DEALER REG. COST $734 
DEALER REG. COST $1266 


$1 938 a fp “32> SPRING S 
<> ii “ae fe, DEALER Co! or 31.32 


MODEL BPW 


30” Wood handle 

No Depth Gauge 

- J Head 11'2” Long 

oe > Step 72” Wide 

a o Core Diameter 24” 
Packed 3 to a carton 

Wt. per carton 5 Ibs. 








For further information 
see your Ames Distributor or write to: 


0.AMES CO. 


DIVISION OF McDONOUGH COMPANY 
PARKERSBURG, WEST VIRGINIA 
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The Goodyear Gallery of Great Tires 
























































AY popular of all bike types. b> cies Ss great new WINGFOOT 
“175” is made to order for this booming market. It rolls like 
a lightweight, cushions like a balloon — combining the best 
features of both tires. And it can be used to streamline any 
standard bike. 


Got a plentiful supply of the WINGFOOT “£175” on hand? Order 
now. And be sure to specify it when ordering new bicycles. 
Goodyear, Cycle Tire Dept., Akron 16, Ohio. 


heavy-duty tubes are especially molded 
to assure perfect fit in the casing. 





MORE PEOPLE RIDE ON GOODYEAR TIRES THAN ON ANY OTHER KIND 


Wingfoot—T.™M. The Goodyear Tire & Rubber Company? Akron, Ohio 
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TOPS IN TUBES All Goodyear 


The Wingfoot “175” 


Designed especially for 




















American-made 
middieweight bicycles 
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why sell less 
when you can 
sell the best? 





BRAN D 


For years, RED BRAND fence has been 
demonstrating its quality ... notin theory... 
not in laboratories . . . but in actual use. 

Photographic reports reveal the years of extra 
life in RED BRAND fence: Longer life be- 
cause it’s made of rust-resisting, copper-bearing 
wire. Longer life because it’s Galvannealed®. 
Longer life because it stays taut through the 
years without restretching. 

What’s more—your customers know this. 
For generations, they’ve looked for the red top 


wire—the only fence line that sells on sight. 

We keep telling your customers about 
RED BRAND, too. No other fence is adver- 
tised as well... in magazines...on radio... 
and now on television. 

It all adds up to these simple facts. Highest 
quality. Best known. Fastest turnover. More 
profits for you. 

With these facts, ask yourself this question: 
Why sell less when you can sell the best? For 
details, see your RED BRAND salesman. 


KEYSTONE STEEL & WIRE COMPANY 


Peoria 7, illinois 


Makers of RED BRAND® Fence - RED BRAND® Barbed Wire + Bale Tie « RED TOP® Stee! Posts + Nails + Keyline 


Poultry Netting + Ornamental Steel Posts + Non-Climbable Fence + Gates + Keymesh® + Keycorner 
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* Keybead 


the only 


fence line 


that sells on sight 
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ICANS 
YEAR MORE AMER 
EAGe CARDEN HOSE! 


sss 
CM 
Nine » s 
ly ame rge 


America s Finest 
Remtorced Plasix f 
Garden Bese 


BETTER HOMES & GARDENS 
FLOWER GROWER 
SUNSET 


Swan 1957 consumer advertising will make more 
than 33,000,000 SELLING IMPRESSIONS... 
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Ads will appear in 


MARCH 
APRIL 
MAY 
JUNE 
JULY 


right through the heart 
of the garden hose 
buying season! 


FRANS-tiTe. 4 


‘ ~ 
Oe mes en Sena 


nave You Need a S&S, 
Pinforced Rubbe, Hose! 


SWAN Sime « sa 
—_ , 
‘2°... 

















SWAN GIVES HARDWARE MERCHANTS THE ONE 


COMPLETE LINE OF RUBBER AND PLASTIC HOSE... 
Designed hight... backaged hight and Price d hight f 
















SWANSEAL NO. 8640 


A full %-inch inside diameter solid ex- 
truded plastic hose of LOW TEMPERA- 
TURE plastic that remains soft, flexible 
and pliable at 50 degree temperatures! 
Retails at $7.95 . . . about what com- 
petition asks for an ordinary ‘2-inch 
plastic hose. CHECK YOUR INVEN- 
TORY NOW! 





SWAN SINGLE BRAID RED REIN- 
FORCED RUBBER HOSE NO. 8101 


An American favorite! For the customer 
who must have a dependable hose 
every day in the year in all kinds of 
climate no other hose at $9.95 gives 
such dependable service. Have plenty 
in stock for the 1957 season! 










SWAN PRESSURE-MESH 

NOS. 8860 & 8960 
Swan’s latest hose creation! LOW. 
TEMPERATURE plastic reinforced with 
Nylon truck tire cords! Remains soft, 
pliable, easy to handle in 50 degree 
temperatures! Leave it in hot sun un- 
der full pressure for days . . . it won't 
burst! Have pleny in stock for 1957... 
the demand will be terrific! 


USE THESE FREE 
RETAIL SELLING 


HELPS TO BOOST 
HOSE SALES AND 
PROFITS IN 1957! 




























THESE ARE ONLY A FEW ITEMS OF THE SWAN 1957 
LINE. WRITE TODAY FOR 21 PAGE FULL COLOR SWAN 
CATALOG SHOWING 15 HOSE STYLES, THE SPRINKLE- 
SOAKER AND TWO STYLES OF LAWN SPRINKLERS! 


co. 
eBeet 
swat roe oi 
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SWAN 
“Small Item” Envelopes 


Millions have been used for 
packaging small items. Keep oa 
box at your cash register. They 

' pack a potent Swan selling 
Swan Envelope Stuffers message. Your Swan Jobber has 

























Fit business size envelopes. Six them. They’re FREE! 

pages in full colors on Swan 

Plastic and rubber hose. Send SWAN 

them with statements, direct mail- MERCHANDISER 
ings. Ask your Swan Jobber. The original garden hose sales- 


They‘re FREE! man! More than 30,000 in use. 


Strong metal, with casters. Can 
be moved about store or out- 
side to attract side walk traffic! 
Order from your Swan Jobber 
today. 





Swan Book Matches 


Swan Pocket Protectors 
Plastic, protects shirt pocket. Ev- 
ery store salesman should have 
one. Helps sell Swan hose. Freel 


They strike every time. Hand them 
out to your customers and prospects. 
Order them through your Swan 
Jobber. 





SWAN RUBBER COMPANY - Bucyrus, Ohio 


World’s Largest Manufacturer of Garden Hose 


Great new... 
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» To) aa .0]6 mm ot- (ao) 80-1 mm ',0) 6] gael el -)celeal-ie_maal> 
new JET ROCKET Belt Axe. Built like 
\dal—mm ele) elell-tam) (om 4—)- an. 4 ©) OG ae Me 1-1 hi 








Axe, this new tool is sure to please 


{ol 6] ano) 6h colole)g-meiel_iceleal-ig—-s 


it's really built to last. Boron alloy 
a Uh olUII- Uae) 4-1-) mu al-taleli-mn.201em am el-lalemels 
break. Head permanently !|ocked to 
‘al-talell-ram O10! jal lelalmeial emt-lel-lelge)-m_ialelele 
=} F- lot. ela | orm 302 0)l- lei qmal-1-leomm-talemma-1e 
trim contrast beautifully with the 


eieigelaal-ts elt-t4-1eme_tal-tae 


Ask your wholesaler salesman about 


ROCKET Belt Axes today. 
No, BBA JET ROCKET BELT AXE 


packed 4 per carton. $4.95 retail each 


No. BBAX individually gift-boxed with 
sheath. $5.95 retail each. 


You can /ook “h7 for Leadership 
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5 nt ee ~ 4 ©) Oa @ al Mee F- 8401 1-3 oP ole), Fen colon 
Just like all tne other tools in the 
ROCKET family, this one is built to 











Tot) a al-t—-mdel-m-\-leal-melelgelam-lile) maelelelt-ts 
1 asi>i meels(elell-mael- tank) 101 em al el-laleme) al elg—t- le 
[ole <-(e mn commdal—mial-\-\em_leomaal-ia@siaa sli Mialo\ 1-16 
fly apart. What’s more, the cushion 
grip won't slip whether your hand is 


wet, dry or gloved. Soaks up shock, too. 


\CTeololom mu lelel alate me i-) a celi-leot aelaiomE-tale 
al-i- (eMule mm elelaldd-\-)anceomdal-m_laal-igaleialgelaal—— 
'e)i-\d-le mm al-lalell- mt tale Ma -\e Mn Gg lee mee ol) am aall— 
al-\ceial-) aml ialdemm-lalm-le)el-1-ig-lalet-mmell-\_\_mm eh 
itself. 


Remember. The trades are active now. 
Blo) a ani- imeem at-\\1-0e aal-)—\- ee | en ee 1 ©) Or 4 
an F400) al =) 4— Eola ie at-tale MC 1-1 alain colelolame iida: 


"Jol 0i am Ol lee) el-iam aaleli-\-1-tl-1amcelel-\\F 
Sure. 


No. BOH JET ROCKET HATCHET 
packed 4 per carton $5.50 retail each 


You can /ook to | Fr ia Leadership 
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Red Tagg Says: 
“CYCLONE CATCH-ALL BASKETS 


All over your territory, scores of homes, 
stores, schools, parks, factories are pros- 
pects for wire baskets. For these baskets 
are necessary not only for burning rub- 
bish, but as receptacles for paper and 
other waste products. 

Cyclone Catch-All Baskets are your 
customers’ best buy. For Cyclone’s 
superiority is immediately apparent. 
Here is a wire basket that can really take 
it! And, when you display it with the 
“Red Tag” label—the symbol of quality 
and dependability—you’re sure of getting 
the lion’s share of this market. 

Cyclone Catch-All Baskets are BIG— 
28” high, 20” top diameter, 16” bottom 
diameter. Made of heavy No. 10 wire, 
they can withstand rough usage. Their 
close (114”) mesh offers a safety factor. 
Welding at every fourth intersection 
makes Cyclone Catch-All Baskets ex- 
tremely rigid and durable. Available in 
green enamel finish, or, on special order, 
galvanized after fabrication. 

Contact your Cyclone jobber right 
away. Make sure that you have an ade- 
quate quantity of Cyclone Baskets on 
hand. Then, go after this business ac- 
tively . . . display them prominently; 


advertise them locally. Your efforts will 
be repaid many times over. 























CYCLONE FENCE DEPARTMENT, AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION 
WAUKEGAN, ILLINOIS + SALES OFFICES COAST-TO-COAST - UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
PACIFIC COAST HEADQUARTERS—OAKLAND, CALIF. 
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How to save time 
diagnosing bug problems! 


7 
¢ 


How to know and control all these common insects: 
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This counter display gives the answers for you 
...sells your brands of malathion all by itself! 





Pea a 


It diagnoses bug problems all by itself. Hands out colorfui free 


folders, loaded with useful information. Displays any malathion 
insecticide you stock. Takes only 18%” of counter space. And it’s 
punched for wall display! 


The same full page, full color ad this display puts on your 
counter appears 3 times in America’s leading magazines. Over 
23 million families will see it! ... including 7 out of 10 in 
your town! 


Cut inventory— boost sales 


You can recommend any malathion insecticide with confidence. 
Because malathion meets every major garden insecticide need, it 
helps cut inventories, boosts sales at the same time! 


Take a minute now to write for your FREE counter display and 
sales kit. And check your supply of malathion. Available from 
ALL leading formulators in sprays and dusts. 





—<——“"e¥ANAMID_— 
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American Cyanamid Company— 
Dept. M3, 30 Rockefeller Plaza, New York 20, N.Y. 


Rush my FREE malathion counter display and 
supply of consumer folders. Also send me follow- 
ing number of: 


(No.) _— Streamers—5” x 24”—‘Protect your 
whole garden...ask for a MALA- 
THION insecticide” 


(No.) _. Envelope Stuffers—(Fits +6 envel- 
ope)—Tells customer to stop by for 
free folder ...and malathion. 

Name 


Street 


— 


... Lone 
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Check the size of a 1957 ichbvy Pickup body for evidence of practical design. The box of the new long- 
wheelbase /2-ton Pickup is a full 98” long—currently the longest 4-ton Pickup body size you can get! 





98 INSIDE 


50 INSIDE — 





| CHEVROLET | 





* MAX. G.V.W.- 7-I7.5 TIRES 
UNLOADED 293 LOADED 262 





This big built-for-work “*box’’ makes 
CHEVY first choice in Pickups! 


rattle latch that strengthens the 


These best se/ling’57 Chevrolet Pick- 
ups are practical trucks in every 
respect, They offer modern power to 
keep your costs down low, modern 
looks to keep your prestige up high... 
and all these modern body advan- 
tages to help you make light work of 
tough jobs! 





They’re the most practical and prof- 
itable Pickups going! For example, 
they enable you to load more easily 
and quickly, thanks to low loading 
height and steel skid strips in the 
long-lasting hardwood floor. And for 
your bulkiest loads, stake pockets 
accommodate the addition of racks 
or side boards. Other modern advan- 
tages include extra hauling space 
provided by outboard wheel housings 

. a grain-tight tailgate with anti- 


sides . . . and practical level-ledge 
side panels. Chevy gives you run- 
ning boards, too, for convenient side 
loading. These new Pickups come in 
a wide range of 4-, %4- and 1-ton 
models with spacious boxes ranging 
up to more than 9 feet in length. 
See your Chevrolet dealer for 
the one that suits your job. ... 
Chevrolet Division of General 
Motors, Detroit 2, Michigan. 


"57 CHEVROLET TASK:FORCE TRUCKS 


PROVED ON THE ALCAN HIGHWAY...CHAMPS OF EVERY WEIGHT CLASS 
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BY RUGG 





Yes, you've got something to sell when you 
stock RUGG Rotary Mowers. 


Unique .. . Original . . . Practical! This VAC- 
U-LIFT Inner Ring helps create a suction that 
lifts and holds grass for extra-smooth cutting . . . 
then whirls cuttings around to chop them into a 


fine mulch. 


Sure, you've got lots of other quality and per- 
formance features to sell, too . . . steel and alumi- 
num housings, 2- and 4-cycle engines . . . and this 
RUGG-developed VAC-U-LIFT clinches the sale 
because it assures a truly RUGG-neat lawn. 


Your jobber has the whole story on RUGG... 
rotary and reel power, hand models, too. Ask him 
... or if you prefer, write direct to RUGG. 


Here’s your lawn-tested 
leader for ’57 ... RUGG 
Self-Propelled 21”... 
declutch for manual free- 
2 .» wheeling operation when 
vaaeen> cutting close to trees, etc. 
wie =... SAFE! 


THE E. T. COMPANY 





NEWARK, OHIO 
Manufacturers Since 1883 
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ry these two proven 


Modell. profit makers 


CHAIN MERCHANDISER 








THEY STOP THEY LOOK 


——— — — — FS 


THEY BUY 


YOU can step up your chain sales and profits—by putting 
the Hodell Merchandiser out front in your store traffic. 
Set up your own complete, compact chain department 
right on your floor where your customers can see and 
handle the chains. Requires less than two square feet of 
floor space ... ask your distributor about it today. 


AND 


Hodell Pailettes 
FAST SELLING SIZES 


OF WELDED CHAIN 


Proof Coil and BBB Coil chain 
are always in demand. Pailettes 
are the handiest way to handle, 
PROOF COIL CHAIN display and sell them, to home 
Prilette. and farm owners as well as 
marine and industrial users. 
Order Pailettes from your hard- 
ware distributor now. 


HODELL CHAIN COMPANY, Cleveland 3, Ohio 
Division of The National Screw & Mfg. Co. 





Noa; 


ationa Z Fasteners * A Hodell Chains eg Chester Hoists 
& 
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Domestic shells are priced 10% above ELEY! Check the prices on your 
order form below. Why pay more — you can buy the best for less! 


ELEY is NOT FAIR TRADED—excellent for PROMOTIONS! Here's how 
to really promote—sell—make big profits: Use the FREE ELEY window streamers— 
set your own selling price—write your own ticket for a successful selling season! 


ELEY is NATIONALLY ADVERTISED! Cash in on the ELEY campaign in 
Field & Stream, Sports Afield, and other leading magazines. 
REMEMBER... MORE ELEY DEALERS SOLD MORE ELEY SHELLS IN ‘56 THAN EVER BEFORE! 






vY Lo 
H = Patented © 


Air-Cushion Wad -—> 


ELEY means top quality! Patented Air-Cushion 
wad assures maximum power and shor patterns. 
Handsomely lacquered case provides utmost mois- 
ture resistance. Inner steel lining of high base 
shells —a unique ELEY feature — means superior 
strength. ELEY shells are loaded in England 
exactly to American shooting requirements. 












FULL FREIGHT ALLOWANCE on 10 case minimum orders received prior to April 1—So relae(=ts NOW! 


LENGTH AND GUARANTEED AS SPECIFIED 





ALL SHELLS ARE 12 GAUGE ONLY, STANDARD 234" 























































































































Powder 
- | Sem S | 2a “a “i “We my” | case | quanrity Cort 
ELEY ALPHAMAX MAGNUM (High Base) — Long Range Loads 
2 
Al2H 4 12 ar 107.00 107.70 108.40 109.10 109.80 66 
6 
ELEY ALPHAMAX (High Base)— Long Range Loads 
4 
5 
A12 3% 1% ; 93.40 94.10 94.80 95.50 96.20 60 
7¥2 
~ ELEY GRAND PRIX (Low Base) — Field Loads 
4 
GP12M 3 1¥e : 77.00 77.70 78.40 79.10 79.80 51 
7¥2 — 
T12 24% 1% 8 77.00 77.70 78.40 79.10 79.80 51 
Terms: 2% OCT. 10TH. Group for your location may be found in the equalizing table of any domestic manufacturer. TOTAL 











[] This is our first order.) We have an account with you. (] Ship C.0.D.* () Ship on OPEN ACCOUNT.** [) Cash with order. 
*50% of total invoice on all C.O.D. orders, balance will be shipped collect.**To open account, all orders must be accompanied by at least three credit reference: 


ELEY shells are specifically imported to fill your individual orders, and are not subject to cancellation. 


TYPE OF BUSINESS 





NAME 





STATE SIGNATURE 











ADDRESS city 
S. E. LASZLO © Dept. AH ¢ 25 Lafayette Street, Brooklyn 1, N.Y. © MAin 4-5251 
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HARDWARE WEEK SPECIAL! 
MMMM , FLEE... 


SHRUB RAKE 
GIVEN 


Hi with each Leaf or 
Vhs Broom Rake you buy! 


i 

















, 


Tines Cast in Sturdy Aluminum Frame 


No Rusting Between Tines and Frame 
No. 241 


Leaf and Grass Rake é . ’ 
Dealer Price, $1.60 ft Ne. 3 Flexible, but Tough; Won't Break 


Suggested Resale, $2.40 Shrub Rake 


; Dealer Price, Replaceable, Clear-Lacquered Handle 
Not Shown—No. 24S \. $1.02 
Sug. Resale, 


All Purpose Broom Rake hs $1.50 e e 
Matter aeey op Largest Leaf Area © Blue Enamel Finish 
Suggested Resale, $2.20 


This special offer for Hardware Week gives you a 
wonderful opportunity to bring in new customers 
and more profit with finest quality ATKINS Silver 
Steel Rakes. You get a FREE shrub rake with each 
leaf or broom rake you buy! Sell the shrub rake for 
clear profit...or use as a traffic-building giveaway! 


6 Leaf (or Broom) Rakes packed with 6 Shrub 


Rakes in one carton. 


ATKINS 


SAW DIVISION 


| BORG-WARNER 
CORPORATION 


ee indianapolis 9, Indiana —— 


“Sharpie” says: 


Call your ATKINS Wholesaler 
today... Make the MOST of this 
Special Offer right away! 


For Volume, Profits 

and Complete Customer 
Satisfaction . . . Display 
ATKINS Complete Line 

of Silver Steel Saws 

and Accessories .. . 
ALWAYS A CUT ABOVE 
THE REST! 





ume — eer wre ere neeaeert ert este eee ee eS 


7 * A Trade Mark of Borg-Warner Corporation BRANCHES — Chattanooga « Philadelphia ¢ Portland, Oregon 


EXPORT SALES — Borg-Warner International, 36 S. Wabash, Chicago 3 


For Over 100 Years America’s Most Distinguished Line of Saws and Accessories 
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NEW... 









For planters 
and rosebushes : 


— 


~ 














| For shrubs and flower beds 












SPRAY HEAD, ACTUAL SIZE 
Push in, turn, self-threading 





oP 





- | ANCHOR PIN 


"Make-your-own’ garden sprinkler 1 
with PUSH- IN spray heads 
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Nothing like it on the Merchandiser is NOT a kit 





: AERO, TOUT CMCNNEE NONES quickly axlests auatily what he teoks 
6 his own sprinkler for shrubs for his own individual installation. Contains all 
c . . . flower beds . . . vegetable the fittings and accessories needed for several 
gardens ... planters... cold aa te te yee and ny beds. 
. . ipe is pri and sold separately — comes in 
| frames ... perimeter watering. 100 ft. and 400 ft. lengths. 
So simple! He buys as much Gates — — a Gates 
Flex-Flo Pipe as he needs, and simply pushes = gm coperenongnart, of 
in as many sprinkler heads as he wants. Pipe up for this new, fast- 
lays on top of ground—held in place by expanding, profit- 
Gates special push-down anchor pins. packed market. Just 
: : tell your wholesaler 
Gates Flex-Flo Pipe can be cut with a to send you Gates 
pocket knife; is impervious to soil acids; Sateen Sperentee 
— _— can’t rust — light, flexible, easy Gates Rubber Co., Your cost $24.95 
o handle. 


Denver, Colorado. .. full profit margin 


“MAKE- 


Gates “:;. Garden Sprinkler 
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ror 1987 Mloecesioe 
| introduces an 
outstanding li 
g line 











...and an outstanding 


SELLING PROGRAM 


with the incentive benefits 


YOU WANT! 














r model or qs a sales- 







































your window, as 4 floo 

making demonstrator! 

In addition, all inquiries from your area will 
1 You'll also 


All-new co-0P 
dvertisi 
p ver ising Plan “ be referred directly 10 you 
a special merchandising kit. In major markets, 
demonstrator dealers will be listed 1n Worces- 
*s consumer newspapel advertising: That's 
t where yOu want it — i your own 


receive 


Worcester an- 
an and will at 
} adver- ' 
support righ 
local area! 


ng efforts, 
advertising P 
dollar — yOur loca 
Power Lawn Mowers. 


es to newsp4 er space and » 8 
papmse any of Merchandising, 
advertising: 


To help you! advertis! 
nounces 4 new co-OP 
match* — dollar for 
tising for Worcester 








llowance appli 





This a 
radio OF television time. You can 
the free qad-mats, scripts and films available 
from Worcester, OF you can create your own 
advertising: 
e Turn “stoppers into shopper with W orcester’s 
You've never had better advertising SUP” colorful, cales-stimulating merchandising aids. 
port than this! Get complete details .-- Theyre frees they re eye-catching: they re 
your Worcester distributor for amounts effective! 
available* for your co-oP advertising e Window streamers 
program. e Counter cards 
ck with your Worcester distributor to e Satin banners 
e Consumer folders 
_, the best! With force- 
Evening 


1 to you. 
Advertising support? . 
in The Saturday 


“Be sure tO che 
d newspapers 


learn what this co-OP plan can meal 


-space ads 
ther mage 
ing the 


Demonstrator 
always KeeP 
Dealer Pilani) oo" custome’! 
Take advantage of Worcester s selling 
elf to more sales in 


ful, large 
Post and © 


Buy > Worcester Power Mowers (one model, 
or any combination ) and receive 4 th power plans and help yours , agit? 
mower of your choice at 4 special, low demon- '57. But be sure to check with your distrib- 
m the factory trans- ytor first - - - he has all the information 
i you'll need! 


n be used in 


e. Shipped fro 
-paid, t 


portation pre his mower C4 


W 


woRceEsTER L 
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—now better than ever! 





AWN MOWER COMPANY 
Falls, Mass. 


» Chicopee 





Division of Si Corporauion 


HARI ‘ 5 ‘ 
‘ RE A ” + ] 











“Long time WOSEE ats ‘ 


ig 15 year guarantee’ _-’ 


“~ 
> 





— 


The original i pers oe c- 


WO-SEE 
GRASS 
BARRIER 


NOW PACKAGED 2 WAYS! 


New 40-foot connected coil! reg 
Disconnects every 2 feet. No cutting. | 





Here’s extra convenience for your cus- 
tomers. It’s a continuous coil . . . but it’s 
the only coil that doesn’t require cutting. 
Can be disconnected or re-connected to 
make any length or perfect circles for 
around trees. If your customer needs a 
40-ft. length, it’s ready for installation as 
it comes from the box. Disconnects to any 
shorter length with a twist of a pliers. 
4-inch depth. 


Standard 40-ft. package 


The regular No-See package that is a 
fast seller everywhere. Individual 
2-ft. sections are easily con- 
nected with special clips 
to make any length. 
4-inch depth. 


WEegee site 


Can ee SRE TEM 






, = 
& 


By eS 













coxa or™ 
ne "pe 


me nt ae 


3 MORE GOOD REASONS WHY NO-SEE SELLS BETTER... 


] Nationally advertised —No-See is advertised in larger ads, and 3 New 16-page book of uses—Raise 
in more magazines ... to sell homeowners on the benefits of the cover on the No-See coil package 
grass barrier. No-See advertising sends customers into your and this book is displayed. 
store ... assures brisk, volume sales. Shows a dozen ways 

to use No-See ... sells 

the original package 


teed 1 ; ilure— Printed rantee 
Guaranteed 15 years against rust tailure—Printed guaran and builds repeat sales. 


is enclosed in each package. This guarantee of resistance to 
corrosion together with the superiority of rigid, stronger, galvan- 
ized steel assures customer satisfaction. 








Order from your hardware or garden supply jobber <a o 3 





NO-SEE Grass Barrier is manufactured by: 


KEELOR STEEL, IN Cc. 


925 NINTH ST., S.E.. MINNEAPOLIS 14, MINNESOTA 
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' e . - 
‘Jim, | know the Vigoro line is 
@ good seller. But Id sure like 
“i 
To earn more on the volume | do! 


| HARDWARE DEALERS | 





You don't have to be 
a *“*big operator’’ to 


\ 
« 
MI 
sa ] i 
| 


“Ive got news for you, | 

Bill. Swifts new dis- 

count policy is tailor- 

made for dealers just 
like yourself!” 

















Now — more than ever before you can Buy 
VIGORO Right! Even if your sales volume is 
not the biggest, our attractive new policy enables 
you to earn top discounts! Result? America’s 
No. 1 selling line of gardening aids will become 
even more profitable for you. Get all the facts 
from your Swift Field Representative. He’s in 
business to help your business. . . and he’s help- 





Golden VIGORO 
Complete Lawn 
Food 
Proved on over 3 
billion sq. ft. of 
lawn. Safe, non- 
burning—lasts 
longer, gives 
steady feeding for 

months. 


ViGORO 
Complete 
Plant Food 

Top seller for years 
— outsells the next 
brand by 6 to 1! 
ideal for flowers, 
shrubs, vegetables, 
trees. 


ViGORO 
Complete 
ROSE FOOD 
New! Special for- 
mula provides 
needed nutrients 
for more and better 
blooms. Nothing 
like it ever before ! 


instant VIGORO 
Complete water 
soluble plant 
food 


Provides fastest 
possible feeding 
action... nour- 
ishes plants 
through both 
leaves and roots. 


ing you sell the line that’s backed by years of 
consumer confidence! 





Made Right 
for 
TEXAS SOILS 


VIG 


COMPLETE PLANT FOOD 


New Advertising and Merchandising 
will Spark Your "57 VIGORO Sales! 
More profits, and more advertising will spear- 
head the complete VIGORO line of gardening or cn: 
aids this year. Reader’s Digest, and Saturday F 

Evening Post are just two of the publications LORIDA LAWNS 
that will carry the biggest ad campaign ever! >} GOLDEN 
PLUS—display materials that pinpoint your \ o.. “! f 
area—‘“‘made right for the soils and gardening Kc. 
conditions in your area.”’ 


~ eee 


COmPiere ‘awn FOOD 


The VIGORO Family of Gardening Aids 


End-o-Pest Ant & Lawn 
Insect Spray 


End-o-Pest Tree Spray 
End-o-Weed 


End-o-Weed for Crabgrass 
and Chickweed 


Additional Specialties Available in Certain Markets 


SWIFT & COMPANY 


Plant Food Division, Union Stock Yards, Chicago 9, Ill. 


Vigoro, End-o-Pest and End-o-Weed are trademarks of Swift &€ Company 


Vigoro Complete Rose Food 
Vigoro Plus Chlordane 
End-o-Pest Garden Dust 
End-o-Pest Rose Dust 
End-o-Pest Garden Spray 


Golden Vigoro Complete 
Lawn Food 

Vigoro Complete Plant Food 

Instant Vigoro Complete 

~~ Water Soluble Plant Food 

Special Vigoro fer End-o-Pest Ant & Lawn 
Camellias & Azaleas Insect Dust 
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“In 37 years we've sold about 850 miles 


of American Fence to Nebraska farmers,” 
says JOHN CARHART, Co-owner, Carhart Lumber Co., Wayne, Neb. 





OHN CARHART and his brother 
RALPH are co-owners of ten 
lumber yards located in Nebraska, 
each of which is an outlet for the 
complete line of American Fence 
farm products. Each year they dis- 
tribute hundreds of tons of Ameri- 
can Farm Fence, American Steel 
Fence Posts, Nails, Barbed Wire, 
Poultry Netting, and other Ameri- 
can Steel & Wire products to insure 
their customers the finest products 
available for their fencing needs. 
“There’s always a strong adver- 
tising program on American Fence 


» | 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL Pe. 

GENERAL OFFICES: CLEVELAND, OHIO = 
| COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 
» TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. 
4 UNITED STATES STEEL EXPORT COMPANY, NEW YORK 





~~ Are you well-stocked with American Fence 
. Products? See your supplier, and be sure that your 
“American” sign is out where it can’t be missed. 


Ralph and John Carhart. 


in the top farm publications,” adds 
Ralph Carhart. “Although this un- 
doubtedly keeps farmers aware of 
American Fence products, we con- 
tinually merchandise on a local 
level. When a farmer walks into 
our store, or back into our yard, 
he sees American Fence products 
prominently displayed. However, 
since there are American Fence 
and Steel Posts still up and service- 
able after 25 to 30 years in this 
vicinity, we feel that this is the 
reason farmers keep coming back 
for more.” 
























Bn 
“Sted 
= 


American Fence Products in the yard. 


AMERICAN 
FENCE 











“¢ AND PO 


S 





American Fence, Posts, Nails and Barbed Wire on display 
in the Carhart’s Wayne, Nebraska, sales room. 


Ie 
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Let your GOULDS 
Pump Profit-maker 


because you ooo @pend On 
depend on WATER — GOULDS water systems_ 


Sell the pumps that help yow sell 
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DISTRIBUTOR put this 
to work for you 





This eye-catching, profit-making Hoor or window pump display literally 


. : } j . ” i r 
invites sales! Just Hip it open... aad Two \WOQUIGS FuMpS Ina wetcn 


it sell! It puts your Goulds Pumps out where the customers can't miss ‘en 
co | Pe i 
... gives Customers the buy sign in beautiful full color. Casy-to-reaa 


panels spell out Goulds amazing features in language customers under- 





stand. Other panels flag customers with dramatic pictures cued to Goulds 
hard-hitting consumer advertising. The result gives you a powerful selling 
tool — built around the finest new line of pumps in the industry the 


new Goulds Jet line! 


To wrap it all up for you our national advertising is telling your cus 


42” 


tomers to buy their pumps where they see this display at their near-by 


Goulds Dealers 


SEE YOUR GOULDS DISTRIBUTOR 


He will gladly arrange for you to receive your Goulds Pump Profit- 
maker Display right away. Actually — all you do is buy two Goulds 
Pumps — and the display is yours FREE .. . plus a colorful 2’ » WV al 
Banner. So see your Goulds Distributor —-and see the big, new Goulds 
JET line, complete all-new design in a full range of Prime-Flow deep 


well models, Shallow-Flow models and the new Jet-O-Matic Convert- 


ibles. Your Goulds Distributor has the facts >r write 


GOULDS PUMPS, INC. Dept. HA-357 SENECA FALLS, N. Y. 





GOULDS PUMPS 


for every home and farm need 
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WITH 
KORDIMULCH 


® No weeding 
® Practically no watering 
® Bigger, healthier plants 


WITHOUT 
KORDIMULCH 


® Weeds grow fast 
@ 50% more water evaporates from soil 
® Plants are os much as 3 weeks behind 


New discovery makes gardening 


easier... KOROIMULC ome polium 


Why Every Home Owner Is A Prospect for Kordimulch 


PREVENTS WEEDING—The tough, 
durable, colored, polyethylene film, 
KORDIMULCH, contains a secret in- 
gredient, Polium. KORDIMULCH pre- 
vents sunlight from reaching weeds 
—result: they wilt and die. 


SAVES WATER—Specially perfo- 


Family garden size roll Kordimulch— 
104’x 40”—covers 18’x18’ garden. 
Retails for only 


rated to let water into the soil, Kor- 
DIMULCH holds up to 50% more wa- 
ter in the earth. 


MAKES PLANTS GROW FASTER— 
this plastic mulch warms the soil 
and makes seeds germinate faster. 


EASY TO USE—Simply spread Kor- 


FREE DISPLAY 
MERCHANDISER 
@ Shows quickly how 
Kordimuich works 


@ Contains 12 Kordimuich 
kits 

@ ideal as an island, 
counter-end, or outdoor 
display 


DIMULCH over the soil. Hold in place 
with small quantities of dirt. Cut 
slits. Plant seeds or plants through 





them. 


IDEAL—for vegetable or flower gar- 
dens, foundation plantings, shrub- 


bery or trees. 


Feature Articles in LIFE, POPULAR SCIENCE, POPU- 
LAR GARDENING give you a pre-sold market for KOR- 
DIMULCH. KORDIMULCH is backed by a big, big pro- 
gram of national magazine advertising and publicity 
—plus ads in your local newspapers, stories in your 
local garden columns. 





HARDWARE AGE, MARCH 14, 1957 





GET GERING) 


Exclusive 
“Mirror 
Finish’’, S&S @ 


This seal certifies 
compliance with specifi- 


cations of the National Bureau 
of Standards of the United States 
Department of Commerce, for 


plastic garden hose, 
7/16" diameter and up. 


4 Ss a 


SO BRIGHT. IT SELLS ON SIGHT! 


Gk ae te ee ee 


This year there are good reasons why all eyes are on So get in touch with your distributor today. Get the 
the only garden hose with the “glamour look”. Made whole story. Stock up—then watch “Mirror Finish” 
by Gering, orginator of the high lustre “Mirror Finish”. make those hoses roll off your shelves! 

This high lustre sells it on sight! It’s also lightweight, 

convenient, indestructible—and priced to really move! 


Our exclusive “Mirror Finish” process produces a 
real gem—the promotional black hose, a full 7/16” 
beauty, priced to give you a real competitive edge— 
with a healthy profit. : — 
Powerful New Sales Helps for You: Space-Saver Display 
Rack ¢ “Stopper” Window Streamers ¢ Newspaper Mats 
Here’s a complete line of colors and sizes, all the Service +« Quality - Dependability 
way from %” to ¥%”—Soakers and 3-Tube Sprinkler 
Hoses, too—all 100% durable vinyl plastic, all beauti- 
fully packaged, all with written guarantees we back up. 


ALL SIZES AND COLORS 


Mifd. by GERING Products, Inc., Kenilworth, N. J. 


Distributed through Herculean Appliance Company 
1150 Broadway, New York 1, N. Y. 
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4 


3-TUBE 


| SPRINKLER HOSE 


Here’s an item you can really get excited about— 
the only sprinkler hose that’s different, with a clear 
practical advantage that makes sales on sight! 

It’s an advantage your customers can see instantly— 
and see the reason for. 


FREE 


COUNTER 
DISPLAY 


Order from your 
supplier. 





gr Aer ey . 








The Only Sprinkler Hose with “MIRROR FINISH” 
This Sprinkler Hose, of 100% Virgin Vinyl Plastic, coupled 

at both ends for adding additional lengths, will stand out on your 
sales floor as though under a spotlight—it has the 

beautiful “Mirror Finish” originated by Gering. This glamour 
look means quick sales—turnover—profits! 

Write for the name of your nearest supplier...right away, today. 


Make sure you're all set to get your share of “SPRAY-GUIDE” 
Sprinkler Hose profits this season. 


Effective Dealer Aids that “keep them moving”? 


Space-Saving Display Rack e “Stopper” Window Streamers 
Novel Counter Display « Skillfully Written Newspaper Mats 


White stripe UP, 
it sprinkles. 


White stripe DOWN, 
it soaks. 


AW yy 
S meuMy 


Mfd. by GERING Products, Inc. 
Kenilworth, N. J. 


Distributed through 
Herculean Appliance Company 
1150 Broadway, New York 1,N.Y. 





 Bordens He .. 


build profits ! 


saves 
TIME .-° 


aves 
) money. .° 


aves 
LABOR --- 


Available in 214 02z., 
1 lb. and 5 lb. cans; 
25 lb. and 50 Ib. bags. 


Revolutionary “high nitrogen” fertilizer 
“4 LASTS ALL SEASON 


Slow release 
Clean, odorless 
Won't cake or burn 
Easy to apply 
Won't leach or wash away 
: re Ideal for turf and ornamentals, 
> ee r garden and potting soils 
WdC1S Saves customer's trucking and 
reRT LIZER ‘compour | handling time, and saves 
men Seane muvee shipping and storage costs 


Used by nurserymen, greens- 
superintendents, park and 
highway maintenance men 


Display and sell the many advantages of BORDEN’S 38 
for satisfied customers and handsome profits. It’s the 
safe, highly concentrated “‘once-a-year” nitrogen plant 
food that assures steady, luxuriant growth all season long. 
And pound for pound, the cost of nitrogen in BORDEN’S 
38 costs no more than fertilizers containing only 3% to 
7% nitrogen. For descriptive literature, and the name of 
your nearest distributor, write to the address below. 


ilar... 8 


CHEMICAL DIVISION oe 
350 MADISON AVENUE, NEW YORK 17, N. Y. 


FREE DISPLAY CASE 





LF ) WELDWooD , 
FLlEXiBie 


Actual Size 
17” high x 18” 
wide of compact 
display space. 


nate 
tite. 


= Acoma, me \ 
’ \ ' 


PPHOC8 Pesto a 


= ~- with woop (= ali 


woos 


Hazy 
. Salma Z 4 


a 


os 
jj Real wood veneer 
&,. 48 sells right off your counter 


Weldwood 


cLEXIBLE 


ne:..\, Wood-Trim 
woon-TRIM \ 


DISPLAY CASE '\i Here’s a new profit item by 
Stacks 36 rolls of | Weldwood that every do-it-yourselfer 
assorted woods, *% : 2.8 
including Oak, | is waiting for 
Afri hogany, sai j 
Walnut, Birch, Fir for edging plywood 
and Korina. Each (no more exposed edges) 
roll is 8’ long, 4 — for decorating coffee tables, 
1” wide, in trans- £ . 
parent re-usable : picture frames, lamp shades, 
a * Pd waste baskets, etc., etc. 
| _ \ Wood-Trim is so flexible it easily 
wraps around curved or angled sur- 
+\ faces, yet it won’t readily chip, split, 
peel. All that’s needed to apply it is 
a good wood glue like Weldwood® 
Contact Cement or Weldwood Presto- 
Set®Glue. No need for heat, irons, 


pressboards, clamps, nails. 


(wise) ” Heavily Advertised Nationally! 


*Trade Mark 


ORDER WOOD-TRIM TODAY! 
Made by UNITED STATES PLYWOOD CORPORATION 
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DEMPSTER 


RIME-0-JET 


Self-Priming Shallow Well 
WATER SYSTEM 


There’s a big market and a good 

profit in selling the Dempster 
Prime-o-jet! Compare its exclusive 
features with any other shallow-well 
pump of its price... note the self- 
priming advantage...many models to 
choose from...the high capacity and 
full 25 ft. suction lift. Here’s a water 
system that opens the door to many 
sales where price has been a factor... 
yet of such high quality that you can 
sell it with confidence. Remember — 
Prime-o-jet, like all Dempster water 
systems, is backed by Dempster! 


At Your Service...78 years of 
water system experience 








Only Dempster Prime-o-jet offers all these 
features in a low-priced water system: 


@ Self-Priming — (After case initially filled). 
® Maximum Lift — Guaranteed suction to 25 ft. 
depth. 


@ High Capacity — Delivers up to 1010 gals. 
per hour. 

® Nationally-known Motor — Designed specially 
for horizontal jet-type pumps; ventilated. 


@ Renewable Rotary Seal —For easy service 
and sustained performance. 


® Corrosion-Proof ejector and nozzle. 


® Insert-Type Venturi — No threads, no wrenches 
needed. 


® One Moving Part — For minimum wear. 


® Heavy Brass wearing ring; corrosion-proof 
impeller shaft. 


Write for illustrated Prime-o-jet folder and details 
WATER on the valuable Dempster Dealer Franchise. 


SUPPLY 


DEMPSTER ~ 


EQUIPMENT 


DEMPSTER MILL MFG. CO. 


Factory and Home Office: Beatrice, Nebraska 


Branches and Warehouses: Omaha, Kansas City, Mo., Des Moines, 


a Sioux Falls, Denver, Oklahoma City, Amarillo, San Antonio. 
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LINZER Wake Lm Gp DISPLAYS ARE SELLING MORE PAINT... AND 


LAINZE fF? 


The new LINZER Wake ’Em Up Display is doing a bang-up paint 
selling job...and selling more LINZER “Flo Controlled” Brushes. 





DEAL +415 
“MAGNET” 
100% Pure Bristle 

Sug. Ret. 

Size per Doz. 
aad $5.40 
1A" 9.48 
a 11.76 
2 20.28 
4" 26.28 


Total $.P 
Cos? 


Nour Profit $31.70 


Standard of Quality 
Since 1892 


$73.20 
41.50. 





DEAL +51 
“COPPA GLO” 
100% Pure Bristle 


Sug. Ret. 


Size per Doz. 


‘7 
| YA" 
“a 


212" 
3” 


Total S.P $91.32 


Cost 51.00 


Your Profil $40.32 





Incidentally, LINZER’S Flo-Controlled Brush is the best good-will 


builder ever... 


its scientific construction actually controls the flow 


of paint, making it easier for the “do-it-yourselfer” to do a professional 
paint job. Each Brush Individually protected with SARAN WRAP. 





DEAL +45 
“BLACK BEAUTY” 
100% Pure Bristle 


Size 


DAVID LINZER & SONS, 





ANNIVERSARY | 


“varanteed Quality Since 189? 


| ae 


LInzER 


DEAL +41 
“COLT” 
100% Tynex Nylon 

Sug. Ret. 

Size 

bid 

yA" 

ae 

22" 

- 
Total S.P. 


INC, 


This display rack 


FREE 


with any of 
these 5 dozen 


assortment deals 


e@ LINZER selis directly to the 
dealer — shipments from strate- 
gic branch warehouses. 


Send Order Today... 


DEAL +40 
“CARSON-CHICO” 
100% Tynex Nylon 
Sug. Ret. 
Size per Doz. 


$6.48 

8.28 

10.68 

21.48 

28.68 

Total S.P. — a 
Cost 


Your Profit $35.60 





10-20 Astor Place, New York 3, N. Y. 
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Be Gold Bond’s guest in 





THESE SEATS 
RESER VED 
ZN — GOLD BOND =" 
DEALE RS AND 
THEIR WIVES 

















Win the trip of a lifetime for two 


Live a spellbinding week with your wife in any one of these glamour cities... irresist- 
ible Paris...ancient Rome...tradition-famed London...tropical Honolulu. You'll be 
the guests of National Gypsum Company, with all expenses paid. Travel in luxury 
airliners. Stay in the world’s finest hotels. Enjoy cuisine raved about by famous 
globe-trotters. Let professional guides show you the landmarks you've read about! 





the world’s glamour spots 
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How You Can Win 





There’s no loser in Gold 

Bond’s Green Thumb Con- 

test! Everyone can win valu- 

able prizes. You get 20 points 

for every gallon of Velvet, 

Velvet Enamel and Exterior 

Velvet you can sell. Select the 

prizes you want from the giant 

Green Thumb Prize Book... ; Vol VELVET i SEMI :ENANE | _ EXTERIOR | 
then sell the paint, collect y = Wbyel ual | — : é : * VELVET * 
your points and win the “ume waaas ane So” 


“WNcrete B, ch “ Becks © 
MADE with LATE* nearing WITH ape Stuece ee 
prizes. It's as easy as that! ee wee 


aug = 
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GOLD BOND GREEN THUMB 


PASSPORT 
TO ROME, LONDON, PARIS, HAWAII! 


Gentlemen: 


Yes! Rush me complete details on the fabulous 
Gold Bond Green Thumb Contest. 





Address 





Your winning points can bring 
you handsome gifts...TV sets, 
movie cameras, furniture, sporting 
equipment, power tools, home 
appliances and hundreds of others! 


City County es 7 
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STOCK THE FABULOU 
GOLD) BOND PAINT LT 


Gold Bond 1957 Style Colors 


Every paint dealer knows color sel/s ' That’s why Gold Bond ofters you 4 all-new colors that are 
selected from carefully tested 1957 style preferences. Dove Gray, Nomad, Beige and Sky Blue 


will please your Customers... and your profits. 


Gold Bond Exterior Velvet 








Offer your customers the best masonry paint colors 


they've ever seen. Offer them Gold Bond Exterior 





Velvet, the exterior latex paint made especially 
for brick, stucco, concrete and asbestos surfaces. Has 


excellent hiding, coverage and alkali resistance. 


Gold Bond Velvet Enamel 


Only Gold Bond offers this /atex enamel. Your customers can enjoy 
a semi-gloss enamel with an excellent sheen that matches the 
Gold Bond color they choose for their walls. Door and woodwork 


can be dry and ready to wash in 24 hours. Homeowners can 





use the same brush or roller for both Velvet and Latex Enamel. 


And Latex Enamel washes off equipment easily with water. 





FIRST CLASS 
PERMIT No. 49 
BUFFALO, N. Y. 








BUSINESS REPLY CARD 


NO POSTAGE STAMP NECESSARY IF MAILED IN THE UNITED STATES 





Gold Bond 


BUILDING PRODUCTS 


3c — POSTAGE WILL BE PAID BY — 
Green Thumb Contest 
NATIONAL GYPSUM COMPANY 
P.O. Box 64 


| NATIONAL GYPSUM COMPANY 


BUFFALO 13, N. Y. 
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Paint and Sundries —. 


Merchandising Guide 


uild PREST 


and you will build paint PROFITS 


Earn customer confidence with a well managed paint 


department and you'll get future sales in other lines 


by R. C. Rittenhouse, assistant editor 

More families than ever before will paint their 
homes this year. They are taking on many other 
painting projects. 

Before the year is over they will spend about 
$35 per home on paints and sundries. 

How much will they spend in your store? That 
depends on you. 

How successfully you promote your store as 
paint headquarters will determine how much of 
this market you are going to get. 

You have competition from the big food chains 
and many other outlets attempting to cut into 
the paint market. But you can get and keep the 
lion’s share of this market. 

How? 

Use this HARDWARE AGE Paint and Sundries 
Merchandising Guide. It shows you how to be- 
come the number one retail paint outlet in your 
community. You will find facts you need to know 
about paints and sundries; their uses; what 


114 


they are made of; and how to get the best results 
when working with them. 

There are many suggestions on where to dis- 
play them to create the best traffic patterns and 
make the most sales. You’ll learn how to sell as 
much as $1 worth of sundries for every $1 worth 
of paint sold. 

To get a major share of the paint market you 
have to be paint headquarters in your area. 

There is only one way to do this. You must 
win the confidence of your customers. In other 
words, you must build prestige. 

To you, customer confidence means prestige. 
This in turn builds profits. 

What can you do to get customer confidence? 
You must give professional advice and personal 
service. 

Here’s the reason. Paint and sundries are ser- 
vice items. The store that gives service will be- 
come the paint sales leader. You can be better 
equipped to give this service than any of your 
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competition. Why not do it? 

What does giving service mean? Service goes 
far beyond filling a customer’s order. It means: 

Store layout—make it neat, clean and efficient. 

Stocks—make them broad and deep. 

Displays—make them attractive and conve- 
nient for the customer to buy. 

Promotions—make them benefit the customer, 
too. 

Advertising—make it informative. 

Product knowledge—make it available to the 
customer through your own knowhow. 

Add these up. What do you get? You get paint 
headquarters in any community. There’s a good 
reason why service is so essential in paint mer- 
chandising. 

Every home painter wants to get a professional 
looking job for his efforts. He can’t do it unless 
he has the right materials and knows the proper 
methods. 

First timers, and veteran do-it-yourselfers 
alike, want paint information and plenty of it. 
They will go directly to paint headquarters for 
this information. They will seek out the store 
that can give the needed guidance. 


You have know how, so sell it 


Here is where you come in. This can be your 
store. Your product knowhow can be a magnet 
that will draw steady traffic in all seasons. This 
Guide has been designed to support you in equip- 
ping yourself and your staff with product infor- 
mation that sells paint throughout the year. 

Look at the market again. Retail paint sales 
increased more than 3 percent last year. They 
are expected to continue on the rise through 
1957. 

Several factors are behind this. People are 
doing more painting because they have more 
leisure time. They think up more family proj- 
ects and take on many more hobbies. 

Color has boosted sales, too. It is responsible 
for repeat sales, year after year. 
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When it comes to sales based on color, your 
profit should be spelled women. Women are the 
power behind new color styles. Living room 
walls will be repainted in the new shades regard- 
less of how good the old finish is. Changes in 
home decorating schemes point up the impor- 
tance of a steady, year after year, paint promo- 
tion program. 

Color trends are your best paint sales 
builders. 


Promotions build your volume 


Your paint suppliers funnel a continuing 
stream of promotion pieces, advertising pro- 
grams and product information to you to help 
you get the most from your paint department. 

The dealer who takes advantage of this gold 
mine of material does these things: 


® Identifies his store as paint headquarters. 


@ Ties in with steady selling programs that 
build store traffic. 


All this helps a dealer build a name outside 
the store. Once the customer is inside, personal 
service must take over. 

This Guide shows you how to use supplier 
material at your disposal, and goes on to show 
you how to put that finishing touch to the sales 
effort—personal service. 

How about your other departments? If you’re 
attracted women into the store for paint they 
can’t help but browse in your housewares and 
outdoor living departments. 

The same goes for the men. If they come in for 
paint, you know they are good prospects for 
tools and other hardware. Paint builds store 
traffic. 


Put on a good promotion with paint suppliers’ 
materials. Add your own ideas. Design attractive, 
convenient displays. Put your professional ad- 
vice and personal service behind it. Build pres- 
tige and you'll build profits. 
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Know your products 


How’s your reputation for know-how? staff is the single virtue that puts your store 

It bears checking, often. Most stores have in the big sales league. 
courteous salespeople, name-brand items, even Witness these conversations A and B: 
prices, and the same ad mats. Many stores A-—‘“‘Martha, I made quite a discovery to- 
have modern lighting, yards of perforated pan- day,” Mr. Consumer told his wife at supper. 
eling, and a half-ton pick up truck. Count off “I stopped in that little hardware store at 
other important, but fairly uniform facets of the east end of town. And do you know they’ve 
progressive hardware selling. Most stores fall got a paint salesman that’s a crackerjack.” 
into line. “How’s that?” Mrs. Consumer asked. 

But the product know-how of your selling “This salesman, just a kid mind you, showed 
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Here is a relaxed prod- 
uct information meet- 
ing of the type that 
can only be held after 
hours. Classes like 
these, held with regu- 
larity, turn order takers 
into informed salesmen. 
A few hours’ training 
monthly means more 
sales, and more confi- 
dent salesmen. 





What is a good flat wall finish? 


By knowing the uses of paint materials, you will 


boost sales through building customer contidence 


me how I’ve been using the wrong kind of 
paint and the wrong shape brush on the barn 
roof for years. Fact is, the paint he recom- 
mended is cheaper than what I’ve been using. 
I figure to save about $10 every other year from 
now on. And I’m going to see this man about 
painting the house roof shingles next time I 
go to town.” 

B—‘Martha, I’m mad,” said Mr. Consumer 
angrily. 

“What’s wrong?” his wife asked. 

“I’ve been serving myself and giving Mr. 
Dealer over at the hardware store a lot of busi- 
ness for years,” he went on, still angry. 

“But do you know today when I asked the 
salesman about those new plastic base paints, 


sell more paint and sundries 


all he could say was ‘instructions are on the 
label.’ 

“I didn’t have my reading glasses with me 
and the clerk didn’t have time to be bothered. 
Fact is, | don’t think he knows any more about 
those new paints than I do. And it will be a 
while before I go back there to buy anything.” 

Which is your store? 

Is the growth of your store stymied or pushed 
ahead by word of mouth acceptance or damna- 
tion as shown above? 

Product knowledge is the basis for intelli- 
gent selling. It builds initial sales and most 
important, it brings the same customers back 
again and again. It keeps your old trade, and 
continually builds new traffic. 


Here are typical questions your customers ask about paint 


Use these questions and answers for training salesmen individually, or in group 
meetings. Check answers and help your salesmen have more fundamental paint know-how 


Question: We've just plastered 


Before you recommend any brand of paint, you should advise the 


couple of rooms downstairs. customer that new plaster should dry at least 60 days before any 


paint is applied. Actually, a drying period of 90 days is desirable, 


especially in an unusually hot, cool, or damp climate. Selling the 
customer paint without these cautions will lead to complaints later. 
The paint will be blamed for the faults of uncured plaster. 


Question: How will I know 


New or bare wood should be painted three times for a truly pro- 


whether I need to use one, two fessional, long-lasting finish. Your first coat, undercoater, should 
or three coats on the outside of dry for about 48 hours before applying the first finish coat. The 
my house? first finish coat should dry from three days to a week before you 

put on the final finish coat. Pre-painted surfaces should get two 
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Typical questions your customers ask about paint - 





Question: I’ve never done any 
outside painting. But I cannot put 
it off any longer. How about some 
broad rules-of-thumb for a_be- 
ginner? 


Question: I’ve followed all the 
rules and use good grade paint, 
but I still get blistering and peel- 
ing. How can I stop it? 


Question: We're going to paint 
over the whole house this spring, 
inside and out. We will be need- 
ing lots of different kinds of paint. 
But, first, can you tell us how to 
roughly estimate how much we 
will need? 


Question: I’ve got some yellow 
paint left from another job. I want 
to buy some more to mix with it. 
How can I get a good mix without 
any lumps? 


coats if peeling, blistering, soft, or unevenly dirty or marred. First 
coat should be undercoater. This should be followed in 48 hours or 
more by the finish coat. One coat jobs are usually unsatisfactory 
unless old painted surface is uniformly clean, hard, and free from 
dirt, grease marks, or staining. In any one-coat job, a heavy pigment 
paint should be used, and white is preferred. 


Assuming the customer has cleaned old surfaces of dirt, rust, 
peeling paint, plant growth, and blisters, suggest these ground rules: 
paint only when weather is clear, dry, and at least 40° F. Never 
paint any surface, especially wood trims, when it is excessively hot. 
A hot sun causes fast evaporation of certain solvents in the film. 
This results in the formation of a skin on the surface. Remaining 
solvents are trapped under the skin and lead to gas blistering. 
Always paint on the shady side of the house first, and follow the 
sun around. 


Exterior blistering and peeling occurs when walls lack enough 
vapor barrier. New paint won’t stay on any better than old unless 
vapor is blocked. This is what happens: in insulated walls, the 
inner side is warm, and the outer side is much colder. Moisture in 
the air inside the house condenses in the wall the way warm breath 
does on a cold windshield. When warmer weather sets in, it melts, 
soaks through siding, and blisters the paint. If no vapor barrier was 
built into walls of customer’s home, problem can usually be cured. 
All interior walls, including closets and cupboards, should be painted 
with aluminum paint or two coats of wall primer and sealer. Finish 
the job with final paint or paper. Moisture condensation can be 
further reduced by building in louvres that let moisture pass outside 
directly. 


Assuming various surfaces in this home are in good condition, 
and not in need of a lot of repairs, sizing, or priming, here is about 
how much one gallon of average quality paint will cover: smooth 
painted surface, 700-800 sq ft; white coat plaster, 500-600 sq ft; 
sand finish plaster, 250-350 sq ft; textured walls, 250-350 sq ft; wall- 
paper, 350-450 sq ft; composition board, 250-350 sq ft; concrete, 
400-500 sq ft; brick, 300-400 sq ft; cinder block, 200-250 sq ft. Second 
coats usually give two to three times more coverage with brush or 
roller. 


With old or new paint, after shaking thoroughly, it is a good idea 
to pour off the liquid part, beat any thick accumulation left in the 
bottom of the can, and gradually pour back the thinner paint. Keep 
mixing as you go. Good painters “box” their paint as well as stir it. 
That is, they pour it from one container to another to speed mixing 
process and to make sure pigments get well blended with oil. If any 
lumps of scum or impurities still remain, strain paint through 
window screen, cheesecloth, or old nylon stockings. Old varnish and 
wallpaper paste should be strained, too. 
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Question: We’ve bought a lot of 
unpainted furniture. We’re told it 
takes special treatment before fin- 
ishing to stop the grain from 
showing through. Is this true? 


Question: My white painted sid- 
ing is sort of powdery. It rubs off 
a little on my finger, like chalk. 
Is this a sign that I need to re- 
paint? 


Question: I received an electric 
paint sprayer for Christmas. Can 
you give me some tips on how to 
use it? 
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Before enameling unpainted furniture, a few simple steps will 
give a professional job. Most unfinished furniture is made of soft 
wood that does not need a paste filler to close pores. But to prevent 
the grain from showing through the finish coating, seal wood with a 
wash coat of shellac, thinned half and half with denatured alcohol. 
Brush shellac on quickly. When dry, smooth lightly and evenly with 
a fine grain steel wool. Sandpaper isn’t good here. Shellac clogs it. 


Most house paints will “chalk” or rub off a little on a customer’s 
finger while still in excellent condition. This quality helps to keep 
a house clean. Dust and dirt will cling to the powdery chalk. It 
washes off with rain and leaves a bright, clean surface. When chalk- 
ing becomes heavy, and the sheen is entirely gone from house paint, 
it’s time to repaint before cracks and checks set in. If your cus- 
tomer waits too long, instead of merely brushing off loose chalk, the 
tedious and expensive job of removing rough spots, checks, and 
cracks will have to be done before painting. 


If the customer is going to use paint, varnish, or enamel, the first 
coat of each should be thinned one part thinner to four parts paint. 
On the first coat, hold the gun a little more than eight inches from 
the surface for a thin or “foggy” coat. Always work sprayer from 
side to side. Remember the slightest hesitation will pile up paint 
that will sag or run. Thin successive coats should be put on with 
about the same mixture. Hold sprayer six to eight inches from 
surface. One primer, or two finish coats should give professional 
finish. A dryer can be added to mixture to speed up drying. If cus- 
tomer is using lacquer, three to five coats will be needed with two 
parts thinner to three parts primer or finish lacquer. All coats 
should be applied at from six to eight inches. With lacquer, errors 
multiply quickly because of almost instant drying. 
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Sell more than just paint this year if you want 
your store to have a prestige rating in your 
community. 

Sell color. 

That is what your customers are really after. 

They are repainting a room, their house, or an 
item of furniture basically because they are 
tired of the old color. When your customers 
come in for paint, they don’t just want paint. 
They want a specific color. Or they want to see 
your color selection before they buy. 

That is why you should sell color before you 
sell paint. 

Look around you. What sell clothing, house- 
wares, automobiles? 

In most instances, it is color. 

There is a reason for this, too. Psychologists 
have proven that color influences a _ person’s 
mood. Colors can be cheerful or depressing. They 
not only serve a decorative purpose, but they 
also affect a person’s outlook. Psychological tests 
have shown that. 

That is also why you should stress color in 
promoting your paints. 
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The dealer who is first in his community in 
supplying the latest colors enjoys a special pres- 
tige. He is the dealer paint customers think of 
when they want new colors. He is the dealer 
(from whom) they buy their paints. He is the 
dealer who enjoys more profits from stocking 
paint. 

So stress color in your paint promotions. 

Stress color in your advertising. When you 
prepare your ads, do not play up paints at a 
special price only. Play up color. Give your ads 
drive by playing up color. Point out to your cus- 
tomers the magical changes they can bring about 
in their home’s appearance by the use of new 
colors in their homes. 

Promote the new colors in your ads. Consumer 
magazines are continually reporting new trends 
in color for the home. Point out in your ads that 
you have all these new colors. Stress the deco- 
rator colors now in fashion. 

Send out color swatches as envelope stuffers 
with your monthly statements. Mail out color 
cards separately too. This way you bring color 
into the customer’s home—something that would 
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be too costly to do in a newspaper advertisement. 


Soon your customers will succumb to the desire 
for new colors. Women especially want to be fash- 
ionable. They will decide it is time to redecorate 
their home. They will be in the market for paint. 
They will buy the paint from the store that can 
supply these new fashionable colors. 

You can be up to date on the latest colors. 
Here is a chart showing the most popular colors. 
Most paint manufacturers agree that tones of 
beige and brown will be big sellers in 1957. Pink 
is holding steady as a favorite. Turquoise and 
its various shades are moving upward as top 
choices in color. 

Play up the color magic in your displays. 
Show an old piece of furniture in need of repair. 
Alongside it show a similar piece repaired and 
repainted. Use talking signs to point out the 
wonders worked by applying new color to the 


old furniture and showing the comparative 
prices of repainting as against the cost of new 
furniture. 

Make your paint department stand out with 
color. Put your color charts out front where 
customers can see them. Use large color panels 
on your walls. Put the paint numbers below the 
panels so customers can be attracted by the 
color and buy that same color easily. 

Build mass displays of paint cans of leading 
colors as attention-getters. Use these displays 
in your paint department and in your windows. 
Display model rooms before and after painting. 
If you make these model rooms 2 feet square or 
less, you can use them as counter displays. 

Prepare illustrations to show these effects 
in color. If you cannot draw them yourself, you 
can get pictures of this sort from most paint 
makers. 


Color trends, your guide to higher profits 


Source: The California Ink Co., Inc. 
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Use this chart as your guide 
to the expected color trends 
for this year. The chart shows 
what colors paint manufac- 
turers expect to be the most 
popular in 1957. The black 
paint cans in the chart stand 
for orders placed by paint 
makers in the last half of 
1956. The red color bar 
shows orders for the first 
half of 1956. The information 
was prepared by California 
Ink Co., a major supplier of 
colors to paint makers. The 
expected popularity of 
colors in 1957 is based on 
those orders placed in the 
last half of 1956. 


Where pink and blue colors 
appear twice on the chart, 
the first listed is the darker 
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Color bars that sell more paint 





s 


Counters double well as color bars. While custom- 
ers select colors they are made aware of their 


sundries needs. The entire family likes to get into the act of choos- 


ing colors. A bar like this makes it convenient for 
them to compare ideas. 


< 


A spacious, modern layout like this goes a 
long way in helping in the sale of paints 
and sundries. /t makes paint easy to buy. 








| 
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Profit from tie-in sales 


... know the facts about brushes, rollers, sprayers 


When you build customer confidence through knowing 


your products you add tie-in sales and boost profits 


Are you just selling paint? 

Or is your store known as headquarters for 
paint, paint advice, and encouragement to ama- 
teur decorators? 

Most of the mistakes made in do-it-yourself 
painting stem from two major problems. When 
a bad painting job results, often the dealer is 
blamed. One or both of these faults are to 
blame: 

1. Cheap or unsuited paint, or unsuitable 
painting conditions. 

2. Lack of know-how on the care and uses 
of brushes, rollers, and sprayers. 

Fault number two can be cleaned up through 
informed selling that stems from a better un- 
derstanding of the value and limits of per- 
formance of each painter’s tool. 

Aside from giving customers a better paint 
job and greater ease of finishing, knowing your 
brushes, rollers, and sprayers means three 
things: 

A. More add-on sales. The same customers 
will keep returning to you for the best in paint 
and paint advice when you guide them through 
better, easier painting jobs. Customer confidence 
is your best selling tool. 

B. More initial sales. Because you are sell- 
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ing the right painter’s tools for every job and 
eliminating misuse of one purpose items for 
every job you'll sell more painter’s tools in 
total to each home craftsman. Every tool has 
certain purposes and definite limits. When 
customers understand these, they will buy dif- 
ferent tools for different jobs. 

C. More tie-in sales. Salespeople who know 
how to win customer confidence with informed 
selling know that it is easier to tie-in other 
items needed for a truly professional job. 
When a customer has faith in what you tell 
him, he will take your advice on related items. 

So much for the “why.” 

The question now is, “how.” How can I edu- 
cate my salestaff? Where do I begin? 

Pick up a brush, roller set, or paint sprayer. 
Look at the manufacturer’s sign, descriptive 
folders, fact tags, directions and guarantees. 
They tell you about all you need to know. Get 
your staff in the habit of self-help reading. 

If you want some broad, general facts to 
train your staff, use the summary on the fol- 
lowing pages. 
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Brushes, rollers, sprayers 





Brushes 


Rollers 


Sprayers 


(Continued ) 


Facts that help you sell painting tools 





More than 350 million paint brushes are sold every year. Good hog bristles from 
China have been proven for all-purpose paint brushes. 

Many manufacturers combine pure hog bristles with synthetic fibers such as long- 
wearing nylon to get the best advantages of each. 

The metal band on brushes is called a ferrule. Ordinarily these are made of tin 
or nickel plated steel. Stainless steel or aluminum is generally used in better grades 
of brushes. 

Filler strips is another term you’ll hear professional painters talk about. These 
wood, metal, fibre, or plastic strips usually are not visible, but they are important. 
Filler strips nestle against the handle in the center of the bristles to provide a reser- 
voir for paint. They make a longer flow of paint possible from a single dipping. 

Brush handles are made of hardwood or hard plastic. In good brushes they are 
well balanced to keep the work load of the brush even. 

New brushes should be conditioned by suspending them in linseed oil overnight. 
This does not apply if brush is to be used for lacquers or shellac. New brushes to be 
used in shellac, water, or latex base paint should be washed in soap and water. 

Clean brush immediately after use before hardening sets in, especially when using 
rubberized or water soluble paints, or lacquers. Don’t soak bristles in paint or water. 
They will get soft and soggy. 

When cleaning brushes, use turpentine or mineral spirits for oil base paints, 
enamels, and varnishes. Soap and water should be used to clean brushes used with 
water-mixed casein, latex, or calcimine paints. Hardened brushes can be made workable 
with two cleanings of any good packaged cleaner. It takes time, massage, and combing. 


While rollers cover broad, even areas somewhat faster than brushes, they some- 
times fail to penetrate cracks and rough surfaces as efficiently as a good brush. 

Good rollers have a deep wool or mohair nap. This painting surface is usually a 
sleeve or on a stiff covering that slides off the roller for quick changes. Alert dealers 
always sell a spare sleeve for painting different colors or for different finishes. 

Most rollers are a dip-type that come complete with a metal pan which holds about 
2 to 2% quarts of paint. There are also fill-type rollers in which the paint reservoir is 
the center of the roller itself. While these types only hold about a pint of paint they 
Save time in dipping. 

Trim rollers from 1 to 2 in. wide are usually needed to do a 100 per cent interior job. 
Large rollers can’t quite make it into tight corners and around moldings. 

Stipple rollers and newer-type texture rollers have found favor with home decora- 
tors. They make possible a three-dimensional effect that competes with wallpaper in 
good looks. Manufacturers are predicting a big future in this type of roller as it 
becomes better known. 

Paint trays and rollers need thorough cleaning after each use. Spirits or turpen- 
tine will remove oil base paints, enamels, and varnishes. A mild soap and water wash 
will keep roller nap fluffy. Warm soap and water is recommended for rollers using water 
mixed casein, latex, or calcimine paints. Roller pan should be wiped clean and stored 
where dryness will prevent any rusting. 


Spray guns can present a problem. Used professionally, they can save time, paint, 
and money. But in the hands of an untaught do-it-yourselfer, they give the whole 
theory of spray painting a black eye. 

Basic types of sprayers are: 

Vacuum cleaner attachments. Used often where accuracy is not too important. All 
right with thin mixtures for such jobs as lawn furniture and cellar walls. 

Vibrator spray guns. Vibrator motors give enough pressure for light household 
jobs. Inexpensive way to varnish, lacquer, or enamel such items as furniture and 
screens. 

Shoulder outfits. Smallest compressor-gun units, motor and compressor are fixed 
on shoulder sling with sprayer connected by 15 ft tube. Usually hold a quart of paint. 
Most portable of professional sprayers. 

Diaphragm compressors are portable, but not light enough to sling on shoulder. 
A % horsepower motor is usually used to drive diaphragm-type air compressor. These 
units handle all but heaviest finishes. 

Piston compressors have 4 to % horsepower motor for power. A 15 ft air hose lets 
customer move about without moving compressor. For all professional work. 

Pot-type outfits hold about a three gallon reservoir which feeds paint through 15 
ft hose to spray gun. Many stores rent them for big house or barn-painting jobs. 
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Sash and trim brushes—! to 2 in. wide, best for 
window mullions, furniture, toys, ladders, radiators, 
screens, small pipes, scrollwork, and trims. Come in 
variety of oval and angular shapes. 


Varnish and enamel brushes—2!/, to 3 in. wide, best 
for baseboards, shutters, gutters, eaves, large pip- 
ing, sprouts, small boats, doors, cupboards, picket 
fencing, and mechanical equipment. 


Wall and exterior brushes—3!/, to 4!/, in. wide, 
best for all exterior and interior surfaces of broad 
area, floors, swimming pools, barns, sheds, and 
silos. Bristle length may vary from 2!/, to 43/4 in. 
May cost up to $15 with 10 year guarantee in 
better quality lines. 


Fill-type roller—center of roller is paint reservoir. 
Holds about a pint. Eliminates roller pan. Usually 
paints a 7 in. swath. 


Dip-type roller-—may have metal or fibre core, 
depending on quality. Lambs wool or mohair sleeve 
usually quickly removable for cleaning. 


Trim roller—built like its big brother on a smaller 
scale. Usually about 2 in. wide, it is a must for 
tight corners and trims. 


Diaphragm type sprayer unit—for most home jobs 
of all but heaviest types. Has carrying handle or 
shoulder sling for complete portability. 


Vibrator-type compressor—most portable of all, 
it is best for big, rough items such as wicker 
furniture and fencing. Replaceable jar usually 
holds a quart of thinned enamel, varnish, or lacquer. 
Good to spray insecticides. 


Piston-type compressor—not to be carried about, 
but has 15 ft hose to sprayer for freedom on large 
jobs. For all professional work, it delivers about 35 
pounds working pressure. 
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Where does paint fit into your traffic picture? 
Here are some ideas on where it can help you most 


Where should you locate your paint depart- 
ment? 

At what point in the store will it be most 
valuable to your store traffic pattern, your turn- 
over situation, and your profit picture? 

Should it be in the front or in the rear sec- 
tion? Or, should it be in between? 

Answer: It depends entirely on your indi- 
vidual setup. 

In deciding where to put paint and sundries 
merchandise consider this. If the department 
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has a high turnover and draws a lot of traffic, 
the best spot for it is in the rear of the store. 
By placing a high volume department in the 
rear you draw traffic past other departments. 

If the paint department has a low volume 
rate you will want to boost its value. Locate it 
up front. There it will get more attention and 
will soon become a major profit source. 

There are exceptions to this location rule. 
For instance, Ruidoso Hardware Store in New 
Mexico (Hardware Age, Aug. 30, 1956) locates 
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the paint department at the front of the store. 
And, it is a major volume department. 

Why? 

Department location depends on the particu- 
lar business situation. This store is on a main 
highway. Most shopping is done by motorists 
rather than pedestrians. The store front was 
designed with this in mind. 

The paint department has been placed along 
a wall facing the highway. The store owners 
positioned a major department entirely to at- 
tract customers. And it has paid off. The own- 
ers report that 20 percent of their paint volume 
comes from motorists passing through. 

If advertising is your principal means of 
promoting the paint department your best loca- 
tion may be in the rear of the store. When a 
customer comes in for paint as a result of your 
advertisements you don’t have to channel this 
traffic immediately to the paint department to 
get a paint sale. Therefore, position the sec- 
tion well back in your store. Customers will 
pass your other merchandise. 

Where should the sundries counters be lo- 
cated? Next to the paint, of course? 























But look around. Are all of your sundries 
near the paint stock? How about the caulking 
materials, ladders, gloves? There are many 
items that turn out to be paint sundries yet 
are not immediately identified as such. 

Group all of these items as near the paint 
stock and color bar as possible. store 
layout will govern this to a degree. 

Your customer thinks of these items in terms 
of the job he is undertaking. If you let these 
items become reminders at the time of a paint 
sale you’ll make more related sales. 

While discussing where to display paints and 
sundries, do not overlook how to display paint. 
Other articles in this Guide show you recom- 
mended ways to promote your paint depart- 
ment at point-of-sale. This doesn’t mean dis- 
play alone. This includes the person behind the 
counter: his manner, appearance and knowhow 
in salesmanship and service. 

No one factor can make any store paint head- 
quarters. Don’t depend on advertising or loca- 
tion or knowhow or displays or just plain traffic 
to build sales. Put them all together to get the 
results you want—more profits. 


Your 


How to locate your paint department for best traffic, sales results 
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These diagrams show two possibilities for locating the paint department. Diagram on left indicates the paint and sundries 
section directly in front of the entrance. Here it will get immediate attention from shoppers. It is a good location to 
build paints from a low to a high volume item. The floor plan at right indicates where a high volume paint department 
can be of most value to other departments trafficwise. It pulls traffic through other sections of the store. The vacant 
islands are for possible expansion of paints or related items. 
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Window trims.... 
attract paint buyers 





Sundries, like these ladders, can be used to create 
window displays that catch the interest of passersby. 


Paint-up and clean-up campaigns are good promo- 
tional features for paint, sundries window trims. 


Vv 


Color is the pitch here. You can follow color trends 
or you can create a color trend with windows like 
this. 


Windows can attract attention whether they are 
large or small if they are clean and neatly arranged. 
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Advertising brings ’em in... 


for more traffic, sales, profits 


It pays to advertise. Add suppliers’ materials to 
your own ideas and get a profit packed campaign 


There’s a big paint market. And there is one 
proven way to get a lot of it rolling your way. 
Advertise. 

To get store traffic, you’ve got to let folks 
know you are around. Tell them where you are 
and what you have in stock. Tell them in a color- 
ful, timely manner and you are bound to draw 
traffic. 

Doing a good advertising job depends quite 
a bit on your attitude toward it. 

Look at it this way. Advertising is an invest- 
ment to produce a profit. Not an item of cost. 

If you plan your budget with an eye to result- 
ing sales, you have an excellent chance to get 
effective results. If you focus your attention on 
the cost of the program, you may misfire. This 
way you will waste what little money you did 
allot to your advertising effort. 

How much should you spend to advertise 
your paint department? 

A lot depends on your particular marketing 
situation but a realistic average can be estab- 


Suppliers provide a great many ads such as this to 
help dealers get the most from their paint section. 
Billboards like this do a good job of keeping your 
name before the public. 
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lished. From 2 to 4 percent of paint and sundries 
sales should be spent on advertising. An aver- 
age allotment would be 3 percent. 

It is recognized that advertising can do two 
things. It can develop prospects for your mer- 
chandise and services. And, it can bring these 
prospects to your door. Once, they are inside the 
store your displays and salesmanship must take 
over. 

You have plenty of help along this line. Sup- 
pliers provide a wealth of material for building 
an effective advertising campaign. This help is 
free or available for a nominal cost. Take advant- 
age of this material. It ties in to continual selling 
programs that build store traffic. Most impor- 
tant, it identifies your store with name brands. 

But, don’t stop here. Add your own adver- 
tising and promotion ideas and you will have 
a consistent, well rounded program. 

There are certain points to remember in ad- 
vertising, especially when you are preparing 
your own program. 

First, get action into your ads. Instead of just 
saying “lightweight ladder,” show a child lifting 
it. Whatever it is, find a way to impart an ani- 
mated picture in the reader’s mind. 

Stress convenience in your ads. Let people 
know that it is easy to get to and to shop in 
your store. Let them know that you are willing 
to provide financial terms for easy payments. 

Of course, the most natural way to advertise 


How to set up your own 
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How to start your budget 

How to set up a budget for the year . 
How to decide where to advertise 

How to schedule your advertisements . . 
How to prepare an advertisement 


How to stretch advertising dollars 


These articles are reprinted from an origina! series which appeared in Hardware Age 
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paints is with emphasis on color. Make your 
campaigns colorful. Base them on color trends. 
Color styling changes are responsible for more 
repeat paint business than any other factor. 

There are two more things to be considered 
in your advertising program. One is timing. 
Paint has become somewhat less seasonal than 
was previously the case because of the new odor- 
less types now on the market. However, most 
outside work is done in the spring and summer 
months. 

The best time to push exterior paints and 
sundries, then, will be early spring. With con- 
tinuing campaigns through until fall. 

Special times to promote all types of paint 
often materialize. For instance, Paint-up Fix-up 
Week is an opportune time for your advertising 
efforts. You can hop on the band wagon and push 
your paint products in conjunction with this an- 
nual event. 

Incidentally, you can start your own promo- 
tions along these lines, too. The last item to con- 
sider is placement of your ads. 

Make sure you place it where it will be seen by 
your prospects. Try to get your ads positioned 
near some related editorial features as in the 
home improvement section, for instance. 

You can make advertising work for you. Just 
arrive at a realistic budget and use your ads in 
a timely, colorful and well aimed campaign. Do 
this and you'll get results. 


effective advertising program 


Do you want more information for setting up your 
own advertising program? 

All the information you need to know about ad- 
vertising, from setting up your initial advertising 
budget through preparing your finished advertising, 
is available in the “Hardware Dealers’ Advertising 
Manual.” 

Articles tell you how to start your advertising 
budget, how to set up the budget for the year, how 
to decide where to advertise, how to schedule your 
advertisements, how to prepare your advertisements, 
and how to stretch those advertising dollars to get 
the most for your money. 


Each of the articles is illustrated with charts 
you can use to control your advertising. Other pic- 
tures show you how to lay out your advertising. 


The articles were written by William A. McKay 
who has directed the extensive retail advertising 
program for a firm which operates hardware and 
farm equipment stores in the West. 

You can order copies at 25 cents each by writing 


to Advertising Manual, Hardware Age, Chestnut 
& 56th Sts., Philadelphia 39, Pa. 
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How to sell related sundries 


There’s more to related sales than paint sundries. 
Pp 


Any item that comes in color is related to paints 


Do your clerks sell one dollar’s worth of 
related goods for every dollar’s worth of paint 
they sell? 

If the answer to that question is no, now is 
the time to review your related sales program 
with your clerks. 

Your dollar volume of paint sundries sales 
can equal your dollar volume of paint sales. 
In other words, for every dollar’s worth of 
paint that your clerks sell they can sell one 
dollar’s worth of related merchandise. 

The reason is that your paint department 
offers the greatest opportunities of any depart- 
ments for making related sales. It is the most 
natural department in which to sell related 
items because every painting job requires more 
than just paint alone. 

Your customers even tell you what to sell 
them when they buy paints. Few customers 
just come in and ask for a can of paint of a 
specified color. They will tell you they are 
planning to paint the outside of their home, or 
a specific room, or a toy or piece of furniture. 
Whatever it is they plan to paint, they usually 
will mention it to you or your clerks. 

That is why your opportunity for related 
sales is so great with paints. 

However, related sales do not end with the 
sale of paint brushes or rollers alone. Sales of 
these items should be the first step in your 
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related sales of other paint sundries, not your 
last. 

But the approach you and your clerks use in 
selling must be right or you will lose the oppor- 
tunity to sell the other sundries which will 
double the original paint sale. 

When a customer buys a can of paint, your 
clerks should never ask him if he already has 
a paint brush or a roller. The customer may 
answer yes, and that automatically closes off 
the sale of the brush or roller. It won’t make 
any difference if the customer’s brush is in bad 
shape and needs replacing. The question was, 
“Do you have a brush?” The answer was, “yes.” 

Instead, your clerk should automatically 
pick up the right type of brush that is needed 
for the particular painting job the customer 
has in mind. The salesman should bring the 
brush with the paint and explain how it will 
make the job better and easier. 

Or the salesman should ask the customer if 
he has a good brush, or a clean brush, or a 
two-inch brush. In other words, the salesman 
should ask any question that might eliminate 
a yes answer from a customer who already owns 
a brush. That way the chance to sell another 
brush is not lost. 

At the same time, your clerk can put his 
product knowledge and advice to work to sell 
more related goods. By telling the customer 
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the proper way to complete a painting project 
with best results, the salesman must suggest 
sundries which the customer will need. 

For instance, is your customer painting the 
outside of his house? 

He will need a paint scraper or wire brush 
to remove loose paint. He may need some nails 
to replace loose boards. He will need putty or 
wood filler to fill in the nail holes. He should 
re-putty any loose window panes. 

Before painting the customer should seal 
open joints and cracks in the walls with caulk- 
ing compound. He will need sandpaper to 
smooth down any rough surfaces and to rough 
up some very smooth surfaces. He will need a 
duster to brush dust from cracks, window sills 
and under siding; otherwise dust left on the 
surface will streak the finish coat of paint. 
He may need an undercoater or primer paint, 
especially on new metal areas such as rain 
spouts. 

He will need a drop cloth to protect his plants 
and shrubbery from dripping paint. He may 
need a ladder to reach the high spots on his 
building walls. He will need different size 
brushes for painting walls, panels on doors and 
cross rails on windows. 

Where you cannot sell all these items, you 
should suggest the customer rent them from 
your tool rental department. You don’t have 


Closed cases like this keep the brush selection clean 
and saleable. Yet they are easily seen and readily 
accessib/e. 
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to lose a sale when you can rent a tool for a 
profit. 


By telling the customer in a friendly way 
what he should do to have a better-than-average 
paint job, you open the way to sales of paint 
sundries. Your customer can hardly have all 
the tools and materials he needs to do the job 
properly. You are almost certain to sell him 
something when you explain to him how to do 
the job properly. 

Suppose your customer is planning to paint 
a room inside his house. What related items 
can you suggest? 

If the customer has several coats of wall- 
paper on his walls, he may want to remove the 
paper with a wallpaper steamer or he may need 
a sponge and a good scraper. He will need 
patching plaster and tools to fill cracks and 
nail holes. If he is painting on bare plaster he 
will need a coat of wall primer. If the wood 
surfaces have been enameled once before, he 
will need sandpaper and an electric sander or 
sandpaper holder to sand the gloss so new 
paint will cling. 

Your customer will have to dust his walls 
carefully and wash them with a good cleaner 
to be sure the surface is clean. 

He will need a ladder to reach the ceiling. 
He will need a 2-in. brush for corner work. He 
will need either a roller or a 4-in. brush to 
cover his walls. He will need a paint guard 
around windows or along the edge of the floor 
or ceiling. He will need a drop cloth to prevent 
paint splatters on his floor or furniture. He 
may need a long-handle paint roller to get 
behind radiators and other inaccessible places. 


Clean up lines are profit makers 


There are still other sundries which might 
be suggested. These would include masking 
tape, paint thinner, linseed oil, turpentine, steel 
wool, extra cans, strainers, cheese cloth to name 
a few. 

You should also point out to your customer 
the importance of cleaning his brush or roller 
properly. This leads the way to sales of brush 
and roller cleaning materials sales. 

The painter himself will need cleaning up. 
That means sales of soaps and hand cleaners 
to remove any paint splatters. You might 
recommend a protective cream which your cus- 
tomer can apply before he starts painting. 

You can see now why the opportunities are 
unlimited for tie-in sales of related goods when 
you sell paints. 

But tie-in sales need not end with paint sun- 
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dries. You can suggest items from your other 
departments to expand sales still further. 


The new tinted light bulbs offer extra sales 
opportunities. This is your newest market for 
paint tie-in sales if you explain to your cus- 
tomer how the tinted bulbs will increase the 
effectiveness of his newly painted interior. 

Tinted bulbs come in four pastel colors— 
pink, green, yellow and blue. Each color is 
designed to bring about a specific effect. Be- 
sides creating an individual atmosphere for 
each room, the tinted bulbs deepen certain 
colors and subdue others. 


Color sells in light bulbs too 


Pink bulbs were the first of the tinted bulbs 
to be introduced. Pink helps create soft, relax- 
ing tones in a room. Yellows, browns, neutrals, 
pastels and whites are enlivened. Women espe- 
cially are customers for pink bulbs because it 
flatters all skin tones and beauty additions 
such as powders and lipsticks and nail polishes. 

Green tinted bulbs are good for small rooms 
where the customer wants to create an atmos- 
phere of spaciousness. The color also makes a 
room appear cooler because it tones down the 
warm colors and heightens the greens, blues 
and yellows in a room. Floral decorations are 
especially enhanced by the light from these 
bulbs. 

Yellow bulbs can be used to give a room a 
sunny or candlelight effect, depending on the 
intensity of the light. Brass, copper and deep 
wood tones are accented by the yellow light. 
Reds, browns, blues and greens are livelier 
while neutrals and pastels are warmer. 


Blue tinted bulbs give rooms a warm, quiet 
appearance. Blues and greens take on a deeper 
appearance. Yellows and browns are softened. 
All pinks and reds, especially in complexions, 
are brought to life. 


Rollers, brushes and artist's brushes are effectively 
displayed on a stained wood background in the 
paint section. 


i es F a) : : 








Brushes and related paint sundries are displayed 
in a rustic atmosphere in this natural wood finish 
showcase. 


Well lighted wall displays like this help sell sundries. 
It is especially effective near the paint counter. 
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Self-service merchandising is done easily and neatly 
with display islands placed at an angle to the aisle. 
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A section off from the main flow of traffic can be effectively 
used to give customers time to choose colors. 


< 


Wallpaper, floor tile and paints com- 
bine to impart an atmosphere of 
redecorating to the customer. 
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10 Time tested tips that sell paint 


Here are just a few of the many many things you 


can use to increase store prestige and profits 


Advertise by newspaper, radio, and direct mail 
that your store is local paint headquarters. Use 
TV, if you can. 

Be sure your paint department backs up your 
advertising. 

Make your paint department the brightest 
spot in your store. You can do this by keeping 
the entire department bright with light and 
shiny with clean and sparkling painted sur- 
faces. This is an excellent way to let people 
know that you use what you sell. 

Use the color guides, advertising novelties, 
sample cans of paint, booklets on decorating and 
newspaper mats supplied by your paint manu- 
facturer. These advertising aids can help you 
sell your community on the idea that your store 
is paint headquarters. 


Sieg 


Drive around your trading area to find paint 
prospects. Even the brick, stone or cinder block 
homes in your area have some exterior painted 
surfaces. 

Select some of the shabbiest looking homes 
in any block. Tell their owners the story of 
your paint. Analyze the trouble that has caused 
paint to blister, peel or discolor on any part 
of their homes. 


Tell the occupant of each house what you 
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know about the paint needs for their homes. 
Estimate the cost of paint and other materials 
they need to make their homes look as spick and 
span as those of their neighbors. 

If the home owner cannot see his way to 
handling a do-it-yourself job then offer to put 
him in touch with a professional painter who 
will do a good job. This contact can help you sell 


more paint to master painters, and other mer- 
chandise to the home owner. 


. , , 


When a customer has purchased a large 
quantity of quality paint from your store, do 
you check back to see how well the customer 
liked the results? 

A phone call, or a personal visit, will show the 
customer that your interest continues after a 
sale has been made. You may run into complaints 
this way. If the customer can be told how to 
improve the surface condition on an _ unsatis- 
factory section, you build friendship to overcome 
annoyance. 

If the customer reports satisfactory results 
you may be able to sell him on tackling other 
paint jobs in his home. Your visit or phone call 
can make the sale of entirely unrelated mer- 
chandise to that customer. 

Mrs. Customer may tell you of a neighbor who 
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wants to do a paint job. Your visit to the 
second customer may give you names of other 
paint prospects. 


Sell an idea. Then sell merchandise. 

That is an oft-repeated business maxim. 

You can use your manufacturers’ color guide 
to sell customers on the color-in-the home idea. 
Then you talk paint and related items. 

A New England dealer has three main lines 
of paint. He uses the color guide of each manu- 
facturer. 

That dealer says, “Variety is especially im- 
portant today. All home planning and decorating 
now centers around the color theme. We talk 
color at all times. 

“If the customer cannot make up her mind 
with one color guide, we show her a _ second. 
Sometimes we have to show all three guides, 
although we show but one guide when possible.” 


. Bg 


Use your big-ticket appliance delivery men 
as paint checkers. 

When they deliver new units for a complete 
or partial kitchen job, instruct them to note the 
condition of painted surfaces in that kitchen. 
And have them make a quick check of the condi- 
tion of the outside paint condition. 

These reports can give you a good list of paint 
prospects. 


Testimonials greatly impress some people. 

You can adapt the testimonial angle to your 
advantage. 

Keep a list of people in all parts of your 
trading area who have recently used your paints 
in quantity. One section should include those 
who have done outside jobs, the other for inside 
work. 

When Mrs. Jones is not sure whether she 
wants to bother to do a repaint job, word that 
a neighbor recently did such work may help sell 
the paint idea. In effect you invite your pro- 
spective paint customer to seek a testimonial 
from a neighbor. 


If you watch department store promotions of 
housewares you will note major portions of 
them will be around a limited number of colors. 
Women’s magazines will stress these colors in 
feature articles and in ads. 

Check the department store displays and the 
women’s magazines for the key as to what are 
the most popular colors. At the present time 
pastel shades are very much in demand. 

Your paint manufacturers can tell you which 
are the most popular shades for your part of 
the country. 
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These color preferences can be your key as 
to what shades to emphasize in your ads and 
displays. If you talk up these shades when 
customers want help in planning interior color 
schemes you will be advising them in line with 
current trends. 


When a customer protests the prices you ask 
for higher quality paint, tell him the facts. 

An eastern dealer shows his price line to such 
customers. He tells what the price line will do, 
and what its limitations are. 

This dealer says, “We trade up to sell quality. 
People are interested first in price. But most 
customers can be sold better quality paints when 
we show them the higher grade will last longer. 

“Home handymen can be traded up because 
they do not want to waste time, only to find they 
have to do the work over again in another year 
or so.” 

This firm sells a top quality paint line at 
$9.45 per gallon. Most customers who buy the 
quality paint ask for it when they return to 
get materials for other jobs. 


a, ee 


Supplement your paint department with a 
wall paper section. The paper section can be a 
traffic builder and profit maker for your store. 

Have wallpaper sample books featuring both 
high-quality and price numbers. Stock limited 
supplies of the best sellers. 

If you are close enough to your source of 
supply for wallpaper you may be able to do a 
good volume without an investment other than 
in sample books. 

Many customers who want painted walls for 
most of their rooms want wallpaper for one 
room. 

There may be but one room for which a cus- 
tomer wants wallpaper. Be able to supply paper 
for that den, TV room, card room or home office 
and you may sell other materials for that special 
room. > ) , 


Some dealers repaint parts of their stores 
several times a year instead of doing a complete 
job at one time. This helps to give the store an 
ever-changing look. It helps to sell customers the 
idea that the store is being improved at all times. 

These dealers leave a can of paint open some- 
where in the store at all times. This gives the 
store a fresh-paint odor. That scent makes many 
customers ask about the paint they smell. 

This simple plan makes more people think 
and talk about paint. This does not always make 
immediate paint sales, but it will make them 
think about buying paint. 

Remind some customers of paint often enough 
and they will buy more of it from you. 
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Rentals: key to plus profits 


Customers need the right tools to do their painting 


jobs. Rentals will help them and reap profits for you 


“That’s the most professional painting job 
you’ve ever done,” Sally said to her husband. 

“It ought to be,” he said. “It’s the first time 
I had all the right tools to do the job. And the 
tools didn’t cost me a fortune. I have to thank 
Mr. Smith down at the hardware store for sug- 
gesting I rent the tools.” 

Sounds like the beginning of a radio or tele- 
vision commercial, doesn’t it? So why not use 


You have to promote your rental department if you 
are to realize your full profit potential from it. In 
addition to your regular newspaper advertising, 
stress rentals alone in outdoor signs such as this. 


TOOLS FLOOR MACHINES - SPRAY GUNES ete. 


ROCKY’'S 


Pl Pail ile) Me tee 
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it yourself to advertise your rental department. 

After all, tool rentals and do-it-yourself 
painting projects go hand-in-hand. For your 
customers, rentals provide a low-cost way of 
getting the right tools to do a professional 
looking job. For you, rentals provide higher 
profits because they open your store to more 
traffic and lead the way to more tie-in sales. 

Today’s do-it-yourself home painter is not 
content to just take a can of paint and spread 
it on a surface with a brush or roller. He wants 
his job to have all the earmarks of a profes- 
sional job. He wants to boast to his friends and 
neighbors that he did the painting. It is a 
matter of personal prestige for him. 

The result is that your paint customers today 
want advice for their projects. In addition to 
wanting to use the right kind of paint on the 
right surface, they want to put the paint on 
properly. They need more than just a brush 
or roller to do so. 

That is where your rental department comes 
in. You have the tools and equipment in your 
rental department that your customers need to 
help them complete their projects quickly, 
easily, and successfully. You can tell them 
what tools they will need and how to use them. 

So play up your rentai department. Watch 
your tie-in sales increase. See how you build 
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more store traffic. Notice how your repeat sales 
grow. 

This business of playing up the rental] de- 
partment brings us back to the beginning of 
this article. 

The opening dialogue sounded like it might 
be a commercial. Why not build one or two 
radio or television commercials around your 
rental department? 

Use this as the first step in promoting your 
rental department. Follow it up in your news- 
paper advertising. Include one or more refer- 
ences to tool rentals in all your paint advertis- 
ing. Even one line stating “We rent caulking 
guns” or “Rent a drop cloth to keep your floor 
neat” will remind customers of your rental de- 
partment. 

Reverse: your advertising line-up once in 
awhile. Feature rental items to make the paint 
job easier and better. Occasionally stress one 
item and explain its importance in making the 
difference between a professional painting job 
and just another amateur job. A wallpaper 
steamer or caulking gun could illustrate this 
point effectively. 


Your paint tool rental list 


Here is a list of some of the more popu- 
lar tools you can rent to your paint cus- 
tomers to help them with their painting 
projects and to boost your profits. The 
range of rates is based on daily charges 
as reported to Harpware AcE by 
dealers around the country. 


Rate 

range 

Drop cloth 75¢-$! 
Edger $1.50-$3.75 
Edger & sander $5-$6 
Sander $3.75-$5 
Disc sander $1.50-$2.50 
Oscillating sander $1.50-$2.50 
Caulking gun 50¢ 
Extension ladder (25 f#) $1.25-$1.50 
Extension ladder (40 ft) $2-$2.50 
Step ladder 50¢-$2 
Electric paint peeler $| 


Extension plank $| 
Linoleum roller 50¢-$1.50 


Rug shampoo equipment $5-$7.50 
Wallpaper steamer $3-$3.75 
Blow torch 75¢-$! 
Paint sprayer (small) $5-$6 
Floor polisher $1-$2 


Always give the customer full instructions how to 
operate the tool he rents from you. You will save 
yourself trouble with having to make repairs on 
tools that have been mishandled. You make the 
customer's job easier because he knows how to use 
the tool properly. He will return to your store for 
his future needs. 


Follow-up your rental promotions in your 
own store. Start with the outside. Work up a 
small window display for rental items to tie-in 
with your paint display. Place a sign in your 
window calling attention to your rental depart- 
ment. 

Carry through the rental promotion inside 
your store. Don’t hide your rental department. 
Place signs around the store or hang a few 
from the ceiling pointing the way to your rental 
department. Have a big sign listing the items 
that you rent and their charges in your de- 
partment. 

Take some rental items and display them in 
your paint department for tie-in purposes. Use 
talking signs in your displays. Let your signs 
carry a sales message telling the customer why 
he should rent these tools for his particular 
project. 

Push your rentals in your sales talks. When 
a customer comes in to buy paint for a project, 
suggest to him that he can do his work easier 
if he has the right tools, in addition to a brush 
or roller. Suggest that he rent these tools from 
you. Point out how the time he will save, and 
the better job he will accomplish, will more 
than pay for the low cost of renting the tool. 
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Turnover means profit 


Turnover is your greatest profit source, if right. 


If it is wrong, you are heading for bankruptcy 


“What’s a good turnover rate, and how do you 
describe turnover?” the dealer asked. 

If you get steady traffic, and your methods 
of buying and selling are up to par, your turn- 
over rate is probably average (2.15) or higher. 
But using your turnover figure as a barometer 
of business and management requires a full un- 
derstanding of what it is and what makes it 
tick. 

What is turnover? 

How does it affect profit? 

How can I improve it? 

Let’s answer these in order. 

First, turnover is simply how fast you are 
selling (turning over) merchandise in propor- 
tion to the total in stock. For example, if you 
sell $10,000 worth of paint department items a 
year at retail, on an average inventory of $4000, 
you have a turnover of 2.5. You are turning 
your stock 21% times a year. 

In brief, you get your turnover rate by divid- 
ing sales by average inventory for any set period 
of time. $10,000 divided by $4000 gives you 
2.5 turns. 

How does it affect profit? The average inven- 
tory above is $4000. Turning at 2.5 times a year, 
it gives you $10,000 volume. If your margin of 
profit in this line is 35 percent, you have a gross 
profit of $3500. 

Now if you increase your rate of turnover to 
3 times on the same average inventory of $4000, 
your volume goes up to $12,000, and your gross 
profit is $4200 at 35 percent margin of profit. 
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How to improve turnover? Here are the causes 
and cures of low turnover: 

Cause 

1. Overloads of staple or non-staple stocks. 

2. Wrong sizes, colors, or styles of staple lines. 

3. Uncompetitive prices or services. 

4. Stock outs, usually resulting from small pur- 
chases. 

5. Items obsoleted by newer models. 

6. Dirty, damaged, or non-functioning display 
samples. 

Cure 

1. Buy enough for steady demand. But don’t 
overstock with deals, contests, or bargains. Rec- 
ognize cats and dogs early, and take sensible 
markdowns. 

2. Don’t buy colors, sizes, and styles across 
the board. Test new items and watch sales. Settle 
only on top sellers as staples. Don’t make turn- 
over suffer because you want to offer the most 
complete selection in town. 

3. Shop your competition. Know what prices 
and services you must match to be equal to or 
better than the store around the corner. Your 
customers will flock to the store that offers the 
most. They know what differences exist. 

4. It is better to buy key lines less often but 
in deep enough quantity to stop running out of 
them. Many dealers have the false impression 
that turnover is increased by small, repetitive 
orders. Such orders increase costs on wholesaler 
and dealer level. They cause stock outs resulting 
in lower turnover. 
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Promotions pay in more sales 


| 


How to put that plus in your paint department that 


builds store traffic and increases paint, sundry sales 


You will sell pienty of paint if you’ll do these 
things: 

Locate your department to get the most bene- 
fit from store traffic. Stock good lines. Main- 
tain inventory. Keep display shelves filled. Be 
courteous to customers. Occasionally mention 
sundries. 

You will sell lots more paint and make paint 
the prestige department of your store if you’ll 
do these things: 


All those mentioned above. Then train your 


staff to sell. And really promote paint. 

Promotions will do these things: 

1. Arouse customer interest in paint, thus 
building your market. 

2. Keep reminding customers that your store 
is paint headquarters. 

3. Increase store traffic. 

4. Keep reminding you of the importance of 
paint and sundries to your profit picture. 

Your best promotions are: 

°® A community wide paint up campaign. 

® Campaigns by your suppliers which you 
can use to build promotions at store level. 

Look around your community. Find out if 
service or business men’s clubs plan a clean 
up-paint up campaign this spring. If none is 
planned, write to the National Clean Up-Paint 
Up-Fix Up Bureau, 1500 Rhode Island Ave., 
N. W., Washington 5, D. C. The Bureau will 
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send you a complete kit for putting on a cam- 
paign in your town. 

If a paint up promotion is put on, help the 
cause. First, paint your store. Second, con- 
tribute. Third, work on a committee. Be promi- 
nent, but not the leader in the promotion. 

Some of the finest promotions are available 
from your suppliers. Get everything they have 
to offer. Use their banners, store cards, ad 
mats. Follow the suggested timing of your sup- 
pliers. Play the promotion to the hilt. 

Here are ideas for your own promotions: 

A paint clinic in your store. Show customers 
how to use paint and sundries to prepare sur- 
faces and get better results from your prod- 
ucts. 

Contribute paint to civic projects, such as 
Boy or Girl Scout camps or cabins. 

Sponsor a do-it-yourself paint program on 
your television or radio station. 

A schedule showing when your customers 
paint their homes, by months, is on the opposite 
page. 

Study these figures, and the suggested pro- 
motions. Tie these in with any local paint up 
programs and with your supplier promotions. 

Use this schedule to set up your paint promo- 
tions for the coming year. 

Paint department advertising normally is 3 
percent of sales. 
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Your paint promotion schedule for the coming year 








Use this schedule to figure your promotions and how to spend your advertising 
money. The figures show when your customers are painting. Promotions and ad- 


vertising should lead the consumer market by a month or two to make your cam- 
paigns effective. 


Month Interior painting Exterior painting Promotion 


Percentage of year’s Percentage of year’s 
total done this month total done this month 


January 2 1 After inventory taking and year end clearance 
sale, check possibility of paint up campaign in 
your community. Also recheck suppliers’ paint 
program. Plan advertising to stir customers to 
think about exterior painting; doing early 
interior painting. 


February 4 1 Step up advertising on exterior painting. Pro- 
mote painting of lawn and garden furniture, 
tools and outdoor toys. 


March 8 8 Tie in interior painting with spring house- 
cleaning. 


April 1} 6 Promote your own clean up-paint up campaign 
if none is put on by community. Tie in painting 
with your early lawn and garden promotion. 
Recheck your stock. Replenish inventory on 
popular colors. Recheck and relocate your mass 
paint displays. 


May 12 12 


June 11 16 This starts the four big months of exterior 


painting. Play up related sundries, and rentals. 

July 10 18 Plan your promotion to carry through June and 

: July. Go strong on paint-during-your-vacation 

theme. 

August 12 18 You are just ahead of the biggest month for 

interior painting. Move into theme of finishing 

up exterior work, getting interior ready for 
fall and winter. 


September 13 15 Take a look at your entire fall program. Fea- 
ture painting to protect against winter ravage. 


October 7 7 Your customers are moving towards the low 


point of the consumer market. But note that 
RO eI 6 ‘i 17 percent of the year’s total interior painting 
is done during the final quarter. Play up inte- 
rior painting for the Thanksgiving and Christ- 
December 4 1 mas holidays. Maintain a regular ad schedule 
to keep up your reputation as paint headquar- 

ters. 
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Credit sells complete jobs 


Here is a Hardware Age extra that helps simplify credit 


selling by helping customers plan their painting needs before the sale 


Credit is the key to selling complete paint jobs. 

Offer your customers a program that lets them 
buy all the paint and sundries they need at one 
time and you will get their business. You will 
cut down on time spent with shopper customers, 
eliminate some of your competition on a price 
basis, and you write up bigger sales slips. 

Credit, also, will get you over the hurdle 
lurking in every customer’s mind, once he finds 
out the final price: “how will I pay for this?” 
Credit lets you concentrate on selling the advan- 
tages of painting, and takes pressure off the 
price angle of the sale. 

You need two credit programs: 

1. Credit for home owners who buy and apply 
their own paint. 

2. Credit for professional painter jobs. 

The revolving type of credit is your best 
credit approach for home owner painters. And, 
you can collect a service charge on the unpaid 
balance, something you cannot do with open 
charge accounts. 

A paint Job Estimator is given on the opposite 
page as your guide in using credit to sell com- 
plete paint jobs. Here is how you can use the 
Estimator to increase sales of paints and sun- 
dries: 

1. Find out the basic facts of the customer’s 
paint project. Give him your best professional 
advice on preparation of surfaces, how to set up 
his job, what paints he will need, and how to 
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apply the paint, finishes he will need for the job. 

2. Write down the different types of paints 
and finishes needed on the Estimator. 

3. Fill in the estimated quantities. 

4. Total each type of finish under the “price” 
column. Note that you do not list the price per 
gallon or quart. You list the total price for that 
paint. That gets you away from price com- 
parisons. 

5. Suggest sundries needed, and fill these in on 
the spaces on the back on the Estimator. 

6. Total the entire job. 

7. Sell your credit plan. Tell the customer the 
amount of the down payment. Add in your ser- 
vice charge, or let the service be the usual 1 per- 
cent per month on the unpaid balance. Ask the 
customer how many months he wants to clean 
up the balance and figure out the monthly pay- 
ments. 


You could put the total on an instalment, 
conditional sales contract, especially if the total 
involves ladders and other bigger ticket items 
and runs into a big sum. 

The Estimator can be one of your most valu- 
able tools in selling bigger paint sales tickets. 

Home owners who employ professional 
painters can get credit from an FHA home im- 
provement loan. For details see your local 
banker. Find out the current requirements so 
the home owner can get the loan rather than 
you making a loan to the painter. 
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Small paint jobs... 
big traffic, profit potentials 


The do-it-yourself wave keeps rolling along. And, with it, more and more 
amateur craftsmen are refinishing their children’s toys and furniture at 
home. At first glance, the small amount of paint and sundries needed for 
such jobs seems to be pretty small as paint sales go. 


They are, individually. But, how many of these small sales will lead to 
bigger ones later? 


That’s up to you. 

How much time you are willing to spend on each sale? 

How graciously do you handle the customer’s questions and how much 
how-to information can you give. 

Here is one case where your product knowledge can protect the welfare 
and possibly the lives of your customers’ children. Sell them protection 
along with paint and you’ll win steady customers, and friends, too. 


Non-toxic paints are essential 


The one most critical point to remember, is that younger children will 
chew on anything that can be reached. Therefore, no finish that can be 
harmful if chewed and swallowed should be used on toys or juvenile furni- 
ture. 

In general, indoor finishes are not lead base and thus usually not harm- 
ful. On the other hand outside finishes usually are lead based and quite 
harmful if taken internally. However, it is not good to make generalities 
in this case. 

Be sure of your ground. Read the manufacturers’ literature and product 
labels. Then suggest the use of only those finishes recommended for toys 
or otherwise proven harmless by the list of ingredients on the label. 


Tie-in sales of sundries 


Let’s not lose sight of one fact. The sundries needed for small jobs will 
probably come to more money than the paint itself. Each time you sell a 
small can of paint go over this list with your customer. It will remind him 
of things he’ll need for the job. 


Brushes—round or flat sash brushes Steel wool 

or artist’s brushes Putty knife 
Thinner Masking tape 
Strainer ['ndercoat 


Crack filler Paint remover 


Sandpaper Can opener or screwdriver 
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NOTHING SELLS LIKE REPUTATION! 


Pennsylvania 


Most respected name in mowers since 1877 
Your business is built on the quality of the products 
you sell. Sell the best and you get known for it... 
you cash in on it. Not only today, but also tomorrow! 
That’s why it pays you most to sell the Pennsylvania 


Lawn Mower line. Simply because no mowers made 
today carry as fine a name for sheer quality! Stock 
them ... feature them! 


1957 Pennsylvania ROTARY POWER MOWERS 


18” Penn Acco ag 21” Penn Acco Self-propelled 
Rotary Power Mower 


Rotary Power Mower 


Now equipped with new hand throttle con- 
trol. Has easy starting 1.75 H.P., 4-cycle 
Briggs & Stratton engine with new low- 
tone muffler. Rewind or rope starter. 
Easily masters those tougher, faster- 
growing grasses — in addition to 
giving a “green velvet” trim to 


Finest, easiest-to-use rotary you can sell! 
Rugged 2.75 H.P., 4-cycle Briggs & Strat- 
ton engine has plenty of extra power for 
both self-propulsion and heavy mow- 
ing. Low-tone muffler. Finger-tip free- 
wheeling and throttle controls make 

\) it easy for customers to match their 


finer grassed lawns. walking speeds. 


Model 68221 
(Rewind Starter) 


Eg 
d 
i 
> 


Q 4 
= 
A Model 66218A (Rewind Starter) 
\\) 


vy 
20” Penn Acco 
\ Rotary Power Mower 
= 


Has new hand throttle control. 2.25 H.P., 
\ ina Briggs & Stratton engine with re- 





18” Penn Acco Electric Rotary Mower 


The quality electric for small lawn own- 

ers! Powered with special, heavy-duty 

ly H.P., 3450 RPM motor. Mowing Vi 
and body features same as 138 
PENN ACCO Rotary. 


™"_"_ 
wind starter, low-tone muffler. As with 
all Penn Acco Rotaries, 
one front wheel may be 
staggered to prevent 

scalping. 


1 
Model 67220A Model 66018'2 


(Rewind Starter 


| 
i 
{ 
[ 
i 
i 
j 
Model 66118A (Rope Starter) I 
I 
i 
I 


ON ALL 
PENN 
ACCO 

ROTARY 

MOWERS 
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REEL POWER MOWERS 


NEW! Pennsylvania 
21" RIDING MOWER 


Pennsylvania’s answer to your 
“carriage-trade” market! A great 

new “sit-down” mower for large 

lawn care. “Has everything” 

plus all the quality that made 
Pennsylvania famous! Cuts a 

full 21” swath with Pennsylvania’s 
exclusive self-whetting mowing unit. 
3” wide semi-pneumatic tires give super 
traction. Large, padded coil spring seat. 


Model 42221C 


2.85 H.P., Continental ‘Red Seal’ Heavy Duty 
4 Cycle engine, rewind starter 


RIDING CYCLE converts most 


late model Pennsylvania 21” 


Model 4430-2619 Wrage | S reel power mowers to riding 


mowers. 
TWIN TRAILER attachment widens 


scope of Pennsylvania Riding Mow- 


| Model 42 
er to full 56” mowing width. a 


Pennsylvania 18’ EXETER Power Mower 


Tailor-made for your mass market. Features 
easy-turning, tight-corner mowing. Has 
Pennsylvania’s exclusive double-ground, 
self-whetting blades that stay sharp for 
years of normal use. Dependable 1.75 
H.P., 4-cycle Briggs & Stratton en- 
gine has low-tone muffler. Rewind 

or rope starter. Exclusive grass 
stripper prevents fouling of drive 

chain, sprockets. Low cut mod- 

els also available for bent 

and fine grasses. 


| Co PENNSYLVANIA Kc, 
Byes 
| t 3 ‘ -— “~ er 4 a 
: } 4 : —— _” one ; 


Model 22118 (Rope Starter) 
Model 22218 (Rewind Starter) 


Model 22118LC (Rope Starter) 
Model 22218LC (Rewind Starter) 





Pennsylvania 21’° DE LUXE Power Mower 


The finest reel power mower you can sell! 

Has new lever controls. Blades are full Model 40221 
spring-tempered, crucible-analysis, double- 

ground and self-whetting. 1.75 H.P., 4- 

cycle Briggs & Stratton engine has 4 
rewind starter, low-tone muffler. in ye 


+ 


Equipped with Pennsylvania’s 
grass stripper. Also available 
with 7 blades for bent and 
other fine grasses. 

Model 407221—7-blade for creeping bent — a ) ~ 
and other fine grasses = ——_ an 


teenie 


re 
+ “= Y/N: aL 


my Pg PENNSYLVAN/A Ky 


~ 


PENNSYLVANIA LAWN MOWER DIVISION 
American Chain & Cable Company, Inc. 
Stevens Lane, Exeter, Pennsylvania @ Bridgeport, Conn. 


Specifications subject to change without notice. 


Export Dept.: 230 Park Avenue, New York City, N. Y., U.S.A., Cable Address “AMCHAIN” N. Y. 











1957 Pennsylvania 
HAND MOWERS 


GREAT AMERICAN 


Best hand mower you can 
sell! 


Model 2415 (15”) 
Model 2417 (17”) 
Model 2419 (19”) 


PENNA-LAWN 


Top value for medium price! 
2 models: 5-blade; 7-blade 
for bent and other fine 
grasses. 


Model 1516 (16”) 
Model 15716 (16” 7-blade) 


Model 706E 


(Trimmer and Edger) ey : 


TRIMMER and EDGER 


A best seller! 3 tools in one 
— replaces half-moon hoe, 
grass hook, hand shears. 


Model 706A 
(Trimmer only) 


Pennsylvania 
SPECIAL 
Your high quality, 5-bladed 


mower at a low price. 16” 
width. 


Model 1416 (16’’) 


ia 


PENNETTE 


Narrow in size, wide in ap- 
peal! 12” and 14” widths, 
4 blades. 


Model 2112 (12”’) 
Model 2114 (14”) 


co 


ES Litho in USA 








Prices reduced 


for hardware week 


(April 25 — May 4) 





$219 Vatue $350 


value. 
S pe cial retail S pe cial retail 


$4169 $939 


'» 8 Pare $< oc ee 8 9 © C0 9 8 
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built for Hardware Week to retail at $2.39 
retail hamalelaaat- lib, A $3.50 value 


Now, for Hardware Week only, we've reduced the price Specially 


olan dall-cla*lallalc Mt ial-\- (gmk come: Mileham Bmel> 


Cutlery steel biades, heat 
selis for $2.19: Powerful, all-pu 


maa 1-04-10 mE. tale 
ekes-1- mel -s-t8e lam, 28a8 '¢-iealel-ig-le mnie gm -l4a-lalel¢a mm. iele Mn (em «110mm. Mme lal- ig em -lele) — 
anvil (picture 1) Silvery satin-finisn biades with 
sae ge) mel-lalel|-) Man lel-le)-leMnie] gil. Mele lsallelad. |e 


¢-tealel-ia-leme-}¢-)-) Mm eteheadiale mi ell-lel-)- me lgeleh ile elelis- lal le mmesehadlale 


le, sure grip surfaces ‘@l-T-lemn 1 -igg-balelal- mela mn celommel!-lel mm Gellenesia mane 
ailall-lal-leMlels|-)@ie)l- le: @m-laleMia+leMhe—~aal- \celaM>) (eMnG lc le Mi allele — Taleia-\- +-\-)- Mm eleladlalc Ml -S000etl lates sum _liti ele: diale mmaliale|—ma ele) i. 
Shear Handy sliding thumb catch (picture 2) Self- stale malehailelloiaia- mest lale—Rdala-t-lel-lemleh,,-1amell-lel- mi Gellenaeia mac) 
Tele: diate mmallale|-mulel el ham. tale Mele. am @ellenasla mG mn. 2°1am aun 2olg. provide exact adjustment, wont wor [eleti-— Jet biack 
Telel-|- sam -1- (o1_4-1¢ Ml le Wt 1 ©)le) e160) Mole] @lald-lammell_lell- \" arton. Get al-igeh2elele mal: lalell-.- Miell-i¢-le Mas -iaa0ll-)- mn. tale male —al le Gnidlas 
‘alm elemméall- ml _lel_lel- | Mi nl- lel) s-la-mme A l-1-1. Olas - 1 amalel pr e comment: h¢e.ammn le Di5O Pruners Don't miss this profit 
ncreases after Hardware Week 


opportunity this offer withdrawn after Hardware Week 


ole mn or- tame lolol amae for leadershnip 
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UNIVERSAL Specials 


make your 
Spring Houseware sa 


“x 


ae 
JE 2. a Ee 
| A $2.15 value for only 


UNIVERSAL PINT VACUUM BOTTLE 


A big 36¢ saving! And the sale’s as good as made 
when they see the famous Universal features. It comes 
with the “Shur-Grip” cordovan finish case, “Roc-Lite” 
plastic cup, shock-absorber construction and elec- 
tronically tested filler. Packed six in an eye-catching 
display box that makes cash customers out of casual 
shoppers. Call your Universal distributor now. 


2 
A $3.39 value for only 
UNIVERSAL WORKMAN’S LUNCH KIT 


Tell em, “Save 40¢”, and watch this feature-packed 
special move! It’s the only heavy-duty lunch kit with 
a “built-in” cup holder. The tough, heavy-gauge steel 
construction and handsome cordovan finish make it 
a self-seller. It comes complete with a matching 
Universal pint vacuum bottle, extra heavy “Loc-Tite” 
safety catches, over-size collapsible handle and iden- 
tification holders. See your Universal distributor. 


$3° 
Outstanding value for only J 
LANDERS’ “KUT-EASY” FOOD CHOPPER 


A new addition to the most popular food chopper 
line of all! This ‘““Kut-Easy” model has three, easy-to- 
clean steel cutters, extra-long handle for easier turn- 
ing, liquid-tight barrel and one-piece frame. It's built 
of rugged cast iron with a rust-resistant electro-tin 
finish. Order from your Universal distributor today. 


All items now available from : 
your UNIVERSAL Distributor LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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What do you mean... 
margin of profit? 


What is your definition of mar- 
gin of profit? 

»e careful with the use of these 
words. They have various mean- 
ings to each man. 

To one man, margin 
may mean 100 percent when he 
prices a 50¢ item at $1. To an- 
other, the same cost and retail re- 
lationship means 50 percent. To 
still another, because he figures on 
getting twice what he paid for an 
item, the margin of profit is 200 
percent. 


of profit 


Some dealers speak in terms of 
mark-on, mark-up, price differen- 
tial, and margin of profit when 
they estimate dollar gains. Ac- 
tually, the definition for margin of 
profit is simple: Margin of profit 
is that portion of a dollar or dollars 
(expressed in percentages ) 
the cost of merchandise. 

A 60¢ item sells for a dollar. At 
$1 you have 40¢ above the cost of 
merchandise. Since 40¢ is 40 per- 
cent of $1, the margin of profit is 
40 percent. 

There are many dealers who do 
not know how to figure the right 
retail when they are sure of cost 
and desired margin of profit. 
Others are stumped when it comes 
to figuring the net cost of an item 
offered at a price-maintained retail 
less margin. Still others know 
their cost and recommended retail, 
but can’t quickly figure what mar- 
gin of profit the difference repre- 
sents. 

Three simple methods of figur- 
ing cover all of these problems. 
Learn to understand these through 
regular practice for quick and ac- 
curate pricing, and a better under- 
standing of your operating state- 
ments. 


above 


HARDWARE AGE, MARCH 14, 1957 


A common meaning for this phase 
would lead to a better understanding 


of just what profit is 























. How to figure retail (when you know cost and desired 


margin of profit): 
Cost 
Retail — 
(100% minus margin) 

Example: You get a new cost sheet for a staple item. The 
price has been increased from $1.50 each to 
$1.60, with a regular margin of profit of 33-1/3 

percent. How will you retail? 











$1.60 
Retail — 
(100% — 33-1/3%) 
$1.60 
Retail — 
66-2/3% 
Retail— $2.40 
. How to figure margin of profit (when you know cost and 
retail): 
Cost 
Margin — 100°% minus 
Retail 


Example: You examine an item offered at $3.60 retail, 
price maintained, at a cost of $2.10. What is 
your margin of profit? 

$2.10 
Margin — 100% — 





$3.60 
Margin — 100% — 58.3 
Margin — 41.7% 


How to figure cost (when you know retail and margin of 
profit): 

Cost — Retail times (x) (100% minus margin) 

Example: You have a new product listing for $2 with a 
40 percent margin of profit. What is the cost? 

Cost — $2 times (100% — 40%) 

Cost — $2 x 60% 

Cost — $1.20 (decimal point placing is a matter of logic) 
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| — how you can benefi 
eaturing paint brushes wit 


ible aem 
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How to select @ paintbrush 


A good brush performs better. .- wears longer... saves yOu money 


-» 

1 There are several qualities to look for when select- “x 4 look for a brush that has (4) bristles varying in 
ing a good paintbrush. First, see if there is (1) a Sam length. A brush with these qualities will give you 

is full head of bristles in a firm setting. Then SS excellent performance. It has a greater work- 
look closely at several individual bristles. They 2 \) ing and paint-holding capacity—eliminates ex- \ 
should be (2) finely tapered W ith slightly curled il | \ cessive dipping. The brush will (5) release a finish WW 

1/ tips. Make sure a generous portion of the bristles smoothly and ev enly on any surface. You save time, 5% 
NV e 
Mi 


{ have (3) tips that are split or “flagged.” Finally, paint with ease, do a professional-looking job. 
\3 


\) 


Now, better performance with improved TYNEX® nylon bristles 


6 When buying 4 paintbrush, look for (6) the trade- stroke. Learn how professional painters dip their brushes, 
mark TYNEX on the handle. Quality paintbrushes how they clean them. 

made with bristles of TYNEX nylon give you better You can have this valuable information without cost or 
performance. They pick up 4 full load of paint at every obligation. Just send your name and address to E. I. du Pont 
dip and lay on a smooth, streak-free coat. And oo de Nemours & Co. (inc.), Polychemicals Department, Room 
brushes bristled with TYNEX have durable bristles 63-4, Du Pont Building, Wilmington 95, Delaware. 
that (7) clean easily . . - rinse thoroughly - - - dry . TVNER tx the reg 


quickly —are always ready for re-use. —= Y N] = xX? 
FREE — additional facts everyone should have OM | 

choosing and using 4 paintbrush. Tips on painting —— NYLON BR IsTLEeES 
unusual surfaces, holding a brush, the correct painting BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


stered frad« mart for DuPont nylon bristles 
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from this nationwide campaign 
TYNEX ’ nylon bristles 


URING the months when paint and brush sales are 

heaviest, over 24 million combined readers of Better 
Homes & Gardens, The American Home and Popular 
Mechanics will see these ads. 

They will be told why it is to their benefit to buy a 
quality paintbrush. They will receive valuable tips on 
what to look for when selecting a paintbrush. They will 
also be told that brushes with TyNnex nylon bristles have 
all the qualities necessary for smoother, streak-free painting. 

Be prepared to demonstrate brushes with TyNex nylon 
bristles. Stock a complete line of these brushes . . . all sizes, 
including the popular narrow widths. You'll find they sell 
faster, bring you more satisfied customers. 


Here's why: 
@ Full paint pickup © Smooth, even flow 
@ Easier to clean ® More durable 
@ Right for all paints, varnishes and lacquers 


Ask your supplier for these sales-producing promotional 

aids on paintbrushes bristled with Du Pont TyNex nylon: 

1. Window streamer/wall poster 

2. Leaflet—‘‘How to Choose and Use a Paintbrush” 

3. Display card—featuring brushes bristled with TYNEX 
and “How to Choose and Use”’ leaflet 


TYNEX is the registered trademark for DuPont nylon bristles. 





TYN E X<* 


nylon bristles 


BETTER THINGS FOR BETTER LIVING 
» + « THROUGH CHEMISTRY 
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Specialty item selling 





Sell handbags and jewelry? 


this store finds it profitable 


Wisconsin firm attracts 
profitable trade with 
items not usually sold 
in hardware stores 


Ask a dozen dealers how to at- 
tract more women customers. You 
will get 12 different ideas. 

Some stores build traffic with 
unusual services. Others attract 
women with lines not found in 
other hardware stores. 

A retail store added a limited 
line of costume jewelry to its stock 
six years ago. Today that stock fills 
two full glass show cases. That 
firm’s $2,000 costume jewelry stock 
turns at least twice a year. 

The branch hardware store of 
Koltes Lumber Co. in Lodi, Wis., 
uses its jewelry line as a 12-month 
traffic and profit builder. 

Indirect fluorescent 
makes that stock shine. 

This store also sells women’s 
purses. It displays 100 numbers 
priced from $1.95 to $10.95. A five- 
tier open display features the purse 
stock. 

Two center-of-the-store islands 
feature glassware and other gift 
lines. These 5x12-ft islands are 
made of one-half inch lumber. One 
is finished in a pink pastel shade, 
the other in sea green. 

Tableware is shown on a 20-ft 
long wall section with four step-up 
shelves. These shelves are painted 
a light pink and are lighted with 
indirect fluorescent units. 

Hubert Esser, manager of the 
store, says, “Many city women visit- 
ing this area, tell us that our gift 
section is larger than that of some 
city stores. Some of them, while on 
vacation, will spend a half an hour 


lighting 


152 


just to browse in the department. 

“It is quite a job to keep all this 
gift merchandise clean. A compe- 
tent woman employee has charge of 
this department. She knows that 
women shopping for gifts do not 
like to get their hands dirty when 


All-glass cases mean full visibility 


while protecting from theft. 


they handle these items. We make 
many extra sales because our gift 
items are kept clean at all times.”’ 

The store provides neat wrap- 
ping for all giftwares purchases. If 
a special wrapping is wanted, there 
is a slight extra charge. ® End 


j 
~ & 
3 
‘ 3 - » 
a4 : 
6 , 


Five full shelves show a broad line 
of women's purses. 


These gift islands promote browsing, sell many items on impulse. 
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The average, successful | Where (10 


hardware dealer gets 20% 


of his gross annual sales 
from his PAINT DEPARTMENT * YOU stand? 
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“According to an extensive survey 
conducted by Hardware Age 





a 





lf your Paint Department is not contributing 20%... 


to your total annual sales, then it’s time you talked to the man 
from Acme. He has one of the greatest new paint-selling programs 
ever introduced to the business. It’s fresh! It’s been tested! It works! 
Move up today —take the step to the greatest paint sales you have 
ever had. Just contact your regular source of supply—or phone, 
write, or wire: W. H. Stephens, Acme Quality Paints, Inc., 
Detroit 11, Michigan. Phone: TR 2-4800. 
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Power tool displays are 
. ; = ys 
Fine Cutlery shown near women’s lines 


: . 
Priced ae, Show power tools and major ap- 


pliances for kitchen and laundry 
KY) // on the same floor, and fairly near 
each other. 

Why? 

A Pacific Coast dealer does this. 
Here’s the reason: 

With a power tool purchase 
that means a substantial payment, 
the husband may have to sell his 
Cutlers since 1875 wife on the idea. To get his wheats 

consent to the power tool pur- 
chase, he may have to agree to 
buy a big-ticket item for her 
kitchen or laundry. 

The firm uses a large neon out- 
line arrow on a sign on the first 
floor pointing to the basement. The 
sign reads, “appliances, power 


PUTTY -. 


Dealers gift windows 


K ad 3 VW € «, show no price tickets 


, Should you show prices on win- 
Here $5 reasons why dow displays of fancy giftwares 

..correctly designed to | lines? 
do a better job. A Minnesota dealer who insists 
revise: Stmiitiiiaiaale _— -.. quality-made for cus- | that all in-store gift displays 
Cutlery Steel, hardened, " Goa tomer satisfaction. should have price tags, omits price 
tempered and ground . ee . colorfully packaged for information in gift windows. His 
under water. Vee “—— quick sales. Q | idea is to entice window shoppers 
“ ... priced for rapid turn- | into the store to inquire about 


Choice of flexibility for es ss over. | is a ee ae 
different jobs and dif- Y “a . - first choice of both pro- gene =o : Pee 7 complain 


ferent tastes. at fessionals and home owners. ' 
. that the price is too high, em- 


ployees have a chance to tell the 
Designed for perfect | quality story. Some customers 
ve balance and work. | who do not want the higher-priced 
Genuine Imported Rosewood cal ability. | items can be sold on buying less 
handles for longer wear. - , ; 
expensive gift items. 








HARDWARE HUMOR 


Handles securely 
locked" by brass 
compression rivets. 








Attractively packaged on 
colorful card. 


SEE YOUR HARDWARE JOBBER 
ABOUT THE COMPLETE GOODELL LINE 


Easy to Buy, Stock and - JERRY 


Sell because it's a com- GOODELL COMPANY mers Soe 


plete line of Best-Sellers "| know it's 60 square feet of floor 


from a Single Dependable Antrim, New Hampshire space that's not paying its way. 


Source. But 
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Not a Lugury 
but a Necessity 
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“Tube System’’ Paints Absol 


R ~ 
+r ; . . 7. bw 
cw Uwe y UKOS OU CU 


utely Safe CT Telgelalit-m: 


- - .. 


rss 


al. 
, 60 cycle, 


on: 1350 per min. 
: automatic, integral 
er—30 sec. to 15 min. 
Accessories Available: Ped- 
estal base, Pedestal base 
with feet, Counter base, 
Square can adapter, Four 
can adapter. 


Rad Devil) NO. 33 
PAINT 
CONDITIONER 









Me Pe...” 
a . “note 
—— 


For up to 5 gallon cans 
: * 
omes with adapter for shaking 


OUR ONE GALLON CANS IN CARTON— 
peeds service—up to 4 times as fast. 





Capacity: Up to 5 gallons, U. S. Standard. 
Oscillation: Patented triple three-way action. 
Motor: 4% HP, 60 cycles, 100 volts AC (other 
currents and explosion proof motor available). 
Operating Space: 15%” x 39”. 

Standard Attachment: 2 gallon; odd size adaptors. 


Also Available: 
No. 31 Portable Paint Mixers 
3 models available to fit up to 5, 30 and 55 gallon drums. 


“Red D evil Tools ° Z your jobber 


Union, N. J., U. S. A. TODAY! 


World’s Largest Manufacturer of Painters’ and Glaziers’ Tools Since 1872. 


There are cleaners and cleaners; but Schalk hit the 
jackpot when it produced not just another paint cleaner 
but a scientific, heavy-duty compound that cleans all 
washable surfaces and that gives you, Mr. Dealer, the 
full 40% discount to which you are entitled. 


Bargain counter helps 


keep store stock clean 


To clear out shop worn items a 
New York state dealer keeps a 
bargain counter at one end of his 
hardware department. 

This section is stocked with 
marked-down items. 

Some customers visit this de- 
partment whenever they are in the 
Smart dealers the nation over are doing | °°". 7%" sec, other lines, ‘at 

regular prices, as they go to look 
at the bargain items. 
| t ith DO -X © thi t ti Some shop worn items interest 
a 0 Wi in is au oma ic bargain counter visitors in look- 
ing at new merchandise of the 
If I di | same type. When these customers 
$e =“se er iSp ay case.. 2 look at the new items they may 
buy other related items at the 
same time. 


Sample displays tell 
story on bulky items 

A large western store uses a 
sample display system for bulkier 
goods. 

This system saves time and dis- 
play space. 

Here’s how it works: 

When a customer selects a 
sample display item the salesper- 
son calls the stock room and tells 
its manager the number and loca- 
tion of the wanted item. A fresh 
sample of that item is then 
brought down to the sales floor. 

All breakable items are kept in 
their original packages in the 
stockroom. This prevents unnec- 
essary handling, cuts down on 
breakage. 


Free labels for packages 


build store traffic 
A Florida hardware store next 
to a post office profits from that 
location with a simple, low-cost 
service. 
Many people ask post office em- 
DO-X is no do-all. It is a professional product formulated ployees for labels on which to 
for the paint industry by paint chemists—for one specific purpose: write addresses. These requests 
to thoroughly clean all washable surfaces. No hard scrubbing; are referred to the hardware store. 
no residue to rinse off. Absolutely safe! And absolutely When hardware store employees 
confined to the paint and hardware trade. You, too, can do hand out the stickers they some- 


a lot with DO-X. Order from your jobber today! | times meet first-time visitors. 
The courtesy shown by the 


store’s staff makes a favorable 
EGER, GHLY HC PREET AND NAR | impression that results in return 


SCHALK CHEMICAL COMPANY ___ “isits for the purchase of a wide 


variety erchandise. 
FACTORIES: 351 E. 2ND ST., LOS ANGELES 12 + 3333 W. 48TH PL., CHICAGO 32 | variety of m 
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We had to put on extra hands — since we 
started suggesting ““Scotcn” Brand Masking Tape 
with every paint sale! 











CASH IN ON THE 


"DO IT & 
—P 
\\ 
Eriend . . - and YOURS" 
7 


ROGERS GLUE provides the Home Craftsman with gorilla grip 
—a ton of strength in every drop ... and a Clear—Uniform— 
Odorless Glue that means better projects, that are stronger, 
easier to finish with stain, shellac, varnish or paint. 


FOR YOU: 


National Advertising in outstanding publica- 
tions like, POPULAR MECHANICS, POP- 
ULAR SCIENCE, POPULAR HOMECRAFT, 
SCIENCE AND MECHANICS, MECHANIX 
ILLUSTRATED and HOME CRAFTSMAN 
inform customers and prospects that 
ROGERS, the best liquid fish glue, is 


available at your store. 


YOURSELF" 
ied TREND 


Giueky says: 


Home Craftsman’s Best 


Protect your customers—Protect yourself— 
Stock up on Rogers Glue. See your jobber 
today, or if he is unable to supply you 
with Rogers Glue, write us immediately. 


ROGERS 
ISINGLASS & GLUE CO. 
GLOUCESTER, MASS. 
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3,885 Ibs. and over Shearing 
Strength per Square Inch 


new! 


Npeedy Sprayer 


‘eakedod ar 
PAINT SPRAYERS 


NO. 909—MOBILE KIT. New! Makes 
any 890 Speedy Sprayer a mobile out- 
fit! Handle, 6” diam. semi-pneumatic 


rubber tire wheels, plus mounting boits. 
retails 








NO. 890—'%, H.P. SPRAYER. Favorite 
of do-it-yourself men and shop owners. 
Delivers 2 cu. ft. of clean, oil-free air per 
minute, 30-40 Ibs. pressure. Never needs 
oiling. Complete with spray gun. Without 
motor ond mobile kit, retails... $39.95 


ADVERTISED 
I 
Post 
NO. 544 MOBILE SPRAY OUTFIT 
New! Powerful Master Twin Speedy 
Sprayer on wheels. No job too big! 4 cu. 
ft. of clean, oil-free air at 40 Ibs. pres- 


sure. /2 h.p. motor, or engine. With wheels, 
gun, less motor, retail 


W.R. BROWN CORP. 





Tool rental customers 
will buy used equipment 


Large power tools are rented to 
contractors and industrial users 
by a Pacific Coast dealer. Rental 
fees on these large units are set 
at 10 percent of the sale price for 
each month the unit is used. 

The dealer says, “We allow cus- 
tomers to apply all of the first 
month’s rental fee toward the 
purchase of the equipment. If he 


buys during the second month, we 
allow 90 percent of rentals toward 
the purchase price.” 

For the third month, or a longer 
period, the dealer allows 80 per- 
cent of the rental fees to be ap- 
plied toward the total purchase 
price. 

Although the dealer does busi- 
ness in power tools with home- 
workshop fans, industrial users 
buy 90 percent of power units sold 
by the firm. 





T Buy these 
6 Quarts — 6 Pints 


Get these FREE 
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KLEAN- TP 6 - = PLUS SALES AIDS 
Little Dixie Package’ 


Here’s your best paint remover buy 


Prefer a 








Special game displays 
will pull more traffic 


A western store with a 52-week 
toy department displays indoor 
games to attract adults as well as 
children. 

When the proprietor heard of a 
local women’s club’s interest in 
adult games, he obtained the 
names of its entertainment com- 
mittee members. He called their 
attention to his display of adult 
games in the toy department. 

From that contact he has ob- 
tained a number of customers for 
his adult game section. 

This dealer says, “After some 
of these meetings at which new 
games bought from us have been 
played, we sell as many as 15 of 
them to members.” 

Open display makes many cus- 
tomers look at the games. 

Salesmen know how to play the 
games and suggest playing part of 
one when they see a customer 
show interest in a new number. 

Many customers who visit the 
store to buy a specific game can 
often be sold additional numbers 
as well. 


Atmosphere helps store 


to sell more giftwares 


Specialty shop display methods 
help many hardware stores sell 
giftwares. 

A Florida dealer carries this 
idea a step further than most 
hardware dealers. 

His chinaware and glassware 
displays are featured in a spe- 
cialty shop type layout in the base- 
ment. 


ever. Six each of the three popular 
sizes of non-inflammable Klean- 


wash-away remover? The shop itself has unusual 


atmosphere. Customers going into 
the basement see what appears to 
be a miniature house. The front 
of the display unit has a peaked 
roof. An arched doorway and 
imitation clapboard sides complete 
the house. 

Large black lettering above the 
doorway identifies the department 
as the House of China and Glass. 

The reputation built by this spe- 
cialty shop within a hardware 
store attracts 52-week residents, 
vacationists, and honeymooners. 

In-store displays are supple- 
mented with showings of these 
lines in one of the show windows 
in all seasons. 





Strip . . . and the half-pints in this 
package are yours FREE, along 


with sales-making display material. 


Just ask for Heavy-Bodied Klean- 
Strip... 


a semi-paste fully water- 


washable remover at regular price. 
There’s no limit on quantity so stock 


up now for spring and summer sales. 


Klean-Strip- 
n-Strip- Your cost 1044 
RETAILS FOR $20.88 


Same deal applies with half-pints 
FREE in the Little Dixie Package. 


Heavy-Bodied- Your cost 1134 
RETAILS FOR $22.32 


For free sample 
and jobber’s name write 


THE KLEAN-STRIP CO., INC. 
9340 S. Lauderdale, Memphis 6, Tenn. 


KLEAN-STRIP "Pook off Paist” 
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RYLON 


Zooms Sales with 


“Big 4" Spring 


iT Powerful LIFE Spring cam- serch 11 


paign .. . 6 big, compelling ads to pull mertey 


April 8 
in the customers ... with more LIFE ey 
ads to come! ona 


2 New, striking KRYLON label... 
giant 16-0z. can, winner of national 


C.S.M.A. aerosol label award! 


3 New wrought iron display rack 
worth $15 FREE TO YOU with 24 16- 


oz. cans! 


ae ‘ is 

mar hes # 
ike ae 

fa pt 


i 
ae 





4 Introductory assortment of 24 


cans and free display rack for only Bs iat 
$25.81...40% profit... $1.79 bonus i) 


on your first reorder! 


America’s best selling 


spray enamels 
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Pertect painting the 
“PUSH BUTTON" way 


| 


Krylon is the quick and easy way to 
paint those impossible - to - get- at 
places. The spray doesn’t miss a spot. 


Beautify in minutes with 


A RYLON 


.. SPRAY 


iia: a Covers almost any 
wil — surface — wood, 
— ci metal, paper, etc. 

WN 17 wit Quick and easy. No 


4 brush, no muss, no 
: «RY\ ON ad fuss. Dries in min- 
4 a 





utes. Long lasting, 
professional finish. 
At paint, hardware, 
automotive, art 
caged supply, radio- TV 
_ we stores. 

Y ENAMEL - 18 DECORATOR COLORS 


i . 
apt Flat White 
¥ 


GLOSSY. - 
Baby Blue 
allow 
pa , Baby Pink 
we and Crystal 
IF YOU PRIZE IT... KRYLON-IZE IT! 





— 


Racks are designed to be easily added, 
rack to rack, as customer demand 
grows. 


lf you prize it... KRYLON-ize it 
KRYLON, INC., NORRISTOWN, PA. 
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by Phil Spiegel 
Vice-President 
Masback, Inc. 


More of the types of merchandise 
you sell are moving through other 
retail outlets than ever before. Why 
are these inroads being made? 

Are the new channels a better 
way to market hardware than the 
traditional manufacturer-to-whole- 
saler-to-retailer channels? 

This problem, it seems to me, 
requires us to answer two ques- 
tions: 

1. Is the manufacturer-to-whole- 
saler-to-retailer system obsolete? 

2. If not, what can be done to 
increase the efficiency of this sys- 
tem? 

Common sense tells us that there 
is absolutely no way to avoid the 
work that a wholesaler does for 
the manufacturer and_ retailer. 
True, the independent wholesaler 
can be eliminated but not the work 


160 


wholesaler to work ... 


How to put your wholesaler to work—for 


you—to give you more time to sell. 


he does. That work can be absorbed 
by the retailer or the manufacturer 
or divided between the two. It can 
be turned over to the branch ware- 
house of a chain store organization, 
but it cannot be avoided or elimi- 
nated. 

Even the Reds found it necessary 
to reinstate state-controlled whole- 
saling after they had eliminated 
practically everything and every- 
one in business. 

I believe that the manufacturer- 
to-wholesaler-to-retailer system is 
not obsolete. But, we must hasten 
to add that it could be made a lot 
more efficient. 

What can we do to increase the 
efficiency of this system? 

Let’s face this issue squarely. 
The heart of the wholesaler’s di- 
lemma is the buying habits of a 
great portion of the retailers he 
serves. Solution of this problem 
will help retailers as much as it will 
help suppliers. 

What keeps a retailer from doing 
a better job? Anyone who has 
lived with a hardware store, knows 
that it is time! Time, or rather 
the lack of it, is the problem. There 
is so much to do all at once. Few 
executives in major industry are 
called upon to be experts in so 
many fields. 


From an address before the recent 
annual convention of the Pennsylvania 
& Atlantic Seaboard Hardware Assn. 


This system of ours can be made 
more efficient if the retailer mem- 
ber of the team makes better use 
of his time. He can do this by mak- 
ing better use of his customers’ 
and of his suppliers’ time. 

How can you use your customers 
to save time so that you can devote 
vourself to activities that will help 
your business grow? You can do 
it by shifting part of your duties 
to the consumer through quick ser- 
vice or self-selection techniques. 
This technique saves time for re- 
tailer or consumer. It needs no 
elaboration from me. 

Here are three ways in which 
you can save additional time by 
shifting some duties to your whole- 
salers: 
Replace numerous suppliers with 

a few partners. 

Much of the inefficiency of our 
system grows from the wrong kind 
of relationship with excessive num- 
bers of suppliers. 

There exists between the retailer 
and his numerous suppliers a 
buyer-seller relationship instead of 
a partnership. 

There is a vast difference. In a 
buyer - seller relationship each 
thinks only of his own interest. 
In a partnership there is a work- 
ing together feeling. Equals share 
responsibilities and exchange 
points of view. 

With such a partnership, each 
party gets the very best the other 
has to offer, but with no sacrifice 
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of independence or loss of freedom 
of thought or action. cae ae 

Such a partnership comes about the big-ticket customer 
where a dealer limits the number 


Coffee service relaxes soon as the customer is seated. 
The consultation room is oppo- 
site one of three model kitchen 


The invitation, “Have a cup of displays. Each appliance is hooked 
of wholesalers from whom he buys. coffee” is a magic way to make a up for demonstrations. 
This approach is practical and prof- customer relax. 
itable for both parties. It is a major When customers in an Ohio Clock attracts customers 
time-saving device. 


store show interest in cabinets or 
appliances for kitchen or laundry, 
they are invited to visit the firm’s 
air-conditioned consultation room. 
A coffee maker is part of that 
room’s equipment. 


The extras in a model kitchen 
in a South Dakota hardware store 
include a running electric clock. 

When customers inquire about 
the time they are reminded that 


the clock in the model kitchen is 
The coffee invitation is given as running. 


Use your wholesaler’s dealer-ser- 
vice program. 

Today, most thinking progressive 
wholesalers offer dealer-service pro- 
grams designed to do a real job. 
Between association services and 
those which wholesalers offer you 
have at your disposal all the help 


a chain store expects and receives ° 
from headquarters. | Now if} 
Wholesaler services such as store = 


planning, consumer literature, cata- . . 

logs, price guides and counseling | the Prettiest Picture of the Year! 
service on management problems, | aia ty 

etc., can save time and money. The | 

more widely dealers use them the ’ 
more efficient wholesalers will be- 

come. Then both parties can doa | 

better job together to attract con- | all-new 


sumers. | 
CORONET 
Put your wholesaler’s salesmen to BIR 
work—he’s on your payroll. | 
Have you ever thought of the | COOLER 
shocking waste of time there is | 
when wholesalers’ salesmen have to 


wait a long time in stores? Have | Ging you more to sell 
you thought of the time wasted | than ever before! 


when you place routine orders? 
Why should you be doomed for MORE COLORFUL BEAUTY 


wad rest of your business life to | In cool green accented with regal gold .. with jewel-like control panel. 
recite over and over, “give me some if 













34 x 18 brads in 4-lb packages.” | MORE OPERATING prague del ts anv range 
Wouldn’t it be better to assign | ee cs ake Eaniten. naw Gubiien AUEEe aeneee Oh ae 
| 


of comfort at the fingertips..new dial-like damper control on one- 
speed models. 


MORE COOLING ABILITY 


New Slip-Stream louvers, couched on rubber, step up cooling ability .. 
give wider angle of air direction .. reduce turbulence . . operate whis- 


to those suppliers you have ac- 

cepted as partners a section or sec- | 
tions of your store? Then let them | 
write their own orders. Or give | 


them a list or access to your in- | per-quiet. New “wide-open” interior construction gives freer flow of 
ventory ec ail all | air and water, greater cooling capacity. Finer, more efficient water 
entory control system. Then they distribution system. New, fast, simple casement window installation. 
would have time to talk to vou 
:; ABILITY AND LONG LIFE 

about new merchandise. They oe sage: Sn ketiion GEM all ee 
. w, exclusive Integrip interior finish gives maximum protectio 
would have time to serve you as Ne xe grip g 


against corrosion and rust. New plastic interior fittings for all parts 
in contact with water. 





merchandise counselors. 
Think of what these combined | 


dustry! the all-new Dearborn Coronet Air Cooler. If your Dearborn representative hasnt got 
ines oe around to you yet..call or write us now for more information. 
That is my program. Will it 

work? Yes, it will! We have thor- 

oughly tested it in our own opera- 


: ry 

tion. It has been immensely bene- ~ Dellan- UNSE,.. us DEARBORN 

ficial to both parties. I sincerely STOVE COMPANY 
. ® 1700 W. Commerce 

suggest that you help your business Dallas, Texas 

prosper by making better use of 

your suppliers. eihnd 
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If you want to sell 

HEX-KEYS, 

put this new card 
on your counter 


This new Allen “merchandiser” con- 
nects with customers in a flash! In 
bright yellow, black and white, it 
tells the story of Allen Hex-Keys — 
uses and sizes — in less than % 
minute of reading. 


Each Allen merchandiser mounts 
12 Allen No. 604 Junior Key Kits 
— each containing 7 Allen Hex- 
Keys, sized from %4” to %4”, in 
red plastic envelope with transparent 
face. Keys are bright finished — 
size markings are easier to read and 
keys are easier to find on a work 
bench. 


Available now from leading In- 
dustrial Distributors and Hardware 
Jobbers. Write for new descriptive 
bulletin C38, and name of your 
nearest supplier. 


ALLEN 


MANUFACTURING COMPANY 
Hartford 2, Connecticut, U.S.A. 
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(Continued from page 10) 


Write Congress your opinion 
about extending minimum wage 


If you oppose extensions of the 
minimum wage law to include your 
employees, write your congressman 
and senator immediately. 

Organized labor has opened a 
drive to extend minimum wage 
coverage to most retail employees. 

Congress opened hearings on the 
proposal this month. Hearings are 
being conducted by both the sen- 
ate and house labor committees. 

Although there is talk of a com- 
promise plan which would extend 
coverage only to larger retail es- 
tablishments, the big push by or- 
ganized labor will be for coverage 
of all retail employees. 

Most small businessmen, includ- 
ing many hardware dealers, believe 
that even if they are excluded in 
any extension of the law, they will 
have to raise their wage scales or 
lose employees to the larger stores 
that would be covered under the 
new law. 


Government is taking steps 
to spur new home building 


The government is taking steps 
to ease housing credit. That in 
turn could stimulate more new 
home construction and more sales 
of builders’ hardware. 

The house has already approved 
a bill to increase by $500 million 
the amount the Federal National 
Mortgage Assn. can borrow to buy 
up government-insured mortgages. 

FNMA mortgages from 
lenders so the lenders can have 
more mortage money to extend to 
builders. 

The senate also is expected to 
increase the amount FNMA can 
borrow. 

The $500 million increase is a 
stop-gap measure to help FNMA 
continue its activities through the 
current fiscal year which ends 
June 30. FNMA mortgage pur- 

(Continued on page 166) 
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"RED russe 


_—- 


THIS 
DISPLAY STAND 
REALLY SELLS... 

BUILDS SALES 
and 


PROFITS FOR YOU 


* 
%, 
J 
7 
, 


—\. 


Yes sir . . . this new, attractive point-of- 
purchase display is really helping to build 
sales for the new “Red” Russell line of 
putty knives and scrapers. The display 
is included free with the R-100 assortment 
.. . takes only one foot of counter space. 


LOOK AT THESE REVOLUTIONARY 
NEVER-SEEN-BEFORE “RED” RUSSELL FEATURES 


e Cushioned-plastic handle tip 

e “In the groove” thumb guide 

e Tough plastic handles, tough tool 
steel blade 
Hollow rivet for easy hanging 
Popular sizes and shapes 
Priced to sell! 





HERE’S THE DEAL! 


48 pieces in one foot of counter space 
NO. R-100 ASSORTMENT 
Including display 


30 Putty Knives 

18 Scrapers 
Total Retail $44.10 
Dealer Cost 26.46 
Dealer Profit 17.64 











Order NOW from your wholesaler 


CUTLERY COMPANY 
Southbridge, Massachusetts 
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Jacobus} 


| 


\ FINE BRUSHES + FINE ROLLERS 

































() fy APIECE SINCE. 1835 
“SOLLER SET 


SALE 











THESE SPECIALS 
NET YOU MORE SALES THAN EVER... 
TAKE ADVANTAGE OF THEM... 


NO. 2-122 REGULAR PRICE $1.55 SALE PRICE $1.19 

Fine quality brush, professional type (2-1/2 trim x 9/16 thick) 
for enamel, furniture, trim. Made of 100% pure black bristle, 
a vulcanized in rubber, walnut beavertail handle. 





| BUY FOR $9.52 DOZ. SELL FOR $14.28 PROFIT $4.76 
DELUXE 4 PIECE ROLLER SET (NO. 3-122 REGULAR PRICE $2.79 SALE PRICE $1.89 
| WITH PLASTIC FOAM COVER. Excellent quality brush, professional type with beavertail walnut 
; 


handle (2-3/4 trim x 11/16 thick) for enamel, varnish, shellac, 
paint on woodwork, floor, boats. Made of 100% pure black bristle, 
vulcanized in rubber. 


BUY FOR $15.12 DOZ. SELL FOR $22.68 PROFIT $7.56 


NO. 4-122 REGULAR PRICE $7.95 SALE PRICE $4.25 

Tremendous value and quality Jacobus’ exclusive and improved 
100% flagged and tipped Tynex nylon painter’s tool ... picks up 
more, carries and spreads more... Big Brush (4” trim and 1” thick) 
Vulcanized in rubber, beavertail walnut handle. 


BUY FOR $34.00 DOZ. SELL FOR $51.00 PROFIT $17.00 
| DELUXE SET REGULAR PRICE $4.40 SALE PRICE $2.99 


Master Painter Roller with easy slip-on plastic foam cover that 
carries more paint and may be used in all paints. New colorful mer- 


Ae on 


MAKERS OF FINE chandising package sells 4 “Do-it-yourself” items for a complete 
painting job. Big steel tray included with a fine 1-1/2 pure black 
PAINTERS TOOLS bristle brush and paint dauber for corners, screens, etc. 
FOR 122 YEARS BUY FOR $23.92 DOZ. SELL FOR $35.88 PROFIT $11.96 











; A.G. JACOBUS’ SONS 'ncorporatep 
I VERONA, NEW JERSEY 
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New WESTINGHOUSE 


sweeping the country... making 


The first and only line of 





decorator-designed tinted-light 





bulbs will put new life and profit 





in your light bulb business 





Never before in lamp-selling history has there been a product, a promotion 
...a profit opportunity like this! All over the country, color-conscious 
consumers are seeking out the dealers who sell Westinghouse Beauty Tone 
light bulbs . . . the one complete line of tinted bulbs that provide subtle 
decorative effects in any room, that are lovely to live with and easy to see 
by. Alert merchandisers—dealers, chains, wholesalers—are cashing in 
right now. They’ve proved that Westinghouse Beauty Tone bulbs are: 


PRICED RIGHT to earn more profit per sale. 


ADVERTISED RIGHT— LIFE, BETTER HOMES AND GARDENS, THIS WEEK —dramatic, 
full-color ads for real consumer acceptance. 


MERCHANDISED RIGHT with a full range of sales-building point-of-sale material 
(see your supplier). 


So put new life and profit in your light bulb business! Order Beauty Tone 
bulbs plus free displays and merchandisers from your Westinghouse supplier 
now. These bulbs are making sales history. 


you CAN BE SURE...1F is Westinghouse 
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BEAUTY 10 
9S history 
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Here's what the trade 
says about the hottest 
lamp line ever made! 


**Selling Beauty Tone six to one compared 
to regular light bulbs.” 
—DEPARTMENT STORE, DETROIT 


“Westinghouse Beauty Tone now 35% of 
total bulb sales.”’ 


—WHOLESALE GROCER, HOUSTON, TEXAS 


*“‘We have had to reorder five times on 60, 
75 and 100 watt Westinghouse Beauty 
Tone.”’ 

ELECTRICAL WHOLESALER, PHILADELPHIA, PA. 


“Beauty Tone bulbs have tripled our light 
bulb sales.” 


—SUPERMARKET, ALLENTOWN, PA. 





tt 
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FREE DISPLAY 


TINTED BULBS 
LIGHT 








AND SALES IDEAS 












Deluxe 
“Multisplay” 








Floor stand merchandiser— 
ideal for fast-selling feature display 











wm Aadle wr Qlomoue slow © 
WESTINGHOUSE Ow BULBS 





sf | | at 
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Order these free displays —. ae <= 
from your regular Westing- 4 Races o a 
house lamp supplier or write  amasven 


Westinghouse Lamp Divi- 
sion, Bloomfield, N. J, 


Wiuminated Demonstrator 


. proves Beauty Tone bulbs really sell themselves. 














NEWS. AND 


OLD FAITHFUL 





(Continued from page 162) 


MARKING 


chases in recent months have been | 


For top volume the higest since the organization | 
was created two-and-a-half years 


— sell the PLASTIC TAPE ago. 
with the PLUS — 261 small business loans 
GOLD SEAL okayed by SBA in January 


: The Small Business Administra- | 
quality tion approved 261 loan applications 
from small businesses in January. 
Loans totaled $11.8 million. 
This is more than twice as many 
NEAT, THIN loans as the SBA approved in Jan- 
WRAPPING uary, 1956. That month the SBA 
FULLY approved 130 loans totaling $6.1 
million. 
INSULATES However, the number of loan 
STICKS applications approved was lower 
ON — than the number approved in 
STAYS ON December. In December, 345 loans 
totaling $18.2 million were ap- 
Shop men like the Handy Pack proved. 
of ten 20 ft. rolls. Small At the same time, the SBA an- 
roll “swings” easily in tight nounced that it was reserving more 
places . . . is enough for most ; 
jobs. Less tape gets “lost”. government business for small con- a ee 
cerns. SBA and other government | Famous for versatility, AMERICAN and 
ELASTIC — agencies set aside $42.7 million | OLD FAITHFUL marking Crayons help 
MOLDS worth of future government con- solve your customer’s work program in 


: every stage of production... from hot 
tracts to be awarded to small busi- oar 


T0 SHAPE steel to raw lumber, there’s a special 
, a nesses. marker to fit every specific identifi- 


< cation need. 
DEFIES 4 | Tariff Commission probing WHEN MARKING COUNTS— 
SUNLIGHT effects of bicycle imports COUNT ON 


WATER, OIL Are too many bicycle imports | Ol” FAITHFUL! 


hurting sales of American-made THE AMERICAN 
wife 9 
aera ieee CRAYON COMPANY 
Should the tariffs be raised on 
; SANDUSKY, OHIO 
foreign-made bikes entering this 
country ? 
The U. S. Tariff Commission 
FRICTION hopes to have the answers to these | 
RUBBER questions soon. The commission is 
prastic & now conducting hearings to de- 
termine whether favorable duties 
on bike imports are hurting Amer- | 
pil tenes gualind to dadle ican bicycle manufacturers. | 
rolls and 10-roll cartons. \ The hearings were started upon | 
All rolls cellophane- Vee the application of the Bicycle Mfrs. | 
protected, stay fresh. | , | 
Assn. of America. That group | 
charges foreign-made bikes are be- | 
JENKINS BROS. X > M4 ; c ] r e num- Ms 5 Pa : 
Rubber Division, (eH BES Mee oeeeet the Amacican in, | Cae 
100 Park Ave, y eon. ; wet oe a - 7 | plete line of Industrial Mark- b 
New York 17, =z f dustry. ing Crayons. Dept. HA-49 & 
SS : (Resume reading on page 11) | Se z 
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USE THIS BRUSH FOR 





p INTERIOR AND EXTERIOR WALLS 





Why Wooster “Exploded-Tip “brushes are 


CEMINGS AND FLOORS 
PORCH AND DESK 


even better than finest natural bristle 


....and why selling them will 
increase your paint sales, too! 


There’s only one outstanding brush material today. 

““Old-timers”’ will swear it’s pure China bristle. 
But they’re wrong. 

The best material ever conceived for holding and 
spreading paint is Wooster’s unique ‘‘Exploded- 
Tip” bristle. And we can prove it with the bristles 
wet or dry. 

With a Wooster “‘Exploded-Tip”’ brush, you can 
pick up more paint, spread it smoother, spread it 
further, spread it easier. How come? The “dry” 
test will show you. 

Hold an ‘‘Exploded-Tip”’ brush up to the light 
and take a close look at the bristle tips. You'll see 
each bristle has been exploded into a feathery soft- 
ness. Even the flags have flags. There are three 
times as many silky paint spreaders as on the 
choicest China bristle. 


With a Wooster “‘Exploded-Tip”’ brush, even 
a six-year-old can spread a film of paint so 
smoothly you’d think a professional had done it. 
The bristles are anchored for life. None can come 
out to plague the painter. 

Mr. Dealer, that’s a story you can tell only 
about Wooster ‘“‘Exploded-Tip” brushes. It’s a 
story that closes brush sales every time you tell it. 

More important, it’s a story that can affect your 
paint sales, too. Every can of paint you sell will 
go on smoother for the buyer. He'll prefer your 
paint as well as your brushes. 

Would you like to sell Wooster brushes? Call 
your Wooster distributor or write—today! Wooster 
Brush Company, Wooster, Ohio. 





QOSTER 


BRUSH CO. 
WOOSTER, OHIO 











"KNOW-W Y "ADVERTISING 
BACKS KNOW-WHY DESIGN. 


Onan nana: 
OTR a Netennrnre ae 
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Full-page, full-color ads all spring and 
summer where they do you the most good 




























All down the line—from the conception of 
the world’s greatest power mower, to its 
gifted design, to its painstaking engineering, 


Here's the national advertising help 
LAWN-BOY is giving you this year: 


LIFE—Full-color two-page spread May 6 to its production, to its promotion and 
Full-color pages April 8, April 22, May 20, advertising—LAWN-BOY is blessed with 
June 3, and June 17 brainpower. 

ones Maa ee So, while your customers are benefiting 
Ee rs from the ““know-why” design and construc- 
April, May, and June tion of LAWN-BOY, you benefit from the 
NATIONAL GEOGRAPHIC—Full-colo: "know-why” advertising and promotion 
pages April, May, and June of LAWN-BOY. 

POPULAR MECHANICS—Full-page ads NEVER BEFORE has any lawn mower—even 
March, April, May, and June LAWN-BOY—been backed by such a potent 
THIS WEEK and PARADE —4A full-color and consistent advertising program.‘‘Know- 
half-page ad every Sunday during May why” design and “‘know-why” promotion 
POPULAR GARDENING —* page in two have gotten together again this year to put 


colors March, April, May, and June 


aa in t | a = 
NO eee © two colors, Let this ““know-why” advertising work full- 
March, April, May, and June 


time for you. See your LAWN-BOY distribu- 
CAPPER’S FARMER—% page in two colors , eit : 

tor-salesman for effective tie-in materials. 
March, April, May, and June 


LAWN-BOY even farther out front than ever. 


The NEW IDEAS are LAWN-BOY IDEAS 


LAWN -BOY 


LAWN-BOY, Lamar, Mo. « Division of Outboard Marine Corp., makers of Johnson 
and Evinrude Outboard Motors « In Canada: LAWN-BOY, Peterborough, Ontario 





“KNOW-WHY"’ and the great LAWN-BOY 


The imitators can copy LAWN-Boy features from the outside looking 
in, but only LAWN-Boy designers know why they created the power- 
mower improvements that make this the undisputed master of lawn 
care. The simple, powerful LAWN-Boy engine is one strong reason for 
LAWN-BOY superiority: One-pull starting, full 3200-rpm cutting speed 
(with plenty of power to spare), a minimum of moving parts, no 
messy oil changing, and welcome light weight for easy handling 
—these are some of the reasons why your customers will insist on 
the famous LAWN-BOY 2-cycle engine. And they can get it only on 
a LAWN-BOY. 
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Model #20 (Metal Base) 
Model #2! (Wood Base) 
Ages |-7 + $29.95 Retail + Patented 


THE WONDER MARE. 


Patented 


Model #40 (Metal Base} 
Model #41 (Wood Base) 
Ages |-7+ $19.95 Retail 


THE WONDER HORSE REGULAR 
JS 


Patented 
Model #10 Ages !-7 
$14.95* Retail 


THE WONDER PONY 


Patented 
Model #30 Ages !-3 $10.95* Retail 





Convention Calendar 


1957 


1958 





conventions 


conferences 











Convention Check List 


For complete details about the convention listed by dates below use 
the alphabetical listings following this quick check list. 


1957 
March 
6-15 American Toy Fair, New York 


17-19 Florida & Georgia Retail Hard 


ware Assn. 
17-20 Gift Show, Philadelphia 


19-21 South Dakota 
Assn. 


Retail Hardware 


31-April | Louisiana Retail Hardware 


Assn. 
April 
7-11 Southern Hardware Convention, 
Palm Beach, Fla. 


May 


16-17 Nationa 


Assn. of Sheet Meta! 
Distributors Spring Meeting, Phil- 
adelphia 


Texas Hardware Boosters Club & 
Texas Wholesale Hardware Assn. 
Convention, San Antonio 
Industrial Supply Convention, San 
Francisco 


National Retail Hardware Assn. 
Congress. Dallas 

National Housewares Exhibit, At 
lantic City 








Industrial 





National 





National Events 


Supply Convention. June 
18-20, at San Francisco, Calif. 
Attendance restricted to members. 
Mark Hopkins Hotel headquarters 
for American Supply & Machinery 
Mfrs. Assn.; Fairmont Hotel head- 
quarters for National Southern 
Distributors’ Assn. and Southern 
Industrial Distributors’ Assn. Spon- 
sored by ASMMA, W. B. Thomas, 
Hunter- Thomas Associates, 2130 
Keith Bldg., Cleveland 15, Ohio, 
business manager; NIDA, 1900 
Arch St., Philadelphia 3, Pa., Rob- 
ert C. Fernley, executive secretary; 
SIDA, 712 Volunteer Bldg., Atlanta, 
Ga., E. L. Pugh, secretary-trea- 
surer. 


National Assn. of Sheet Metal Dis- 


tributors Spring Meeting, May 16- 
17, at the Warwick Hotel, Phila- 
delphia. Thomas A. Fernley, Jr., 
executive secretary, 1900 Arch St., 
Philadelphia 3, Pa. 


Housewares Exhibit, July 
8-12, Convention Hall, Atlantic City, 
N. J. Sponsored by the National 
Housewares Mfrs. Assn., 1140 Mer- 
chandise Mart, Chicago 54; Dolph 
Zapfel, executive secretary. 


National Retail Hardware Assn. Con- 


gress, July 7-11, Statler-Hilton Ho- 


Second 


tel, Dallas, Texas. Sponsored by 
National Retail Hardware Assn., 
964 N. Pennsylvania St., Indianap- 
olis 4, Ind. 


International Housewares 
Show, June 30-July, at the Coli- 
seum, New York, N. Y. Sponsored 
by Orkin Expositions Management, 
19 W. 44th St., New York 36, N. Y. 


Toy Fair, The American, March 6-15. 


Temporary exhibits at Hotels New 
Yorker and Sheraton-McAlpin; per- 
manent exhibits at 200 Fifth Ave. 
and 1107 Broadway. Horatio D. 
Clark, Toy Mfrs. of the U. S. A., 
Inc., 200 Fifth Ave., New York 10, 
N. Y. 


Regional Events 


Gift Shows: Philadelphia, Hotel Ben- 


jamin Franklin, March 17-20. 
George F. Little Management, 220 
Fifth Ave., New York 1, except 
Chicago Show, which is conducted 
by Eastern Mfrs. & Importers Ex- 
hibit, Inc., George F. Little, man- 
aging director. 


Southern Hardware Convention of the 


Southern Wholesale Hardware 
Assn. and the American Hardware 
Mfrs. Assn., April 7-11, Palm Beach, 
Fla. SWHA managing director, T. 
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TRADEMARK 
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INFORMATION TO HELP YOU ANSWER QUESTIONS CUSTOMERS ASK ABOUT 
WINCHESTER-WESTERN PRODUCTS 


SERVICE TO DEALERS 





WINCHESTER-WESTERN DIVISION ° 
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GUN REPAIRS 


Every year, along about 
September, dealers and 
the Winchester factory are 
flooded with firearms in 
need of repair or adjust- 
ment. The terrific load on 
the Customer Service 
Department at Winchester 
means that some hunters 
and shooters can’t get their 
firearms back until too late 
in the season. You can do 
much to relieve this situa- 
tion by urging customers to bring in repairs now. That’s the 
best way to be sure your customers get a full season of shooting. 


GUNSMITHS — REPAIR PARTS 
= (_aae 


ae —3 


ee 














Winchester maintains an inventory of all parts for firearms 
currently cataloged and has in stock many parts for firearms 
no longer in production. It’s not necessary for gunsmiths to 
cut, file and fit when a broken part requires replacement. A 
letter to the Product Service Department will have the part 
on its way immediately. Certain standard parts should be 
ordered ahead of the peak repair season to insure prompt repair 
and return of disabled firearms. 






COMPLAINTS 






































Winchester-Western maintains a staff whose duty it is to handle 
complaints from dealers and customers. Each complaint is 
handled on its individual merits and prompt and satisfactory 
disposition is assured. 








Be sure that you have current price 
lists and catalogs. Supplemental 
sheets are sent periodically to insure 
that everyone is advised on pricing. 
Price lists are for all Winchester- 
Western brands of ammunition, 
Winchester firearms and spare parts. 
Keep them handy — know your stock 
and its price. Ask for copies of the 
Winchester firearms catalog if you 
don't have any. A handsome, 80-page 
book, it lists full information on every Winchester model plus 
dope on engraving and inlaying, ammunition and ballistics. 

$e 





OLIN MATHIESON CHEMICAL CORPORATION ° 


PRICE LISTS AND CATALOGS 





AMMUNITION HANDBOOKS 


Two of the most comprehensive 
handbooks ever prepared are yours 
for the asking. The Western ammuni- 
tion handbook has 136 pages full of 
information on ballistics, recom- 
mended loads, trajectory tables and 
many other facts. The 112-page Winchester handbook is filled 
with similar information pertaining to Winchester brands. Both 
were written by experts who have packed many years of experi- 
ence into the information to be found between the covers. The 
answer to virtually any ammunition question a customer might 
ask is to be found in these two books. Be sure you have them. 





DISPLAY MATERIAL 








| seh te see the 


WINCHESTER —> 





Winchester has a great volume of display material available 
to dealers. Colorful posters, big ad blow-ups, counter displays, 
ammunition dispensers, gun racks and floor stands are but a 
few of the many things that you can get to boost arms and 
ammunition sales. Bring customers in with colorful window 
Streamers and decals, hold them inside with wall and hanging 
displays and mobiles. Write to the Advertising Department 
for full information on exactly the nature and subject matter 
of the material available. Point-of-sale material is proven as a 
sales producer — cash in on it. 


WINCHESTER FIREARMS TIME PAYMENT PLAN 


One of the biggest boosts ever given a 





Winchester dealer — if not the biggest — is 
the Winchester Firearms Time Payment 
Plan. Consumers all over the country are 
educated to use their credit. Put that to work 
for you — sell firearms on time. The plan 


is simple — you make no collections, no repossessions, no re- 
course. For just a few seconds of extra effort in filling out a 
form you will make a sale that might not have been yours. 
After down payment the finance company forwards the 
remainder of the purchase price to you and as far as you 
are concerned, the deal is closed. What could be simpler”? 
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(Continued ) 








W. McAllister, 814 Metcalf Bldg., 
Orlando, Fla.; AHMA secretary, 
Arthur L. Faubel, 342 Madison 
Ave., New York 17. 


State Events 


Florida & Georgia Retail Hardware 
| | Assns. Joint Convention, March 17- 

ee 19. Hotel headquarters at George 
THIS FREE 3 .. Washington Hotel, Jacksonville, 
SALES BULLETIN -\\. 2 ae Fla. W. W. Howell, P. O. Drawer 
SHOWS YOU _§ ° . 1000, 1640 Plant Ave., Waycross, 


HOW TO... a res pel : 


. Oe dite 2. ‘“ Louisiana Retail Hardware Assn. Con- 
* t lat aint Rg . : . 
ms _—. : Sa vention, March 31-April 1. Sessions, 
— a exhibit and hotel headquarters at 
sell more caulking oom | Roosevelt Hotel, New Orleans. 
and glazing oe | David O. Mansfield, P. O. Box 1696, 
| Jackson 5, Miss. 





compound and 


related items South Dakota Retail Hardware Assn. 


Convention, March 19-21. Sessions 
and exhibit at Coliseum Auditorium, 
hotel headquarters Carpenter Hotel, 
Sioux Falls. H. T. Benson, 2108 S. 
Western Ave., Sioux Falls. 


Texas Wholesale Hardware Assn. 


‘ eae - | , and Texas Boosters Club Annual 
— oe | | Convention, June 13-15, San An- 


tonio. Howard Weddington, 1327 
National City Bldg., Dallas 1. 


PRE S3S7/ Té Model kitchen contract 


should include diagram 
CAULKING COMPOUNDS A New York state hardware 


dealer modernizes many kitchens 
in his trading area. 

market today! This dealer prevents disputes 
as to what is included in a job by 
having the contract include a 

Caulking Compounds gun-grade, white or natural scale plan of the job to be done. 
Both sides of each contract are 
signed by the customer and the 
. dealer as evidence that the cus- 
PERMAGUM® Cords tomer has seen the diagram as 


Steelsash Glazing Compounds well as data on the front page of 
the form. 


the most complete one-name, one-source line on the 


Glazing Compounds knife-grade, white or natural 


Tub and Sink Crack Filler 
INSUL-TAPE® | HARDWARE HUMOR 


INDIVIDUALLY = 
Putty PACKED ' PER 


NAILS 7 PKG 
Ready Patcher (plaster) mt stattelste 





Write for your FREE copy of 
“CAULK before you PAINT” 








PRESS 77 oe : : ee Be ge ee : 7 ' : ‘ : Sigs ke suai : a eanath NIENT! / 


ONE To A PACKAGE / 








- “+ JERRY 
YoUN’ 


A Division of AMERICAN-MARIETTA COMPANY “Personally, | think they're carrying 
3754 CHOUTEAU AVENUE, ST. LOUIS 10, MISSOURI this stuff a little too far. 
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How Hooker’s program boosts 





paint sales 700% at Bishop Hardware 








Bob Bishop and George Preckwinkle ch 





ie 


ec 


REBEL. 


Local promotion makes eash registers hum 


“We thought we were doing a good job with a ‘ National 
Brand’ of paint,” says Bob Bishop of Bishop’s Hardware in 
Springfield, Illinois, “then we added the Hooker line in the 
summer of 55. When the Hooker program started into action, 
the roof fell in. 


“Our promotion broke on a Wednesday. From Thursday 
morning through the middle of the next week we were jammed 
with customers and they’ve kept on coming! Paint sales are 
up 700% and total store sales are up a whooping 400%. And 
months later business is still on the upswing!” 


20.000 gallons of paint! 


“We sold over 20,000 gallons of paint in 16 months. But it’s 
not only volume, it’s quality too. People voluntarily come in 
to compliment us on the quality of the paint. We’ve developed 
a lot of new customers, They like the store, they like the paint 
and now our store has become their buying headquarters. 


“Hooker’s color selection fits right in with Hooker quality. 





ae = ~ 
the newspaper ads that brought customers flocking in. 


SECON 


They’ve made quite a survey of consumer color preference 
and they’ve come up with just what the people want.” 


Store is more important than brand 


“What happened here proved beyond a shadow of a doubt 
that Hooker’s policy makes sales sense. We sure found out 
how to sell paint in volume—20,000 gallons in 16 months! 
The people at Hooker know the dealer is far more important 
than any brand. They have the right idea . . . the way to 
build business is to build the store.” 


Hooker guarantees results for you 


The Hooker local merchandising program, geared to featuring 
a local store in a local community, can produce the same 
results for any well established, aggressive merchant. This 
is a tested and proven plan that can double and triple your 
paint business. 


Find out the full facts today. Send in this coupon for infor- 
mation on how this program can work for you. 


*72% of paint customers rely on the suggestions of their dealers. 























659 W. Washington Bivd., Chicago, Ill. 


Gentlemen: Please send me a free ‘‘Profit Calculator’’ along with your 
new color cards and details on your successful merchandising program. 











This simple slide rule Name 
shows the margin you 

make on your various Business 
items. Send for it now— 

it's your free gift from Address. 





Hooker! 


----------- 
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opens screening season 


e 4000 radio spots are saturating 
local markets NOW 


e Network TV is reaching peak Sunday 
night audiences NOW 


e National magazine ads are hitting 
hot prospect audience NOW 


ee 
ms 











KITTY KALLEN... 


Singing sensation—is singing and selling 
screening made of Alcoa Aluminum. Your 
customers are hearing of it, day after day 

and they’re ready to buy. Are you ready to sell? 








THE ALCOA HOUR... 


Sunday night viewers—peak receptive audi- 
ence—are watching Kitty Kallen. She’s singing 
and selling and opening doors for you. Are you 
ready to get your foot in these doors? 




















HOT PROSPECT CUSTOMERS... 


That’s your audience for ads selling Alcoa 
Screening in House Beautiful, House & Garden 
and Living for Young Homemakers. 
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with a slam-bang campaign! 


Your customers are seeing, hearing, reading about screening 
made of Alcoa® Aluminum. They’re looking for it, too. 
Make it easy for them to find—give it up-front display space! 




















MOBILE) DISPLAY 
















-— KR = = | 
net Kit of Sales Helps 











“HOW TO RE-SCREEN” 
FOLDERS 


WINDOW BANNER 
qhaebeséneeis sixes <0des seis éieckilsbinisiscdecsens. 
ORDER NOW FROM YOUR JOBSER 


All these weavers use Alcoa Aluminum to produce the world’s finest screens and screenings: 


Alabama Wire Company, Inc. Dixie Screen & Wire Products, Inc. Pacific Wire Products Company 
Fiorence, Alabama Fiorence, Alabama Compton, California 

American Screen Products Company The Gilbert & Bennett Manufacturing Co. Pennwoven, Incorporated 
Miami 37, Florida 


Georgetown, Connecticut New York 17, New York 


Hanover Wire Cloth Division Phifer Wire Products 
Continental Copper & Steel industries, Inc. ~ 


American Wire Fabrics Corporation 
Mount Wolf, i ag 


Tuscaloosa, Alabama 
Cardinal Manufacturing Co., Inc. Hanover, Pennsylvania eile nities talent 
Gaffney, South Carolina Heili outhern Wire Clo o. 
eilig Brothers Co., Inc. : 
Chase Brass & Copper ie York, Pennsylvania North Miami Beach, Florida 
"NOW VOr » NeW TOr : Spargo Wire Company, Inc. 
| The C. O. Jelliff Manufacturing Corp. pare y 
“Ge Gee Company ofClinton, lowa AE iain ms ° Rome, New York 
Wire Cloth & Screen Co. 
Keystone Wire Cloth Company Standard 
yng Products Co. Hanover, Pennsylvania York, Pennsylvania 
Cuctone Fence New York Wire Cloth Company Wickwire Brothers, Inc. 
American Steel & Wire Division York, Pennsylvania Cortiand, New York 
U.S. Steel Corporation Nico Wire Cloth Corporation Wire Products, Inc. 
Waukegan, Illinois Houston, Texas Hartwell, Georgia 






_ 
Soc eeseeeeeeeeeeeeeeeeeeeeeeeeeue® 


You're always ahead with Alcoa... 





greatest name in aluminum 








ALCLAD 





SCREEN WIRE 






Aluminum Company of America 
1933-C Alcoa Bidg., Pittsburgh 19, Pa. 


ALUMINUM COMPANY OF AMERICA : 
*ACOA vy 
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WHAT'S NEW 





® For more information on these products and services 
use free post card on page 179. 


(Continued from page 13) 


position materials. Saw has a %- 
in. stroke at 3350 spm. Saw pack- 
age also contains three blades and 
awrench. Retails for $42.50. Skil 
Corp. 


For more data circle No. 9 on postcard, p. 179 


Kit with 4 masonry drills 


This Jr. “B” drill kit will appeal 
to men in the building trades. Kit 


is made of plastic and contains four 
of the most popular sizes of car- 
bide-tipped masonry drills. Drills 
are made of the same materials as 
in the regular-size USE drills. 
Overall length is the only differ- 
ence. U. S. Expansion Bolt Co. 


For more data circle No. 10 on postcard, p. 179 


Power mower fog attachment 


Here is a fog attachment that 
power mower owners can use to 


convert their mowers into power 
foggers. The attachment, Racket 
Robber Fogger, fits any 4-cycle reel 
or rotary mower up to 234 hp and 
Briggs-Stratton, Clinton and other 
single cylinder engines with 1-in. 
exhaust. Attachment set includes 
muffler, mixing valve attachment 
with regulator, and 1-pt can of in- 
secticide. Retails for $6.95. Don- 


aldson Co., Inc. 
For more data circle No. 11 on postcard, p. 179 


Versatile power workshop 


The Boose Power Workshop 
comes as a basic saw unit with 
two table top sections on tubular 
steel framework plus operating 
controls and a *4 hp motor. Other 
equipment includes jointer-shaper, 
disc sander-drum sander, electric 


hand saw, drill press, lathe, mor- 
tiser, router and band saw. Under- 
table saw cuts 0 to 90 degrees. 


Reamstown Products Co. 
For more data circle No. 12 on postcard, p. 179 


Smooth surface fishing line 


Fly fishermen will be customers 
for the Banshee floating fly line. 
Line has a permanized finish that 
will not crack, peel or become 
sticky regardless of abuse or tem- 
perature changes. Smooth surface 
reduces friction. Line floats easily 
and resists microscopic weed 
growth, algae or surface scum be- 


cause it has no pores. Banshee 
comes in all popular level and taper 
sizes, from $2.65 to $9 retail. South 
Bend Tackle Co., Inc. 


For more data circle No. 13 on postcard, p. 179 


Plastic industrial coating 


Industrial and commercial users 
of clear plastic coatings will find 
Kleer Kote acrylic plastic spray 
useful in many ways. It can be 
brushed, sprayed, or dipped on. It 


comes in ready-pressurized cans 
for handy household use. Seals and 
protects wood, concrete, fabrics, 
metals, and important papers from 
water, acids, vapors, salts, and 
grease. Pint pressurized can re- 
tails at $1.89. Crown Industrial 
Products Co. 


For more data circle No. 14 on postcard, p. 179 


Ripple cut split shot sinker 

Here is a split shot sinker that 
will interest your fishermen cus- 
tomers. A ripple cut has been added 
to the sinker to increase the 
sinker’s holding ability. Sinkers 
come packed in all-metal and vis- 


FEPELE GRIP 
SPLIT SHOT 


RIPPLE CUT 
ACROSS 
BOTTOM 
OF SPLIT 


Cross Section View 


ual plastic dispensers as well as 
in packaged assortments. I/deal 
Fishing Float Co., Ine. 


For more data circle No. 15 on postcard, p. 179 


(Continued on page 178) 
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News about B.EGoodrich Koroseal hose 


New wide range of prices, 


unique display, help make sales 


. MING Size 


¢95 


HARDWARE AGE, MARCH 14, 1957 


ow you have four different types of 
Koroseal hose. You can take advantage 
of the Koroseal name to sell hose to a wide 
range of your customers, from the person 
who wants the very best to the price shopper. 

Here is the 1957 Koroseal hose line-up: 

Koroseal King Size is advertised for $9.95 for 
50 ft. You pay your distributor only $6.65 
and make 49% profit. (Mark up) 

Koroseal Imperial is advertised at $7.95 for 
50 ft. You pay your distributor only $6.65 
and make 49% profit. 

Koroseal Extralite is advertised at $5.95 for 
50 ft. You pay your distributor only $3.98 
and make 49% profit. 

Koroseal Crystal is translucent. Same size 
and price as Koroseal Extralite and you make 
the same profit, 49%. 

All Koroseal hose now comes in shipping 
cartons (five lengths to a carton) that is 
immediately convertible to a brilliant dis- 
play. The hose itself comes in discs with dis- 
play centers. Prices are shown in big figures. 
Bottoms of the discs fold into “stand up’”’ 
easels. Then the coils can stand anywhere. 
People can see and read the discs. 


Put the famous Koroseal name to work for 
you by displaying all the types listed above. 
Let people see that they are different prices. 
Take full advantage of the Koroseal name. 

It's a mame that can mean more money 
for you. Ask a distributor's salesman about 
Koroseal garden hose. It’s not too late to 
double your Koroseal sales this year! B.F. 
Goodrich Industrial Products Co., Akron 18, O. 


Koroseal—T. M. Reg. U. S. Pat. Off. 


cosh 


B.EGoodrich 











(Continued from page 176) 





Rotary hand crank duster 

This rotary hand duster emits 
an extra fine cloud or dust in any 
direction through the adjustable 
nozzle. The 2 lb Bantam has sealed 


gears 


holds about 34 lb of dust. H. D. 
Hudson Mfg. Co. 


For more data circle No. 16 on postcard, p. 179 


All-purpose liquid rubber 
Flex-O-Fix all purpose liquid 
rubber is now available in tan. The 
new color blends with sporting 
items such as waders, boots, hunt- 
ing clothes, and so on. Flex-O-Fix 
also comes in black for repairing 
rubber items around the home and 


shop. Retails at $1 per _ tube. 
Pyrowu Co. 
For more data circle No. 17 on postcard, p. 179 


Low cost oven thermometer 


The Oven Guide thermometer 
features a horizontal scale with a 


178 


and a tapered hopper that 


black background. The stainless 
steel unit will hang or stand in the 
oven. Thermometers are individ- 
ually packed in a self sealing box, 
six to a carton. Retails at $2.89. 


Taylor Instrument Companies. 
For more data circle No. 18 on postcard, p. 179 


Level-wind, star-drag reel 


Here is a fishing reel, the 
Pflueger bond reel, that will appeal! 
to fishermen because it combines 


a free spool with a star-drag and 
level-wind. Reel is suitable for 
either fresh or salt water fishing. 
Line capacity is 200 yards of 27-lb 
test braided nylon or 300 yards of 
15-lb test monofilament line. Reel 
weighs 151% oz. Retails for $14.95. 
Enterprise Mfg. Co. 


For more data circle No. 19 on postcard, p. 179 


Two speed, 20 in. window fan 


A 2-speed electrically reversible 
20 in. window fan is featured in 
this firm’s 1957 line. The fan has 


an automatic thermostat and color 
pilot light to indicate speed and di- 
rection of air flow. Retails for 
$48.95. Also included in the line 
are other window, desk, table, ex- 
haust, and wooden ceiling fan 
models. Emerson Electric Mfg. 
Co. 


For more data circle No. 20 on postcard, p. 179 


Adjustable-back bar stool 


Homeowners will be customers 


ml 
—\ 


v 








for this bar stool, No. 2-K2, with 
an adjustable back. Stool can be 
used in recreation rooms and kitch- 
nes. Stool has self-adjusting 
swivel back and chrome-finished, 
tapered tubular steel legs. Uphol- 
stery is washable Duran plastic. 
Legs have non-marking plastic 


feet. O. Ames Co. Housewares Div. 
For more data circle No. 21 on postcard, p. 179 


Multi-purpose yacht chair 
Homeowners will find many uses 
for this all-purpose yacht chair. 
Chair can be used indoors or out- 
doors and folds for easy carrying. 
Chair is made of seasoned hard- 
wood frame in white lacquer or 
natural varnish. Seats and backs 
are made of extra-heavy canvas and 
(Continued on page 182) 
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Please use this P. O. 
Box Address for Quick 
Check Cards Only 
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use this FREE 





2 
17 
32 
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CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 


get you all the information you need, quickly. 
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78 
93 








FIRST CLASS 
PERMIT NO. 34 
(Sec. 34.9 P.L.&R.) 
New York, N. Y. 
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Here is Your Quick Check Card 


What it is... How it works 


Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the ‘What's New" columns. You get more of these in 
HARDWARE AGE than in any other magazine. 


When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 


Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 
will be sent you on each item. 


Be sure to give your full name and address on the post card. Prin? or type 
it clearly. We cannot service post cards with incomplete addresses. 


CTT TTT Tay 


Postcord valid 8 weeks only. After that use own letrernead fully describing item wonted 3/14/57 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
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NEW 
1957 


Model 619 4R 


Best Seller 


A brand new 19” powered by 
PINCOR’S latest, a new light- 
weight vertical shaft four- cycle 
24% H.P. engine. Especially de- 
sirable for the medium sized 
suburban lawn. Deluxe die-cast 
rotary with off-set wheel. Recoil 
starter and leaf mulcher standard 
equipment. 


Dealer Cost h 5” 


f.0.b. factory. Incl. F.E.T. 


PIONEER Gen-E-Motor Corp. 


5841 West Dickens Avenue, Chicago 39, Illinois 





A MONEY-MAKER 


A fast-moving counter item that makes every 
car and home owner a potential buyer! 


Imagine ... a synthetic 
chamois that'll perform 
as well as the real thing 
«+. at a fraction of the 
price! Soft, absorbent 
and durable, CHAM- 
EAZE looks, feels, and 
performs like a genuine 
chamois... 





The 16” x 16” 
CHAM-EAZE is 
sealed in color- 





ful polyethylene 
and attractive- 
ly displayed in 
our ‘silent sales- 


man'’ carton, > 
shown at right. 





Here, then, is an item 
which every car and 
home owner needs... 
and at a price they 

simply can't afford to 

pass up! It's a real money- 
maker ... so see your nearest jobber, or 
write today for free sample and price lists! 


W499 


RETAIL 


CLOVER PRODUCTS 


127 Cutler Building * Rochester 4, New York 


WHAT’S NEW 





@ For more information 
on these products and 
services use free post 
card on page 179. 


(Continued from page 178) 


come in red, green, yellow, blue, 
raspberry and olive drab. Tucker 
Duck & Rubber Co. 


Free-wheeling socket wrench 
Automobile owners 
chanics will be customers for the 


head mechanism. 


of both a %-in. square drive re- 
versible ratchet and a conventional 
hinge handle tool. 
able for use on automobiles or for 
changing tires. P & C Tool Co. 


Salt water spinning rod 
Fishermen will be interested in 





this medium action salt water 








For more data circle No. 22 on postcard, p. 179 | 


and me- | 


No. 6257 Rotahead socket wrench | 
hinge handle with self-contained | 
Socket wrench | 





is free wheeling and does the work | 
Unit is suit- | 


For more data circle No. 23 on postcard, p. 179 | 


Series “68” “Diamond-Arrow”’ with 242” and 
3” soft rubber tread wheels for home, school, 
store and institutional use. 


New packaging for 
best selling 
Bassick truck casters 


Here’s your ammunition to go after 
an even bigger piece of the expanding 
do-it-yourself market. 

24%.” and 3” Bassick truck casters, 
previously sold in bulk, now come con- 
veniently packaged in sets of four units. 
They're perfect for dollies, portable 
tables, tools, utility carts and other fa- 
vorite projects of the home craftsman. 
And now in the new heavy-duty clearly 
labeled boxes, they'll sell faster than ever. 
Especially when you keep them out on 
display along with other do-it-yourself 
items. THE BASSICK COMPANY, Bridge- 


port 2, Conn. Jn Canada: Belleville, Ont. 
78 


~ Series “61” (inexpensive 

but rugged) with 212” 

& and 3” “Biron” sintered 

, iron wheels for rough 

service in shops or ga- 
rages. 


Series “70” (swivel) and 
Series “71” (rigid — 
packaged % set per 
box). Lighter duty cast- 
ers for home utility 
carts, portable tables, 
stands. 3” Dia. soft 
rubber tread wheels. 


ADVERTISED I” 
The Saturday Evening 


A DIVISION OF 
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ACTUAL SIZE — 


FULL 

16.2 OZ. CAN 
READY 

TO SPRAY 


a varantee > 
as advertised in 
LIFE 


For further details 


and descriptive 
literature, 
write 





Whichever size your customers prefer 
... SHEFFIELD has the answer! 

Regular or GIANT SIZE... both should 
be on your shelves for BIGGER 
PROFITS ...and faster sales! All the 
same SUPERIOR quality... all with 

the EXTRA profit that is yours with all 
Sheffield products | 


Non=-Toxic 
and even 
faster drying 
than ever... 


NOW 


you can feature 
GIANT SIZE 
QUIK-SPRAY 


and 








regular size 


Sheftield BRONZE PAINT CORPORATION 17814 waterioo Road, Cleveland 19, Ohio 
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WHAT’S NEW 





@® For more information 
on these products and 
services use free post 
card on page 179. 





Biggest, newest advance in mod- 
ern merchandising—that’s SKIN 
PACKAGING as pioneered by 
H-W in combination with dra- 
matic, self-service sales displays! Here are com- 
—qeyryo bined the ultirnate in 


high qvelity | 
HARDWARE CONVENIENCES) finger-tip selection for hurried shoppers 
finger-tip inventory control for busy dealers 
Shoppers find these glamorous assortments of 
most-needed hardware conveniences irresistible; 
sparkling bright chrome and brass door stops, 
wardrobe hooks, sash fasteners, chain door guards, 
handrail brackets—and many other specialties for 
home improvement; ALL factory-fresh because 
protected by Hall-Wessel superior skin packaging; 
all complete with needed screws, components. 
So easy to see. . . such fun to select; no wonder 
the cash register rings up so many extra “impulse 
sales” wherever they’re featured. 
Cash in with the best made, best packaged H-W 
COMPAKS. Save handling, selling, storage costs 
that result in BONUS profits! 


a 


FEATURE TOO, FOR PROFESSIONAL BUILDERS 


H-W POLLY PAKS 


Customers take to their jobs the exact hardware 
units they’re installing, complete, in one plastic bag 
with the right size and the right quantity of needed 
screws, other components. 

Merchandise is always clean and bright—*‘factory- 
fresh,’’ free from scuffs. 

YOU will find H-W single-unit hardware POLLY- 
PAKS a wonderful way to store, protect and handle 
your stock . . . supply the exact quantity of any 
wanted item without counting out needed screws. 

COST NO MORE than old-fashioned packing; 
have added sales-appeal. Available with all items 
previously tissue wrapped. 


HALL-WESSEL CO. 


919-931 N. 5th St., Philadelphia 23, Pa. 
in Canada: Geo. S. Hall Co., 25 Grenville St., Toronto 1 
Export: Hall & Reis, inc., 165 Broadway, New York 6. 


spinning rod. It is part of the 
Harnell Black Spun-Glass Tubular 
fishing rod line. This 2-piece rod 
‘is recommended for salt water 
'surf or salt water boat spinning. 
| All rods are described and _illus- 
‘trated in the 1957 catalog now 
available. George Hine Products 
Co. 


For more data circle No. 24 on postcard, p. 179 


| 27-in. riding power mower 

Owners of large lawns will be 
customers for the Pony 27-in. rid- 
ing power lawn mower. Mower 
has a plug-in electric starter, a 
| powerful 4-cycle engine, a comfort- 
| able seat for the operator, and a 
'special 6-blade reel for smooth 
/mowing. Low center of gravity 
| assures stability for side-hill mow- 
ing. Retails for $459.50. Toro 
Mfg. Corp. 


For more data circle No. 25 on postcard, p. 179 





Tank ball with copper tcp 


Perm-a-top tank ball features a 
copper top, to reduce wear at this 
point, and a lower half of specially 
formulated, wear-resistant rubber. 
Lower half has extra large propel- 
lor vanes to provide a spinning ac- 
tion which seats the ball firmly and 
truly in the center of the flush 
valve. Rotary action seats ball in 
a different position with each flush- 
ing, thus reducing wear. Ball fits 








You can be sure A4pea.N: 


S06, “e555 = 


of providing Saw N\ 
customer fs < 



































TOGGLES & HOOKS 


For hanging and § 
fastening jobs on 7 “== 
hollow walls. ' 


TOGGLE BOLTS 


4 For hollow wall in- 
stallation. 


FASTENERS and satisfaction 
ANCHORS! 
self-service way to merchandise anchors 
and fasteners. 
R-W 
A heavy duty hook . ; 
wroitoninaits: TROLLEY TRACK and HANGERS 
Time-tested ... top-quality... best- 
| sellers... backed by over 75 years of 
and hangers—ALL are important to you 
for greater sales volume and added 
sell with assurance of knowing your cus- ma + 4 
tomer will be satisfied. There's a type WEATHERPROOF BARNDOOR TRACK ond 
‘ ; weather and bird proof. R-W 423 hangers 
PEGBOARD DISPLAYS Hangers will provide dependable, feature roller bearings and lateral and vertical! 
GENERAL s&h 


U. S. Expansion Bolt Co. is first in the industry wh en AL U 
NATIONALLY KNOWN 
AND ADVERTISED 
ONE COMPLETE 
experience ...ALL are adjectives that 
profits. R-W offers you a line that sells 
| and size to meet your customer's exact HANGERS... the favorite of farmers every- 
| trouble-free operation year after year adjustment for easy, dependable operation. 
PURPOSE 


of MASONRY 
to introduce SKIN-PACKAGING, the modern, sel| 
UTILITY HOOKS 
aCe for industrial, commercial & farm building 
describe R-W’s line of trolley tracks 
| on reputation...a line that you can 
PUNCHED FOR BARE AND requirements. R-W Trolley Track and Where. R-W 36 self-cleaning type track is 
... even on doors weighing a ton. 





ATTRACTIVE 
COUNTER DISPLAY “EaR-Way” Track and Trolley for 


smooth, effortless operation. R-W 
No. 239 track has ears spaced on 


FEATURES SKIN-PACKED 12-5 
-in. centers that ore attached to 
CARDS FOR EASY SELF- walls by lag screws. Bosses hold 


“LOCK JOINT” TRACK and 
HANGERS for doors 1% to 
2% inches thick. R-W “LOCK 
JOINT” track No. 31 is avail- 
able in 4, 5, 8, 10 and ‘2 ft. 
lengths. R-W No. 20-2 hangers 












track away from building allowin will provide — of depend- 

SERVICE SALES free ni of air and ace able operation -.+ features 

Selling features printed rust. R-W 346'2B hangers have boll to oe ogee tem 

on counter display. bearings and vertical and lateral atera! an on pos . ustment 
Cards also available in adjustments. FOF TEE NPAT 


j standard packages. A "'Glide-Ride" for Doors that Slide! 


U.S.E. PRODUCTS WILL WRITE 70. for complete information. 
GET TOP BILLING Request Catalog No. A-91-LP 


FOR FAST TURNOVER 








SOLD THROUGH Leading manufac- “i | 
RECOGNIZED JOBBERS ONLY turer of Track, h re | | 

Hangers, all types is ar Ss I oe) 4 fi 
of hardware and \ 
Electric Door Op- MANUFACTURING COMPANY 

NAL LAN | ergtors for over "A RANGER FOR ANTY BOOR TAT SIDES 

U. S. EXPANSION BOLT CO. | 7° Yeo": 

YORK, PA. DEPT. HA-3 310 W. THIRD STREET, AURORA, ILLINOIS « Branches in Principal Cities 
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NEW 
REY 


Best Seller 


A hot leader that can pull in cus- 
tomers . .. smart new off-set 
wheel styling .. . lightweight... 
3600 RPM 3% H.P. Pioneer electric 
motor ... complete with on-off 
switch and overload relay. 


marca $9Q8 


f.0.b. factory. Incl. F.E.T. 


PIONEER Gen-E-Motor Corp. 
5841 West Dickens Avenue, Chicago 39, Illinois 





WOW! 


Scientific discovery 
turning a 
upside down. . 


sensational 


"R4 


The Original Wash Away 
PAINT REMOVER 


TM-4 has taken Paint 
Remover out of back 
rooms and out 

from under counters 
UP FRONT to 

the best-seller 

of the industry! 

Sell MORE with 
TM-4 ... the ONLY 
Paint Remover with an 
unconditional 
money-back 
guarantee! 


Write for brochure 


WINFIELD BROOKS CO., Inc. 


WOBURN, MASSACHUSETTS 





on OS er 
on™ = a 


Sell ‘em by the Pac... | 


~ 


4 


/ 
L 
[ 
i 
i 
t 


No. M-S Victor 
2-Pac, 15¢ 
(2 Victor mouse traps) 
No. M-O Victor 
4-Pac, 29¢ 
\" Victor mouse traps) 


OS ee ae eo 


No. M-P Victor 
Twin-Pac, 15¢ 
(2 Victor mouse traps) 


Gone are the days of one-at- 


“§ », a-time mouse trap sales when 


you sell Victor traps. Victor 
mouse traps are ““dressed-up 
to sell’? 2 or 4 at a time in 
the new Twin-Pac, 2-Pac or 
4-Pac display packages. 
When you add this sales ap- 
peal and quantity buying to 
the big mark-up Victor gives 
you to start with, you’ve got 
the trap to catch more profits 
than ever before. 


Order Victor mouse and rat traps from 
your wholesaler, today ! 


ANIMAL TRAP COMPANY OF AMERICA 


LITITZ, PA. © PASCAGOULA, MISS. ¢ BERKELEY, CALIF. © NIAGARA FALLS, CANADA 
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WHAT'S NEW 


@® For more information 
on these products and 
services use free post 
card on page 179. 





all standard size flush valves. 
Schaul Mfg. Co. 


For more data circle No. 26 on postcard, p. 179 


Redesigned electric sprayer 


An aluminum hook for hanging 
up the sprayer when refilling or 
temporarily stopping work has 
been built into this Burgess elec- 
tric sprayer. The sprayer housing 
is molded in charcoal brown. Em- 


bossed metallic bands have also 
been added to the $12.95 sprayer. 
Uses include paint, varnish and 
garden spraying jobs. Burgess 
Vibrocrafters, Inc. 

For more data circle No. 27 on postcard, p. 179 


Deep-diving floating lure 

The Arbo-gaster, a deep-diving 
floating lure is now available in a 
flashy new green and white finish. 
The white plastic body is spotted 
with green and _ sparkles’ with 
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MECHANICS’ TOOLS and 


HARDWARE SPECIALTIES 


| ORDER NOW ... FOR 
EARLY DELIVERY 





HAND 
CULTIVATOR 
 Tines are reinforced 
N\A and upper part enam- 
8 eled red. Two lengths: 

9//,"" and 35". 








A practical tool for planting 
bulbs and plants. Finely finished. 
Handle shellacked and polished. 


No. 218 
GARDEN DIBBLE 


Wood Handle Dibble 


6" GARDEN 
TROWEL 
No. 215 





Blade of I6 gauge bright steel. Steel shank fastened to blade with 
extra strong rivets. Shank and part of blade is enameled green. 


CONTACT YOUR JOBBER OR WRITE FOR CATALOG TODAY 


GUARANTEED @ SINCE 1830 








WILLIAM JOHNSON 


BRENNER AND KENT STREETS — NEWARK 3, N. J. 


INC. 














How to sell more... 


Here is an easy method of building better 
salesmanship in your store. This booklet 
contains nine full page-size posters on vari- 
ous phases of good selling habits. These 
are reprints of the more popular “Capsule 


Counsels”’ that appear regularly in HARD- 
WARE AGE. 


Tack up these posters, one a week, where 
salespeople can study them. You will be 
surprised at how it will help make them 
better salespeople. 


Contents of the book include—Approach- 
ing a customer; Personal appearance; How 
to ok checks; How to make change; How 
to please a customer; How to discourage 
shoplifting; How to spot a shoplifter; How 
to use telephone selling; Why bins must 
be kept filled; What is a customer? 


To get your copy send 25¢ to Editorial 
Department, HARDWARE AGE, Chest- 
nut & 56th Streets, Philadelphia 39, Penna. 
Ask for booklet “‘How to Sell.” 
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MAKE MANSFIELD 


There are no better values to 


be had. 





No. 03 No. 205 
HEAVY DUTY FLUSH 
BALLCOCK VALVE 





MANSFIELD’S. ew 
HANDI-PAK 


Use Mansfield’s new sturdy corrugated cartons —attractively 
printed in dual colors —to step up your profit potentials. 
Chock full of eye appeal for point of purchase display. 


The new “HANDI-PAK” is a big hit with Mansfield Dealers. 
In this deal you get 6 individually boxed No. 09 Ballcocks 
in a shipping carton. There is also the standard pack of 
24 individually boxed No. 09 Balicocks to a shipping 
carton. Also available in bulk packing (not boxed) 24 to 
a shipper. 


MANSFIELD No. 09 BALLCOCK 


Combining features not found in 
higher priced fittings—quality 
workmanship throughout. Popu- 
larly priced. 







YOUR CHOICE 














ALL 
MANSFIELD | 
BALLCOCKS . 
HAVE ; 
LIFETIME ff 








NYLON ! 
SEATS 





























= 


CLOSET SPUDS 





Check with your favorite jobber or write 


BRASS DIVISION 


| MANSFIELD SANITARY POTTERY, INC. 


| 133 First St. 


Perrysville, Ohio 
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WHAT’S NEW 





@ For more information 
on these products and 
services use free post 
card on page 179. 





The spectacular Christmas sales of the Weller Sabre 
Saw proved it was an outstanding value, and a much- 
wanted tool at $19.95. Now, for Hardware Week, 
Dealers can profit further by the popular demand 
created for this mass-market tool with a special 
Hardware Week 

price of only 

$17.95. 








metallic glitter. Also has a Hula 
skirt. Sells for $1.35. Fred Arbo- 
gast Co. 


For more data circle No. 28 on postcard, p. 179 


Screwdriver shaft extension 
This 6 in. shaft extension is for 
 Xeelite screwdriver and nutdriver 
_kits. The snap in unit is 8 in. over- 
all and has winged prongs to fit 





into the socket of combination han- 
dles of 99-PR and 99-JR_ sets. 


ADVERTISED | : | Xcelite, Inc. 





For more data circle No. 29 on postcard, p. 179 


Tractor riding attachment 


moon SETTER HOMES, At Owners of Planet Jr. Super Tuffy 
sealant Pendies dininaen 4 walking tractors will be interested 
expires May 4, 1957 Popular Science. | in this conversion assembly, the 
Super Tuffy riding attachment. 
Unit converts the walking tractor 
into a full-size, conveniently de- 
signed riding unit. Attachment 
comes complete with chassis, steer- 


ing assembly, two front wheels, 











brake and clutch pedals, and motor 
shields. Customers can make the 
conversion themselves in as little 
time as an hour. S.L. Allen & Co., 


Ine. 
For more data circle No. 30 on postcard, p. 179 


Dishwasher-rinser unit 
Housewives will be customers 

for this combination dishwasher 

rinser unit. The Rinsemaster has 





a large washing compartment and 
a separate rinse compartment. The 
soft plastic unit is 17%4 in. long, 
1314 in. wide, 64% in. deep. Comes 
in four colors. Federal Tool Corp. 
For more data circle No. 31 on postcard, p. 179 


Variable height laundry cart 


Housewives will be interested in 
the Rid-Jid Roll-or-Tote laundry 


























A must at this 
low price for | 
every homecraft 

or hobby customer 


YOU OFFER 
$2.00 SAVING 
and you get the 
FULL 33 
DEALER DISCOUNT! 




































WHAT'S NEW 


@ For more information 
‘on these products and 
services use free post 
card on page 179. 











ow WATERFEEDER 
"Medel 622 4R Model 954. Applicator for cart- 
ridge type fertilizers. Attaches 


uacibisiin: Sennediais tiene: Bid cates cart as an aid on wash days. Cart 
PS ep al watering device. Fertilize while adjusts instantly to three heights 
you water. $1.99. with safety lock in each position, 


ee ee | peta RSPIRE . making height just right for load- 


NEW lightweight vertical-shaft —2 wey watering de- re; 4 ing or unloading clothes with top 

4-cycle engine. Sturdy die-cast head or flip valve for . loading and front loading washers 
: : : sub-surface irri- “ J 

chassis with off-set wheel. Like |] gotion directly to __ l/min and dryers. For use with stand-up 

all Pincor rotary mowers for 1957, roots. $4.90 ec. ¢ S ; 

this handsome mower trims up . 2 or sit-down lroner, or for carrying. 

close to walls and trees. SQUARESPRAY Cart rolls on swivel wheels or folds 


Famous model 433. 


Dealer Cost HQ” it gets the flat when not in use. J. R. Clark 


ie 





corners. Hookup in tandem or use to . 
., fertilize while you water. $2.95. Co. 





WATERFEED | For more data circle No. 32 on postcard, p. 179 
f.o.b. factory. Incl. F.E.T. Water soluble 

= cartridge type 
fertilizer. 2 for- 
muloe, 30-10-10 


ond 15-40 - 10. 7'/2-in. shears for scalloping 


No lawn burn. 


Leaf feeding. Housewives will find many uses 
Box of 20 cart- 


——. % or for these scalloping shears that 
' u . 
cut a small, neat, precise scallop in 


Loe PROEN all fabrics from the lightest to the 
PIONEER Gen-E-Motor Corp. [Proén] pe opucts co. 


heaviest. Shears are especially 
5841 West Dickens Avenue, Chicago 39, Illinois 9th & GRAYSON + BERKELEY 10 + CALIFORNIA useful for edging felt or plastic 


place mats, shelving, ruffles of taf- 

















Good News Travels Fast 


Everyone is talking about the 
Continental 


Console Styling’ 
of the “ 
1957 


feta or tulle, or accessories. Shears 
are 74% in. long and are hot drop- 
forged of finest cutlery steel. 
Blades are nickel-plated and han- 

im | we : dles are navy blue. Retails for 
A new concept in : ry | : $7.50. J. Wiss & Sons Co. 


heater styling | ee For more data circle No. 33 on postcard, p. 179 


= for new catalog Outdoor cooking accessories 
soled eed vere @ 3 % Barbecue enthusiasts and other 
ho ~ outdoor cooking fans will be cus- 
tomers for these three Androck 
MARTIN STAMPING & STOVE CO covet stnlatens Gh sali, Wns 
T) —— proof stainless steel rake, No. : 
Huntsville, Ala. Se 16-in. stainless steel tongs, No. 489; 
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LOCKS TIGHT @m, © 
TO FUEL TANK 4 


- 


—e in 
a 


THE ONLY MULTI-FIT TRACTOR FUNNEL 


SAFER...FASTER...NON-TIP 


Now is the time to feature this funnel for volume sales. 

Every tractor owner is an immediate potential cus- 
tate an, weeny sale brings you big profits. 

LEAVES BOTH HANDS 

FREE for faster, easier 


oina end enilien ge. The “Mutti-Frr’ Lock-On Tractor FUNNEL has a 
refueling. Positive air 
vent in lock provides a 


nomical—Safe! three way locking device that fits the gas tank filler 
steady, rapid flow. 











necks of all popular tractors. 
THE ONLY FUNNEL TO OFFER ALL THESE SALES FEATURES 


e Exclusive Patented Design. e Fits all popular tractors. 


e Locks quickly and easily, same 


e Made of heavy galvanized 
as any gas cap. 


steel. 
e Priced low for volume sales and 


profits for you. e Steel wire ring reinforced bowl. 


STOCK UP NOW! Order From Your Wholesaler. 
Mail Coupon Today. 











General Metalware Company, Dept. HA 


REMOVABLE FINE MESH 1401 Central Ave. N.E., Minneapolis 13, Minn. 


BRASS SCREEN filters fuel. Please send 
Held in place by retainer [_] More information 
ring. ; 


[_] Name of nearest wholesaler. 











ane en epee apes es“ 


Company Name 
GENERAL METALWARE COMPANY Address 


MINNEAPOLIS 13, MINNESOTA City 








ee em ae od ae en en em ew os ee a oD 
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> tails for $1.95, tongs for $1.89, and 
W H = é S NW & W brush-seraper for $2.59. Washburn 
; Co. 


For more data circle No. 34 on postcard, p. 179 








@ For more information 
on these products and 
services use free post SA 
card on page 179. ————S—————S—————— a, Here’s an inexpensive portable 

backstop and holder for large size 

targets. Targetrap handles .22 rifle 
and .38 pistol shooting and holds 

10 bull targets up to 10% x 12 in. 


Portable gun target backstop 


and 14-in. barbecue brush and 
scraper, No. 195X. All three items 
have Navajo branded handles. Rake 
hangs by hang-up hook and brush- 
scraper by leather thong. Rake re- 














Will stand on the ground or hang 
on the wall. Can be joined to 
FIBER GLASS other units for a full target range. 
Retails for $26.50. Sheridan Prod- 

FLOWER BOXES 


ucts, Inc. 
For more data circle No. 35 on postcard, p. 179 








useful indoors and 
outdoors ... color-fast 
. won’t rot, rust or | ’ aie 
corrode .. . 4 colors— Stirrups on child's horse 
reen, brick red, white ; 
Plack sa 18, 24. 30 . The Wonder Horse Deluxe and 


and 36 inch lengths. | the Wonder Mare rocking horses 
now have stirrups to make it easier 
for children to mount. Both horses 





BiRD BATHS JARDINIERES ®» 


and soft colors 
will make this a 
sales leader... 
fiber glass bowl 

is light, virtually 
unbreakable. . . 
smooth surface 1s 
easily cleaned... 
bowl fastens 

to stand, anchors 
prevent tipping... 
3 colors—coral, 
turquoise, white... 
18 in. diameter, 


25% in. high. 


retains color 

and luster... useful 
indoors or outdoors, 
on stand or hanger 
... won't rust, rot 

or corrode. ..smooth 
edges protect 
plants...4 colors— 
green, brick red, 
white, black... 

11% in: diameter, 

7 in. high. 


| 6. . 

Handsome lines Molded fiber glass wf ) 
a 4 
é 

















are molded plastic in golden Palo- 
mino. The Deluxe sells for $29.95 
You’ll find that BO-KAY® is a ___ plastic wipe clean... remain bright and the Mare sells for $19.95. 


rofitable line both winter and for years. Distinctive design at- 2 » 
See Made of colorful, durable rsdn attention... creates a Other models are $14.95 and $10.95. 
molded fiber glass, BO-KAY® con- sales. And, BO-KAY® stands, wall Wonder Products Co. 

tainers are unaffected by water, brackets and hangers add profit For more data circle No. 36 on postcard, p. 179 

sunshine, soil acids and fertilizers. volume, too. For full information, 
Colors molded in the reinforced call your jobber or write direct. 

AA-4068 r 

Dept. H-3 Heavy-duty cleaning compound 


PLASTIC PRODUCTS CORPORATION «+ CLEVELAND 22, OHIO Housewives will be interested in 
Do-X, a scientifically - formulated 
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VAPOCA 


AMERICA’S . | 
3 CONVENIENT SIZES. Pin 
for all foods: berries, fruits, 
and fish, meats, liquids 


SAVES SPACE. The 
square shape saves 30% 
space in freezer Recessed 
lid makes stacking quick, 
safe, easy for you: 


made by 


SAVES MONEY. You 
can re-use lids season 
after season. Just mark 

5 band with pencil. 
Erase or wash off for re 


use. Nothing elise to buy 


stores, 
stores. 


1% pt. Vapocons about 69¢. | 


AVORITE HOME-FREEZ 
t, 1% pint an 
vegetables, water-pac 
1 Same lid fits all 3 sizes. 


You get top valve with 


ee, 


. 
~ 
sissy 
siitstes 
sts 
atsts 


SAVES TIME. Full-top 
opening makes Vapocans 
sy to fill. They are rigid 


easy 
and set up, ready to use. 


nar 





ING CONTAINER 


4 quart VAPOCANS 
ked poultry 


PROTECTS FLAVOR. 
Vapocan 's moisture-proot 
and liquid-tight. Thermo- 
plastic coating inside and 
out—sea!ls in flavor and 
sea's 1° 
freshness. 
C—— 


ot supermarkets, grocery 


, opp 


HICAGO, ILLINOIS 
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liance oF department 
VAPOCAN: carton of ten 
0 re-usable lids about 59¢ 





N OF AMERICA cy 
ER CORPORATIO 
CONTAIN ; 





America’s favorite 
home-freezing container 
makes sales for you by 


pre-selling your customers 





Ee 


farm Journal 


J7RY¥ GENTISMAS 


~~ —- 


$ 


Se Successful Sane 
“ry h e aN 
© Farming flouseli 


ats Pt 
~ apes 
Biggest promotion ever. The 1957 Vapocan 
Story is reaching the heart of America’s home- 


freezing market—over 40 million advertising 


messages in four leading magazines! 


s! 
PLUS coast-to-coast publicity 


“ore 


sewcee 








Every day, everywhere, customers see, hear and 
read about VAPOCAN —the fast-selling, favor- 


ite home-freezing container. 


Get your share of the pre-sold Vapocan market. 
Self-selling display-shipper, banners, freezing 
booklets, other point-of-sale aids, are yours— 
free! Order now. 


Call your distributor, or write 


CONTAINER CORPORATION OF AMERICA <¥, 


1301 W. 35th STREET, CHICAGO 9, ILLINOIS 
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Model P5518 R 


Best Seller 


This Pincor reel-type mower has 
all the deluxe features. Recoil 
starter, adjustable cutting height, 
big diamond tread tires and a 
PINCOR 1.6 H.P. engine with re- 
coil starter. 


som 57 A 


f.o.b. factory. Incl. F.E.T. 


PIONEER Gen-E-Motor Corp. 


5841 West Dickens Avenue, Chicago 39, lilinois 





Edward 


HEAVY DUTY GAS CANS 


A complete line 
for every customer need! 


Easiest-to-sell line on 


power garden tool. and 
boat owners. 
FAVORITE 
MILITARY TYPE 


BLITZ 


CAN 


No. 543—5-gal. 
Compact, leak-proof, 
with “EASY - USE’’ 
screw cap chained to 
can. Pours and fills 
easily. Super rugged 
20-gauge steel, lustrous 

ed 


red or ’ : 
enamel. Flexible pour- 
ing spouts available. 


WHAT'S NEW 








Spout Can 


Proved profit-maker! 
‘““Squat’’ design fits 
easily in car trunk, 
under boat seat, work 

, ste. Complete 
with Oll - to - Gas 
measuring Cap. Also 
In 3 and 5-gal. sizes. 


Ask for your FREE 
DISPLAY STAND 


Edward CAN CO. 


Dept. H.A., 233 W. Byron St., 
Chicago (8, III. 











eco widely used...easily sold 
ecoeo hHhOw profits! 


"etroaa 


FOUNTAINS 


Model 3C—Vitreous china bow! 
and head. 


Model 3J—Lifetime stainless * 
stee! bow!l. 


DISPLAY AND SELL 
... keeps traffic out of 





DRINKING FOUNTAINS for patio or garden 
kitchen...eliminates steps and untidiness. 


SIMPLE INSTALLATION... attaches to ordinary 4” hose-bibb favu- 
-. cet and simple T-connection and pipe extension. Bowl catches waste 


water, which can be directed to wherever desired. Neat, convenient 


_and economical. 


Stock these popular items! Write today for details 
and the name of your nearest HAWS representative. 


INKING FAUCET CO. 


Leader in drinking facilities since 1909 


FOURTH AND PAGE STREETS « BERKELEY 10, CALIFORNIA 





@ For more information 
on these products and 
services use free post 
card on page 179. 


~ cans acca 
parent ii 





heavy -duty cleaning compound. 
Do-X removes dirt and grime from 
all washable surfaces without hard 
scrubbing and requires no rinsing. 
Do-X contains 98 percent active in- 
gredients and has no filler or dye. 
Schalk Chemica! Co. 


For more data circle No. 37 on postcard, p. 179 


Kitchen tool and spice rack 


Busy housewives will be custom- 
ers for this handy cabinet that 
holds kitchen tools and spices. The 
all-wood chest has four shelves and 


a six place hanging rack. The 
Servesware Spice Chest comes with 
a set of Ace stainless steel tools in 
a choice of colors. Package retails 
for $18.95. Ace Products Co. 


For more data circle No. 38 on postcard, p. 179 


Reusable automobile cleaner 
Chem-O-Cel Car Cleaner is a 

single unit package containing a 

plastifoam car washer impreg- 
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NEW! FACTORY CUSTOM Fi 





WHAT 
MAKES 


iLLBRONZ¢ 


A GREAT 
LINE? 


A CUSTOM CRAFTED 
HAMMER TYPE METALLIC FINISH 


After extensive research and development, Illbronze 
proudly introduces HAMM-R-SPRAY, an unusual 
paint product with unusual potential. A push of the 
button sprays a simulated hammered finish on toys, 
brick-a-brak, wastepaper baskets, work benches, file 
cabinets, typewriters, picture frames, desks, etc. No 
streaks, no mess. Sell it in Silver, Gold, Copper, 
Green and Blue, Write for details or see your jobber. 


ILLINOIS BRONZE POWDER CO. Inc., 2023 S. CLARK ST., CHICAGO, ILL. 





ALL WRAPPED UP ...AND READY TO GO 
QUICK DRYING + QUICK SELLING | 01! 


WHAT 
MAKES 


iLLBRONZ¢ 


A GREAT 


LINE? THE INDUSTRY’S MOST ATTRACTIVELY 
PRICED AND PACKAGED 


PURE ALUMINUM PAINT 


QUIK-SILVER is a new ready-mixed aluminum 
paint . .. packaged in a gleaming, attractive label 

. and priced lower than any other pure aluminum 
multi-purpose paint product! A definite market exists 


for QUIK-SILVER for all interior applications wher- paid Sil 
ever economy is a factor. This low price enables you RE ALumimum PAIN 
to sell many more gallons—at bigger profit! Spreads ~— maa owner compant, 


easily, dries quickly, sells faster. See your jobber ' SICAGO, AL, U.S.A 
or write for details. : ) 


ALBRONZE “9th. a Great Line!” 


ILLINOIS BRONZE POWDER CO. Inc., 2023 S. CLARK ST., CHICAGO, ILL. 
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OTe ING CO. 
{ANCO MATERIAL Wwanol/we FoulpmEnT WH EEL BAR ROWS 





pneumatic ball 


plain steel wheels. 


TRAYS HANDLES | 
Heavy steel trays are pressed or formed Select straight- grained hardwood 
and spot welded. Continuous steel rod handies are carefully shaped and 






rolled in top edge gives extra strength. varnished. 


WHEELS 


Choice of pneu- 
matic and semi- 


bearing wheels or 


NOSE 

Heavy gauge. 
press-formed steel 
nose insures ri- 
gidity, tong life 
and easy dump- 
ing. 


Heavy channel! 
iron legs securely 
braced for long, 
rugged service. 


For Lasting Profits 
... Sell Barrows That Last 


Chath RAZR Quality Wheelbarrows Since 1881 


4ANCO MATERIAL HANOL/MG EQUIPMENT 
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CONCRETE BARROW 


An ideal concrete or farm 
wheelbarrow. Large capacity re- 
inforced 25° x 38° steel tray is 
deep and narrow with round nose 
for pouring. Sturdy hardwood 
frame. Appx. wt. 70 Ibs. 








GENERAL PURPOSE 


A general purpose barrow with 
large, one-piece steel tray. 
Square front, extra wide tray per- 
mits side dumping. Tray size 
33° x 42°. Appx. wt. 80 Ibs. 








CONTRACTOR’S BARROW 


For wet or dry bulky materials. 
Heavy gauge, deep-drawn, one- 
piece steel tray 28" x 40”. Round 
front for forward dumping. Heavy 
duty channel iron legs. Appx. wt. 
70 Ibs. 






F 24 





Ask Your Hardware Wholesaler for Complete Catalog Showing 
WHEELBARROWS FOR HOMES * FARMS * CONTRACTORS 


ANSING CO. 


4ANCO MATERIAL HANDLING EQUIPMENT 





LANSING, MICH. 


BOSTON, MASS. 





MINNEAPOLIS, MINN. 





WHAT’S NEW 








@ For more information 
on these products and 
services use free post 
card on page 179. 


rr NE 





nated with a car washing chemical. 
It will provide several car wash- 
ings and is then still useable later 
as a plain plastifoam washer. O- 
Cel-O Div., General Mills, Ine. 


For more data circle No. 39 on postcard, p. 179 


Braziers, power mowers, fans 
Here are 1957 lines of braziers, 
mowers and fans. The Fast-Cooker 
barbecue brazier line features a 
value model. This has an alumi- 
num plated smoke oven, motorized 
rotisserie spit, 360 degree revolv- 
ing grill, crank-up height adjust- 
ment and rubber tired wheels. 





There are five models in the 21 in. 
Fast-Cutter rotary power mower 
line. Thermostatically controlled 
models have been added to the Fast- 
Cooler fan line for 1957. Push 
button control reverses fan while 
operating. Associated Equipment 
Corp. 

For more data circle No. 40 on postcard, p. 179 


(Continued on page 198) 
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REVOLUTION IN LUBRICATION 





DRI-FILM 


| LIFETIME LUBRICANT 























in the-pept 


@ 


USED BY LEADING INDUSTRY 
FIRST TIME AVAILABLE TO PUBLIC 
MAKES OILING OBSOLETE 
EVERYONE’S A PROSPECT 
NOT OILY...NOT MESSY...NOT GREASY 
PRICED RIGHT TO SELL 
6-0z. SPRAY CAN...... $ .98 
16-0z. SPRAY CAN...... $1.98 


x xX FF F 


* FULL 40% PROFIT! 





6-oz. LIST PRICE ...$11.76 Doz. 
PERMA-GLIDE YOUR COST... 7.06 Doz. 
98¢ Suggested 40%, PROFIT 


Retail Price FOR YOU... .$4.70 Doz. 





16-0z. JUMBO 
ECONOMY SIZE 


$1.98 Suggested 
Retail Price 


LIST PRICE . . .$23.76 Doz. 
YOUR COST. . $14.26 Doz. 


40%, PROFIT 
FOR YOU... .$9.50 Doz. 











Lifetime Dri-Film 
LUBRICANT 


Spray it oh! 





UNEXCELLED PERMANENT 
LUBRICATION FOR HOME, 
GARDEN AND WORKSHOP 
TOOLS, MACHINERY, TOYS. 

YSEON METAL, WOOD, PLASTIC 












PERMA-GLIDE provides a complete assortment 
of store display materials to help yovu sell 
customers and prospects ... homeowners, work- 
shops, stores, offices, factories, garages. 


Distributed by FLAMEMASTER CHEMICALS, INC. 


Divison of IDEAL CHEMICAL PRODUCTS, INC., Culver City, Calif. 
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ORDER FROM YOUR DISTRIBUTOR or mail coupon for more complete information: 
FLAMEMASTER CHEMICALS INC., Culver City, California 
Please RUSH more information about New PERMA-GLIDE 
... THE LIFETIME DRI-FILM LUBRICANT. 


Store Name 











Street Be gy—— = «=ESl(U > 








Jobber’s Name 





| 

| 

Your Name = en Ae ae TTR ae ila | 
: 

= 
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NEW 1s 

1957 Foam 9 
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| f/ ANOTHER FAST SELLER FROM BEVIN WHAT'S NEW 


“RUMPUS BEll @ For more information 


© For the Rumpus Room on these products and 

e For the Den services use free post 

@ For the Kitchen card on page 179. 

@ For the Living Area 

@ For the Sick Room 

@ For the Porch 
3-inch Solid Brass Bell Lustrous Satin (Continued fro m page 196) 
Antique Black Stand Finish. Clear, 


Al lable in Pleasing Tone 
—— i. «eae Home glass bath enclosure 


Ba 
4 ee ee —v Home buyers will be interested 
eS e eT in this ready to install bath en- 


A PROVEN BEST SELLER FROM BEVIN 





temo 


Model P5521 BR 


closure. The Decorlite Glass it 
Here’s PINCOR’S 21” deluxe reel- THE —: unl 
type mower equipped with a panels are set in sag proof polished 
Briggs & Stratton engine. Like all ; PATIO 


Pincor reel-type mowers, this 


model is all-steel with the finest | \ GARDEN es to 
cutting reel and knife available. f | \ 1 nag 
Recoil starter and deluxe tires are >> BELL + fa 


standard equipment. 
© Barbecue Bell © Come & Get it 


Dealer Cost Bell 
$ ] i $7.49 ° — & Ranch 


® Chow Down 
6 © Call the Bell 
Children Bell © Camp Bell 
* 6-inch Solid Brass * Beautifully Polished 
* Pony Shoe Bracket * Display Packaged 


inthe 


f.o.b. factory. Incl. F.E.T. 


EVIN BROS. 
MANUFACTURING COMPANY 


East Hampton, Conn. 


Sales Representotives ‘ } . in- 
PIONEER Gen-E-Motor Corp. sown 0. GRANAM & CO. ma, 008 rescin iat New York 8, N.Y. aluminum frames and can be in 


5841 West Dickens Avenue, Chicago 39, Illinois stalled quickly. Available for 4% 
and 5 ft tub sizes. Doors roll on 
ball bearings. Standard Steel Cabi- 
TWISTED net Co. 


NYLON MASON For more data circle No. 41 on postcard, p. 179 


MADE FROM 100% HIGH TENACITY 
DU PONT NYLON YARNS One pint aluminum canteen 


, sé on The youngsters will want this 
THE PERFECT See! . 


eanteen which is a small sized 
version of the Paleo 1, 2 and 4 
qt canteens. This 1 pt canteen 















ene panty cee aeRO ARAN DD PPAR LL APD! DE DPLLLLDI LSD LSETACE ASA LSAT TOON LILLIES LOO 


BROWNELL 





For Masons, Contractors, Plumbers, Do-it- yourselfers 





Durable? It's 4 times as strong as cotton! 


Economical ? Additional tensile strength over cotton per- 
mits use of smaller sizes — gains yardage, 
reduces costs. 

Practical ? Your choice of 2 handy sizes: % Ib. size on 
4” or 6” tube at the same price . . . 14 Ib. 
and | Ib. tubes if desired. 


Always specify ‘‘BROWNIE’’ — the quality brand 
for over a century—made by Brownell & Co., Inc., the largest 
manufacturers of Nylon Seine Twine and serving the fishing 
industry since 1844. 














At Last ... a Twisted Nylon Mason Line that is not af- 
fected by water, gasoline, kerosene, oils, paints, etc. Twisted for 
proper amount of elasticity, it has much greater abrasive quali- 
ties than cotton. Once your customers have tried it, repeat sales 
will come automatically. : ' t but — 
° — iS not a LOY, DU is ul wi e 
Write for Descriptive Catalog Sheet. : 
‘same features as the larger units. 
Comes with a dual purpose cover 
and a screw cap on a chain. Worces- 
ter Pressed Aluminum Corp. 
For more data circle No. 42 on postcard, p. 179 


(Continued on page 200) 
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~=~ ew VISE-GRIP 
with ZASY Release! 


* First Release — Ever — Located _@tw a 
In Usual Unlocking Position! 


* So Easy, a Child Can Use It! 



















Just a Light Pressure 
Releases 2,000 Lbs. Grip! 


* 
me ie 


> * >, 














7 
- L 
“THIS WILL MAKE EVERYONE Introd 
4 Introductory —& 
33 
AN EXPERT WITH VISE-GRIP” _:Siimte)i ia 
wey’ =— Says BILL PETERSEN, Inventor of 5 
oe ae 2 ; 
3 , 
Ag the World’s First Toggle Wrench t No. 10R VISE-GRIP ($2.45 § 
ee i Value) Given >» | 
, on the years we have conceived and tested many kinds of releases. 9 Free... ; 
Finally we hit upon the one release which is as basic in principle as the Vise-Grip J i 
itself. This release makes Vise-Grip unlock so easily a child can do it! See how it’s i i 
located right where it’s handiest to use—just as you'd normally open Vise-Grip. Sim- ' j 
ple as pliers!” : | 
This is really BIG news. Here is the world’s most useful hand tool—even quicker and J . 
easier to use! A squeeze of the hand locks jaws onto work with more than 2,000 lbs. y ... With Your Introductory [ 
pressure. And now, to release this terrific grip, simply apply light pressure on new j 8-Tool Counter Sales Kit... é 
EASY release. Jaws spring open! : i 
a a _ ir 1 No. 1OWR | i 
First shipments of the NEW Vise-Grips will be made March 15, 1957. Better get & 1No. 7we 750 i 
your order off to your jobber—NOW! Bs -s ae : 
2 No. 10R @ $2.45 
; 2No.7R @ $2.15 430 " 
; TOTAL RETAIL PRICE $19.50 
Now, All VISE-GRIP Tools Equipped with New EASY Release! , canenees 
Jaw User’ 
wr. we. Jaw Adjust- Net ‘ ‘ Hy 
No. Size Each Dozen Thickness ment Price i A i sO | N « i U D : pD F R - t ' i 
10R Standard VISE-GRIP Wrench 10” 20 Oz. 16 Lbs. 4" 1%” $2.45 i N - . an 
e Standard eyo Wrench " 13 02 11 Lbs 7/16" 1%” 015 i ‘ ew Space Saver : 
(Without Wire Cutter) 10” 20 02 16 Lbs. »" 1's" 2.60 
7CR (Without Wire Cutter) }" 13 Oz. 11 Lbs Y"" .” i ounter i 
LOWR (With Wire Cutter) 10” 20 Oz 16 Lbs 4" | ‘ 
7WR (With Wire Cutter) - 13 Oz. 1] Lbs. 4” { 
8R VISE-GRIP Sheet Metal Tool 8” 18 Oz 15 Lbs. i 
QR _VISE-GRIP Welding Clamp Q” 25 02 20 Lbs a 5 
IIR —_VISE-GRIP C-Clamp 11” 28 Oz. 22 Lbs. a 
is 


Made Only by galae)ay MFG. CO., 
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HIGH Zi 
CHECK 


HIGH PROFIT ITEMS 
FOR EXTRA SALES 
THE YEAR 'ROUND! 


LECTRO-HONE 


Sharpens fine cutlery, tools, 
Shears ... by gentle honing 
not harsh grinding 


Not just another electric “knife sharpener” 
. . . but the first power hone that hone- 
sharpens everything—tools, knives, 
Scissors, pinking shears, surgical and den- 
tal instruments. Sells for $19.95. Polishing 
and buffing attachment available. 








ELECTRIC 
LAWN TRIMMER 


Le aS 
XS AND EDGER 


BANTAM $24.95 
TRIM MASTER $39.95 
The first . . . and still the best-built and 
most trouble-free electric lawn trimmer and 
edger. Two models to meet all pocketbooks 
... all lawn care needs. 
Write for literature. 


E.F.BRITTEN & CO, INC. 
CRANFORD 15, N. J. 
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(Continued from page 198) 


Low-priced rifle scopes 
Sportsmen will be interested in 


achromatic lenses, weather caps on 











| micromatic windage and elevation 
| adjustments and a crosshair reticle. 
|The four power model is 11% in. 
_long and the six power is 13%4 in. 


scopes for .22 calibre rifles. The | # 
Apache scopes are equipped with | # 


} 
* 
| 
Se 
| oes 
**e 


| y 

“e 
i 
i 


these low priced four and six power | # 


** 
= 


long. The four power sells for | 


$9.75 with mount. Rotex Sales Co. 


For more data circle No. 43 on postcard, p. 179 | 


(Resume reading on page 13) 


TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 


(Continued from page 13) 


ing display looks of packages, foil 
protects contents. Chas. C. Hart 
Seed Co. 


For more data circle No. 44 on postcard, p. 179 


Light garden tool display 


Here is an attention getting dis- 


play that takes about 2 sq ft of | 


| Se 


floor space. The compact unit dis- 
plays Gardex lightweight Floral 
and Midget hand garden tool lines. 





wrens 
area! 
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‘TORO 


Authorized Distributors 


Alabama: McGowin-Lyons Hdwe. Co., Mobile; 
Kilgore McRee Co., Birmingham. Arizona: Shaws 
Arizona Toro Co., Phoenix. Arkansas: Choctaw 
Inc., Memphis, Tenn.; Harry Cooper Supply, 
Springfield, Mo.; Gustine Sales and Service, 
Shreveport, La. California: Pacific Toro Co., Los 
Angeles; Calif. Toro Co., San Francisco; Valley 
Toro Sales Co., Fresno. Colorado: Colo. Toro Co., 
Colo. Springs; Colorado Toro Co., Denver; Salt 
Lake Hardware Co., Sait Lake City, Utah. Con- 
necticut: Toro Equipt. Co., White Plains, N. Y.; 
Bronson-Townsend Co., New Haven; Bay Toro 
Distrs., Providence, R. |. Delaware: Philadelphia 
Toro Co., Philadelphia, Pa.; Baltimore Toro, Bal- 
timore, Md. District of Columbia: Nat'l. Capitol 
Toro, Silver Spring, Md. Florida: Zaun Equipt. 
Co., Jacksonville; Hector Supply Co., Miami; 
McGowin-Lyons Hdwe. Co., Mobile, Ala. Georgia: 
Toro Turf Equipt. Co., Atlanta; Zaun Equipt. Co., 
Jacksonville, Fla. Idaho: Washington Turf & 
Toro Co., Seattle, Wash.; Salt Lake Hdwe. 
Co., Salt Lake City, Utah. Ullinois: George A. 
Davis Inc., Chicago; Meisel Dist. Co., St. Louis, 
Mo.; Tri-State Toro Co., Davenport, lowa; 
Scruggs-Drake Equipt. Co., Decatur; Heldt Mon- 
roe Co., Evansville, Ind.; Drake Scruggs Equip- 
ment Co., Springfield. Indiana: George A. Davis 
Inc., Chicago, Ill.; Heldt Monroe Co., Evansville; 
A. H. Heine Co., Fort Wayne; Kenney Mach. Co., 
indianapolis; B. K. Cohee Co., Montgomery, 
Ohio; Bunton Seed Co., Louisville, Ky. lowa: Tri- 
State Toro Co., Davenport; Z. W. Credle Co., 
Omaha, Neb. Kansas: Turf Equipt. Co., Inc., Kan- 
sas City, Mo. Kentucky: Wilson Impl. Co., Inc., 
Lexington; B. K. Cohee, Montgomery, Ohio; Heldt 
Monroe Co., Evansville, tnd.; Bunton Seed Co., 
Louisville, Ky.; Van Zandt Supply Co., Hunting- 
ton, W. Va. Louisiana: Whalen Toro Co., New 
Orleans; Gustine Sales and Service Co., Shreve- 
port. Maine: Philip R. Yerxa, South Portland 
Maryland: Baltimore Toro Co., Balt.; Nat'l. Cap- 
itol Toro, Silver Spring. Massachusetts: Spring- 
field Toro Co., Agawam; The Clapper Co., West 
Newton. Michigan: R. L. Ryerson Co., Milwaukee, 
Wis.; C. E. Anderson Co., Royal Oak; Spartan 
Distrs., Sparta. Minnesota: Minnesota Toro Inc., 
Mpls. Mississippi: Choctaw, inc., Memphis, 
Tenn.; McGowin-Lyons Hdwe. Co., Mobile, Ala.; 
Whalen Toro Co., New Orleans, La. Missouri: 
Meisel Dist. Co., St. Louis; Turf. Equipt. Co., 
Kansas City 2; Harry Cooper Supply, Springfield 
Montana: Montana Toro Sales Co., Billings; Man 
ions, Kalispell; Sait Lake Hdwe. Co., Salt Lake 
City, Utah. Nebraska: Z. W. Credle, Omaha. Ne- 
vada: Salt Lake Hdwe. Co., Salt Lake City, Utah; 
Calif. Toro Co., San Francisco, Cal. New Hamp- 
shire: The Clapper Co., West Newton, Mass. 
New Jersey: Toro Equipt. Co., White Plains, N. 
Y.; Phila. Toro Co., Phila., Pa. New Mexico: The 
Myers Co., Roswell; Colorado Toro Co., Denver, 
Colo.; Salt Lake Hdwe. Co., Salt Lake City, Utah. 
New York: Eaton Equipt. Co., Hamburg; Hudson 
Toro Sales Co., Latham; Chas. E. Lennon & Sons, 
Liberty; Haverstick Toro Sales Corp., Rochester; 
James H. Lynch, Southampton; Golf & Tractor 
Equipt. Corp., Syracuse; Toro Equipt. Co., Inc., 
White Plains. North Carolina: E. J. Smith & Sons 
Co., Charlotte. Nerth Dakota: Minn. Toro inc., 
Mplis., Minn. Ohio: Ohio Toro Co., Cleveland; 
Woodin Sales Co., Columbus; R. L. Shane Co., 
Dayton; B. K. Cohee Co., Montgomery; Recht Sup- 
ply Co., Toledo; Van Zandt Supply Co., Hunting- 
ton, W. Va. Oklahoma: Bob Dunning-Jones, Inc.., 
Tulsa. Oregon: Western Golf Course Supply Co., 
Portiand; Sait Lake Hdwe. Co., Salt Lake City, 
Utah. Pennsylvania: Eaton Equipt. Co., Hamburg, 
N. Y.; Chas. E. Lennon & Son, Liberty, N. Y.; 
Philadelphia Toro Co., Phila.; Penn Toro, Inc., 
Pittsburgh; Haverstick Toro Sales & Service, Ro- 
chester, N. Y. Rhode Island: Bay Toro Distrs., 
inc., Providence. South Carolina: E. J. Smith & 
Sons, Charlotte, N. C. South Dakota: Z. W. Cre- 
die, Omaha, Neb.; Wyoming Toro Co., Sheridan, 
Wyo.; Minn. Toro Inc., Mpls., Minn. Tennessee: 
Williams Equipt. Co., Chattanooga, Tenn.; Turf & 
Toro, Knoxville; Choctaw, iInc., Memphis: Kil- 
gore McRee Co., Birmingham, Ala. Texas: Gold- 
thwaites Texas Toro Co., Dallas; The Myers Co., 
E! Paso; Goldthwaites Texas Toro Co., Fort Worth; 
Goldthwaites Texas Toro Co., Houston; Gustine 
Sales and Service, Shreveport, La. Utah: Salt 
Lake Hdwe. Co., Salt Lake City. Vermont: Spring- 
field Toro Co., Agawam, Mass. Virginia: Sydnor 
Pump & Well Co., Richmond; Nat'l. Capitol Toro 
Co., Silver Spring, Md. Washington: Western 
Golf Course Supply Co., Portland, Ore.; Washing- 
ton Turf & Toro, Seattle; Washington Turf & Toro, 
Spokane. West Virginia: Penn Toro, Inc., Pitts- 
burgh, Pa.; Nat’l Capitol Toro, Silver Spring, 
Md.; Sydnor Pump & Well Co., Richmond; 
Van Zandt Supply Co., Huntington, W. Va. 
Wisconsin: Tri-State Toro Co., Davenport, lowa; 
R. L. Ryerson Co., Milwaukee; Minnesota Toro 
inc., Mplis., Minn. Wyoming: Colorado Toro Co., 
Denver, Colo.; Salt Lake Hdwe. Co., Salt Lake 
City, Utah; Wyoming Toro Co., Sheridan. CANADA 
—<Alberta: Burgess Bidg. & Plumbing Supplies, 
Ltd., Calgary. British Columbia: Willard Equipt. 
Co., Vancouver. Manitoba: Consolidated Indus- 
tries, Ltd., Winnipeg. Nova Scotia: Halifax Seed 
Co., Halifax. Ontario: F. Manley & Sons, Ltd., 
Toronto. Quebec: Agri Tech, Inc., Longueil. 
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SNOW PLOW 








LAWN AERATOR 


25” FRONT REEL POWER SPRAYER 


Power Handle gives you year-round sales! 


Sell the POWER HANDLE with one work unit and you’ve got a customer for 
nine other work units to give you extra profits year-round! 

POWER HANDLE is the portable engine-and-handle unit that drives a whole 
family of Toro machines—and the family’s growing bigger day by day. POWER 
HANDLE switches in seconds from one machine to another without the use of a 
single tool. Simple, sure, fast! 

Here’s the home owner’s “dream machine” come true: one engine for all outdoor 
power equipment. And here’s your sa/es-building dream come true: a fast seller with 
years of sales follow-through ahead! 

Cash in by getting your order in now! Your Toro distributor is listed, for your 
convenience, on the next page. Call him or write him today. He’ll be glad to give you 
the facts and figures on POWER HANDLE—another reason why Toro is the best 


TORO 
ee ne 


TORO MANUFACTURING CORPORATION, 3080 SNELLING AVE., MINNEAPOLIS 6, MINN. 
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Your solder 
|| Sales Via 
the Do-It- 
Yourself 
Boom! 


~ | KEOTER 
5 | OULDER 


The Fine Complete Solder Line 


SOLDER IS A SALES “NATURAL” FOR THE 
DO-IT-YOURSELF MARKET especially if 
you have the complete profit-maker 
Kester Solder line in stock. Kester 
helps you sell with the handy 16-page 
“Soldering Simplified” manual... 
free to your customers. Write 

Kester today for a supply of 

this instructive literature. 


KESTER SOLDER COMPANY 


4207 Wrightwood Avenue 
Chicago 39, Illinois 
Newark 5, New Jersey 
Brantford, Canada 





TO HELP YOU SELL 


@ For more information 
on these products and 
services use free post 
card on page 179. 








Tools list from 55¢ to $1.35. Dis- 
play holds an assortment worth 
over $70. Display comes with as- 
sortment at a nominal cost. Gardez, 
Inc. 

For more data circle No. 45 on postcard, p. 179 


Free revolving tool display 


Dealers handling Sunbeam tools 
will want to take advantage of this 
revolving display offer. It comes 
free with an order of each tool on 


the display. A complete tool de- 
partment is offered in just two feet 
of counter display space. Turns at 
a touch. Has display topper for 


signs. Sunbeam Corp. 
For more data circle No. 46 on postcard, p. 179 


impulse brush merchandiser 


Dealers with a yen for more self 
service and impulse sales of paint 
brushes will find this new unit in- 
valuable. Revolving merchandiser, 
called Bakerama, takes up only 24 
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BUT— 17 CAN BE MADE SMOOTH QUICKLY, 
EASILY AND INEXPENSIVELY enced 


ut Later (oncrete 


REPAIR - TOPPING - WELDING 
REVOLUTIONIZES cement and masonry repoirs- 
ELIMINATES theCHIPPING or ROUGHENING. 
PRIMING ond CURING thoi ore necessary 
with ordinary cement patching materials 
What's more. it is applied as THIN as As or 
more than | whotever thickness needed 
Saves contractors, home owners. farmers, 
maintenance men hundreds of dollars in 
concrete replacement and repairs 


INCREASE YOUR SALES-DOLLAR VOLUME 


; 
INSTANTLY ect# Late (cnerete 
REPAIR AND TOPPING IN THESE 3 SIZES 
a terrific seller in the Fix-lt-Yourself market! 
SMALL KIT — 8 Ibs. 
(sufficient to repair 50 to 


150 ft. of average cracks) 
LIST PRICE .ccce $2.95 


LARGE KIT — 14 /bs. 
(double size) 


LIST PRICE ...... 4.95 


OM: 














COAT UNIT- 
lb. drum | 





Includes 40 ibe powder 
mix, |} gallon latex mixer 
Sufficient to cover approx | 
100 sq. ft., Ye thick 

LIST PRICE .... 10.00 


BOTH KITS include powder mix, liquid rubber latex and a trowel. 
LIBERAL DEALER DISCOUNT. Prices are F.O.B. Chicago 











‘ ut $ Str 
The cAMP COMPANY, Jn aot cca 90, cmaane 


YEARS OF ‘ N 





















“Ideal Ike” 


announces... 


ADJUSTABLE TELESCOPING 
STAINLESS STEEL PUSH BARS 








TARPAULINS. 
a X 


nd The all-new Eagle Farm Tarp and Truck Tarp are sold 
exclusively through Hardware and Implement Dealers. 
They are stronger and last longer than any tarpaulin 
ever made for the farm trade. Only Eagle Tarpaulins 
give you these selling features: NEW WATER & ROT 
RESISTANT TREATMENT, 90% HEAT REFLECTION, 
EASIER TO HANDLE IN COLD WEATHER, GREATER 
STRENGTH DUE TO ROPE IN HEM, AND NATIONALLY 
ADVERTISED. 


Ask your wholesaler to show you a sample of the 
Eagle Aluminum Treated Tarpaulin and tell you how you 
can get your FREE Eagle Tarpaulin Display Rack. 


DISPLAY RACK 
TO HELP YOU SELL 


Your Wholesale Salesman 





No. 995, 
Door Pull ie 


can give you all the detatls 





on the Eagle Tarp Assortment 





with the Free Cisplay Rack 


i ee 3 | 
No. 991, 12” clearance, “ It's a complete tarpaulin de 
088 partment all in one display 

















ge r 
Fits doors 24” to 36” wide. Lifetime stain- ve '% as Poel a Ask 
less steel with cast aluminum posts. Bar is sl 
%"x54%", Available for 4” or 1/4” clearance. oe rt 
Matching door pull, 12” on center, has 1/2” wee i, 
clearance. . ay 


eanother prodwct 


WIA IDEAL BRASS WORKS, Inc. ‘d —— H. WENZEL TENT & DUCK COMPANY 


5 68. 1, MINNESOTA 
250 E. 5th ST., ST. PAUL ST. LOUIS 4; MISSOURI 








WRITE FOR PRICES 
AND DELIVERY 
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TO HELP YOU SELL 


@® For more information 


ASSURED QUALITY on these products and 


services use free post 
Greenlee Tools for Craftsmen | card on page 179. 





another reason why you profit from 


Your customers who really know tools can instantly 

see the extra quality, extra value they get in a 

Greenlee 22 Solid-Center Auger Bit. And when they 

put these fine bits to work, they experience even 

finer performance than they expected, for a// Greenlee 

22 Solid-Center Auger Bits are of uniform high 

quality. In the manufacture of these bits, all cutting 

parts, point, throat, and twist are automatically 

milled on a battery of precision machines. Cutting 

edges are true .. . screw points are accurately 

hobbed . . . squares are perfect . . . the cold-formed 

shanks never vary. Here’s example again of the 

assured quality you and your customers get from 

GREENLEE — to help build and keep bringing back 

more profitable business for your hand-tool in. of space on selling counters, 
department. Ask your wholesaler about | islands, and check-out stations. It 
GREENLEE tools, or write for catalog. | is 26-in. high. Baker Brush Co., 


Ine. 


Automatically producing Greenlee 22 Solid- For more data circle No. 47 on postcard, p. 179 


Center Auger Bits on a special Greenlee 
bit-making machine for assured uniformity and quality. 


x Giant paint spray package 
a. | Quik - Spray alkyd, non - toxic 
Iga a a enamels are now available in a 
vy giant sized spray can in addition 
to the regular 12 oz. package. The 
larger slim can contains a variety 
of colors and zinc chromate primer. 
Each can is ready to use. Sheffield 


Bronze Paint Corp. 
For more data circle No. 48 on postcard, p. 179 





Glue counter display rack 


This handy glue display rack can 
be used on the counter or it can be 
placed on a perforated panel. The 
metal rack is 15% in. wide and 
holds a complete assortment of 
Wilhold Glues. A glue selector chart 
is attached. Assortment includes 


FREE. ee HAND-TOOL 
PROFIT CHART. Quickly converts 


cost per dozen of various items into unit cost. 

Gives profit percentages on selling prices and on costs, 
to help you rapidly figure your markups. Tells 

your profit story in seconds. Free to hardware and 
building supply dealers . . . send 


se * request on your letterhead. Ee :¥ va 
: | or ce ee 
\ fb 7 


GREENLEE TOOL CO. 


j 


URE LEE 1801 Herbert Ave., Rockford, III. 


Auger Bits © Electric Drill Bits © Chisels and Gouges 
Expansive Bits © Drawknives © Other fine tools 
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New and improved merchandising 
for household hardware 








STANLEY DOES IT AGAIN! 


NEW PACKAGING — NEW LAYOUT GUIDES 
EYE-CATCHING DISPLAYS 





Assures fast turnover of profitable 
household items 


Promotes self-service 

Groups related products 

Easy to set up with layout guides 
supplied by Stanley 

Compact merchandiser has hard- 
ware mounted on front and back 


























In this flexible setup, hardware can Thousands of dealers testify to the 
also be displayed on walls or around _ sales-increasing value of the N2 dis- 
columns — wherever you can put a__sopilay and Stanley’s household hard- 
pegboard. Or, as in the past, you can ware. Typical comments are: “Best 
display it on stand in vertical or hori- ‘attractor’ we have.” “‘Like looking 
zontal position. through a catalog.” 





Big Turnover, Big Profit 


... presents colorful, attention- If Agee have _— stand, a — ¥ — 

. . an package containing complete information for 

getting new visual packs converting to related groupings for increased sales. Or 

ms perhaps — like so many other dealers — you'll want 

a second stand to expose this fast-moving merchandise 

in two or more locations. In this event, simply specify 
an N102 package. 





Take advantage of one of these Two Special 





Introductory Offers. 
Star attraction of this exciting program is Stanley’s 
new made-to-sell Visual Pack. Hardware and GO New — N100 Package 
screws are firmly mounted on a stunning yellow and oy: a ots ome ee 9 ees 
black, space-saving card... protected by a newly "(eae eeiiainn tea rth $16.65 . $ oo 
developed transparency that won’t crack, cloud, Special Dealer Cost. ........ $ 89.00 
discolor or loosen. 


On the back of each card is all the information New — N102 Package 





your customers need: name and number, where to at — sabre sn = oe wise 
use it, how to apply it, finish and materials. '-2 Floor Stand (a value)... 

The hardware chosen for the program consists oe dye aie cag Ss. ee a eo 
of 48 proven profitmakers plus 10 new “naturals.” POCHRS LPOREEE NOM ei ss 


Displayed on their eye-catching cards in Stanley’s 

recommended order — they’re sure to increase 

your sales. 
For further information, see your wholesaler or write 


Stanley Hardware, Division of The Stanley Works, 383 
Lake St., New Britain, Conn. 


AMERICA BUILDS 





BETTER AND Lives BETTER With STANLEY 


This famous trademark distinguishes over 20,000 products of The Stanley Works—quality hand and electric tools, 
S / A N q t VY drapery, industrial and builders hardware, magic doors, aluminum windows, metal parts, chemicals, steel and 
steel strapping—made in 24 Stanley plants in the United States, Canada, England and Germany. 
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J Model 619 2R 


Best Seller 


Handsome, modern design 19” ro- 
tary with all the deluxe features. 
PINCOR 234 H.P. engine with re- 
coil starter, off-set wheel and 
front grass spray. Complete with 
leaf mulcher. 


Dealer Cost *h ” 


f.o.b. factory. Incl. F.E.T. 


PIONEER Gen-E-Motor Corp. 


5841 West Dickens Avenue, Chicago 39, illinois 








WoORLD’S FINEST 
GRAPHITIC 


LUBRICANT 


Lub-a-Spralf 


® For metal, wood, leather, 
rubber, plastic. 
Clean to use — greaseless, 
dripless, stainless, odorless. 
Attractive puffer-type dis- 
penser with screw-on cap. 


PANEF Mfg. Co., 


MILWAUKEE |} 
WISCONSIN 








FEATURE KVP SHELF PAPER 


THIS SPRING 


OTHER PROFITABLE KVP 
HOUSEHOLD PAPERS 


eo aw ees: 
; — a % a 
; tae ee : 
DUSTING 


\7 Le Xe Jee 
¥| , . 
PAPER 
CUPS 
WAXED 


FREEZER 
PAPER 


Clean-up time at home can be “‘clean- 
up” time for you — from a good dis- 
play of KVP Shelf Papers. 

Ads in Ladies’ Home Journal, Mc- 
Call’s, Better Homes & Gardens, Par- 
ents’, Household will tell thousands of 
women in your area about the dust- 
shedding features and many color 
choices of KVP Shelf Papers. 

Order now from your KVP paper 
jobber. Samples and details on request. 


THE KVP COMPANY e¢@ KALAMAZOO, MICHIGAN 





TO HELP YOU SELL 


@ For more information 
on these products and 
services use free post 
card on page 179. 





2,4 and 7 oz Glu-Birds, and several 
sizes of Contax cement and Water- 
proof Rescorcinol Glue. Acorn Ad- 
hesives Co., Inc. 

For more data circle No. 49 on postcard, p. 179 


Power saw blade displays 

Here are two Roc-Edge power 
saw blade displays. One contains 
6, 6%, 7 and 8 in. blades. The 
second display (illustrated) holds 
popular blades in 4, 4%, 5 and 


514 in. sizes. Both displays are 


é seats repeat’? 7 PQNeTR aes SP SePenETeK © ne 
’ 


LONG LASTING 
COMBINATION BLADES 


©6086 


wire rack types with colorful litho- 
graphed backgrounds and packag- 
ing. Blades sell from 79¢ to 1.69 


eash. Rocco Products, Inc. 
For more data circle No. 50 on postcard, p. 179 


Rope display and shipper 
Jackson nylon and manila rope is 
now packed in this smaller combina- 
tion display tray and shipping unit. 
A tray holds connected or separate 
coils of rope in 50 and 100 ft 


i OPE q 
1_3-EN-6 6 ...59 i tJ 
Hetinatonges cscs Lr ig ees ; tr 


SO ABI KO 
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Kyanize paints’ Ss 
cm age FRANCHISE |: 
acral He 


1. KYANIZE, as an Independent manufacturer, is 
pledged to protect and develop the Independent 








a i 
< . 
a ee 
. 
~~» 
cS 














merchant. bi +39 
2. KYANIZE does not operate its own “‘company”’ i rae . 
—<=++4 
stores. be a 
3. KYANIZE is pledged to making it possible for Pep 
Kyanize distributors to meet their competition. ees 9 
4. KYANIZE offers assured profits at maintenance, ramet Oe 
, . —" % 
painter and retail levels. 
5. KVYANIZE protects its customers, does not sell eo 
accounts “‘across the street. << fe 5 
° > 
6. KYANIZE provides an elaborate continuous ad- Ge » 
vertising program geared to the needs of the Inde- eae 
ae . . ai rch: ee 
= pendent paint merchant. mse? 
Sd ° . . eS ' 
oa r 7. KYANIZE offers a complete line of top quality 0% 
— ) —— 25 
a4 paints. P< RG 
SD 8. KYANIZE promises the Independent merchant i 
4] close personal attention and service. ++ 
ey ga5°s 
¢ Ge mile 4 
os CHOOSE TODAY FOR TOMORROW! ret 
Let the Kyanize salesman tell you how Kyanize guaran- ++ 
tees you a basis for continuous growth and profit. ee 
=. 
>-© 
Ki 7 Somso? 
Zz ate 
UAMRIZE Paints, inc. ath 
Everett, Mass. + Springfield, Ill.» Montreal, Canada * |e + 
a - your, ae) ~~) O10 
4 4 ANUP V, \ 0,9, \ 
5®° 2 oD OO oF "Oe. wi "4 A NA Ss 
ZY REINS SS AA Ma f eS. 


























FOR EASY EDGE PAINTING: 


OF WALLS AND 
WOODWORK 








8 other proven 
...in self-selling 


SCREEN PAINTER 
AND DUSTER 

Gets paint into screen 
mesh without filling. 
Packed two dozen, Per 
dozen, $2.09, Retail 
29c., 


SMOOTHY 

Use in place of sand- 
paper. Never wears 
out. Tempered steel 
blades, One dozen 


$7.20. Retail $1.00. 


PLASTER-STIK 

The best and easiest 
repair for hairline 
cracks in plaster. One 


dozen, $1.80. Retail 
25c. 
PIPE-SEAL 


For perfect leak-proof 
joints which can be 
reopened without gall- 
ing. One dozen, $1.08. 
Retail 15c. 


profit builders 
display cartons 


CRAK-SEAL 

White plastic edge 
trim for tubs, sinks, 
etc, 15 ft. stripping, 
corner blocks, brush, 
cement, $1.01. Retail 
$1.69. 


PASTE-BAK 


For loose wallpaper. 
Long, flexible tip ap- 
plies paste without 
tearing paper. Won’t 
spot, One dozen, $2.81, 
Retail 39c. 


PAINTER'S PAL 


Flexible handle reach- 
es check-rails and 
other hard - to - reach 
surfaces. One dozen, 
$1.80. Retail 25c. 


TRIM-GUARD 
Feather-light straight 
edge keeps paint 
where it belongs. One 
dozen, $1.80. Retail 
25c. 
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ROLLER TRIM 


FINISHES WALLS WHERE ROLLER 
MISSES 

For use along edges and corners. 
Made of top grade paint roller fabric 
over non-warping strong plastic 
frame. Size: 2%"x4%”. Saves hours 
of time. Easy to wash out. Sell with 
every paint roller. Packed one dozen 
to a display. One dozen $4.25. Re- 
tail 59c. Your profit $2.83. 





Pes FRE Ens? 
PRE BAERS 


BRUSHETTE 


FOR FINE EASY EDGE PAINTING 


Use around moldings, window sash and 
frames. No scraping, no mess. Has plastic 
palm-fitting handle and mohair brush sur- 
face. Raised edge keeps paint off glass or 
wall. Packed 1 dozen to a display. Also 
available carded. Unusual new display is 
sure to make sales. Counter or hanging. 
Retail 39c. Your cost $2.81 per dozen. 
Profit $1.87. 


SOLD THROUGH QUALIFIED WHOLESALERS BY 


THE LEONARD COMPANY 


DEPT. B, 506 THIRD STREET, DES MOINES, IOWA 


207 





Best Seller 


Big 22” deluxe rotary mower, has 
front grass spray and off-set wheel. 
Powered by a 2% H.P. Briggs 
& Stratton lightweight engine. 
Equipped with recoil starter, Lo- 
Tone muffler and leaf mulcher as 
standard, free of extra cost. 


ea SS 


f.o.b. factory. Incl. F.E.T. 


PIONEER Gen-E-Motor Corp. 


5841 West Dickens Avenue, Chicago 39, Illinois 











' 
4 





Nylon, automatic mixer meters correct pro- 


Non-fogging opening. 


SMITH 


GARDEN KING 


Low Priced 
Power Sprayer. 
Finest made. 


12 Gallon Capacity 


portions. 


Ideal for any spray- 
ing job. Briggs & 
Stratton engine. 

Double bladed me- 
chanical] agitator, 
15 ft. spray hose. 


D. B. SMITH & CO. Send 


426 Main St., Utica 2, N. Y. oes 
"Originators of Sprayers" Catalog 
Canadian Rep. G. L. Cohoon 
1265 Stanley St., Montreal 2, Canada 








QUALITY SPONGE LINE 


HIGH PROFIT— QUICK TURNOVER 


“Cllulos. oy CE £ 


FOR FREE SAMPLE WRITE 


AMERICAN SPONGE and CHAMOIS CO., Inc. 


55 Ann Street, N.Y. 38, N.Y. 


DEPT. C 


Chicago San Francisco 


B70 HELP YOU SELL 


@ For more information 
on these products and 
services use free post 
card on page 179. 





lengths. All coils of rope are 
‘wrapped in transparent plastic. 
Thomas Jackson & Son Co. 


For more data circle No. 51 on postcard, p. 179 


here household mop kit 
| 


A complete household mop is con- 
tained in this corrugated display 
which can be hung on a rack or 
shown on the counter. The pink 
and blue unit also contains instruc- 


tions for assembling mop handle. 
The Oxco Swish mop has a 2-piece 
handle in pastel colors and sells for 
$2.69. Ox Fibre Brush Co. 


For more data circle No. 52 on postcard, p. 179 


Friction tape catalog 

Here is a 4-page catalog of the 
complete line of Bull Dog brand 
friction, rubber and plastic tape. 
Counter and wall displays, an ex- 
clusive all-metal shop package and 
cellophane wrapped cartons are il- 
lustrated in four colors. Reference 
charts and descriptive information 
are also included. Boston Woven 
Hose & Rubber Co. 


For more data circle No. 53 on postcard, p. 179 


Center bulb merchandiser 


You'll get a lot of bulb selling 
capacity in a minimum of floor 
space with this all-metal bulb mer- 
chandiser. Rack is 36 in. wide, 61'% 
in. high, 19'% in. deep. Holds 725 


(Continued on page 211) 
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Get This Popular HOHNER 
HARMONICA Assortment 






Colorful 
Easel Display 


oar 


ie > Sas s 
yas Gers r) Rae 
2S WORLD'S FIN ._ ¢ 

ia bec es # rs ii ay 


REE % 
‘ 


EARNS 
41% 
PROFIT 


On Your Counter 
or Window 





Hohner Harmonicas are advertised all through 1957 in 
Good Housekeeping, Music Journal, Popular Mechanics, 
Jr. Scholastic, Boys’ Life and others. Get ready for big de- 
mand. Order from your wholesaler. Free New Easy 
Method Instruction Books and Mobile Display Packed 
With Each 2750 Assortment. 

M. HOHNER, INC. 351 Fourth Avenue, New York 10, N. Y. 









“ALL-PLASTIC 


‘Pan Fish’ 


FLOATS 


SNAP-ON — 
SNAP-OFF 


Super-sensitive! 
Great for slip- 
casting or still 
fishing. Instant 
one hand attach- 
ing or adjusting 
with spring hook. 





DISPLAY 


DEAL 71080 


Deal includes 12 doz. “Pan Fish” floats and 
FREE self-service display. Assortment con- 
sists of 4 doz. each of #210 & #310 floats, 
2 doz. each of #315 & #320. Deals individ- 
vally packed, ready to place on display! 

























oe 


Bright red, green, & white plastic. 


DAYTON BAIT CO. 
2101 S. DIXIE DR. ¢ DAYTON 9, OHIO 
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A4 POPULAR MODELS 
Oa Priced to sell—at 10, 15, & 20¢ each list. 












































= tried to start a power mower when its car- 
buretor is clogged up with gasoline gum? What 
a job! That’s the problem your customers have 
—for just about every power mower is clogged 
with gum deposits right now! 


Here’s how you can help. Tell your customers 
about GUMOUT. There’s nothing like it! 
GUMOUT, added to the fuel, dissolves gum 
and varnish quickly and effectively ... permits 
the engine to “‘breathe” again. 


lf you are not already selling this nationally 
advertised, fast moving carburetor cleaner, 
order from your jobber, or write: 








GUMOUT DIVISION 
Pennsylvania Refining Company 
2680 Lisbon Road, Cleveland 4, Ohio 
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ON THE Ti RACK 


NEW and NEAT 


Whatever the project, it’s a 
cinch with new ROCKFORD 
bench-tested assortments. 
Each size packed in a sepa- 
rate plastic container which 
slides into its own handy 


shelf in the AD-A-RAK. 


Complete stocks can be in- 
stalled using individual AD- 
A-RAKS pre-loaded with 


popular sizes in six groups. 


A Basement and Garage 
must! A Do-It-Yourselfer’s 


Counter display with ani- | 
mated “Sherlock” draws the 


eye and clinches the sale. 


19 AD-A-RAKS 


$1.40 each $26.60 
DEALER COST 17.73 


PROFIT 8.87 


new GEYER pisptay apps 


GREATER PROFITS TO YOU! 


GEYER 26 


ROTARY EDGER 
— TRIMMER 


®@ Assortment of three 
most popular models. 


Shipped in carton 
that quickly assem- 
bles to an attractive 
floor display. 


®@ Colorful, easy 
to set up, mini- 
mum floor space 
required. 


®You get fast 
turnover with 
big profits. 


See your jobber 
or write: — 


GEYER MANUFACTURING CO. ics" 








EXTRA PROFITS...NEW CUSTOMERS 


More Store Traffic — Repeat Sales 


with guaranteed 


KITTY LITTER 


THE RELIABLE, ORIGINAL 
SANITARY LITTER FOR CATS 


¢ Takes place of sand and 
sawdust 


¢e Lasts longer 
e Absorbs offensive odors 


¢ Dries quickly 
In 5, 10, 25 


MOTION DISPLAY FREE. 98 million cats in U.S, and 50 Ib. bags. 
| present a vast, profitable 

re 4 | 2 market for cat supplies. LOWE products 

/ | for cats are in popular demand everywhere 


... offer a long profit margin to dealers. 
4 


_~_ a 
— LINE UP WITH LOWE’S 
Complete line includes disposable 
trays, catnip toys, scratching posts, 
shampoo, flea powder and many other 


PET PRODUCTS nationally advertised pet items. 


SEND FOR LITERATURE AND PRICES 
Write, Wire or Phone NOW 
DISTRIBUTING CENTERS THROUGHOUT U.S. 


LOWE'S, INC., Dept. 353, Cassopolis, Mich. 
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70 HELP YOU SELL 


® For more information 
on these products and 
services use free post 
card on page 179. 





(Continued from page 208) 


PRUNING 
# SAWS ano 
EQUIPMENT 








lamps. Bulbs can be easily seen and 
selected on the rack of packaged 
assortments or loose displays. 
Lamp Div., Westinghouse Electric 


Lam PENNSYLVANIA SAW 
For ities data circle No. 54 on postcard, p. 179 elie) RATION 


OFFICES NEWARK,N.J. FACTORY YORK, PENNA. 








Wheel arbor package deal 


Here is a special deal consisting | UIRT A 
of 14 % x \ in. wheel arbors for : 
the price of 12. All arbors are in- SEL l 177 
: ’ 


dividually boxed and the assort- | 
Kile G74): 


wy 
Graphited LOCK-FLUID 


| 

' 

| The easy way to keep locks 
| 


working easy! | Model P5521 F 


When. car locks freeze —sell them 


LOCK-EASE! When padlocks jam—sell | 

them LOCK-EASE! When garage doors 

or any doors rust or stick—sell them 

LOCK-EASE Graphited Lock Fluid! A | 

few squirts from the mapper ery. - | A big mower at a modest price. 
container flush out dirt, seal out mois- . . 

ture, prevent sticking, rust and freez- Power to spare mn the big PINCOR 
ing. Use it in your own lock repair | 2 H.P. engine equipped with an 
department—and sell it in the handy | automotive type carburetor and 
ee ee ee. weather-proofed ignition system. 
All-steel chassis and husky dia- 
mond tread tires. Of course the 
cutting height is adjustable from 
1,” to 2)”. 


Dealer Cost "7 4” 


f.o.b. factory. Incl. F.E.T. 








ment is packed in a display carton. 
Each arbor retails for 55¢. Arbors 
fit any electric drill, drill press 
or lathe. Arrow Metal Products 
Co. 


For more data circle No. 55 on postcard, p. 179 





Electric clock display 


This eye-catching display shows 
the new Baby Ben electric clock to a re gama 
best advantage. The display auto- | 











PIONEER Gen-E-Motor Corp. 


5841 West Dickens Avenue, Chicago 39, Ilinois 
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AND HERE’S WHY! 





TO HELP YOU SELL Visine ba sell the. 





@ For more information 
on these products and 
services use free post 
card on page 179. 


Baby Bon 


Vi f Ss} f } Ox 


rt mF gt} ’ 


eee 


matically pops up 
when the carton is opened. Baby 
Ben comes in three colors which are 
emphasized by the reflector back- 
ground of the display. Holds six 
clocks. Also available is a display 
shipper with the America, 40-hour 
spring alarm clock. Westclox Dviv., 
General Time Corp. 


For more data circle No. 56 on postcard, p. 179 


into position | 














/ Modern p) Line / 
WY | 


than to sell 
against it! 





“SALES BOOSTER" 
STICKER 
turns lookers into buyers 


Attractive sticker on every item in the 
Modern Line is an effective ‘silent 
salesman”. It points out the important 
features of each product... helps you 
get fast turnover. 


In every detail, the Modern Line for 
1957 is geared for sales. Expertly de- 


signed ... bright, appealing colors... 
made of top quality materials ... 
manufactured to the highest standards 
».. and priced for action! 


The MODERN Line 
is COMPLETE 


¢ MAGIC LOCK 

© TRIGGER ACTION 

© CHROME PLATED FINISH 
© 100% RUST PROOF 

© LIFETIME GUARANTEE 


3K PATENT PENDING 


Sample tile display boards 


Three compact sample boards 
for floor tiles will help dealers show 
broad assortments in a minimum of 
space. Each board has a collapsible 
| easel. May be used in windows, on 
shelves, counters, or on floor. Each | 


a 


( 
WHEELBARROWS 


Five popvlar models, from 


7 3 ft. to 5 ft. cubic capacity. 
ATICO 


7 


CARTS 


Convertible 
Spreader - Cart 
and conventional 
Utility Cart. 


SPREADERS 


Two lines — the 
de luxe PRINCE 
models and the 
fast selling 
COMMANDER 
models. 


‘galelet-jaa 


feolke) m. mel i —m eter 


5389 W. 130th St. Cleveland 11, Ohio 


has wire hanger for wall display. 
Boards each show 23 2'% in. square 
tile samples. All boards may be 
ordered free from manufacturer or | 
distributors. Mastic Tile Corp. of | 
America. | 
For more data circle No. 57 on postcard, p. 179 | 


(Continued on page 216) | 








POR LIFETIME SATISFACTION AT SOMERSET, PA. 


A.W. FRANCIS CO. 


St] PENNA 
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IT'S SMART to stock Cortland Brand Nails and Brads. But 
it's smarter still to display them where they're sure to be 
seen. A simple display on the counter will remind customers 
to buy ... result in extra sales, at no extra effort. 


CORTLAND BRAND Nails and Brads are purposely put up 
in colorful, convenient, self-selling packages. Nails are 
supplied in Green packages, brads in Yellow, with both 
clearly marked for weight, length and gauge. A complete 
stock of sizes (“ Ib., Ys lb. and | Ib. packages) can be 
displayed in a minimum of counter space. 


ACCURATELY MANUFACTURED and uniformly finished, 

Cortland Brand Nails and Brads meet strictest quality inabeiies ehveemace, talden, 
standards. They're tough, rust-resistant ... have sharp points paper mats to help you sell 
and true-formed heads. Your jobber can supply Cortland land Brand products. Write 
Brand Nails and Brads .. . order them today. 


Sell it for all types of tying! 


CORTLAND STONE WIRE Popular for farm and 
home use. Used for stove pipes, hay baling, other 
types of tying. Made from corrosion-resistant steel. 
Available galvanized or black annealed. Packed in 
12 Ib. coils, 5 coils to carton. Gauges: 16 thru 28. 


WICKWIRE BROTHERS, INC., CORTLAND, N.Y. 






4 WIRE SCREENING 
POULTRY NETTING 


NAILS & BRADS 


MADE FROM FINEST ELECTRIC FURNACE STEEL 


















Mua Wa 
ORE MAN =e 


LEMON YELLOW 


Y N/ Pp, Al Luxury decorator colors accented 


. with gleaming chrome, in the five 
Your customers will welcome the best-selling items. Continuous 
convenience of buying spring lock ‘ : ‘ 
washers in NEW UNI PAK®. sales with high profit margins. 
bab 0 wa a ng ea Backed by 32 years experience in 
paks make Ps spring lock | . : 
washers easier to handle on any | the manufacture of quality kitchen 
job. Sell UNI PAK® because | specialties. 
they’re the most up-to-date and 
most useful package of spring lock 
washers. They'll boost your profits 
by boosting lock washer sales. 
rite for complete details, lt 
jobbers discounts and FREE _ or anette 
SAMPLES. Z . Py RPE A Is 
PHILADELPHIA STEEL AND WIRE ‘, i | eed ie se _ we | rene 
CORPORATION ~~ | spb. LaM wai . 
Penn St. and Belfield Ave., Phila. 44, Pa. | ill enrome, rubbver-cusnione 


Sales Offices and Warehouses: _ | cover and pertect-seal !4 aft. 
New York, Detroit, Chicago, Cleveland . pail. 

















PRING LOCK WASHERS Space-saving stackable 4 


piece canister set equipped 
HAE—PS249—1256 with easy-grip removable 
covers. 5 Ibs. Sugar, Flour; 


yw 





| 





LR TORN ETL EE SLR I'/> lbs. Coffee, Tea. 
All items in a choice of 
TOY CATALOG turquoise, pink, lemon 
yellow, red, white 
ALL-CHROME 
ALL-COPPER 


Here's every toy and hobby 

kit you need for setting up a 

successful toy department Educational pre- 

school items, woodworking and woodburning 

kits, metal tapping, work benches and baking 

tables, hand tool sets PLUS exclusive Disney 

land and Mickey Mouse Club creations Write 
for your copy today 

AMERICAN TOY & FURNITURE ‘COMPANY 

6130 N. Clork St. Chicago 26, Illinois 


GIBSON 
GRIPPER 
CLIPS 


KEEP 
THINGS 


IN PLACE | Breadette 
Bright Nickel Finish Double Spring Action | 


No Jutting Points 2 Sizes Hold Most Handles Built-in wood slicing board. 


GIBSON GOOD TOOLS, INC., Sidney 6, N. Y. Removable shelf for pastries, 








Vispensette 
Newest in the Masterware family. 
3-way paper dispenser, — for wax 


paper, foil and paper towels. For 
shelf or wall. 


r 
5 
: 
r 
" 
‘ 
‘ 
‘ 
s 
s 
e 
5 
. 
‘ 
r 
r 
5 
a. 





























pies, rolls. Rounded, easy-to- 
wn clean bottom. 





SANETTE WAXED BAGS 
The preference of housewives — contains 
50% more wax than imitations. Sample 
bag in every Sanette. In handy, 50 bag 
ea . 4\\==-\ dispenser packages. 
- = £C) : | 
SRO ste = = Val $B-3-50 $B-5-50 Wastette 


Hu paeet seed what 
ee for 10 to 14 at. for 15 to 20 aft. 
GARDEN” TRIM ' +e ao rine 


Provides an appearance of beauty and charm 
Prices on request 


CIRCLE METAL MANUFACTURING CO. MASTER METAL PRODUCTS, INC. P.O. BOX 95, BUFFALO 5, N.Y. 
4268 E. Pacific Way, Los Angeles 23, Calif. Trademarks Reg. U. S. Pat. Off. — Copyright 1957 Master Metal Products, Inc. 





Sanette’s companion waste 
basket, space-saving design, 
extra large capacity. 
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TO HELP YOU SELL 


| | | New Displays and Other 
ge Dealer Sales Helps 
i ] (Continued from page 212) 
Screening display rack 


This all steel display rack is a 
° special introductory offer to dealers 
triucrease floor with five 50 ft rolls of Fiberglas 

screening in 26, 28, 30, 32 and 36 
space value in. widths. Each roll has a paper 
measuring tape. Each rack has a 
cutting table. Advertising mate- 















































THE LIGHTEST STRONGEST SCREENING EVER MADE 
STAIN ~ PROOF BURN - PROOF 
RUST - PROOF SAG ~- PROOF 
CORRODE PROOF | Fipercias | -STRETON- PROOF 
RoT-PROF SCREENING -S 















































WERNER aluminum ladders actually give 
you three times the profit of wood 
ladders — make floor space pay off higher- 
than-ever dividends. ALUMILADDERS 
are easier and more convenient to | 
handle, too...only 4% the weight! rials are included. Lockset Screen- 


ing Co., Ine. 
For more data circle No. 58 on postcard, p. 179 

















Bar accessories catalog 


Catalog sheets illustrating more 
than 50 bar accessories, gift sets 
and display assortments are now 
available from Irvin. Complete de- 
scriptions, packing and weight in- 
formation are shown on each page. 
Irvin Ware Co. 

For more data circle No. 59 on postcard, p. 179 


Exclusive ; \\\ Pine scented floor finish 
ALFLO Hydro locked WAY ae . . o ac > 
rung joints A fresh pine scent has been 


added to Flor-Lac floor finish to 





OS RSA Dele 4i Rew WHE KENT 


i a 


CONCENTRATE 


For your customers, WERNER | mm sanene Aen cman 
ALUMILADDERS, assure maximum | iilie 

safety, minimum effort, maintenance- 

) free service. Available in a complete 

Rugged 3” | size range of steps, singles and 
side rails | | " | extensions up to 60 ft. 


























| Write today for full descriptions & prices. 
> 


te “*MUERIT ER co.ine. 


_ approved 24s eves re as rrr 
SAaTety SNno¢e mg FIFTH AVENUE, NEW YORK 16. N.Y 








(Continued on page 218) 
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‘**CUSTOMERS Seee THEMSELVES”’ 
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Probably the most repeated remark made by owners of Bulman 
equipped stores — because it’s true. Bulman’s unique flexibility of 
pegboard backs and accessories with sloped or straight shelves pro- 
vide greater “sell” for all types of merchandise. 





FIXTURES adit FOR You 





en aon 


Now here are fixtures specially designed and Scanian for “home” 

& hardware stores—with the strength and versatile flexibility to handle 
your merchandising requirements. And Bulman has the know-how in 
planning and merchandising that adds thousands of dollars to your sales. 





*Sales increases averaged 31.2 per cent 


nationally in Bulman Engineered and 
Equipped stores. 


Offices in Principal Cities 


THE 
: Write, wire or call Dept. HA-37 
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‘“OPEN-DISPLAY’? . 











The Greatest 








..-AT LOWER OPERATING COSTS! 


BULMAN EQUIPMENT — DESIGNED 
SPECIFICALLY FOR 

HARDWARE STORES — 

INCREASES DISPLAY 50 - 100% 


Bulman modern steel fixture designs provide 
greater strength, greater display space in less 
floor space for effective mass display selling of 
every type of hardware merchandise. Sloped 
or straight shelf merchandising “hands” mer- 
chandise to customers for increased selling 
impact. Bulman steel fixtures, bonderized with 
an automotive baked enamel finish cut over- 
head, offer low cost maintenance, too! 


NOW BEING PROVED IN 
HUNDREDS OF HARDWARE STORES — 
THOUSANDS OF OTHERS 


Bulman’s proven methods of merchandising on 
modern steel self-selection fixtures are increas- 
ing the sales of hundreds of “home” stores (and 
25,000 others). Successful stores look ahead. go 
ahead when they choose steel fixtures from 
Bulman — stores like R&S, Moores, Penn- 
Jersey, Strauss Agency, many others, 


WHAT Bulman DOES FOR YOU 


Plans (and installs) a store engineered to 
your type of operation. 


2 Provides a merchandising plan to increase 
sales. 


3 Trains personnel in modern selling 
techniques. 


4 Cuts overhead costs with bonderized steel 
and automotive baked enamel finish. 

5 Gives you stronger, 
equipment. 


more versatile steel 


6 Offers complete merchandising display 
techniques and accessories, 


ulman CORPORATION 


Grand Rapids 2, Michigan 
Name In Steel Equipment For Self-Selection 
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with the 


UF KT. 


HARDWARE 
WEEK 


Special 


Folding Wood Rule 


S'7°c 


Order Now From Your Hardware Wholesaler 


See a 


os 


gee 


PRECISION TOOLS * TAPES + RULES ) 


RULE COMPANY 
SAGINAW, MICHIGAN 


132-138 Lafayette St., New York City 
Barrie, Ontario 





TO HELP YOU SELL 


(Continued from page 216) 


give it added attraction to the do- 
it-yourselfer. A promotion for the 
item includes cooperative adver- 
tising, display rack, and instruc- 
tion booklets for consumers. Sea- 
board Lacquer Co. 


For more data circle No. 60 on postcard, p. 179 





Dealer envelope stuffers 


This four page 2-color envelope 
stuffer describes and_ illustrates 
the advantages of the new Ardox 
spiral nail. Complete statistics ex- 
cept price are given on each cata- 
gory of Ardox nails. Envelope 
stuffers are available in quantities 
for dealer imprinting. Jones & 
Laughlin Steel Corp. 


For more data circle No. 61 on postcard, p. 179 


Kitchen unit special display 
This display unit kicks off a spe- 
cial spring sales promotion on 
kitchen units. Display shows two 
15-in. wall cabinets given free to 
buyers of a 54 or 66 in. deluxe cabi- 
net sink. Ensemble is nationally 
promoted as a complete Youngs- 
town kitchen at the price of the 
sink alone. A special display back- 


You Buy = Gobinet Sek Fo E 
Wb nt 


ground for windows or interiors is 
available. Youngstown Kitchens. 


For more data circle No. 62 on postcard, p. 179 


Candle holder wall display 


This display plaque measures 
2014 x 26% in. and is completely 
mounted with stock ready for hang- 
ing. Holds left and right hand 
single candle sconces, lyre twin can- 
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ee 





dle holder,.and circle twin candle 
holder. Each holder is Black Bond- 
rite with brass plated candle cup 
and dipring. Artistic Wire Prod- 


ucts Co. 
For more data circle No. 63 on postcard, p. 179 


Plastic mousetrap package 


Customers will buy two mouse- 
traps instead of one when this 
Twin-Pac of Victor mousetraps is 
displayed. The traps are packed 
in a transparent plastic bag and 





can be stacked on a counter or 
hung from pegs. Twin-Pac sells 
for 15¢. This is a companion to 
the Victor 4-Pac and 2-Pac carton 
packages. Animal Trap Co. of 


America. 
For more data circle No. 64 on postcard, p. 179 


Floor-counter display units 


A Green Spot assortment of lawn 
and garden watering needs is dis- 
played on this floor merchandiser. 
This rack special includes 1 doz 
heavy-duty nozzles free with the 
rack and a complete merchandise 
assortment. Also available, is a 
combination self-service counter 
merchandiser. This unit contains 

(Continued on page 222) 
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50 FOOT “ROYAL” NI-CLAD 
STEEL 
TAPE Saf > 


Order Now From Your Hardware Wholesaler 


oe 


2 


PRECISION TOOLS + TAPES + RULES 


HOOK: 


RULE COMPANY 
SAGINAW, MICHIGAN 


132-138 Lafayette St., New York City 
Barrie, Ontario 








\ 











Profit Points 
for You in New 
Supplex Plastic Pipe 


$500,000 in 1948 to $45,000,000 in 1955. Open your door to this great growing market 
That’s the story of the startling growth of —feature Supplex pipe—the quality pipe. 
flexible polyethylene plastic pipe. Here are 5 big reasons why it is easier to 
Are you getting your share? sell Supplex profitably. 
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Certified Safe for Drinking Water— 


Bears the Seal of Approval of the Na- 
tional Sanitation Foundation, Ann Arbor, 
Michigan. Non-toxic, absolutely safe, 
even for human drinking water! 

















Streamlined Stock— 


One high grade pressure-tested Supplex 
pipe in six diameters equips you to sell 
95% of all jobs where flexible pipe can 
be used. 


Packaged for Protection and 
Sales Appeal— 

Unique package design (Caterpillar- 
Wrap) guarantees delivery of pipe in 
perfect condition from factory to con- 
sumer. No job failures or returns because 


of transit damaged pipe. Easy to store, 
carry and handle. 


Consumer Advertising— 


To pre-sell your customers, plus... Stuff- 
ers, Advertising Mats, and many other 
sales aids to help you sell Supplex. 


e% 


wmgen 
Fittings and Clamps— 


A complete line of high-impact poly- 
styrene adapters, couplings, elbows and 
tees—N.S.F. approved—and all stainless 
steel clamps (housing and screw too), 
available for all diameters. 
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Colorful— 
Sales Building 
Dealer 


Display 


Tells and Sells in only 15” x 4”. 


Counter unit gives your custom- 
ers a chance to see and feel the 
high quality Supplex pipe. They 
can look through the smooth 
bore, smooth as a rifle barrel. No 
chance for scale and algae depos- 
its to form on the inner surface. 


The sample fitting and clamp on 
the pipe in the display clearly 
shows your customer that the only 
tools necessary to install long 
lengths of Supplex pipe are a 
screwdriver and jackknife. 


The compact display makes sell- 
ing easier—eliminates the need to 
stock bulky packages on your 
selling floor. 


Ask your jobber for complete in- 
formation on Supplex pipe or use 
the coupon below. 


SUPPLEX COMPANY, GARWOOD, 
N. J., Division of American Hard 
Rubber Company, Pioneers in 
Plastic Piping for Farm, Home 
and Industrial uses. 


Write now for sample and full information 





-—--—-----------—— 


SUPPLEX COMPANY, 


Division of American Hard Rubber Company, 
335 Broadway, New York 13, N. Y. 


Rush me airmail full information about your Supplex Flexible 
Plastic Pipe and a sample for my inspection. 


NAME 





STREET 








' CITY 





I normally buy such material from 


JOBBER 








CITY 








Ee ae ne rane 








B é C THREADLESS 


CLAMP FIXTURES 
Sell Fast 


Because 
They re 
Essential 


“Pros” and amateurs, alike, find 
the B&C Threadless Clamp Fix- 
tures easy to use—so practical, 
versatile and inexpensive, that 
they have become a necessity in 
every workshop. Low cost, with 
fast turnover, means bigger 


No. 12 Fits Y2" pipe 
No. 14 Fits %" pipe 


No. 16 Fits %4" pipe 


4 


® Pipe does not require threads 

® Hardened steel set screw holds 
firmly 

® Sliding jaw easily moved to 
any position 

© All metal. Cadmium plated 
main screw 


Brink & Cotton Mfg. Co. 
33 Poland St., Bridgeport, Conn. 


Manufacturers of Clamps—Vises—Hand Tools 
For Production, Maintenance, Service Since 1925 


Brink & Cotton Mfg. Co. 
33 Poland St. Bridgeport, Conn. 


Please send information on your Clamp Fixtures 
GD. eb cacses. sae 

Name 

Company ; 

Address ...... 

City 
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TO HELP YOU SELL 

















| 


(Continued from page 219) 


an assortment that provides a good 
opening stock of watering supplies. 
Scovill Mfg. Co. 


For more data circle No. 65 on postcard, p. 179 


Catalog adds how-to hints 


The 1957 deluxe catalog of Hed- 
don’s fishing tackle has added a 
new section. The firm has added 
how-to methods for fishermen. 
Catalog has long descriptions on 
lures and baits, in color, plus a de- 
partment on fishermen’s photog- 
raphy. There is much data on rods, 
care of tackle, and tips from many 
experts. All sport fish are shown 
and described. Price 25¢. James 
Heddon’s Sons. 


For more data circle No. 66 on postcard, p. 179 


Picnic sales planning guide 


Here is a helpful 32 page sales 
planning guide. It tells you how to 
get extra sales and profits from out- 
ing products. The guide also con- 
tains a complete catalog of Cole- 
man sales and advertising mate- 


rials. Coleman Co., Ince. 
For more data circle No. 67 on postcard, p. 179 


Blonde shade asphalt tile 


This blonde Maticork asphalt 
tile shade is introduced to follow 
a predicted trend to gold tones 
this year. The new shade comple- 
ments other Maticork colors and 
can be used alone or in a random 
pattern with the other colors. Mas- 
tic Tile Corp. of America. 


For more data circle No. 68 on postcard, p. 179 


(Continued on page 224) 








2 NEW MODELS 


WHIZ-SAW 


America's First and Finest 
Reciprocal-Action Saw 


NEW MODEL NO. 10 
** cut 


1 
$34.95 











NEW MODEL NO. 15 
2"* cut 


$79.95 
NEW DISCOUNT SCHEDULE 


Two new low priced models of the ORIGINAL 
WHIZ-SAW are offered at a new discount rate 
that puts more money in your pocket. Built 
with the same skill that enables the Whiz-Saw 
to out perform any portable saw at any price. 
See your Hardware Jobber. 





WHALE HACK SAW NO. W61 


This sturdy Hack Sow is built to withstand 
rugged duty. Perfectly balanced for control. 
Has rubber composition handle, re-inforced back 
for extra strength. Adjustable for 8'' to 12" 
blades that can be faced in 4 directions. 
Nickel plated stock. Individually packaged. 





Viking Coping Saw 
NO. V010 

The VOIO is the choice of 
dealers across the U.S. The 
flat steel frame is nickel- 
plated and has a hard- 
wood handle. Adjustable 
for tension. 


Viking Hand Drill 


NO. V700 Yy 
Perfectly balanced, the V700 is “iA 
an ideal tool. Die-cast pinions 

and gear are “factory tested". 

Tool steel chuck has 3 oy 
gripping aah capacity. 
Length I1'/2". 


Over 45 Years Experience Making Highest Quality Teels 


THE FORSBERG MFG. COMPANY 
Seaview Avenue, Bridgeport 1, Connecticat, U.S.A. 
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TY PATTERN 





| TTERN 
| FF  oRMAL DUTY (STILLSON) P® 
No. WS1 10 


' 


CRESCENT PIPE WRENCHES 


HEAVY DUTY PATTERN...A really NORMAL DUTY CSTILLSON) 
heavy duty wrench, far exceeding U. S. PATTERN... Meets U.S. Government 
Government Type II Specifications. Hook Type I Specifications. Fully heat treated, 
and Heel Jaws of special analysis steel, forged steel handle and jaws. “Floating”’ 
triple-heat treated. Alloy handle combines housing assures positive grip and instant 
high tensile strength and light weight. release. Six sizes, 6” to 24”. Finished with 
Seven sizes, 6” to 24”. Finished with flat flat surfaces polished...red enamel handles. 


surfaces polished...red enamel handles. Your jobber has these tools in stock now. 


TWO NEW DISPLAY PANELS, fin- 
ished in yellow and maroon, 12” x 24” 
will fit on any of the several Crescent 
stands and fixtures: DB 1221, 9 Heavy 
Duty Wrenches, wt. 34 Ibs. DB 1222, 
9 Normal Duty Wrenches, wt. 24 Ibs. 
Both furnished at cost 


of tools only. Sa 


CRESCENT TOOLS — _. 
Give Wise te Wort a \S 










Sign of the “prtisan 
Syrlol of Crccllence 


Crescent is our trade-mark, registered in the United Stotes and abroad, for wrenches and other tools Sold by leading distributors and retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 
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NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 





(Continued from page 222) 


Instant beverage dispenser 


Here’s a unit that helps solve 
the coffee break problem. This 
automatic electric beverage bar 
plugs into any 115 volt AC outlet 
and provides 11% gal of hot water 





CREAM 


Waterless Hand Cleaner 


“The Best Friend a Worker Ever Had!” 
“The Best Friend a Profit-Minded Dealer Ever Had!” 


TWO NEW PROFIT MAKERS 


MASTICLEAN Achesive Remover PLASTICLEAN Static-Free Tile 


Cleaner 


FOR 
ASPHALT =p s¢ 
2, VMYL ae 
TILE | 


FOR 
PLASTIC 
WALL TILE 


Removes paint, adhesives, dirt smudges 
without loosening or softening the tile. 


QUICKEE PRODUCTS, INC. Yonkers, N. Y. 
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for use with instant coffee. Retails 
for $49.95. Cory Corp. 


For more data circle No. 69 on postcard, p. 179 


Self-adhesive price labels 


You can speed your price mark- 
ing operations with this line of 
self-adhesive labels. The labels re- 
quire no moistening and will stick 
to any smooth surface. One set is a 
series of preprinted price marking 
labels ranging from 10¢ to $1.59. 
Also available plain for stamping. 
The 11/16 in. labels come in dis- 
penser boxes 500 to the roll. Among 
other types available are the spe- 
cial sale labels. Avery Adhesive 
Label Corp. 


For more data circle No. 70 on postcard, p. 179 


Tape dispenser offer 


Here is a definite length dispen- 
ser for pressure sensitive tape ob- 
tainable at a $6 dollar saving. This 
lever operated dispenser sells regu- 
larly for $15.95 but can be bought 


for $9.95 with the purchase of 12 
rolls of 2592 in. long cellophane 
tape and exchange of an old dis- 
penser. Dispenser will handle tape 
up to 1 in. wide and 72 yds in 
length. Minnesota Mining and 
Mfg. Co. 


For more data circle No. 71 on postcard, p. 179 


A correction 


A What’s New item headed 
“Shish Kebaber and spit basket” 
appeared in HARDWARE AGE, 
Feb. 14 issue, page 216. Correct 
prices are: chrome plated wire 
spit basket at $4.75, chrome plated 
Shish Kebaber at $2.95. These 
Androck products are made by 
Washburn Co. 


(Resume reading on page 14) 
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HELP YOUR SHELF 


' 1 
with the latest “stoppers” in tool rer 


hardware week 


April 25 thru May 4 






Oxwall “SLIDE -PAK”’ Gigs Oxwall “CARRY-ALL” Tote Trays 


CAT. #3962 





CAT. #3930 


—— Pi 16-Piece Combination Screwdriver 
a) 0-Piece , and Socket Set! 





Screw Driver 2 


Ks s Combination | I | i | 









Socket and if 
Screwdriver Kit! 


if 










15 handy tools 
++» Packed in ali. 
metal tote tray 
that also acts 
aS wall rack. 















/ 
' y 
oe, | 
tr > 
i< > . ' Po Ne 
= —=- me LF 






































Packed in transparent molded inflammable, unbre 

Plastic tray that Slides off shock-proof and 

backing and serves as carry PROVED! All in attractive 

ie — tray. Easy to hang for store Sleeve package. 
display or home convenience! 
SET CONTAINS: } 
KIT CONTAINS: * %” x 8” heavy duty © %" x 3%” #1 Phillips type 
e oh,” x 5” square mechanic | e #2 Phillips type— ly” offset 
* Amber handle with chuck : Socket ego pe blade © 6" x 4” cabinet * 5” socket drive handle 
* %" blade © %” blade ° 5 different size sockets ° %” x 24%” pocket * 7 assorted size sockets, 
yw” x1” Stubby | Carry-All Tote Tray Wall Rack 








PACKED 1 dz. to a box. WT. 4 Ibs, per dz. PACKED 50 sets to carton. WT. 66 Ibs. 


HARDWARE WEEK sPEciaL $1.98 
DEALER'S COST: ONLY. . $4.33 


CAT. #3961 
7-Piece Magnetized Screwdriver 
‘ in Carry-All Tote Tray! 


SET CONTAINS: 

© %,” x 8” heavy duty 

©,” x 4” Cabinet 

© %,” x 3%” 

#1 Phillips type 

Ma” x 24,” pocket 

“a” x 1%” Stubby 

#2 Phillips type— 

%,” offset 

° Carry-All Tote Tray 
Wall Rack 


PACKED 50 sets to carton WT. 50 Ibs. 
HARDWARE WEEK spEciaL$] 29 
| Reg. retail $1.89 


DEALER'S COST: ONLY. . . - 86c 
_ OXWALL TOOL COM 





HARDWARE WEEK SPECIAL 41.00 
DEALER'S COST: ONLY... . 67 


Reg. retail $1.49 Reg. retail $2.98 








CAT. #3931 


6-Piece 

\ Screwdriver Set 
==. In Slide-Pak Kit! 
on KIT CONTAINS: 


¢ Amber handle with chuck 
°%” blade e 6” blade 
°%” blade .e Awl 

* #1 Phillips type blade 

















WW 


; 
j 
rou 








PACKED 1 az to box WT. 3% Ibs. per dz. 


HARDWARE WEEK spEciaL . 70C 
DEALER'S COST: ONLY. . _ - 47c 


Reg. retgif +1.00 
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Hows the Hardware Business? 





Richards & Conover marks 100th anniversary 
by preparing special promotion for dealers 


(Continued from page 14) 


retail as low as $24.88, portable 
electric saws and drills, builders’ 
hardware items, a 20-piece set of 
dishes, a long handle shovel, and 
wheelbarrows. 

To complete this package of pro- 
motional specials, Rich-Con offers 
dealers free newspaper ad mats for 
the different promotional items. 

Rich-Con also has prepared a 
spring consumer catalog which 
dealers can use as a mailer. The 
four-color catalog features lawn 


This is the cover of the spring con- 
sumer mailer prepared by Richards & 
Conover Hardware Co. 


and garden supplies, hand tools, 
builders’ hardware, sporting equip- 
ment, giftwares, housewares, and 
clean-up, paint-up, fix-up items. The 
catalog was developed with the co- 
operation of eight other non-com- 
peting wholesalers in the Midwest. 

Decoration kits for dealers to 
use in tying in with the centennial 
promotion are also being developed. 

Richards & Conover was founded 
March 4, 1857, in Leavenworth, 
Kan. by J. F. Richards. Originally 
the business was retail, but grad- 
ually shifted to wholesale. 
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In 1865, Col. John Conover joined 
Mr. Richards as a traveling sales- 
man. He eventually became a part- 
ner in the business and the name 
was changed to Richards & Conover 
Hardware Co. 

When a railroad bridge across 
the Mississippi was completed at 
Kansas City in 1875, Mr. Richards 
decided to open a store there and 
grow with the community. By 
1882, he had sold all interests in the 
Leavenworth operation and was 
devoting full time to Kansas City. 

Today the firm maintains 
branches in Oklahoma City and 
Tulsa, Okla., and Amarillo, Texas. 
In addition the firm has its own 
steel and paint divisions. 

Samuel L. Sawyer, great-grand- 
son of founder J. F. Richards, is 
president of Rich-Con. Herman H. 
Kuehlke, former Rich-Con presi- 
dent, is chairman of the board, and 
Arthur S. Birds is executive com- 
mittee chairman. 


Are You Missing Sales 
By Being Out of Stock? 


Are your best sellers turning 
over so fast that you are losing 
sales by being out of stock? 

You can cure out of stocks with 
HARDWARE AGE Pocket Want Cards. 
They are pocket size, for every 
clerk to carry and use every day. 

And how about requests for new 
items that your clerks get almost 
every day? You may never hear 
about them. Pocket Want Cards 
provide handy listing space for 
these, too. 

Write today. Attach $1 to your 
letterhead, marked “Pocket Want 
Cards.” This will get you 70 cards. 
Or you can get 450 cards for $4.95 
and save more than $1. 

Address requests to Editor, 
HARDWARE AGE, Chestnut & 56th 
Sts., Philadelphia 39. 


62.9 million persons 
held jobs in January 

Fewer persons held jobs in mid- 
January than in mid-December. 

The number of employed persons 
in the middle of January totaled 
62.9 million, according to the Com- 
merce and Labor Depts. This is the 
same number as were working in 
January, 1956, but is 1.7 million 
fewer than in December. 

The reduction in the number of 
persons working was described as 
normal because of the usual cut- 
backs in temporary Christmas help. 





Consumer Mailers 


New Wholesalers’ Aids 


for Dealers’ Use 





Worthington prepares 
spring sale handbill 


An eight-page, two-color tabloid- 
size spring sale handbill which 
dealers can use to tie-in with Hard- 
ware Week has been prepared by 
Geo. Worthington Co., wholesaler 
in Cleveland, Ohio. 

No sales dates are printed on 
the handbill. Dealers can pick 





Hii 


| 


Bre pers OPS GEO 


their own sales dates and have 
them printed with dealer imprint. 
Worthington recommends, however, 
that the sale be run during Hard- 
ware Week. 

Specials featured in the handbill 
cover housewares, lawn and gar- 
den supplies, painting supplies, fix- 
tures and tools. 
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A Fabulous NEW MARKET to serve YOU—Mr. BUYER!! 


THE SOUTHWEST HOUSEWARES— 
HARDWARE & RECREATIONAL MARKET 


The Dallas antieiinene ti Mieeniees Assn., Inc. 
In Dallas September 14th-19th, 1957 


This Market, created by the demands of the Trade, will exhibit the very top 
lines of the leading manufacturers of the country displaying the very newest 
lines, new ideas, and the greatest profit making opportunities, for the greatest 
and fastest growing Market Area in the entire country. 


The DALLAS MARKET will conduct 21 Varied markets in 1957. In 1956 
Dallas Markets showed the tremendous total of wholesale buying of 
$21,460,496,000 by thousands of buyers within its Trade Area comprising 
Texas — Oklahoma — Arkansas — Louisiana — Mississippi — Western 
Tennessee and New Mexico, well known as Dallas Southwest. 


You cannot afford to miss it MR. BUYER!! 


For further details address: 
M. E. Hannon, Exec.-Sec’y-Megr. 
Dallas Manufacturers & Wholesalers Assn, Inc. 
1101 Commerce St., Dallas, Texas 





One sprayer 


tor EVERYTHING 





Redimix BD IN | GARDEN HOSE SPRAYER 












FUNGICIDES pg ae 


WEED Kins ERS 


SPAASERS & TIOZZLES 


—_ ae a 23575 - 28th Ave. No., St. Petersburg, Fla. 


No. 243C RediMix 2 in 1 


Retails $4195 : | 


complete with 2 nozzles a * 
| 
ened 
* (See page 341 of June 1956 ae a 
issue of leading consumer RediMix Re diMix Ken*S r “Little Giant” 
research magazine.) Shrubmaster Lawnmaster ee Sprayer 
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Write for free catalog of all Sprayers & Nozzles fine 
products or contact your local distributor. 


Att 


x 


RediSprinkler 









@ World’s best garden hose @ Dial-A-Spray control valve, 
sprayer*. built-in Back Siphonage pro- 
| @ Sprays flowers, lawns, and tection, new Zamak cap, and 
4 trees. all brass working parts. 
’ @ Comes with 2 different nozzles, @ 40% discount on case of 3. 
a: prays ~ instantly interchangeable. @ Eye-catching display card. 
Meee INSECTICIDES - a “ey 


Garden 


Feeder 


l 
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SURE-FIRE 


with a 


MINIMUM 


INVESTMENT 
when you of 


fish 
eloliit 


MASONRY 
BITS 


r THAT SELL THEMSELVES! 


Just check the reasons why these 
famous Carbide-Tipped Bits keep 
chalking up record sales in Hard- 
ware Stores from Coast to Coast! 


@ PRESOLD through big-scale na- 
tional advertising. 


@ PREFERRED by professionals 
and homeowners for fast, effec- 
tive drilling. 

. © COUNTER-MERCHANDISED 
: for quick turnover — bigger 
profits. 


Je COMPLETE customer satisfac- 


Ask your distributor about this colorful wood 
and metal merchandiser for Cyclo-Twist Bits! 


| FREE! 


— with the 
| purchase of 
quick - sell- 
ing Cyclo - 
Twist As- 
sortment 


CARBIDE-TIPPED 


THE WORLD'S ONLY COMPLETE LINE 
OF CARBIDE-TIPPED MASONRY BITS 


: NEW ENGLAND } 
Carbide Tool Co., Inc. 
55A Commercial St., Medford 55, Mass. 

| Please send me information about your 

| 3 quick-turnover products | 

[] N. E. Carbide-Tipped Bits | 

[_] Aladdin Knife Sharpeners | 

| [_] Philplug Screw Anchoring Compound i 
NAME 

| ADDRESS 

| city | 
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New Wholesalers’ Aids 


for Dealers’ Use 





Decatur & Hopkins Co. 
publishes 3 catalogs 


Decatur & Hopkins Co., whole- 
saler in Boston, Mass., has pre- 
pared three catalogs to help its 
dealers sell garden, outdoor living, 
and plumbing and heating supplies. 

Dealers use the catalogs to sell 
items not stocked. Catalogs are 


PLUMBING & HEATING 


illustrated and contain brief de- 
scriptions about each item. Dealers 
show the items in the catalog to 
customers and then order. 

Retail prices are listed in the 
outdoor living and garden supplies 
catalogs. No prices are listed in 
the plumbing and heating catalog 
because list prices change fre- 
quently. 


Trading stamps given 
by few variety stores 


Still wondering whether or not 
to take on trading stamps? 

Variety stores generally have 
shied away from trading stamps, 
Variety Store Merchandiser re- 
ports. 

Not one national chain has re- 
ported using trading stamps. A 
few regional chains have tried 
trading stamps, but only one re- 
gional chain reports any success. 














| 
| 








i 


PT, 


HACKSAW 
BLADES 
ARE EASIER 
TO SELL 


INOUJ 


bs fof ot by 


EACH BLADE — 


Clearly Marked 
Tooth Size and 
What it Will Cut 


STOTJS “ON 
GYVONVLS 


EACH BLADE — 
Marked for Front End 


EACH BLADE — 


Top Quality 
The Best in Blades 
Since 1880 


JANG aie -) 9-2) ee 


Painted, Looks Good, 
No Rust, No Scale 


Lsl 


ALL BLADES — 


Factory Guaranteed 


Ask your jobber for GRIFFIN 
HACKSAW BLADES, COPING 
SAW BLADES, SCROLL 

SAW BLADES; or write for 
additional information and 
dealer prices. 


SNOILO3IS WNIG3AW 
ONY 3did S1108 SLND 


sehr F 


G. W. GRIFFIN COMPANY 
Franklin, New Hampshire 


Sales Representatives 
John H. Graham & Co. Inc. 
105 Duane Street, New York 8, N. Y. 


4 
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QUALITY LINE SINCE ’39 


RED WOOD 
FINISHES 


clear *« pigmented 





SALES 


Appeal 


zp n 

c F > 

| | . v é 
ike 


Acceptance 


CUSTOMER 


Approval 


= is 





fast moving 
profitable 


ALUMATONE CORPORATION 


1523 Grande Vista, Los Angeles 23, Cal 


9270 Olive Street Road, St. Louis 5, Missouri 























A Detecto Display Rack FREE, with six scales, is your most compact producer 
of profits! Here’s why: 
@® Every sale is a big ticket $7.95 or $12.95 
@® Precision engineered accuracy — easy-reading Magnif-Eye dial 
® Powerful Detecto brand name sells itself and selis fast! 
® Nationally Advertised 

PLUS! Hot promotion number: Chatham Scale — 


weber awe Walia 


One Word Sales Talk: 
Contact your jobber now, or write DETECTO SCALES, inc., 546 Park Avenue, Brooklyn 5, N. Y. * Since 1900 
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‘ROLL-A-TRAY”’ 
Tray Table Set 
moves at the 


ve 


A \\\ 


4 






touch of a 


finger, too! / 





j 


Your customers look to 
Cal-Dak work-saving, quality 
housewares...for the newest 
..-the smartest...the most 
versatile hostess accessories. 


A complete line of Queen-Size 
Tray Tables and Sets and King- 
Size Tray Tables, Roll-A-Tray 
Sets and Hostess Carts in 
smart Florentine Brass and 
Black Modern styles. 


CAL-DAK PRODUCTS 
NATIONALLY 
ADVERTISED IN 


EVERY ISSUE 
| of McCALL’S 
LIVING 
BRIDE’S 


Manufacturers of 
Work-Saving Quality Housewares 
ROLL-A-TRAY SETS @ TRAY TABLES 


HOSTESS CARTS « LAUNDRY CARTS 
SHOPPING CARTS @« HOSE REELS 


CAL-DAK 





THREE FACTORIES TO SERVE YOU BETTER: 
Lancaster, Pa. © LaPorte, Ind. 
: Colton, Calif. 











“Theyre SUPER 
...for fast 

leakproof — 

connections! 


a m 





Gas Range Connectors 


The long, 10° tapered cone on Super- | 


seal Connector Fittings makes posi- 
tive, leakproof connections which are 
not affected by vibration or moving the 
range in and out of position. The fit- 
tings are rugged, cadmium-plated, 
malleable iron with no sharp edges to 
shear the aluminum tubing. 


And here’s another thing installation 
men like. Because tubing can be easily 
bent, it is always possible to make neat, 
flush-to-the-wall installations. 


Superseal Connectors are certified by 
the American Gas Association and are 
listed by Underwriters’ Laboratories. 
They are produced in any combination 
of female elbows and male or female 
adapters; 34-inch pipe thread; 12 to 
60-inch lengths. Over 400 U. S. distrib- 
utors. Insist on Superseal. 


“Every Superseal Fitting 
is a union in itself” 


DIVISLOR 


COLUMBIA MALLEABLE 
CASTINGS CORPORATION 


COLUMBIA, PA 





Promotions 


Manufacturers’ New 
Merchandising Plans 


U. S. Steel to launch 
housewares promotion 

A new campaign to promote sales 
of steel housewares and gifts has 
been prepared by U. S. Steel Corp. 
Theme of the campaign is “Shower 
the bride with lifetime gifts, give 
her gifts of steel.” 














Consumer advertising will in- 
clude four television commercials 


June 5 and 19 on CBS-TV;; a four- | 


color spread in the July issue of 
Vogue; local advertising during 
June in 1500 weekly newspapers; 
and an eight-page pull-out in the 
April issue of Forecast for Home 
Economists. 


The campaign lets you promote 


any lines of steel products you 
| wish. | 


“Operation Shower” 


advertising aids and store decorat- 
ing suggestions are available from 
U. S. Steel. 


Campaign to sell Eley 
shotgun shells ready 


S. E. Laszlo, Brooklyn, N. Y., has | 
prepared a_ special promotion to | 


help you sell Eley shotgun shells. 


The promotion includes special | 


window streamers. You set your 
own price on the shells and mark 
the streamers accordingly. 
Consumer advertising for Eley 
shells will be carried in Sports 
Afield and Outdoor Life magazines. 


Package appliance deal 
is offered by Dominion 


A special combination appliance 
package to stimulate off-season con- 
sumer buying during March and 
April has been prepared by Do- 
minion Electric Corp., Mansfield, 
Ohio. 

The package includes three Do- 
minion-Imperial appliances: auto- 


matic toaster, steam and dry iron | 
During | 
the promotion, the package will be | 


and automatic fry-skillet. 





kits con- | 
taining display material, gift tags, | 














IT'S SO MUCH 
Easter with 
“% \Sromes 
DRILL 
DISPLAY 


Z PILFER PROOF 
STIMULATES IMPULSE BUYING 
KEEPS RIGHT SIZE IN RIGHT PLACE 
MAKES INVENTORYING EASY 


CONTACT YOUR JOBBER OR — 
ee 
HENRY L. HANSON COMPANY 


24 UNION ST. WORCESTER, MASS. 
ll 
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They're asking for them; 
Be sure YOU have them... 


MANN/‘S 
Rafeid GARDEN TOOLS 


Rapid-Ho * «¢ e@ 

a forged steel dual-purpose 
hoe; 2-inch mattock blade 
and 4-inch hoe blade; 48- 
inch pick-type ash handle. 
Wt. 40 oz. 


Rapid-Till . . . 


a rugged-but-light cultivator, 
3 fast-working tines and mat- 
tock blade; every gardener 
a long-handie speedster at 











needs it; weighs only 32 oz. 
with 48-inch ash handle. 


RapiDigger-48 .. . 







Pee . 
> GFE 




















> 
®es 


‘Hine 





garden work, combines trowel 
(digger) blade and 2-inch 
mattock. 48-inch handle 
model, 34 oz. 

RapiDigger-15 -' Gey & 
same tool head as above but 
with 15-inch Weatherproof® 
hickory handle; wt. 22 oz. 
Smartly packaged, | toa box. 


48-inch handle models std. pkg., 
6 solid or 2 of each. All retail 
about $3. 


THEY’RE ALL 
LIFETIME GUARANTEED! 


AMANN 


EDGE TOOL CO. 
Lewistown 2, Pennsylvania 























Guy wire for television antennas, clothesline, tie and bind- 
ing wire, signal wire, emergency repairs, temporary en- 


closures, electrical fences. 
greater flexibility 
Bright galvanizing. 


Packaged 1000 feet to carton (50 feet connected coils), 
also spools 500 feet and 1000 feet. Large stocks in 
Worcester, Atlanta, Chicago, New Orleans, Houston, 
Dallas, Los Angeles. 


Wright strand gives you 
Unrolls without snarling .. . 


G. F. WRIGHT STEEL & WIRE CO. 


WORCESTER, MASSACHUSETTS 
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newest 
look in 
record 


Safes 


——s 
—> 


See why it’s making Protectall more than ever 
“The Fastest Selling Line of Safes in America” 


(and why more and more dealers are 
taking on the Protectall line!) 


Never before have businessmen been more awake to the need 
for real protection for their records. And never before have you 
had the record safe to show that would sell itself as fast as the 
new Protectall. 


The gleaming new Operations Panel. . . with its new ‘‘Counter 
Spy’’ Lock and modern jet-trimmed handle . . . gives it a look 
as modern as a dream car. And the new color-styled shades 
exactly match the newest in office furniture—another fast- 
selling plus for the new Protectall line. 


And don't forget, every Protectall Safe bears the independent 
Underwriters’ Laboratories, Inc. ‘‘C’’ label, certifying it has 
passed their severe one-hour fire test. Also carries Under- 
writers’ T-20 Tamper-Resistant and Relocking Device Labels. 
So you're talking real insurance savings, too, when you're 
talking Protectall. Get set now to cash in big on the new 
Protectall line. 


Write for full profit details and catalog 
showing the new line of Protectall Safes 


Protectall Safes 


DEPT. 944-B, HAMILTON, OHIO 
Division of the Mosler Safe Company 
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help you to 
EXTRA PROFITS 


GRIES E-z A>: 


one-piece 


CUP oe 


Packaged one 

hundred per box 

in 6 popular sizes, 

V5" to 1Y4". 

Nickel or brass 

finish. Also 

popular 7/g" hooks carded 5 to a card 
in 7 colors and in nickel and brass. 


GRIES E-Z self-screw 
UTILITY HOOKS 


Packaged 50 per 
box. The only 
small utility hook 
for every home, 
store or factory 
use. Bright 
plated finishes. 
Also 2 per card, 
25 cards per box. 


‘hE gH ele) 4. 


JOBBERS: write for samples and catalog 
pages, prices on GRC's full line of fast 
selling hardware items. 


DEALERS: see your 
oe salesman for 
mmediate delivery. 


GRIES REPRODUCER CORP. 

World's foremost producer of small die castings 
161 Beechwood Ave., New Rochelle, N. Y. 
| Phone: NEw Rochelle 3-8600 


i. 





| Manufacturers’ Promotions 


(Continued ) 


offered to customers at $29.95. Each 
‘appliance is packaged individually 
| and can be sold separately at $9.99. 

Newspaper ad mats that you can 
_use to tie-in with the promotion 
are available. 


New warranty-exchange 
plan offered by Kenco 





is being offered by 
| Div., Lorain, Ohio. 


The plan features a 12-month | 


_absolute guarantee, a sliding scale 


unit, 
pump. 


If any pump failure occurs in 


at no charge. For failures oc- 





lished sliding scale. In no case 
'does the customer pay more than 


|44 percent of the list price of the | 


replacement pump. 


The plan covers the models 104, | 
ubmersible. 


| 109, 110 and 140 s 
| pumps. 


Gladding produces film 
for showing to groups 


B. F. Gladding & Co., Inc., 
'Otselic, N. Y., 





South 


The film, “How To Use a Line,” 
shows how to use fly, bait, and 
spin casting lines and also tells 
the story of the Gladding company, 
which is celebrating its 140th an- 
niversary. 





the return postage of the film after 
it has been shown. 


Month-long promotion 
to boost grille sales 


‘“‘National Ornamental Iron) 
Month” will be observed in May to! 


‘promote exterior and interior grille 
' work. 
| Theme of the promotion is “Bet- 





A new warranty-exchange plan | 
Kenco Pump) 


| exchange, and assures the customer | 
that he will pay no more than 44 | 
percent of the cost of an exchange | 
regardless of the age of his | 


the first 12 months, the pump will | 
be replaced with an exchange unit | 


curring after the guarantee period, | 
exchanges are made on a pre-estab- | 


is making a 16 mm) 
Kodachrome sound film available | 
for showings by interested groups. | 


The only charge for the film is| 





A Quality Line... 
A Complete Line... 


FOLLANSBEE 


Furnace and Stove pipe 


Stove pipe Reducers 


Stove pipe elbow and tee 


You'll be able to fill all of your 
customers’ stove pipe needs with 
this complete, quality line of 
Follansbee Quick-Lock* and 
Security-Lock* Stove Pipe. 
Here’s an opportunity for real 

profit with a Stove Pipe Line that 
needs no introduction. Available 
in distinctive blue, galvanized 
and chromium. You can also offer 
the accessories—items like: 
elbows, angles, tees, collars and 
all types of reducers—in each of 
these finishes. 
*Quick-Lock—Locks in a jiffy, 

without tools. Available in 

Blue, Galvanized and 

Chromium. 
*Security-Lock—Requires tools 

for closing. Available in Blue 

and Galvanized. 

Shipped in 
sturdy, corrugated cartons 


See your jobber or write 


Sheet Metal Specialty Division 


Steel Corporation 
Ra Wea 
Follansbee, West Virginia 
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asteners 


FOR STORM WINDOWS & SCREENS 


NEW “Serve Youwrself’’ Display Card— 
Packed 3 doz. cards, in corrugated mailing 
box, shipping wt. 5'/2 Ibs. Each 4”x6”, eye- 
catching, 4-color card, punched for hang- 
ing, contains 4 fasteners complete with 
screws. Suggested Dealer Cost ... 3 doz. 
cards $6.96. 


STANDARD Bulk Supply Counter Carton— 
Four-color display box contains 1 gross of 
fasteners with screws and one unit 
mounted on demonstrator block. 
Box size, 7”x7"x2'2". Shipping 
wt. 5 Ibs. Suggested Dealer 

Cost . . . $6.00 per gross. | 

Made by LUDWIG MFG. CO., Racine, Wis. 


ORDER FROM | 
YOUR HARDWARE JOBBER | 
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Ttiiltas 


PAINT MIXER 


“STAYS PUT’’—WITHOUT BOLTING 


On any Bench, Fioor, Table or Counter 





Push Button 
Display 











EDWARDS 


...the easy way 
to “‘button up’’ sales 


Today more and more home owners are renovating 
and modernizing. Another good reason to set up your 
store as signaling headquarters with a complete assort- 
ment of push buttons, transformers, contacts, bells, 
door chimes and home fire alarms. New Edwards dis- 
plays are constant reminders that result in more sales 
from store traffic. 





Order your displays now, and capitalize on this market 
with Edwards complete stock of signaling equipment. 
See your Edwards Distributor or write Dept. HA-3, 
Edwards Company, Norwalk, Connecticut. (In Can- 
ada; Edwards of Canada, Ltd., Owen Sound, Ontario.) 














NO EXTRAS NEEDED! 
Exclusive MILLER ‘Float - A - Coil’ 


mounting assures fast, quiet mixing 
virtually without vibration Comes ready 
to use .. . no bolting down! Conrpact 
portable and sturdy, MILLER single and 
double can models mix any size can from 
% pints to gallons—wherever it’s con 


venient for you! 





NEW 2 QUART ADAPTER 











Lungen Buzzer General Purpose Economy Bell 
Bell or Buzzer 














DOUBLES MIXER CAPACITY 
Now mix twice the number of quarts in See q 
the same time! MILLER’s new 2 quart & 
““Grip-Tite’’ Rubber Adapter fits instantly 
holds two quart cans firmly Lets single 
mixer mix 2 quarts or double mixer mix 
4 quarts at one time. Costs so little you 
can’t afford to be without it 
Ask about our Automatic Timer and Metal 
Mixer Stand 


WRITE TODAY FOR FREE ILLUSTRATED CATALOG 








9425-45 Seymour Street ® Schiller Park, Ill. © Gladstone 5-3343 
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anufacturing compoany | 





‘h2 All Purpose 
Exposed Easi-Mount Contactor and 
Gong Nube! Transformer Ve Door Trip 

















WARDS 


specialists in signaling since 1872 





DESIGN ¢ DEVELOPMENT ¢ MANUFACTURE 





WILLIAMSBURG 


Authentic Colonial 


HARDWARE 
Looks Best... Sells Best! 


A complete line of colonial hardware noted 
for handwork and detail . . . Every pattern 
from 18th Century originals . . . Dull black 
finish . . . Rust and chip resistant . . . Good 
looking and durable. 
Real, authentic Early American hammered 
wrought iron hardware in an unmatched 
combination of quality and price. Same su- 
perior quality and sturdiness as 18th Century 


originals. Sells on sight. Profits are greater 
with Williamsburg’s outstanding line. 


Write for catalog 
Include your jobber’s name 
4 
Mfgrs. Reps. Desirable 
territories open. Write. 


JWILLIAMSBURG BLACKSMITHS 


Box 203B — WILLIAMSBURG, MASS. 








high SAWHORSE 
BRACKETS 


@ NO NAILS 


show them in actual use @ NO BOLTS 


Use any 2x4s for legs and @NO SCREWS 
crossbar with Jiffy Brack- 
ets. All-welded construc- 
tion. Set up and knocked 
ir down instantly. Each pack- © FASY 
(yk - TO STORE 
et ate — age is a colorful display. 12 
vy - ~ om Sets to a carton. 


with this TRANSPARENT | | pecs’ "“'* BAARBAUBes 


got SAWHORSE 


@ EASY 
TO CARRY 





if 
MAKE UP A 


JIFFY SAWHORSE 
TO DEMONSTRATE 
@ EYE-APPEALING pe ma 
@ BUY-APPEALING —anieibes 


© PREPRICED 2 FOR 15¢ | your whole- 
| saler, or 
Step up unit sales with the self-serv- | direct if he 


ice “Can't-Miss” 2 PAC. This con- Cannot sup- 
, * ply you. 

venient, transparent package is a 

proven, “sure-fire” traffic stopper. 


McGIkl METAL PRODUCTS C0. GRAND HAVEN STAMPED PRODUCTS CO 


MARENGO Boer, penn. Grand Haven, Mich 











Manufacturers Promotions 


(Continued ) 





ter your living with ornamental 
iron.” The theme ties in with the 
better your living slogan used by 
Operation Home Improvement. 

Special advertisements and dis- 
plays are being prepared for 
dealers. 

Tennessee Fabricating Co., Mem- 
phis, Tenn., started the promotion 
and is sponsoring it. 


Sherwin-Williams Co. 
using radio, TV ads 
Sherwin-Williams Co., Cleveland, 
Ohio, is now sponsoring a portion 
of the Arthur Godfrey morning 
show on CBS radio and television. 
Mr. Godfrey suggests to his lis- 
teners that they borrow a copy of 
the Color Harmony Book from 
their Super Kem-Tone dealer. 


d-Con plans promotion 
in farm publications 


A major promotion for the d-Con 
line of rodenticides and insecticides 
is planned for this year by d-Con 
Co., Chicago, Ill. 

Advertising is scheduled for 
farm publications and some mid- 
west newspapers. 


Republic Steel holds 
kitchen sales contest 


If you sell Republic Steel Kitch- 
ens, you may win an all-expense 
paid vacation or other prizes in a 
new contest, the “Prize Partners” 
sales campaign. The contest is 
sponsored by Republic Steel Corp.'s 
Berger Div. 

Three regional top prizes of all- 
expense paid vacations will be 
awarded to one dealer salesman 
and one distributor salesman. 

Dealer prizes will be based on 
original layouts of a 12 x 15 ft 
kitchen and a letter explaining 
their plans. To become eligible 
for a travel award, you must first 
meet a specified sales quota, engage 
in an advertising and direct mail 
campaign, and hold at least one 
open house during the contest pe- 
riod which runs for a year. 
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STEEL THREADS IN WOOD 
® ORDER NOW! 


Also, investigate other Dot profit-producing 
fastener hardware available on cards for 
hardware stores. Write: 


FASTENER COMPANY 


ASHLAND AVE CHICAGO 8, iLl 
Subsidiary UNITED-CARR FASTENER Corporation 


COLUMBIA 


3229 3 

















HANDSOME DEVIL! 


DRESSES UP YOUR STORE 


junnowe 


ALI 





15/2” WIDE 


BOOSTS IMPULSE SALES 


Contains balanced stock of famous WILHOLD 
white Glue, Contact Cement and Waterproof 
Glue. 


WILHOLD QUALITY BUILDS SALES 
Ask for WILHOLD C-W-26 DISPLAY 


Jobbers everywhere, write: 


ALWAYS DEPENDABLE 


ACORN ADHESIVES CO., INC. 
Les Angeles 31, Calif. ° Chicago 44, Ill. 










rs WILHOLD 
PRODUCTS 
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NIGHT 
LATCHES 


CONVENTIONAL 


These fine locks have 
been skillfully designed 
for sturdiness, beauty 
and durability. 


They are well made 
and priced to sell at a 
substantial profit to you. 


ASK YOUR JOBBER TO SHOW YOU THIS LINE 


KEIL LOCK CO.., Inc. 


CHARLESTOWN, NEW HAMPSHIRE 








TRUMP Deluxe 


There’s a tool for every type of 
gardening job in this new TRUMP 
Deluxe line. Trump Deluxe tools are 
made of high-grade, 16-gauge, cold- 
rolled steel. Phey are superior in 
quality and balance; the materials 
and workmanship make them equal 
to tools costing far more. 


Complete line includes 2 trowels, 
2 transplanters, 2 forks, 2 cultivators, 
weed cutter and row cultivator; also 
long handle hoes, rakes and edger. 


GARDEN TOOLS 


TRUMP No. 800 Series 


Ideal partner for the Trump Deluxe 
line. These sturdy, low-priced garden 
tools help you sell the individual 
who’s looking for price, yet wants 
dependable merchandise, too. Made 
of 18-gauge steel with turned, hard 
wood handle plug. Baked green 
enamel! finish. 


Complete line includes 
trowel, fork, cultivator, 
transplanter and weed 
cutter. 


No. 802 
Cultivator 


No. 800 
Trowel 


Order Trump 
Garden Tools now 
from your wholesaler! 


ANIMAL TRAP COMPANY OF AMERICA 


Lititz, Pa. « Pascagoula, Miss. * Niagara Falls, Can 
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Crosman Arms announces 
new marketing program 

Crosman Arms Co., Inc., Fair- 
port, N. Y., has announced a new 
marketing program to coordinate 
the marketing activities of the 
manufacturer, jobber and dealer. 

The program, the Crosman Se- 
lect Dealer Program, basically will 
work like this: 

All Crosman jobbers and dealers 
will be given the chance to qualify 
for special priority status. Selected 
jobbers and dealers will receive pri- 
ority delivery of all new Crosman 
products, advance notice of all 
Crosman promotional plans, com- 
plete advertising, sales promotion 
and merchandising tie-in packages. 

In return, jobbers and dealers 
will agree to purchase and promote, 
on a risk-protected basis, specified 
minimum quantities of new Cros- 
man products as they are developed. 
Jobbers and dealers also will agree 
to restock quantities for continuous 
replacement. 


Doepke to introduce 
toy line for toddlers 

Charles William Doepke Mfg. 
Co., Rossmoyne, Ohio, will intro- 
duce a line of toys for pre-school 
age children. 

The new line will be sold under 
the name of Doepke. The new line 
will be offered as an addition to 
the current Model Toy Line. 

Theme of the new toy line is 
“Fun to Grow On.” The toys are 
designed to be durable, to delight 
the child, and to aid the child’s 
development. The new line includes 
37 different items. 


Population grows, so 
does hardware market 


The population of the United 
States is growing faster than at 
any time since 1910. That means 
an expanding market for you. 

The Census Bureau reports that 
the country’s population passed the 
170 million figure on Feb. 15. This 
represents an increase of 5 million 
since May 27, 1955, and an increase 
of 10 million since Aug. 10, 1953. 

This growth of population means 
a growing demand for goods and 
services as the first group of war- 
time babies begins to marry and 


You're Sure to... 


Make More 
Money 


with the 


HARDWARE 
WEEK Special 


the ORIGINAL DURO 


PLASTIC ALUMINUM 


“Metal in Putty Form” in big 5'2 oz. tube 


DURO handy-patch 


“The Self Soldering Patch” 





| DEALER SPECIAL HS 157 | 
12-Pak Display 
DURO PLASTIC ALUMINUM *12.00 
6-Pak Display 
DURO handy-patch 
2 FREE tubes 
DURO PLASTIC ALUMINUM 2.00 


Retail Value *20.00 
Plus 50 FREE envelope stuffers and 
sample applications 





Retail Valve 


6.00 





Your Cost 


$10.80 


YOUR 
PROFIT 


$970 
ORDER FROM YOUR JOBBER 


“Originators and World's Largest 
Mfrs. of Plastic Metals 


WOODHILL CHEMICAL CO. 


1391 E. 33rd St. * Cleveland 14, Ohio 
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“NOW YOU CAN MAKE YOUR 
DREAMS COME TRUE" 


A large number of the world's most successful people have been 
those who were termed ‘'dreamers."" Thinking success for your busi- 
ness is an essential step to progress. You can make the dreams of 
improvement of your business now come true. Increased sales can be 
had by using HELLER Sales Tested Fiexible View Store Fixtures. Think 
of a most attractive store, one that will be most outstanding and 
that will draw trade. HELLER can furnish the necessary equipment. 


W. C. HELLER & _ reseed Ohio 
FOR 65 YEARS 
SUCCESSFUL 
MERCHANTS 
HAVE USED 
HELLER STORE 
FIXTURES. 


WRITE TODAY 
FOR CATALOG NO. A-37 


WITH HELLER'S LOW PRICES! 


















xr. MULTI-PURPOSE 
agen DUST... PRICED For 











\\ 


Contains Magic MALATHION & 


No better formula at popular prices 
for roses, vegetables, fruits, flowers, 
evergreens. Kills Aphids, Jap Beetles, Mites, 
etc.—stops Black Spot and Powdery Mildew. 





SALES, TOP PROFITS 
VOLUNE ST 





So why stock several types when one does 
the complete garden job? Get ANTROL Multi- 
Purpose Dust . . . in refillable squeeze cans 


and 1 Ib. refills for dusting or spraying. 


* Nationally Advertised 








bass 








For Full Information 
write to “BUG-Z" Dept. HA 
Garden Insecticide Division 


BOYLE MIDWAY INC. 


ANTROL 


Multi-Purpose DUST 





22 E. 40th St., W. Y. 16, WY. 
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e POWER 
' ROLLING 





i 


LAWN-ALL * 
STANDARD MODEL A 


The ideal roller for landscaping and lawn mainte- 
nance. Especially suited for rolling freshly seeded 
areas and athletic courts. The Lawn-All is also avail- 
able with a swivel caster roller for greater maneu- 
verability in confined areas. 





*LAWN-ALL FORMERLY 
MOTO-ROLL 


TANDEM MODEL AR 


Equipped with a forward-reverse transmis- 
sion, this model meets all requirements from 
large area rolling to compacting “hot top” 
surfaces. 


Write today for detailed information. 


LAW N-ALL 


THE LAWN-ALL CORP. 


Johnstown, Pa. 
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DISPLAY AND SELL THIS 
Bridgeport 
MONEY MAKER! 


WOOD CHISEL SET #384 


* Blades of high grade chisel steel electrically heat treated. 


* Amberlite handles. 
* Carefully balanced — easy to use. 
* Hammer-proof. 
* Attractive 2 tone handles and polished steel blades. 
* Packaged to sell fast in colorful plastic case. 


Set 3384 includes 1 ea. 42”, %4”, 1” chisels—Retail $3.19 


Also available: #-382—4 piece set in plastic case including 4%”, 2", 
34", 1”’—Retail $3.95 
#380C—One dozen (4 assorted sizes) with display card. 
Retail $10.65. Write for details 














SOAR 


THE Feed HARDWARE MFG. CORP. 








copper plated hanging devices 


Simplify the hanging . 
improve the appearance . 


in copper tubing installation 
2 HOLE STRAPS 


e cold rolled copper 
plated steel strip 
no sharp corners or edges 
size stamped on each strap 
seven sizes conveniently 
eletet delel-te 


““SNUGFIT’’ 
WIRE HOOKS 


copper plated wire 





e nail sharp drive 
points 
Series No. 6100C e offset bend for 
easy hammering 
® nine standard sizes 


HANGER IRON 


e cold rolled copper plated stri P 

e holes on |}/%"’ centers take //;"’ bolts 
e 100 ft. and 10 ft. coils 

e 34-20 gauge and %%4-24 gaug 

e marked every six inches for easy 
measuring 


the best craftsmen always take AINE’s 


Request Additional Information 


THE PAINE COMPANY, 5 Westgate Road, Addison, Illinois 





begin raising families, according to 
the Census Bureau. 

This means that now is the time 
to start thinking about your future 
plans. Are there any noticeable 
population shifts or trends in your 
community? Should you expand 
your store or move? 


Cost of living rises, 
workers get pay hikes 

The cost of living rose again in 
January for the fifth straight 
month, the government reports. 
About 1% million workers will re- 
ceive pay boosts. Their wage con- 
tracts are geared to the cost of 
living index. 

The Bureau of Labor Statistics 
reports that its cost of living index 
in January stood at 118.2 percent 
of the 1947-49 average. This was 
3.1 percent higher than the average 
a year before. 

Although living costs rose, the 
government reports that net spend- 
able earnings of factory workers 
and the buying power of these earn- 
ings were at record high for Jan- 
uary. 


Ideal Toy official sees 
discounters on way out 

The regular retail toy dealer will 
eventually re-establish himself as 
the number one sales outlet and 
the discount house will lose its hold 
on the public. 

That was the prediction of Her- 
bert Sand, vice-president in charge 
of sales for Ideal Toy Corp., New 
York, at the company’s national 
sales meeting. 

He said, “There is no future for 
the toy manufacturer to encourage 
discount house selling. Ideal is 
taking steps to discourage discoun- 
ters by weeding out jobbers who 
are selling goods to cut price 
dealers.” 


Manufacturers’ sales 
up 4 percent in 1956 

Manufacturers’ sales during 1956 
totaled $330.9 billion, an increase 
of 4 percent over 1955, the Com- 
merce Dept. reports. 

Sales in December were $28 bil- 
lion. This was $1 billion more than 
in December, 1955, and _ slightly 
below November, 1956. Higher 
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New MORE POPULAR 


lehek THAN EVER.. 


TRANS-RAK 


Handy Cabinet : : 
For Small Parts in their 


“SERVE 
YOURSELF’ 
packet 


Moore Picture Hangers in their handsome, 
colorful Picture Window Packets sell faster, with 
less effort. They're easier to display, easier to 


handle, and the 4 different sizes are more BELONGS ON 







































quickly identified. For more picture hanger YOUR COUNTER 
sales, stock these 56-year favorites, NOW IN —— 
TODAY'S MOST MODERN HANGER PACKAGE. The Moore 7208 Counter 














Display. 72 Packet ca- 










#600 TRANS-RAK—Includes 3 transparent 


:, 0 - 00 pacity, yet is only 10%” 
3 3 
plastic boxes—each box 10%"x6.4"x 1%". M () (0) a F a UJ S 1 = p N C 0 . high, with 9” diameter 


base. All metal. Revolves. 
#200 TRANS-RAK—Includes 4 transparent | Gince [900 


| Ask your jobber. 
lastic boxes—each box 8%4"°x4%"x1%",. | ) 
P | Viakers of farmous Moore Push-Pins 


An exclusive Vichek design... the | 113-25 BERKLEY ST. PHILA. 44, PA. 
only really dust-proof cabinet— | 
for use on wall or bench. 





Each box has a different com- 
partment arrangement and snug- 
fitting, hinged cover, making it 
dust-proof and spill-proof... 
removable from the unit for on- 
the-spot use. 


ALUMINUM 
HARDWARE 


Interlocking design of sturdy blue- RUST-PROOF 
green wire racks permits stacking é 
of several complete Trans-Rak . , ee in BRASS, 
sets atop one another. ie | Ge. 

-} fe) 74: 


or ALUMINUM 
FINISHES 


They sell on sight! Write today 
for catalog and price list. 


Vichek 


PUNCH 
ee) 


, relate! 
a CHISEL SET 


Plastic “see thru” 


case with 3 punch 


es and 2 chisels 
Choice of chrome, 
zinc, or natural 


finish 











PADLOCK and H 
LANCASTER, PENNA. 
ORDER FROM YOUR JOBBER 


PLASTIC DIVISION 


THE VLCHEK TOOL COMPANY | 
3017 East 87th Street « Cleveland 4, Ohio 
i aed 
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For Your Convenience 


Complete Price Range on 


Seymour Smit 


® 


PRUNERS, 











Now you can 
offer the genuine 
Seymour Smith 
“Snap-Cut” 
pruner—the 
most popular 
in the world 
—in any of 
four models 
with price 
tickets to 

fit your 

trade. 


No. 119-8” 

— The 
genuine, orig- 
inal “Snap-Cut” 
pruner known to 
millions for 
quality and per- 
formance. Lasily 
cuts up to 4” 
branches. $2.95 


No. 319-8” —A new de luxe “Snap- 
Cut” with stainless steel blade and 
“Triplekote” chrome finish. Grace- 
fully streamlined. Great eye appeal. 

$4.25 


a 


f Be. - 
“ 
-_ 











No. 118-6”— A smaller model for the 
ladies. $2.59 





No. 019-8” —a new competitive 
“Snap-Cut” with finest cutting qual- 
ities. Now you can sell a genuine 
“Snap-Cut” for as little as. .. .$2.19 


There’s one for the nabob, one for 
the ladies, one for the budget buyer 
and, of course, the original #119-8”. 
Just about as wide a choice of prun- 
ing shears as any store needs—and 
they’re the most widely advertised 
and promoted. 

Your jobber has Seymour Smith 
“Snap-Cut” pruners. Order today. 


Quality Tools 


Seymour Smiti 
Swce 7850 


2703 Main St., Oakville, Conn. 


Soles Reps.: John H. Graham & Co., Inc. 
105 Duane St., New York 8 N. Y. 


prices accounted for a large part 
of the increase in sales volume, 
according to the Commerce Dept. 


New orders placed with manu- 
facturers were 2 percent lower than 
the record volume placed in Novem- 
ber. The amount of unfilled orders 
was unchanged, so that unfilled 
orders at the end of the year totaled 
$62 billion. 


Department store sales 
show gain of 7 percent 


The nation’s department stores 
sold 7 percent more goods in the 
week ended Feb. 16 than they did 
in the same week of 1956. That’s 
the report from the Federal Re- 
serve Board. 

Sales since the first of the year 
are running 3 percent ahead of 
1956. 

Here is a breakdown of depart- 
ment store sales by Federal Re- 
serve districts: 


Four Weeks 
Federal Reserve One Week Ending Ending 
District Feb. 16 "eb Feb. 16 Feb. 16 
+13 + 3* + 6 + 5 
Philadelphia + § » 4 
Cleveland .... 0 7 
Richmond — ] i* 
RD +12 7 
Chicago +10 11 
St. Louis + 2 l 
Minneapolis . +10 + 1 
Kansas City + 6 ) 
Dallas .. cg ) 
San Francisco. + 4 — § 
U. S. Total 7 + 4 
* Revised 


> 
* 
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New booklet tells how 
to combat embezzlement 


If you want to reduce the risk 
of embezzlement in your store, you 
will be interested in a new booklet 
offered by Fidelity & Deposit Co. 
of Maryland. 

The booklet, ““Embezzlement Con- 
trols for Business Enterprises,” 
was written by Lester A. Pratt. 
The booklet describes ways em- 
ployees might embezzle funds and 
it gives practical methods to combat 
embezzlement. 

You can get a copy free by writ- 
ing on your business letterhead to 
Fidelity & Deposit Co., Fidelity 
Bldg., Baltimore 3, Md. 


Savogran cuts prices 


Savogram Co., Boston, Mass., 
announces a price reduction on 
Crack Filler effective March 1. The 
list price was reduced from 35c to 
30c. 





The all-metal horse that FOLDS 


EVERY HANDY MAN... 
EVERY HOUSEHOLD 
NEEDS A PAIR! 


e A big ticket, self-selling item 
@ Lightweight, sturdy construction 
@ Folds compactly for easy storage 


Available in two sizes! 


Knee high size for sawing and general 
household use. Table high size for scaf- 
folding, outside painting, picnic tables, etc. 


Suggested retail: Knee high $6.95 each. 
Table high $7.95 each. 


ORDER FROM YOUR JOBBER NOW! 
FEDERAL HARDWARE PRODUCTS, Inc. 


1023 N.E. Marshall + Minneapolis 13, Minn. 











@ 42%, Profit on selling 
price 

@ Complete line—popular 
styles and prices 

@ Nationally advertised 

@ Gloves shipped on rack 


You make 42% profit at our sug- 
gested retail selling prices. For your 
convenience all merchandise is pre- 
priced and hung on rack when 
shipped. 

A request on your company let- 
terhead will bring you a sample of 
the new SOFT TOUCH GLOVES. 
Mail us the coupon, and we will 
send you one of the hottest items in 
the Garden Supply field for 1957. 


BROOKVILLE GLOVE CO., INC. 
Brookville, Pa. 


Brookville Glove Company * Brookville, Pennsylvania 


Gentlemen: Please rush a free sample of sort touch 
GLOVES with complete information and prices. 


Name 
Company 
Address 


Post Office 
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The case of the careful do-it-yourselfer 


(He uses a nonflammable paint remover containing Dow Methylene Chloride) 


Scout Master came in the other day with a problem. Wanted 
to refinish an old table for his troop, but didn’t want to tackle 
the job with sandpaper and his bare hands. 


I suggested a paint remover, but he said no. Too dangerous. 
Afraid of the fire hazard. So I told him about nonflammable 
paint removers, the kind made with Dow Methylene Chloride. 
Told him they just won't burn. Told him how methylene 
chloride actually lifts paint, raises blisters that peel right off. 


No hard scraping or rough sanding—makes the job easier as 
well as safer. 


Well, he tried the remover on my recommendation and he’s 
been a steady customer ever since. Buys a lot of things besides 
paint remover, too. And nonflammable paint removers are 
a good deal for me in another way—I make more profit than 
with the flammable kind. THE DOW CHEMICAL COMPANY, 
Midland, Michigan, Department SO1021L. 


YOU CAN DEPEND ON 
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Pritzlaff Hardware Gets New Board Chairman, 
President; Officials Move Up In Organization 


There is a new alignment 
of officers at John Pritzlaff 
Hardware Co., wholesaler at 
Milwaukee, Wis. 

Here is the new alignment, 
made at the stockholders 
meeting last month: 

Edward Pritzlaff, former 
president, now chairman of 
the board. 

John C. Pritzlaff, Jr., pres- 
ident. 

John C. Pritzlaff, Sr., vice- 
president and treasurer. 

Edward A. Luedke, vice- 
president and secretary. 

O. H. Berryman, vice-pres- 
ident and assistant treasurer. 

Bernard Lyons. vice-presi- 
dent and controller. 

Frederick A. Luedke, vice- 
president and general man- 
ager of the industrial and 
floor covering divisions. 





Marshallan Co. Elects ee 
Three New Officials 


Marshallan Mfg. Co., Cleve- 
land, Ohio, has elected three 
officials to executive posts. 

Marshall T. Bedol, trea- 
surer, has been elected to 
vice-president in charge of 
sales. 

Alan P. Bedol, secretary, 
has been elected vice-presi- 
dent in charge of production 
and purchases. 

Justin L. Bedol has been 
elected secretary. 

The three Bedols are sons 
of Harry A. Bedol, president 
and founder of the company. 


MARSHALL T. BEDOL 


Herbert A. Lendved, vice- 
president and general mana- 
ger of the hardware division. 

Walter M. Bocher, vice- 
president and advertising 
manager. 

Mr. Lendved 
Luedke will act as 


and Mr. 
both sales 


EDWARD PRITZLAFF 


and merchandising managers 
of their respective divisions. 
Operations are being stream- 
lined to take care of the 
growing volume, the company 
announced. 

Henry Grosse now is man- 
ager of the dealer service de- 
partment. He formerly was 


JOHN C. PRITZLAFF, JR. 


with the S & M Co., Minne- 
apolis, and with Gamble- 
Skogmo. Wm. Ryan, for- 
merly of Ed Schuster Co., 
Milwaukee chain department 
store, is assistant to Mr. 
Grosse. 


JOHN R. McDONALD 


Three Changes Are Made 
By Lamson & Sessions 


The Lamson & Sessions 
Co., Cleveland, Ohio, has 
made three personnel 
changes: 

John R. McDonald has been 
promoted to manager small 
screw sales. He was assistant 
manager of the division. 

Robert G. Patterson, Jr., 


ROBERT G. PATTERSON, JR. 


has been appointed manager 
distribution sales and will 
work towards closer coopera- 
tion between distributors and 
the company. 

Lynn Schnoor, has been 
appointed advertising and 
sales promotion manager. He 
had been manager of screw 
machine products, and air- 
craft and specialty sales. 


A. H. Lane Is New President, W. H. Philp 
Executive Vice-President of Huey & Philp 


Two top executive posts of 
Huey & Philp Co., whole- 
saler at Dallas, Texas, were 
changed at the recent direc- 
tor’s meeting. 

Alvin Huey Lane, grand- 
son of Joseph Huey, one of 
the founders, is the new 
president. William H. Philp, 
great-nephew of Simon 
Philp, the other founder, is 


ALVIN HUEY LANE 


WILLIAM H. PHILP 


the new executive vice-presi- 
dent. 

J. E. Ziegelmeyer, presi- 
dent, and George Roseburg, 
executive vice-president for 
the past 22 years, retired. 
Both men will be associated 
with the company as consul- 
tants on an advisory basis. 
Mr. Roseburg will continue 


(Continued on page 246) 
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Proto Tool Div. Nemes 
Reich Sales Manager 


Richard E. Reich has been 
appointed product sales man- 
ager of Prote Tool Co. Div. 





RICHARD E. REICH 


of Pendleton Tool Industries, 
Inc., Los Angeles, Calif. 
Mr. Reich had been assis- 
tant sales manager for one 
of the company’s subsidiaries 
in the midwest for five years. 








F. LEON HERRON, JR. 


F. L. Herron, Jr., Joins 
American Hdwe. Supply 


F. Leon Herron, Jr., on 
June 1 will join the staff of 
American Hardware Supply 
Co., Pittsburgh, a dealer - 
owned wholesale firm. 

Mr. Herron is _ presently 
executive vice-president of 
Franklin Hardware & Sup- 
ply Co., a Philadelphia deal- 
er-owned wholesaler. 





DEALER BRIEFS: — 





Sarasota Dealer Opens Shopping Center Store; 
New Service and Quality Store in Nebraska 


Gage, Okla. — Johnson’s 
Hardware recently held its 
grand opening. Coffee and 
doughnuts and prizes were 
given throughout the day. 


Echo, Minn.—Two couples 
from Willmar, Minn., have 
purchased a hardware store 
in Echo. Mr. and Mrs. Ed 
Haats and Mr. and Mrs. Dick 
Haats are the new owners. 
Mrs. Ed Haats previously 
was asociated with the local 
Our Own Hardware store. 


Morrill, Neb. — Morrill 
Hardware & Implement Co., 
has been purchased by Mr. 
and Mrs. Walter Reed who 
now become sole owners of 
the business. The company 
name will be changed to Mor- 
rill Hardware Co. All stock, 
buildings and lots were in- 
cluded in the transaction. Mr. 
Reed has been manager of 
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the company since 1939. 


Hutchinson, Kans. — Reno 
Implement and Hardware, 
215 S. Main, has purchased 
Ebersole Hardware, 1304 N. 
Main. The new store will be 
known as Reno Hardware, 
according to Dick Langen- 
walter of Reno Hardware. 
Garden materials will be 
handled by the store after re- 
modeling and expansion is 
completed. 


Vandalia, IJll.—Bernhardt 
Hardware recently held an 
open house to celebrate its 
complete remodeling. Firm 
bought a neighboring gro- 
cery store prior to remodel- 
ing. It is now twice as large. 
New store area is devoted 
to major appliances. Major 


(Continued on page 270) 


W. A. Retzlaff Elected 


Chairman of Board 


As Our Own Reports 1956 Sales Increase 


W. A. Retzlaff, New Ulm, 
Minn., dealer, has been 


elected chairman of the board 


of directors of Our Own 
Hardware Co., Minneapolis 
dealer-owned wholesaler. 
Election took place at the 
recent stockholders’ meeting 
and winter merchandise show 
in the Our Own headquarters. 
S. P. Duffy, president of Our 
Own, reported a 1.63 percent 
increase in sales for 1956 
over 1955 at the meeting. 
Mr. Retzlaff operates Retz- 





W. A. RETZLAFF 


laff Hardware Co. He is a 
son of one of the founders of 
Our Own. He has been a di- 
rector since 1941. 

Other elections at the meet- 
ing: 

H. B. Robards, Alexandria, 





Manufacturer Names 
Allen Sales Manager 


Charles M. Allen has been 
appointed sales manager of 
the linseed division of Arch- 
er-Daniels-Midland Co., Min- 
neapolis, Minn. He replaces 
Daniel A. Copenhaver who 
retired as director of sales. 

Mr. Allen joined ADM in 
1950 as a sales representative 
and has been assistant sales 
manager of linseed oil since 
1955. He was named sales 
manager in charge of Pol- 
mer-ik Linseed Oil in 1954. 


Minn., was elected vice-chair- 
man. 

Philip W. Anderson, 
Staples, Minn., was elected 
to the board for the first 
time, filling a vacancy caused 
by the recent death of Sam 
E. Hunt. 

These men were re-elected 
to the board for three-year 
terms: George De Ruyter, 
Sioux City, Iowa; K. M. Hal- 
las, Salem, S. D.; and W. S. 
Prentice, Cornell, Wis. 

Mr. Duffy’s report to stock- 
holders emphasized that “Our 
Own had a very satisfactory 


(Continued on page 246) 





W. D. Campbell Elected 
V.-P. of Worthington 


W. D. Campbell, sales man- 
ager, has been elected vice- 
president and a member of 
the executive committee of 
the George Worthington Co., 
Cleveland, Ohio, wholesaler. 

Mr. Campbell succeeds 
E. F. Oberdeck, who retired. 

All other officers and di- 
rectors of the company were 
reelected. 

Mr. Campbell joined 
Worthington in 1939 and 
served in a number of sales 
territories. Since 1946 he has 
been sales promotion mana- 
ger, assistant sales manager, 
and sales manager of the 
company’s dealer division. 





ae 







Ww. D. CAMPBELL 





Belveal Named RPWDA 
Secretary Director 


Dee Belveal! has been 
named secretary and man- 
aging director of the Retail 
Paint and Wallpaper Dis- 
tributors of America. 

Mr. Belveal has a broad 
experience in association ac- 
tivity. He has been connected 
with the National Associa- 
tion of Manufacturers since 
1951 when he joined it as a 


DEE BELVEAL 


field secretary. In 1954 he 
became assistant manager of 
the association’s Midwest Div. 

Belveal is the third secre- 
tary of RPWDA, replacing 





News of the Trade 


Officers Elected at Indiana Convention 
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Indiana Retail Hardware Assn. elected new officers and di- 
rectors at its recent annual convention. Shown (left to right) 
are, front row, L. G. Caley, Geedy-Corey Co., Huntingdon, 
director; C. L. Couger, C. H. & C. Hardware, Crawfordsville, 
advisory board; William K. Fenger, Karl Fenger & Son, New 
Albany, president; W. J. Sheely, Indianapolis, managing di- 
rector; back row, Thurman Rinker, Rinker’s Hardware. 
Anderson, advisory board; W. R. Stevens, North Side Lumber 
& Hardware, Indianapolis; and W. O. Scott, J. G. DePrez 
Co., Shelbyville, both directors; Joe Adams Jr., Adams & 
Morrow, Princeton, vice-president; and Richard Collins, 
Lowell Home Supply, Lowell, director. 


Irwin E. Douglas who has 
been with the organization 
since 1948. Ephriam J. 
Faber, first secretary, was 
responsible for the _ initial 
conception of RPWDA. 


Laessig Is President 
Alfred C. Laessig has been 
elected president of Unit Rail 
Anchor Co. of which Sands 
Level & Tool is a division. 


Moto-Mower Names Two 
To Managerial Posts 


Tom Clay has been named 
manager and Melvin Quigley 
has been appointed assistant 
manager of the service or- 
ganization of Moto-Mower 
Div. of Detroit Harvester at 
Richmond, Ind. 

Mr. Clay was formerly as- 
sistant manager of the ser- 
vice department. Mr. Quigley 
had been a warranty super- 
visor of Moto-Mower before 
his recent appointment. He 
had 18 years of experience 
in automotive parts and sup- 
ply before joining the com- 
pany. 


Lansing In Expansion 


The Lansing Co., Lansing, 
Mich., has announced an ex- 
pansion-merger with Lansing 
Steel Fabricators, Inc., of the 
same city. Name of the new 
corporation is the Lansing 
Co. Additional expansion is 
under way with a $200,000 
program of enlarging and 
improvement of present 
equipment. 
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Ask your 

jobber for these 
Bethlehem Steel 
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NAILS AND STAPLES STEEL FENCE POSTS BARBED WIRE BALE TIES 
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GREAT SOURCE 


0 _ ba GREAT NAME 


for PLASTIC and RUBBER GARDEN HOSE 
and flexible sprinklers 


GARDEN Hos: | 
: ® top quality! 


a 
® new colors! 
® new packaging! 


AMERICAN BILTRITY 
RUBBER COMPANY. 
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( HAH! WITH THEES STRONG 


Cartoon ads like this, appearing 


Bh nape Ww a oi regularly in regional farm papers, are 
GET ME! y catchi ng the attention of your prospects. 
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LINE BALING WIRE 
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Bissell Sweepers *. 
! ° : 
| have high consumer ! 
\ j 
acceptance! 


— 
=e a ae ea oe 


SYD HOBSON, Bissell salesman, 
is telling everyone he meets — 


“Your customers know there’s no sweeper like 
a ‘beauty-brushing’ Bissell !’’ 


And Syd can show you how to get a lion’s share of 
profits with Bissell Sweepers! Let him help you tie in 
with Bissell’s big LIFE and TV advertising . . . with dis- 
plays and sales aids tailor-made to your set-up. Give 
Syd—or your Bissell salesman—a call today. Or 
write Bissell Carpet Sweeper Co., Grand Rapids 2, Mich. 





~News of the Trade 


Retzlaff Is Elected 
Chairman of Our Own 


(Continued from page 243) 


year during 1956 considering 
subnormal business and crop 
conditions in several parts of 
our territory.” 

He also said that while 
sales were up, operating ex- 
penses were “a little higher 
than last year.” Our Own’s 
adjusted gross profit showed 
a “slight increase,” Mr. Duffy 
continued. 

Mr. Duffy reviewed the 
structure of Our Own as a 
100-percent dealer-owned or- 
ganization. He cited attacks 
by “new group buying organ- 
izations” on the Our Own 
system. He added: “Several 
of these Johnny-come-lately 
plans are suffering and fal- 
tering for a lack of sufficient 
return to the private stock- 
holders who own their busi- 
ness.” 

Dealer meetings, “brain 
storming” sessions designed 
to air selling ideas by the 
hundreds, were conducted by 
J. D. Husbands, Jr., vice- 
president in charge of sales. 


New Officers elected 
by Huey & Philp Co. 


(Continued from page 242) 


an active association with 
the hotel supply division. 

Mr. Lane has been a direc- 
tor and general counsel since 
1926 and a member of the 
executive committee since 
1934. He has been a prac- 
ticing attorney for some 37 
years. 

Mr. Philp has been with 


Mississippi Retailers Elect 0. L. Anderson 





the company since the end 
of World War II. He has 
been vice-president in charge 
of public relations. 

Officers re-elected are Ray- 
mond A, Slack, Raymond J. 
ONeal, A. A. Akard, vice- 
presidents; Dr. R. A. Trum- 
bull, vice-president and trea- 
surer; Olan Godwin, secre- 
tary; and J. P. Brashear, as- 
sistant secretary and credit 
manager. 


Weber Is Asst. Manager 
In Henry Disston Div. 


C. Earl Weber has been 
appointed assistant manager, 
hardware products, Henry 
Disston Div., H. K. Porter 
Co. 

Mr. Weber has been with 
the Philadelphia saw and tool 
manufacturing division of 
Porter for many years, con- 
nected with hardware sales. 


Madsen & Howell, Inc. 
Top Officer Retires 


Ray D. Howell has retired 
as president of Madsen & 
Howell, Inc., industrial sup- 
ply distributor in Perth Am- 
boy, N. J. However, he will 
continue as chairman of the 
board of directors. 

John E. Madsen succeeds 
Mr. Howell as president. 

Mr. Howell is a past presi- 
dent of the Pennsylvania & 
Atlantic Seaboard Hardware 
Assn. He has served on its 
executive board for many 
years. He was also the first 
president of the Retail Mer- 
chants Assn. of Perth Amboy. 





Officers of Mississippi Retail Hardware Assn. elected at the 
52nd annual convention in Jackson are, left to right: Oliver 
L. Anderson, Coast Hardware, Gulfport, president; David O. 


Mansfield, Jackson, 


secretary-treasurer; 


and W. F. Mont- 


gomery Hardware, Jackson, vice-president. New directors are 
C. C. Abrams, Abrams Mercantile, Brookhaven; and Preston 
Biggers, J. D. Biggers Hardware, Corinth. Holdover directors 
are W. E. Reynolds Jr., Waynesboro Hardware & Furniture, 
Waynesboro; and C. E. Flint Jr., C. H. Flint & Son, Batesville. 
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ISA LEADING Girt FAVORITE 





IN LEADING 


MAGAZINES 
as the best to brighten, 
lighten housekeeping 

® 


Guaranteed UNBREAKABLE 
Complete Customer Satisfaction 
Plan a Bride’s Shower promotion during May or June for 
extra housewares sales. Nothing equals gay, 
colorful Lustro-Ware as a shopper-stopping attraction .. . 
more matching items... all nationally advertised values 
with full profits for you. Check your supplier 
for these fast-selling Lustro-Ware staples and other 
seasonal merchandising specials. Customer building 
merchandising aids are yours for the asking, PETC ——— HOUSEWARES 
COLUMBUS PLASTIC PROD., INC., Columbus 23, Ohio Smee OMA aaaawwwe 
Sales Offices in principal cities of U.S.A. and Canada Americas Foremobl Zine 


N25 soveurnn OES 
Guaranteed by the WORLD'S LARGEST manufacturer of plastic housewares -°* 


C-100 Step-on Can with 
1] qt. polyethylene pail 
4 glamorous colors 
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Profitable Turnover sia. 


-. 


from only mA 
244" x 12” 
counter space! 


a) SF 


> 


— ly 


3 Color 
Display holds 
4 cans 
each side, 


TOOL Box 
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New self-seller display 
of cutting and threading oil 


Impulse sales to plumbers, mechanics 
and do-it-yourself customers. Bright 
colorful display holds 8 handy 4 ounce 
cans (retail 35¢ each)—sets up in 4 positions. 
Top quality threading oil, penetrates, 
cools, lubricates— and is antiseptic. 
Available also in quarts, gallons and larger 
containers. These displays 3 to a 
carton—order from your Supply House. 


The Ridge Tool Company, Elyria, Ohio, U.S.A. 
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News of the Trade 


& Brother Honors 1956 Outstanding 
| Salesman at Its Annual Staff Victory Dinner 


. sd 
ne 


Salesmen and staff of Shields & Brother, founded in 1840, 


celebrate at annual Victory Dinner. 


Outstanding sales efforts 
during last year were recog- 
nized at the annual Victory 
Dinner for’ salesmen . of 
Shields & Brother, Philadel- 
phia hardware wholesaler, 
in Philadelphia early this 
month. 

The “Man Of The Year” 
citation was presented to 
Howard A. Lyle, of Eaton- 
ville, N. Y., by Milton H. 
Webb, Sr. The citation was 
for sales effort plus his co- 
operation with the company 
on policy, and turning in re- 
ports and suggestions for 
his territory. 

Salesmen had competed as 
teams on sales. The losing 


team provided the dinner at 
Shoyer’s restaurant, follow- 
ing the monthly all-day sales 
staff meeting. 

John C. Stine, Jr., sales 
manager, was toastmaster. 
The invocation was offered 
by Harold D. Hamel. After 
dinner the team captains, 
George Francis and Mr. Lyle, 
offered congratulations and 
condolences. 

Salesmen and staff mem- 
bers who spoke were William 
F. Spoon, Albert W. Wilson, 
Gordon R. Frank, and John 
R. Griffith. E. L. Barringer, 
HARDWARE AGE managing 
editor, also spoke. 





Kentucky Assn. Elects Sower President 


Officers and directors elected at the 57th annual convention 
of Kentucky Retail Hardware Assn. in Louisville were (left 
to right): front row, A. J. Wimberg Jr., Wimberg Hardware, 
Louisville, second vice-president; M. A. Hill, Warren County 
Hardware, Bowling Green, first vice-president; Frank W. 
Sower, Sower Hardware, Frankfort, president; Roy Cornette, 
Monarch Supply, Morehead, advisor; back row, H. F. Skid- 
more, Skidmore Hardware, Elizabethtown, and L. B. Parker, 
Minges Hardware, Newport, advisors; Ray Dyer, Ray Dyer 
Store, McQuady, and Ed Hank, Livingston County Hardware, 
Paducah, directors. Not shown is Robert Branham, Arrowood 
Hardware, Prestonburg, director. 
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Champior SPRINKLERS 


LIST PRICE 


$500 
$30 
$16 








ANTI-SYPHON CHECK VALVE 


Full water-way.No restriction, 3%4"" pipe 


UNION VALVE (Non-Union $2.80) 


Swivel seat for long life, %4"’ pipe 


POP-UP SPRINKLER HEAD 


Pops up 12” above grass 


REGULAR SPRINKLER HEAD 
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Fully adjustable, solid brass 04 | 
HOSE TO PIPE FITTINGS 49 | 
Various sizes available — | 
HOSE Y 2” 





j 
ideal for Siamese connections ee a 
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OUR PRODUCTS MANUFACTURED FROM HIGH QUALITY BRASS, 
GUARANTEED AGAINST DEFECTIVE WORKMANSHIP 
PRODUCTS SOLD THROUGH YOUR LOCAL JOBBER ONLY | 


CHAMPION BRASS MFG. CO. 


1460 NAUD ST. © LOS ANGELES 12, CALIF. © CApitol 1-2108 
tre AMERICA'S FASTEST SELLER | 
DeWii BECAUSE IT'S SUPERIOR TO ALL 
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RATIONALLY 
ADVERTISED 
wood and walls. Ii- 
lustrations om smart 
3 color, yellow white 
and blue displey box 
and 

































PROVEN 
THROUGH 
THE YEARS... 
A REALLY 
PERMANENT 


TUB and 
TILE 

































YY sf 
= wa 
CAUL e*eeeee So : | 
- ; on, Retell wo =. 4 
en, hag, 
ner cree vilivw. "See only ‘wn iced 


your jobber or write direct 
for FREE SAMPLE aad lit- 


y 19¢ 


A few choice territories still available. 


DE WITT PRODUCTS CO. \ 
5860 PLUMER ST. + DETROIT 9, MICH. “Sa: 
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eee No Equal for 
Quick Pipe Threading 















Popular—and no wonder . . . a die head for each 

size, %’’ to 2’’—snap into ratchet ring from either 
side, can’t fall out—reverse for close threads. 

Tough malleable and steel heads, famous 
Ri@eaid long-wear dies—conduit or special 
dies available, (No. 12R, %” to 2’’). 
Your fastest selling pipe threaders— 
order today from your Wholesaler! 





The Ridge Tool Company e Elyria, Ohio, U.S.A. 





TYPEWRITER CLEANER 


is quick-acting 


New 12 oz 
and pint 
quart and 


gallon cans. 


Versatile QUIXOL*® is loaded 
with sales appeal — it does so 
many jobs so well. And it’s 
a superior water-free shellac 
thinner and solvent. 


What’s more — QUIXOL’s 
modern, convenient, factory- 
packaging saves spillage, 
evaporation losses and exces- 
sive handling costs that go 


We area | ! Retail Dealer 


Please send free folder on 
and the name of my nearest supplier. 


CTL STIR EE A NE PR 


with old-style bulk solvents. 


Plan now to get your share of 
the repeat business and extra 
profits enjoyed by QUIXOL 
dealers! Specify versatile 
QUIXOL on your next order! 
And don’t forget QUAKER- 
SOL®, the shellac thinner 
that builds business, another 
CSC top quality product. 


COMMERCIAL SOLVENTS CORPORATION, Specialties Department 
260 Madison Avenue, New York 16, N. Y. 


| | QUIXOL and [ |] QUAKERSOL 


ara ee Zone 


LJ | ] Wholesale Distributor 














Hozempa, Towle, Hill 
New Janney Directors 


Three new directors were 
elected at the annual meeting 
of Janney, Semple, Hill & 


JOSEPH J. HOZEMPA 


Minne- 
eee 


Co., wholesaler in 
apolis, Minn., Pres. 
Case announced. 

The new directors are Jo- 
seph J. Hozempa, James E. 
Towle, and H. Prentice Hill. 

Mr. Hozempa, who joined 


JAMES E. TOWLE 


the company in 1918, has 
been buyer of electrical sup- 
plies and equipment since 
1935. 

Mr. Towle has charge of 


H. PRENTICE HILL 


the company’s truck delivery 
operations. 

Mr. Hill is a divisional 
supervisor in the company’s 
Service & Quality Hardware 
Stores Div. 

Other officers and directors 
were re-elected. 


News of the Trade 





N. G. WINTERMANTEL 


AMF Division Formed 
From 3 Subsidiaries 


American Machine & 
Foundry Co., New York, has 
consolidated three subsidiary 
firms into a new AMF Wheel 
Goods Div. 

The new division consists 
of the former Junior Toy 
Corp., Hammond, Ind.; AMF 
Cycle Co., Little Rock, Ark., 
and the former BMF Mfg. 
Corp., Binghamton, N. Y. 
Each of the firms formerly 
produced separately identi- 
fied products in the wheel 
goods line. 

Norman G. Wintermantel 
is president of the new divi- 
sion which will be a part of 
AMF’s General Products 
Group. Guy F. Campbell, 
Jr., will be executive vice- 
president, and Homer Muel- 
ler will be assistant to the 
president. 

Divisional headquarters 
will be the Hammond, Ind., 
plant of Junior Toy. Frank 
Cankar will be sales manager 
for bicycles and Leonard 
Wilson will be sales manager 
for wheel goods. 


Kansas City Club 
Elects New Slate 


The Housewares Club of 
Kansas City, Mo., recently 
elected these officers for 
1957: 

Claude Stone, sales promo- 
tion manager, Richards & 
Conover Hardware Co., is 
president, succeeding David 
Isaacs, housewares. buyer, 
Western Auto Co. John Dox- 
see, vice-president, Bert J. 
Clark Co., is first vice-presi- 
dent; Harley Hendrix, mer- 
chandise manager, Emry 
Byrd Thayer Co., is second 
vice-president; George Hel- 
mers, manufacturer’s repre- 
sentative, is secretary; and 
Carl Richardson, housewares 
buyer, H. G. Poindexter Co., 
is treasurer. 
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Design means demand for GB R I SWO LD 
— conlempouwuy MAIL BOXES 


#704W White 
1714” long The light in your customer’s eye will mean cash on 
List $8.95 priced to sell the counter when he spots the fresh, new design of 
completely weatherproof Griswold’s long, wide and handsome Contemporary 

Mailboxes. 

A natural for both builders and individual owners 
in the snowballing modern home market. See your 
gleaming brass trim wholesaler . . . or write 


rust proof 
heavy gauge steel 





Designed by C. A. Masso #705 Black #705W White #706 Black #706W White 
Patent applied for 13-9/16” tall. List $4.95 1714” tall. List $6.95 


#703 Black 7 
#703W White ey 
16144” long NCE ee 


. by the makers of famous 
List $5.95 Griswold cast iron skillets 




















DANDY 
GEM I CHURN 


Already in use on millions of electrified 
farms! An efficient worksaver 
churns 15% more butter, and better 
butter, in 15 minutes! Sanitary, easy 
to clean. Adjustable aluminum 
dasher, new, efficient agitator. Red- 
mond Special motor guaranteed 
18 months. Vinyl-lined cover 
prevents vibration. Order today 
from your distributor. 








Underwriters 
Approved 


Deluxe Model (show. ., (without jar) $18.63 
(suggested retail, $27.95) 


Standard Model, (without jar) $16.77 


(suggested retail, $23.95) (sug. retail, $4.95 
4 QT Deluxe Jr., (complete with jar). .$14.63 and $5.95) 


(suggested retail, $21.95) Both Deluxe and Stand- 
ard churns can be used 


ALABAMA MANUFACTURING COMPANY __ with former's own crock 


DEPT. B, BIRMINGHAM 3, ALA. or with Duraglas jar. 
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AS EVERY RETAILER KNOWS... 


J FLAME SEASONED HICKORY 
handles have both! 


NO DOUBT ABOUT IT. Before you can sell it, you 
have to attract the customer's attention to it. 
That's why eye appeal is sales appeal. 


AND FLAME SEASONED HANDLES HAVE IT... 
an even, bronzed look that stands out in any 
handle display, invites the customer to pick it up 
and examine it more closely. 


THE SALE IS MADE when you tell him how Fleisch- 
mann's new scientific tempering process stops 
harmful weather erosion by locking out mois- 
ture, wards off breakage by actually adding 
strength to the hickory fibers. 


Insist on Fleischmann Flame-Seasoned 


The measure of quality in medium - priced 


hickory handles. Write today for the name 


of your nearest jobber. 


FLEISCHMANN HANDLE CO. 


Waynesboro, Tennessee 


| tors, 
| representative 


| Holcomb. 


| Roder, Chicago, 


| Wisconsin; 


News of the Trade 


NEWS OF 


MANUFACTURERS AGENTS 


Retail Hardware Distribu- 
Inc., manufacturers’ 
agency, has 
been organized by Andrew J. 
Mr. Holcomb had 


ANDREW J. HOLCOMB 


been general manager of 
Woodbury Hardware Co., 
wholesaler in Portland, Ore., 
before it discontinued busi- 
ness Jan. 1. The new firm 
will serve the Pacific North- 
west. Its headquarters is 
6439 S. W. Macadam, P. O. 
Box 4164, Portland 8, Ore. 
v 


O. W. Siebert Co., Gard- 
ner, Mass., has appointed 
eight new manufacturers’ 
representatives. They are: 
L. S. Gershon & Son, Kansas 
City, Mo.; Sam Levine, Dal- 
las, Texas; Irving Manson, 
Youngstown, Ohio; William 
McLeod Macdonald, Winches- 
ter, Mass.; Medill Sales Co., 
Denver, Colo.; Horst W. 
aoe Vas A 
Snyder Co., Minneapolis, 
Minn.; Herman Toelke & 
Assoc., San Francisco, Calif. 

Vv 


S. A. Ulvick, manufactur- 
ers’ agent in St. Paul, Minn., 
has been joined in this field 
by his son, Sydney A., who 
recently completed a tour of 
duty in the Army. 

v 


Plastic Products Corp., 
Cleveland, Ohio, has ap- 
pointed five manufacturers’ 
representatives for the Bo- 
kay line of flower boxes. 
They are Charles Berecky & 
Assoc., Livonia, Mich., for 
Michigan and Indiana; 
Browne & Magee, Chicago, 
Ill., for Illinois and eastern 
B. K. Brooks 
Agency, Louisville, Ky., for 
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Kentucky and Tennessee; 
Rich Agencies, Toronto, for 
eastern and central Canada; 
and Harry V. Donaldson & 
Assoc., San Francisco, Calif., 
for northern California. 

o 


H. Wenzel Tent & Duck 
Co., St. Louis, Mo., has ap- 
pointed Don Burdick its rep- 
resentative in Alabama, 
Georgia, North Carolina, 
South Carolina and eastern 
Tennessee. 

v 


Lynn & Brooks, manufac- 
turers’ representative in Los 
Angeles, Calif., has added 
R. S. Linnerooth to its 
ganization. He will cover 
Oregon, Washington, Mon- 
tana and western Idaho. 

v 


or- 


E.. K. Curry Co., manu- 
facturers’ representative 
agency, has been organized 
at 2755 S. Zurich St., Den- 
ver, by Edward K. 
Curry. Mr. Curry had been 
with Hoffman Electronics 
Corp., Los Angeles. His 
agency will cover the Rocky 
Mountain trading area. 
v 


Colo., 


Shelby Metal Products Co.., 
Shelby, Ohio, has appointed 
R. J. Donnelly Co., Denver, 
Colo., its representative in 
the counties of El Paso, 
Hudspeth and Culberson in 
Texas, not for the entire 
state of Texas as was indi- 
cated in the Feb. 14 issue of 
HARDWARE AGE, p. 284. A. H. 
Deveney & Co., Inc., con- 
tinues to represent Shelby in 
the rest of Texas. 

7 


Boston Woven Hose & 
Rubber Co., Boston, Mass.., 
has appointed Frank Pfeiffer 
& Sons, Inc., Lakewood, Ohio, 
its representative in Ohio 
and Ray F. Trauger & Co., 
Chicago, Ill., its representa- 
tive in Illinois and Wiscon- 
sin, 

v 


Evans Products Co. Con- 
Div., has appointed 
Max E. Brafman, Inc., New 
York, N. Y., its representa- 
tive for Evans-Colson bicy- 
cles and velocipedes in metro- 
politan New York. 


sSiipier 


1957 









the easy way to 
meet the calls tor 


SPRINGS 





This handy metal drawer contains 
128 springs — the 40 most popular 
sizes in coded compartments. The 
springs are precision made and 
plated. Boxed refills are available 
from stock. Also larger assortments 


in convenient two- and four-drawet 


cabinets. 


Order from Your Jobber or Write Us. 


Also Weatherstrips 
909 Clean-out Augers 
Pole Sockets 


ARDNER WIRE CO. 


1329 Se. Cicero Ave., Chicago 50, Ill. 









FASTENER 


et STOCK 
SEPSTENER 


\ Se te 


a. 
a 


r et 
- 
7 
o. 





om 


4 j\= AUTOMATICALLY 
another REFILLED 


extra! 


The Sharon way of “packaging for profit” 
not only saves store space — reduces sales 


time —- Minimizes inventory investment, 
but Sharon lets you “stock ‘em and forget 
‘em” ... thanks to our automatic stock 


refill service. 

The “Hero” in this case, is the Sharon 
Serviceman, who keeps your assortments 
filled — as regular as clock work. 

And then, there’s the Sharon “Commercial” 
pack —a decimal pack of 100, which you 
may select in preference to the old standard 
gross packages (Sharon has both!) START 
MAKING FASTENERS PROFITABLE — 
contact Sharon today. 


WITH SHARON . . . YOU'LL SPEND 
MORE TIME COUNTING CHANGE — 
LESS TIME COUNTING FASTENERS. 


Shavit Bote aud Screiu Co: 


VEE MO 
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= FLETCHER 
I — 


Theres a new BOOST 
in Wood Scraper sales 


There are more DO-IT-YOURSELFERS 
than ever before. They need and 
use WOOD SCRAPERS 


A 10-SECOND Demonstration sells the FLETCHER 


A complete blade change can be made in 10 seconds. 
Show your customer how quickly and easily this can be 
done and he will be sold. Show him also how the blade 
can be offset for scraping in corners, and the advantage 
of oversize blades which can be used in all FLETCHER 
Wood Scrapers. There are six models. Be sure to stock 
all four sizes of replacement blades. 


HERE IS ANOTHER TIMELY ITEM 





DISPLAY THIS No. 6006 REGLAZING KIT 
IT'S NEW—AND IT SELLS 


There is a surprising number of do- 
it-yourself enthusiasts who will buy this 
new Reglazing Kit if they see it dis- 
played in your store. It contains every- 
thing necessary to do a professional job 
of reglazing. Some of these items are 
new and exclusive withS*LETCHER. The 
tools can also be purchased without the 
kit. Prompt delivery is assured on all 
orders. 





INCLUDE THESE ITEMS WITH YOUR ORDER 
FOR FLETCHER GLASS CUTTERS 











| Do you have the complete FLETCHER catalog? If not, ask for it. 








Save overhead expense by making group purchases from our supplier. 


A FULL 40% MARK-UP FOR DEALERS ON ALL THE ABOVE ITEMS 
THE FLETCHER-TERRY COMPANY 


876 SOUTH STREET FORESTVILLE, CONN 
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A PRICE-LEADER WITH 


BIG-CAPACITY PERFORMANCE! | 


o-1 UNI-PA 


(di eats yest 


” SPRAYIT. 


world’s largest manufacturers of portable paint sprayers 


LOOK AT WHAT YOU CAN OFFER CUSTOMERS FOR ONLY 


Vv so625 * RETAIL 


*Prices slightly higher in the 
11] Western States. 

GREATEST air delivery of any ‘4 H.P. unit: 22 CFM at 30 PSI 

= ae one-piece MOLDED NYLON, SPRAY GUN (internal mix) 

PROVED integral compressor design—compact, lightweight— 

over 100,000 in use! 

BIG built-in 44 H.P. famous-make motor 

1000 HOUR GUARANTEE on nylon-core diaphragm 

OIL-LESS OPERATION —lifetime sealed ball bearings 

15 FT. 14” 1.D. rubber-covered tubing with ‘4’ connectors 





New UNI-PAK’s combination of ace-high performance 
and rock bottom price will open up new profit opportunities 
among the vast home market. Feature UNI-PAK 


..you'll meet and beat all competition...BAR NONE! 


Also available with handy 
(model 901-1) 


for only $8.95* additional—RETAIL! 


carriage unit 





"THOMAS INDUSTRIES INC. 


Electric Sprayit Division, Dept. HA-3 

Executive Offices: 410 So. Third Street, Louisville 2, Kentucky 
Plants at Ft. Atkinson and Sheboygan, Wis.; Hopkinsville and Princeton, Ky.; 
Los Angeles 22, Cal.; Fort Smith, Ark. 


<<. 





____Sproyit 700-1 Uni-Pak @ $43.75* ea. 
Uni-Pak 901-1 carriages at $5.01* 


|] Send complete NEW Sprayit catalog in full color and name of Sprayit 
distributor. 


|] Enter my order for_ 


=. 


] Include each. 


Name 


See 








<  ee 


Signed ______ 
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News of the Trade- ~ 


West Virginia Assn. Elects New Officers 





Officers elected at the annual convention of West Virginia 
Hardware Assn. in Charleston were (left to right): David T. 
Farley, Farmers Hardware & Seed, Charleston, president; 
R. 


x Connant, 


president. 
Hardware, 


port; 


Tripletts, Sistersville, second vice-president; 
James C. Fielding, Charleston, 
Phillips, A. S. Shannon Hardware, 


managing director; and K. 
Buckhannon, first vice- 


Association directors include Howard Boltz, Boltz 
Martinsburg; Sam Hoye, 
Supply, Beckley; Herbert Rhodes, Home Hardware, 
J. E. Bradford, Chancellor 
George Alder, Alder Hardware & Furniture, 


Beckley Hardware & 
Bridge- 
Parkersburg; 


East Rainelle, 


Hardwa re, 


R. L. Law, Roberts Hardware, Clarksburg, who is immediate 


past president. 





Southwest Trade Area 
Sets First Show Dates 


Housewares, hardware, 
and outdoor living items will 
get the spotlight in a new 
merchandise market for the 
southwest trade area Sept. 
14-19. Area consists of 
Texas, Oklahoma, Arkansas, 
and the western third of 
Tennessee, Mississippi, Louis- 
iana, and New Mexico. 

Centered at the Adolphus 
Hotel, Dallas, and sponsored 
by the Dallas Manufacturers 
& Wholesalers Assn., Inc., 
the exhibition will be known 
as the Housewares-Hardware 
& Recreational Market. 

Manufacturers are 
invited to exhibit. 
wholesale volume for 
trade area is estimated at 
more than $21 billion for 
1956. This large slice of total 
national wholesale sales is a 
key reason for the necessity 
of such a show, according to 
association executives. 

Association president is W. 
C. Harris. Executive market 
committee members: C. T. 
Ellis, vice-president, Schoell- 
kopf Co.; W. H. Philp, vice- 
president, Huey & Philp Co.; 
R. E. Peake, president, Peas- 
lee-Gaulbert Corp.; T. W. 


being 
Total 
this 


Hall, president, Hall Whole- 
sale Co.; A. C. Johnston, ex- 
ecutive vice-president, South- 
ern Supply Co.; and J. P. 
Barfield, vice-president, Hig- 
ginbotham-Pearlstone Hard- 
ware Co. 


Red Head Brand Names 
Simpson Sales Manager 


Dudley E. Simpson has 
been promoted to sales man- 
ager of Red Head Brand Co., 
Chicago, Ill. 


Mr. Simpson joined the 





DUDLEY E. SIMPSON 


company’s sales force in 
1949. His territory has been 
the central and southwestern 
states. 
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24 SAMPLE BOTTLES 


12"HOW-TO-REFINISH” BOOKLETS <a ‘ 


in this COLORFUL 
COUNTER DISPLAY 


nf 


45%-PLUS PROFIT 
on this Special Spring Deal! 
It takes little more than a ten dollar 
bill to put our minimum deal on your 


counter ... and you'll earn more than 
45% on whatever investment you make! 


NATIONAL MAGAZINES and 
TELEVISION Pre-Sell Customers 
for You! 


Eight big national consumer magazines 
are carrying our ads from January 
through April . . . and more than 300 
television stations are scheduled to dem- 
onstrate Zip-Strip to their audiences! 


We Guarantee 
YOU’LL SELL EVERY CAN! 


Because Z1P-STRIP is the largest-selling, 
non-inflammable paint and varnish re- 
mover on the market...we uncondition- 
ally guarantee you will sell all you buy! 
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= 
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Right now... your jobber has the hottest deal ever 
on Z1p-StTrIP, the paint and varnish remover that’s 
selling like hotcakes to the do-it-yourself trade! 


All in one package, for the regular price of 11 
one-quart cans, you get one dozen quarts, plus 
24 sample bottles and 12 “how-to-refinish” book- 
lets packed in a ready-to-set-up counter display. 


Nationwide advertising is telling your custom- 
ers how ZiIp-StTrIP miraculously “bubbles off” old 
paint in minutes, leaves surfaces clean and ready 
to refinish immediately . . . how it removes 8 to 10 
coats with one application, requires no sanding, 
is harmless to hands, cannot explode or burn! 


Make sure your order gets in right away. This 
deal is limited to introductory stocks allowed 
your jobber. Have genuine Zip-Strip on hand as 
our big, new coast-to-coast promotion sends 
buyers your way! 


..the paint and 
varnish remover 
with the 


‘Bybble 


action! 


rt 


A product of STAR BRONZE COMPANY, Alliance, Ohio 
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‘ALERT’ 


... the fast-moving, profitable line of 


WATER SAVERS 


"Everybody 
Wants ‘em 


“ALERT” friction-free 
TANK BALL & GUIDE 


Stops running toilets, ends 
toilet handle jiggling. 














polystyrene cylinder as- 
sure perfect flush every 
time. Easily installed by 
anyone in 10 min. Nothing 





guarantee. Over 6 million 








counter display. $2.29 ea. 








satisfied users. Self-selling | 








Round rubber ball, “kink- | 
proof” Monel chain and | 





to get out of order. 3 year | 


-News of the Trade 


Wisconsin Dealers Elect Gasser President 





New officers and directors of Wisconsin Retail Hardware 
Assn. were elected at the 6|st annual convention in Milwau- 


kee. Shown here (left to right) are Alvin R. Moe, Moe 
Hardware, Black River Falls, vice-president; Edward Rath- 
sack, Wm. Rathsack Sons, Manitowoc, retiring president; 
Ray E. Gasser, Gasser Brothers, Boscobel, president; and 
H. A. Lewis, Stevens Point, secretary-treasurer. Directors 
include D. I. Pierce, Brodhead Hardware, Brodhead; A. C. 
Johnson, Robertson Hardware, Wauwatosa; W. K. Smith, 
Walter K. Smith Hardware, West Bend; A. E. Westlund, 
Westlund Hardware, Superior; Adolph Asleson, Asleson's 
Hardware, Stoughton; Clarence Mielke, Mielke’s Ace Hard- 
ware, Markesan; and Richard Schaus, Emil Schaus Hardware, 
Manitowoc. Advisory board members include C. P. Nelson, 
Nelson Hardware, Eagle River, and R. L. Lendved, Lendved 


Hardware, Clintonville. 





R. K. Carter Elects 
Guggenheim Director 


meeting. He will also be co- 
director of the company’s 
purchasing department. 







list. | William J. Guggenheim 
| was elected a director of Mr. Guggenheim was hard- 
| R. K. Carter & Co.. New Ware buyer for the firm for 


“ALERT” FAUCET REPAIR KIT 


Puts smooth finish on seat—assures true align- 
ment. Easy to use .. . can’t damage faucets. One 
tool fits all sizes. On individual 
display cards. 89c ea. list. 


29 years. Recently he was 
appointed office manager. 


York purchasing agents, at 
the annual stockholders’ 





Alabama Dealers Elect Officers for 1957 


—_— 


4 ; E Al > 











“ALERT” WATER-MISER? | (= Gao 
Ball-Bearing FAUCET WASHER 





Stainless steel ball bearings eliminate grind that wears 
out ordinary washers. Simple to install. Available in | 
4", 3%” and 14" sizes. Fits 00 to 14” L. Colorful display | 
39c ea. 





y 


carton contains 2 doz. assorted sizes. 


list. | 
“ALERT” Float-Rite 
TOILET FLOAT ADJUSTER 


Stops toilet hissing, overflushing and 
overflowing. Easily installed. Saves up 
to 15,000 gallons of water a year. Cor- 
rosion-resistant brass. 3 year guarantee. 
Colorful display box. 49c ea. list. 








| Among the new officers installed at the recent annual con- 
| vention of Alabama Retail Hardware Assn. were (left to 
| right) Silas Martin Jr., Martin Hardware, Wetumpka, second 
vice-president; W. T. Wild, Wild Bros., Evergreen, first vice- 
president; Rupert Watson, of Atmore, former state president 
who installed the officers; and Guy R. Coplin, Coplin Hard- 
ware, Guntersville, president. Elected directors were G. 

Bailey, Parker-Sledge Hardware, Montgomery; Otis Benson, 
Benson Hardware, Birmingham; Leonard Housel, Housel 
Hardware, Reform; Irvin Kinney Jr., Bama Hardware, Birm- 
ingham; Frank Ledbetter, Southern Hardware, Attalla; D. W. 
Moody, Moody Hardware, Montgmery; B. F. O'Steen Jr., 
O’Steen Hardware, Florence; L. D. Owens Jr., Builders Hard- 
ware Supply, Bay Minette; John Sandlin, Sandlin Hardware, 
Decatur; C. M. White, Jackson Hardware & Supply, Jackson; 
Bill Wittmeier, Wittmeier Supply, Oneonta, and W. F. Wool- 
ridge, Woolridge Hardware, Spring Hill. Charles Giles, Birm- 


ingham, was reelected secretary. 








FREE! Promotion and 


sales helps- Displays, 


streamers, NE 


Prices slightly higher | 

in 11 western states. | 

In Canada: Fox Agencies Ltd., 
Port Credit, Ont. 





Order now from your jobber, or write direct. 
ARDMORE PRODUCTS CO. CONSHOHOCKEN 5, PA. 
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MORE MONEY-MAKING 
THAN ITEMS IN THE 


AMERICAN LOGGING TOOL LINE 








Here are just 4 of the more-than-500 separate items 
in the American Logging Tool Line. Our specialty 
is log handling tools — cant hooks, pike poles, pea- 
veys, tongs, hookaroons and handyman equipment. 
Write —call today for illustrated catalog and prices. 





PIKE POLE—high- 
carbon, one-piece 
forged points and 
hooks, available 
in straight or 
curved pike, with 
aluminum or white 
ash hondles. 


LOAD BINDER—quickly tight- 
ens and holds chains to bind 
lumber, logs, automobiles, 
pipe, steel to truck. 


Py. Caco 


ma Tif nam " 


eee 


nA DDSI ODD 










SNOW SHOVELS —stur- 
dily built, light weight. 


nn 


CANT HOOK — 
forged steel hooks 
and toe rings, 
select rock maple 
or hickory han- 
5 dies. Available in 


ee 


GET FULL LINE 
CATALOG 


all sizes. from 











; 


« 
My MERICAN LOGGING TOOL CORP. 
» * a Subsidiary of Brodenck © Bascom Rope Co. 

+ @” Factory: EVART, MICH. General Office: 4203 Union Bivd. 


»* 
ST. LOUIS, MO. 















Now demanded by millions for houseplants, flowers, v 
ardens. Produces vigorous, ——— Laney J = all plan 
ealer 331% profit. Attractively Does not deter- 
lorate, is clean, odorless and SAFE. ees iat in water for use 
l-oz. makes 6 a A liquid plant food 


bles, lawns 
quickly. Pays 







Retails Your Cost axel OFA Hiuap 
l-oz. pkt. 10¢..... 72 to case wt. 7 Ibs...... $4.80 case "e “oa 
3-oz. can 25c..... 36 to case wt. 12 Ibs...... $6.00 case Good Hoasehe by * 
J-oz. can 5O0c..... 24 to case wt. 14 Ibs... .. . $8.00 case euseneoping 
1-Ib. can $1.00..... 12 to case. wt 16 Ibs...... $8.00 case Wes covrensee MEH 


Also packed in 10-ib., 25-ib., 50-Ib. and 100-ib. drums 
1} your jobber cannot supply you, order direct. 


HYDROPONIC CHEMICAL CO., Inc., Copley, Ohio, U.S.A. 














BUILDERS’ 





* ’ 
A favorite among builders for over 50 years! 
Your trode will appreciate the wide diversity of sizes and styles in the 
complete line of National builders’ hardware. 
Eoch product is designed and manufactured with care and precision 
a oe — oe Built-in bs re eepae 
of all National hondaoee aan oe eg 
Use the new catalog No. 26 for ready reference to the latest in quality 
hardware. Write today if you have not received your copy. 
Vln MANUFACTURING COMPANY 
OFC rLLIN OTS 
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STERLING 












OWER 
MOWERS 


BUILT FOR THOSE WHO 









BETTER 
ENGINEERED 


Outstanding design, sturdy con- 
struction and highest quality, 
have always characterized all 
COOPER Power Mow- 
ers. Thousands upon 
thousands of satisfied 
owners testify to their 
many features for fine 
grass cufting and con- 
venient! easy 
operation. 









18” and 20” 
Cutting Widths 


THE AYLIPPER" vine 


Moderate in cost for such high quality, ‘‘KLIPPER’’ 

reel type mowers are built to give many years of 

economical, dependable and trouble-free service. 

The name COOPER signifies quality - outstanding 

engineering design - precision manufacturing - 

unquestionable TOP performance on America’s 
finest lawns. 


THE Gyelo-mo LINE 


21” Self-propelled or 18” and 20” Push 
Type “‘Cyclo-Mo” Rotary mowers all pro- 
vide the safest and most effortless cutting 
performance on fine lawns or toughest 
weeds. Good design and rugged 
construction, provide easy han- 
dling and dependable operation. 


BETTER 


BUILT 














. BETTER 


PERFORMING 





21” Self-propelied 
18” and 20” Push Type 





Briggs & Stratton 4-cycle 
engines. Rope, Recoil or 
Electric Starters. 


EDGE’'’N TRIM: Remarkable new lawn 


and garden maintenance tool. 









A complete line of Power Mowers and 
Accessories for every grass cutting need. 






Write or wire for literature 
and FREE copy “‘Employees’ 
Selling Guide."’ 





LONGER 
LASTING 





AND SCHUMACHER MAKES IT 
PROFITABLE BUSINESS FOR YOU! 


The insect season is on its way, bringing sales oppor- 
tunities for you— opportunities to enjoy good volume 
sales of window screens and screen doors. And you stand 
the best chance to make those sales with Schumacher 
screen goods; quality sells best and Schumacher’s made 
only quality products since 1889! 


FAMOUS “REDDY-LOC” ADJUSTABLE WINDOW SCREEN 


® Exclusive locking device prevents 
screen rattle . keeps small chil- 
dren from pushing screen out of 
window. 
- a rccre corner construc- 
tion 


Metal slide has four position grips. 
Sections won’t separate. 

18 x 14 mesh galvanized wire 
an machine-stitched and _ se- 
curely anchored. 
Colorfully-labelled to build self- 
service sales! 


METAL-RAIL WOOD END ADJUSTABLE SCREEN 


@ Step tenoned corner construction for 
maximum rigidity. 

© Heavy gauge galvanized rails. 

© 18 x 14 mesh galvanized wire cloth 
machine clamped in rail and metal up- 
right. 

® Attractively finished kiln-dried wood 
ends. 














SCHUMACHER SCREEN DOORS 


® Wide range of styles and finishes. 

® Thoroughly seasoned lumber in every door. 
® Blind mortise and tenoned construction. 

® Flush beaded molding on every pattern. 

@ Wire cloth is machine rolled and locked. 


For plus sales, stock Schumacher Window Ven- 
tilators, too. There's a type that’s right for every customer. A post card 
to us will bring complete details. 


THE F. E. SCHUMACHER CO. 


HARTVILLE, OHIO 





| wholesaler in Madison, Wis. 


—___——_—__—_—— News of the Trade —— 


Walsh Heads Connecticut Association 


New officers were elected at Connecticut Hardware Assn.’s 
recent annual convention in Hartford. Shown here (left to 
right) are: front row, Arthur Sollosy, State Paint & Hard- 
ware, Bridgeport, vice-president; Edward Walsh, E. M. Walsh, 
New Haven, president; standing, Francis Prichard, Star Hard- 
ware, Rockville, second vice-president; Harris Russell, acting 
secretary; and Carl Nygard, Collins & Freeman, Branford, 
treasurer. Ned Russell, Harris Hardware, Southport, was 
elected secretary. Directors re-elected were Martin Daniel, 
New Haven; Ralph Kellogg, Norwalk; Albert Sherwood Jr., 
Woodbury; Joseph Cawley, Bristol; Victor Belfante, Washing- 
ton Depot; J. J. Harding, Rowayton; Joseph Leo, Newtown; 
W. A. Mahoney, Norwichtown; Charles Bacon, Middletown: 
David Kreiger, Shelton; Harold Bock, Torrington; and 
Charles Schmidt, Waterbury. 





Co-Managers Appointed 
By Madison Hardware = salesman for Frankfurth 


Robert A. Kruckman and Hardware Co., wholesaler in 
Donald E. Lester have been Milwaukee, Wis. Mr. Lester 
appointed co-managers of had been a salesman for 
Madison Hardware Co., John Pritzlaff Hardware Co., 
wholesaler in Milwaukee. 


Mr. Kruckman had been a 





Tri-State Assn. Elects Officers, Directors 





Officers and directors of Tri-State Hardware & Implement 
Assn. elected at the annual convention in Amarillo, Texas, 
were (left to right): seated, Carl Maurer, Maurer Machinery, 
Friona, Texas, retiring president; E. C. Armstrong, director, 
National Farm Equipment Assn.; Kenneth Cox, Farmer's Sup- 
ply, Lubbock, Texas, president; Morton Gragg, Portales 
Hardware, Portales, N. M., vice-president; Lawrence Mer- 





chant, Carlsbad Hardware, Carlsbad, N. M., director; stand- 
ing, Homer Estlack, Estlack Implement, Clarendon, Texas, 
_advisory board; F. D. Huning Huning Mercantile, Los Lunas, 
_N. M., director; Fred Sherwood, Morris Hardware, Childress, 
| Texas, advisory board; J. L. Hook, Hook Hardware, Tex- 
'homa, Okla., director; K. G. Vaughn, Vaughn Implement, 
| Tulia, Texas, director; Wallace Reid, Reid Hardware & Im- 
| plement, Munday, Texas, director; R. P. Isaacs, R. P. Isaacs 
| Hardware, Clovis, N. M., retiring director; and R. B. Allen, 
Canyon, Texas, executive director. Not shown is J. R. Stanley, 
| Stanley Hardware, Big Spring, Texas, director. 
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RANSON 
SCALES 








of value for over 
65 years 


WEIGHMASTER 
BATH SCALE 


UTILITY SCALES 7 
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HANSON SCALE CO. (Est. 1888) 
NORTHBROOK, ILLINOIS 


Y PURITAN 


displays turn 
store traffic into 
profitable sales! 





Ask your wholesaler 
for facts on 
PURITAN’S national 
advertising and 
sales aids! AA-2435 


PRODUCTS, INC. ee 
Cleveland 2, Ohio 3 oe 


AK AY 


4034 North Kolmar Avenue * Chicago 41], Illinois 
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NOW...AKAY Gives You Color 
= (ae To INCREASE Your SALES! 


NEW AKAY ADD-A-FENCE 

Sturdy plastic sectional picket 
fence, section joiners and corner 
locks for lawns, gardens and cor- 
ner markers. Break resistant .. . 
color fast in pink, flamingo, yel- 
low and white. Suggested retail— 
Four sections with corner locks, 
$2.49. 

AKAY PLASTIC TRELLIS 

Beautiful plastic trellis that adds 
beauty and support to all climbing 
plants. Break resistant—weather 
resistant. Two 3’ high by 15” 
wide sections assemble easily into 
one 6’ trellis or variety of designs. 
Now in pink, flamingo, yellow or 
white. Retail, $2.98 per set. 
HOLD-A-BOOK 

Sturdy wire and plastic in eight 
decorator colors. Holds recipe 
books, newspapers, etc., at right 
angle for easy reading. Suggested 
retail, 98¢. 

AKAY MEMO-MASTER 

Sturdy break-resistant plastic in 
8 colors has 75 ft. paper roll, holes 
for hanging, non-slip rubber feet, 
pencil and pencil holder. Sug- 
gested retail, 98¢. 

AKAY DRI-FLOR DRIP TRAYS 

Now in green, yellow, pink, blue 
and white. Drains moisture from 
sweating modern type toilet tanks 
into cups that twist to empty. 
Break resistant . . . won’t rot, rust, 
crack or discolor. Suggested re- 
tail, $2.99 each. AKAY TOI-TRA, 
also in above colors, drains mois- 
ture from wall-hung flush boxes 
into toilet bowls. Retails at $1.79. 
AKAY "BIG FREEZE” ICE SCRAPER 
Akay’s break-resistant plastic 
scraper sells on sight because it’s 
designed for deep-freeze units and 
refrigerators. . . . Speeds up de- 
frosting. Does any rough, tough 
ice removing job with ease. Sug- 
gested retail, 39¢ each. Akay 
“Clip-on” windshield scraper re- 
tails at 19¢. 

“Talking” display-cartoned to 
speed sales. 


eR Sek @ -wmmen, 


DIVISION OF HAUSER PRODUCTS, INC 





Sell "NEW" FLOORS 


FOR OLD IN JUST ONE DAY 


Sell FABULON: 


FLOOR FINISH 





NEVER NEEDS WAXING 
NEVER NEEDS SCRUBBING 


Here's a top-demand floor finish packed with proven profit 
potentials for you! FABULON, the original ‘‘bowling alley" finish 
for home floors, needs no filler, applies easily with brush or roller, 
dries in half an hour . . . makes old floors ‘‘new’’ in just one day! 
Housewives rave about FABULON’s sparkling, carefree beauty . .. 
no more waxing or scrubbing. Dealers like its generous profit, its 
fast turnover and the pilus business it promotes . . sander 
rentals, brushes, rollers, sandpaper, etc. 


FOR EXTRA PROFITS 
SELL THE REST OF THE 


FABULOUS FAMILY 


OF FINE WOOD FINISHES 


PRYME* 


the fabulous 
First-Coater. 
Seals thirsty 
wood — adds 
lite and beauty 
to all top- 
coots. 


FABULOY® 


the fabulous 
Resin X Finish 
... "preferred 
to varnish'’ for 
all other-than- 
floor natural 
wood finishing. 











WHY STOCK SEVERAL ‘‘CLEARS’’ 
WHEN THE FABULOUS FAMILY FILLS 
EVERY WOOD-FINISHING NEED? 


Here’s support that 
gives these specialty items 
volume turnover... 


@ National advertising — full and half page ads in LIVING. 

@ National and local publicity across the nation. 

@ Free sales aids galore .. . banners, folders, posters, stuffers, 
ad mats, valuable HOW-TO-DO-IT manuals, etc. 


For complete details on the profit potentials of a FABULON 
dealership PHONE YOUR DISTRIBUTOR TODAY ... or write 


CRS) PIERCE & STEVENS CHEMICAL CORP. 
: 710 Chio Street “TM Buffalo 3, N. Y. 
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News of the Trade- 


New appointments, new territories, etc. 


MANUFACTURERS SALESMEN 


Macklanburg-Duncan Co., 
Oklahoma City, Okla., has ap- 
pointed three new salesmen. 
They are Myron S. Way for 
southern California, Dow 
Saunders for Oregon and 
part of Idaho, and Morris 
Rudio for Montana. 

v 


Black & Decker Mtg. Co., 
Towson, Md., has appointed 
Newton I. Mabus district 
manager of its Kansas City, 
Mo., Hardware Div. Mr. 
Mabus had been a sales rep- 
resentative for the company 
since 1953. 

v 

Proctor Electric Co., Phil- 
adelphia, Pa., has appointed 
R. W. Daniel western re- 
gional sales manager. He 
succeeds F. J. Davis who was 
promoted to sales manager of 
Proctor’s Consumer Div. 

v 


Hy-Pro Tool Co., New 
Bedford, Mass., has ap- 
pointed Jack Merritt its rep- 
resentative in Michigan. 

. 


Hamilton Mfg. Corp., Co- 
lumbus, Ind., has appointed 
Francis E. Galloway to its 
sales force. Mr. Galloway 
had been vice-president of 
Southern Toy Mfg. Co., 
Waco, Texas. 

v 
Woven Hose & 
Rubber Co., Boston, Mass., 
has appointed Louis H. 
Champagne its Michigan rep- 
resentative. 


Boston 


v 
Parker Mfg. Co., Worces- 
ter, Mass., has appointed 
Robert J. McCormack its rep- 
resentative in the South. 
v 


Acme Quality Paints, Inc., 
Detroit, Mich., has appointed 
E. P. Dorr its Pacific Coast 
district sales manager. He 
succeeds L. J. O’Doherty, 
who was promoted to direc- 
tor of sales of the Automo- 
tive Div. 

Vv 


Wood Shovel & Tool Co., 
Piqua, Ohio, has promoted 
six men to district sales man- 
agers. They are E. J. Prior, 
New England and eastern 
New York; A. C. Brauer, 
western New York, Pennsy!l- 


West Virginia 
and Kentucky; Wallace 
Bender, eastern Pennsyl- 
vania, New Jersey, Maryland 
and Delaware; R. E. Spahn, 
Illinois, Indiana, Michigan 
and Wisconsin; W. H. Wald- 
man, North Dakota, South 
Dakota, Minnesota, lowa, 
Nebraska, Missouri and Kan- 
sas; and T. A. Jacob, north- 
ern California, Washington 
and Oregon. 


vania, Ohio, 


v 


Deming Co., Salem, Ohio, 
has promoted John Klein to 
assistant sales manager. Mr. 
Klein had managed the Jack- 
sonville, Fla., sales office. 

~ 


Otto Bernz Co., Rochester, 
N. Y., has appointed Otto W. 
Sticht its Memphis, Tenn., 
regional manager. Mr. Sticht 
had been eastern sales man- 
ager for Tilden Tool Mfg. 
Co. 

v 


Skillman Hardware Mfg. 
Co., Trenton, N. J., has ap- 
pointed George Bauman a 
field sales manager in the 
midwest and South. He had 
been field sales manager for 
Penn Akron Co. 

v 


Gould-Mersereau Co., Inc., 
New York, N. Y., has pro- 
moted Edward Ward to sales 
representative for all of New 
England. He formerly had 
covered only southern New 
England. 

7 


Olin Mathieson Chemical 
Corp. Electrical Div., New 
York, N. Y., has appointed 
Ralph Biersach head of West 
Coast sales. He had been 
with Lentheric, Inc. 


industrial Convention 


The Triple Industrial Sup- 
ply Convention will be held 
at San Francisco from June 
17-20. Attendance is_ re- 
stricted to members of the 
American Supply & Ma- 
chinery Mfrs. Assn., Na- 
tional Southern Distributors’ 
Assn., and Southern Indus- 
trial Distributors’ Assn. 
Business sessions begin 
June 18. 
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LANT FOOD 
PELLETS. 


> FINEST LAWN 


NUTRO 


PLANT. FOOD 






AND GARDEN PLANT FOC 






PELLET? 


HARDWARE DEALERS—HANDLE ONE 
BRAND OF FERTILIZER—THE BEST! 


NUTRO is a uniquely different all- 
purpose plant food—easy to apply, 
efficient and economical. Its free- 
flowing, dustless and odorless pel- 
lets set a mew standard in plant 
food—will make new sales for you. 
NUTRO Plant Food Pellets contain 
all the primary plant foods, plus 
MN. These Micro-Nutrients are a 
fortification of rare elements added 
at the recommendation of horticul- 
turists. Pellets are more efficient— 


last longer. 


foods. 





Distributors—Dealers: 


enced producers of plant food. 


WRITE TODAY 


Stock the entire family of Nutro plant 
Backed by the reputation of one 
of the largest, most reliable and experi- 


for information on 





and national advertising. 


NUTRO 
products—a complete family of 
plant foods, supported by local 


SMITH-DOUGLASS CO., INC. 





Norfolk 1, Virginia 








Your Guide to 2 Big-Money items 
Cup and Paste In Your Orver Book 


Pete SF SF SF SSS SSF SSF SF SF SSF SSF SFT STS SST SSS Be eee eS 
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V ELECTRIC PAINT REMOVER 
LUDLOW Suger 


G/lo-Torch 


The Super Glo-Torch removes old paint up to twenty 
feet per minute .. . increasing demand from coast 
to coast ... professionals and amateurs alike buy 
and use it. Built with 1000 watt AC/DC tubular 
metal sheathed heating unit .. . stainless steel re- 
flector ... easy-grip hardwood handle... heavy-duty 
UL-approved cord. Retail price, $11.95. Stock it now. 


V ELECTRIC PUTTY SOFTENER 


NEW PUTTY TORCH 


Brand new product. .. Putty Torch melts old putty 

. clean, easy removal. The only putty softener 
with tubular heating unit .. . stainless steel reflector 

. square-built to fit right and left-hand corners 
without turning tool . .. can be used continuously 
all day without overheating. Rating, 750 watts, 115 
volts AC/DC. Dealer cost, $14.00. Order from 
jobber or direct from manufacturer. 


LUDLOW PRODUCTS CORPORATION 
1416 Broadway, Schenectady 6, N. Y. 





TWO MORE 


FOR EASY 
STOCKING 
SELLING 
INSTALLING 


Versatile Multi-Purpose 
Jet Pumps that Convert from 
Shallow Well to Deep Well! 


It’s easy to change this pump from 
shallow to deep well by taking the 
ejector off the pump and moving it 
down into the well! Available pack- 
aged, completely assembled with 
. tank, pump and accessories. Send 
\. for details today! 


F & W Multi-Purpose—', %, 1 H.-P. 
Motors, 1 or 2 stages. Pressures to 
100 Ibs. Maximum capacity 950 G.P.H. 
Package units with 12 or 30 gal. tank; 
conventional, 42 gal. tank. 


F & W Economy Multi-Purpose— 
Priced to meet volume competition. 
Vs H.P. Motor, 350 G.P.H. @ 15 ft., 
20 P.S.l. Package units with 6, 12, or 
30 gal. tanks. 








It’s “Easy-Wrap” Season 


It 
Sells 
Itself! 






‘““FASY-WRAP”’ 


® Stops Pipe Sweating 

¢ Insulates Hot Water Pipes 
® Helps Prevent Pipe Freezing 
* improves Room Appearance 


It is a quality glass fibre insulation and an 
ovuter-wrap vapor sealing tape designed for 
the do-it-yourself home owner. All you do is 
put it on your counter and replace it as fast 
as it sells. Quick, easy profit for you. 


Order from your jobber 


Packed: In individ- Q r 0 p A C N C 


val “’Eye-Stopper”’ 
Display Carton. 
3427 Cleveland Street, Skokie, Ilinois 
LEAS AL AAMAS BS IE AE 8 


One dozen car- 
tons in Master 
shipper. 


KEYED TO MODERN NEEDS 


Ml nh 

‘i Hi 

a na 

ON 4” Upright Rim Knob Lockset 

Y SKILLMAN 

Passage Set —Steel Plated No. 0021425 
SKILLMAN 


No. HS5003xDB 


This Passage Set and Rim Lock. Set, familiar to 
the hardware trade for generations, are still made in 
the fine-old way with sand-cast iron cases and wheel 
polished bolts, by Skillman, the largest manufacturer 
of Rim and Bevel Sets in the country. True to the 
name and number, these “bread-and-butter”’ locks 
have never been cheapened by switching to pressed 
steel and pot metal. Supreme quality in their class, 
they let you meet competition and get a fair profit. 


These are just two of the many items in what is 
probably the largest line of builders’ hardware car- 
ried by any hardware maker. Everything from fine 
Colonial reproductions, house and heavy duty mor- 
tise locks, competitive bore-in locks, classroom and 
church hardware, to shelf hardware. 


Having trouble getting some old stand-by? We 
probably stock it. One of our representatives is near 
you—won’t you invite him in? Please use the coupon. 


ee” SC 


One of the Longest Lines Available 


SKILLMAN HARDWARE MANUFACTURING CO. 
1700 N. Calhoun St., Trenton 4, N. J. 


Please let me see your catalog. 


Name 


Lnsooonaaaanaunaeanaaunnam 
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Firm 


Address 
We're especially interested in 
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— News of the Trade 


Nebraska Assn. Elects Officers, Directors 


New officers and directors elected at the 55th annual con- 
vention of Nebraska Retail Hardware Dealers Assn. included 
(left to right): R. M. Pence, Pence Cash Hardware, Aurora, 
retiring president; Dean Callan, Callan Hardware & Imple- 
ment, Odell; Dick Joy, United Supply, Lincoln; Don Jones, 
Jones Hardware, York; and Vincent Nelson, L. E. Nelson & 
Son, Omaha, all directors; Frank Capalino, Hastings, secre- 
tary; and Irvin Enke, B & E Hardware Co., Emerson, first 
vice-president. Not shown in picture are Walter Good, Pelz 
Hardware, Holdrege, president; Walter Reed, Morrill Hard- 
ware & Implement, Morrill, second vice-president; Friel Kerns 
Jr., Kerns’ Hardware, Humboldt, and Bob Benson, Benson 
Farm Store, Bancroft, advisory committee members. 





McLaughlin To Head 
Crosman Arms Sales p 
rovo, Utah. 


Crosman Arms Co., Inc., 
Fairport, N. Y., has named 
Carl W. McLaughlin sales 


Alton Anderson, 
Ida.; and Owen 


Rexburg, 
Johnson, 


Kyanize Elects Hall 

to Board of Directors 
David S. Hall was elected 

to the board of directors and 


executive committee of Kya- 
nize Paints, Inc., Everett, 


CARL W. McLAUGHLIN 


manager. Mr. McLaughlin 
headed his own manufac- 
turers’ representative agency 


before joining Crosman. DAVID 8S. HALL 


Mass., at the recent annual 
meeting of the board. 

Mr. Hall is a sales execu- 
tive of the company. 


Intermountain Dealers 
Elect Ashton President 


Lowe Ashton, of Heber 
City, Utah, was elected presi- 
dent of Intermountain Hard- 
ware & Implement Dealers 
Assn. at the 53rd annual con- 
vention in Salt Lake City, 
Utah. 


Wright Gets Revere Top 
Sales Promotion Post 


Richard C. Wright has 
been named sales promotion 


W. C. Fronk, Ogden, Utah, 
and Jess McClellan, Mont- 
pelier, Ida., were elected vice- 
presidents. 

New directors elected were 
Dillon Erickson, Nyssa, Ore.; 
Alten Jenkins, Nampa, Ida.; 


manager, utensil department, 
Rome Mfg. Co. Div., Revere 
Copper and Brass, Inc., 
Rome, N. Y. 

Mr. Wright joined Revere 
last year as an assistant ad- 
vertising manager. 
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“A Good Line to Handle” 


FFIN 


HINGES 

















Cat. #BB197 
Template Butts, Button Tips 
with permanently attached Bearings 





Builder’s Special | 
Cat. #540 


95 New Turner propane torch 


85th Anniversary Special 


5 For a limited time, Turner is offering this 


newly designed $6.95 propane torch for 
ea a only $5.95. Notice the new valve body 


Wrought Steel Butts 
Cat. #R240 





You'll find the trade saying “Let’s handle 








dealans Specifically for propane torch use. It’s forged brass - . Bod 
for greater strength and density . . . improved performance Griffin Hardware because Griffin gives good 
and greater salability. The tank’s disposable and brings service, they back up their products, they 


regular repeat business that grows and grows. never cut their quality ... and most im- 
portant the customers like the products.” 


$ 95 Turner gasoline blow torch Display them and you’ll sell them—Griffin 


Now, Turner gives you a new gaso!ine Hinges ... order by the carton... in any 


Retail blow torch that’s priced low enough to selections your customers want. 
(Model T15) reachevery market. The massive bronze , 


burner performs flawlessly in all weather. Heavy gauge 

steel tanks have brazed joints—no solder. It has an NEW VISIPAKS-—Order by the 
extra large flame for heating, burning or thawing— carton of individual carded items. 
holds one quart of leaded or white gas. Add this line 
and pick up all the gasoline torch customers that are 
in vour store every day. 


TURNER BRASS WORKS _ nays 
— MANUFACTURING CO. ERIE, PA. 
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BUILT TO RIDE Sf? 


PATO 


BY MUSGRAVE 





- - leader 
in riding 
mowers 


~ 


> 
; ~ 


dealers surprised we 
haven’t raised prices 


Hundreds of dealers who last year enjoyed good profit 
selling MOW Cycles, have now looked over the 1957 
models. Almost invariably, these experienced merchants 


express surprise that in spite of 
having made numerous im- LJ§$T PRICES 
MODEL ‘24’ 


rs 


provements on the machines, we 
have not followed the general 
trend this year and raised our 
prices. 


These men discovered that we 
have increased horsepowers, 
provided better starters, simpli- 
fied drives, widened rear treads, 
reinforced steering mechanisms, 
revised gear shifts, protected ex- 
posed hardware with rust re- 
sistant plating and effected many 
other detail changes that make 
MOW Cycles even better and 
more durable than they were. 
Yet prices remain the same. 


$289.50 


There is no mystery about why 
we can do this. MOW Cycles are 
built in America’s only factory 
devoted exclusively to the pro- 
duction of riding lawn mowers. 
The more we build, the less each 
one costs. They have consistently 
outsold all competing makes for 
seven years. Present sales vol- 
ume is bigger than ever. Result- 
ant production efficiency enables 
us to make them better and still 
not charge more. 


$219.50 
*PRO-6' 


7 em want to sell reliable goods 

that offer the-best possible values, act 

omen. Get full information on 
OW Cycle at once. 





Musgrave Incorporated, Dept. A, Springfield, Ohio 
Please send trade information on the MOW CYCLE 
line. 


Name 
Address 
City 











Zone _State 
COMPLETE LAWN CARE WITHOUT WALKING 


be e& -& -& Dh 
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News of the Trade—— 


C. Y. Schelly, Penna. Wholesaler, Opens 
New Hardware Dealer Display And Showroom 


C. Y. Schelly & Bro., Inc., 
Allentown, Pa., wholesaler, 
recently opened a new dealer 
display and showroom on 
Liberty St. from 16th to 17th 
St. 

The renovated showroom is 
equipped with indirect light- 
ing and the newest in island 
displays to give the dealer 
an unexcelled opportunity to 
inspect and order from the 


Interior view of the modern 


manufacturers’ displays. 

The management feels that 
the new showroom service 
along with such other ser- 
vices as seasonal ad circulars, 
store layout, merchandising 
and display, newspaper ad 
layout, showcard printing 
and drive-in warehouse facil- 
ities should enhance Schelly’s 
opportunity to serve these 
dealers. 


dealer display and showroom 


recently opened by C. Y. Schelly & Bro., Inc., Allentown, 


Penna. 


Adikes' Garden Supply 
Show Visited by 850 


More than 850 Long Island 
garden supply dealers at- 
tended the third annual! gar- 
den supply show of J. & L. 
Adikes, Inc., garden supply 
wholesaler, at Hempstead, 
ie’ Be 

Thirty-two national manu- 
facturers exhibited at the 
show. Door prizes totaling 
$1000, movies,.crowning of 
a queen, and a buffet supper 
were features of the show. 

Dr. Louis Pyenson and C. 
E. Barke of the Long Island 
Agricultural and Technical 
Institute gave illustrated 
talks. 


C. Hager & Sons Buys 
Target Products Co. 


C. Hager & Sons Hinge 
Mfg. Co. has purchased the 
Target Products Co. and has 
taken over its line of house- 
wares. This is the 109 year 
old firm’s first move in a 
planned expansion into the 
housewares field. 

C. Hager & Sons will con- 
tinue to manufacture its 
complete line of builders and 
contract hardware. The com- 


pany is now redesigning sev- 
eral housewares items that 
will be available to the trade 
in the near future. 


Walter L. Wise Jr. 
Joins Sargent & Co. 


Sargent & Co., New Haven, 
Conn., has appointed Walter 
L. Wise, Jr., general mana- 


WALTER L. WISE, JR. 


ger of its Sargent Hand Tool 
Div. 

Mr. Wise had been mana- 
ger of marketing for Toledo 
Seale Co., Toledo, Ohio. 

E. F. Wilson, who has been 
with Sargent since 1948, will 
be sales manager. 
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NOW . . . for NATIONAL HARDWARE 
WEEK ... a super-value SPECIAL! 


on colorful, new du-rite levels... 
REGULAR PRICE... 








.. 5S each level a 
' super value at the low 
Ss low Hardware W eek price! 


OW.. $498 


PRICED TO YOU to sell for only EACH 


Packed 4-LEVELS to each handsome point-of- 
purchase display carton ready for immediate mer- 
chandising. Order +HW-464 from your jobber! 


= 





Sales Reps. ... 


Jobn H. Graham & Co., Inc., New York, N. Y. 
Gardner & Meredith, Chattanooga, Tenn. 


J. H. SCHARF 
6120 Binney St., 


or write 


MANUFACTURING CO. 
Omaha 4, Nebraska 


manufacturers of famous MAGNELITE levels! 


SERVICE SHARES 





Patterns are available for practically all 
plows, listers, middlebreakers in No. 1 soft 
center or No. 2 crucible steel of the highest 
quality obtainable. Also, we are now pro- 
ducing a new line of Star Blade-Type Plow 
Shares —in regular and short patterns — 
miade from solid steel, rolled to our own 
strict specifications, and automatically heat 
treated for maximum strength and wearing 
qualities. You'll want complete details now. 


FULLY GUARANTEED 


AS TO QUALITY, FIT AND FINISH 


STAR MANUFACTURING COMPANY 


DIVISION OF ILLINOIS IRON & BOLT CO. 
CARPENTERSVILLE, ILLINOIS, U.S. A, (EST. 1873) 
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Key 1 (=) mam ALL-ANGLE Md (VD T- [1g 


Guaranteed to 


CLEAR CLOGGED TOILETS 4 


in a jiffy! 













An exciting new item 
by the makers of 


WATER MASTER 
TANK BALLS 


A series of successful test campaigns have sold 
thousands of Toilaflexes—have proven this power- 
ful new plunger sells itself on sight. There’s an 
unlimited market for Toilaflex, in homes, fac- 
tories, institutional buildings, motels, etc. 





| § Beginning this month and running the entire year 
| round, the greatest advertising campaign ever 
conducted for a plunger will direct customers to 
your store for TomaFLex. Don’t miss these easy, 
new sales. Stock TomaFLex .. . sell TOmaFLex! 


$2.65 each retail . . . your cost $1.75 each 
packed 4 fo the shipping carton 


Order today from your jobber, or send us your 
order and give your jobber's name 


THE STEVENS BURT CO., New Brunswick, NW. J. 


a division of the Water Master Company 


265 





NO MORE RUST SPOTS 


from customer handling of saws 


ALL DISSTON SAWS you order, such as this D-23, 
are “DISSTONIZED” for your protection. 


Disston’s special baked-on finish 
keeps saws factory-fresh and shiny 


No more rust spots or smudges! No more finger marks! 
No more oiling! Now you always have a new-looking 
piece of merchandise to display and sell... no matter how 
much your customers handle Disston Saws. 


How come? It’s all because of the tough, flexible, trans- 
parent finish Disston engineers bake onto the steel. This 
finish is not an oil, wax or lacquer. It won’t rub off, peel, 
crack or discolor the blade. 


Stock and sell the hand saws that are protected from 
rust while on display—Disston Hand Saws! Place your 
order through your Disston wholesaler today. 


WANT MORE INFORMATION? 


Write Henry Disston Division, 
H. K. Porter Company, Inc., 
Philadelphia 35, Pa. 


Henry DISSTON DIVISION 
H. K. PORTER COMPANY, INC. 








O'Hara as President 


'and A. §. Peterson, of Tip- 
| ton, was elected a new direc- 





News of the Trade 
Officers, Directors Elected by Ohio Assn. 





Officers and directors of Ohio Hardware Assn. elected at its 
recent convention in Cleveland, Ohio, were (left to right): 
seated, W. W. Herringshaw, Herringshaw Co., East Cleveland, 
director; C. E. Graeff, Graeff Hardware, Dayton, director; 
H. T. Zettler, Zettler Hardware, Columbus, vice-president; 
Thomas H. Rea, Potter Hardware, Cambridge, president; J. B. 
Conklin, Columbus, secretary-treasurer; Robert Reddish, Red- 
dish Bros., East Toledo, director; standing, M. F. Whaley, 
Whaley Hardware, Painsville; G. C. Zimmerman, Swint- 
Reineck, Fremont; Ray Von Bergen, Carlson Hardware, Cin- 
cinatti; R. H. Gibbs, Gibbs Hardware, Sabina; J. W. Bonfield 
Jr., Bonfield Hardware, Zanesville; J. V. DeWeese, Delphos 
Hardware, Delphos; and A. L. Packard, Packard Hardware, 


Brecksville, all directors. 





lowa Retailers Elect tor to replace Lloyd D. Rein- 
brecht, of West Branch, who 
automatically retired. 

Philip R. Jacobson, of Des 
Moines, was reelected execu- 
tive secretary. 


Members of Iowa Retail 
Hardware Assn. elected Mar- 
tin F. O’Hara, of Ottumwa, 


During the convention, as- 
sociation members toured the 
association’s new office build- 
ing’. 


Franklin Hardware Co. 
Makes New Appointment 


New appointments at 
Franklin Hardware & Sup- 
ply Co., Philadelphia dealer- 
owned wholesale firm, an- 
nounced by F. Leon Herron, 
president and general man- 
ager, include the following: 

Edward E. Lane, manager 
of purchases; George C. 
Bauer, manager of sales; Ro- 
bert E. Lewis, warehouse 
manager; and Arthur L. 
Rudnick, secretary and office 
manager. 


MARTIN F. O'HARA 


president at the 59th annual 

convention in Des Moines. 
W. W. Hamilton, of Boone, 

was elected vice-president 


The resignation of F. Leon 
Herron, Jr., executive vice- 
president, effective May 31, 
has been accepted with regret 
by the board of directors of 
Franklin. Mr. Herron, Jr., 
will join the staff of Ameri- 
can Hardware Supply Co., 
Pittsburgh, June 1. 


Adams-Rite Transition 


Effective Feb. 28, Adams- 
Rite Mfg. Co., Glendale, 
Calif., has discontinued mak- 
ing its line of residential 
hardware. 


; 


WwW. W. HAMILTON 
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Year ’round paint sales... 
extra profits 


SEAL-KOTE’s universal uses—exterior and interi- 
or—guarantee strong month-by-month sales without 
seasonal lag . . . eliminate need for stocking “‘spe- 
cials.”” Wide range of attractive decorators’ colors. 





Customers are pre-sold through national adver- 
| tising and publicity. A complete line of sales aids 
| plus 45-second “Sight Sell’? demonstration turns 
store traffic into sales. AA-3757 


THE WOOSTER SEALKOTE COMPANY 


Wooster, Ohio 

















A SURE-FIRE SELLER 
OVER 80 
POPULAR SIGNS 


available. Size 


FREE 


D | S P LAY S portiy wiylod. to 
WITH ALL geiet fe ead 
ASSORTMENTS indoors or out. 


Highest quality 
materials and 
light reflecting 
beads. Write 





WRITE FOR FREE 
BULLETIN S-7 























HY-KO PRODUCTS CO. “yi” 














a 
eR, 























FLARE ie 

and COMPRESSION | 
TYPE FITTINGS | 
at f 














LMAMEDIATE 











FS DELIVERY 
DOWN TO EARTH 
PRICES iE 

Ls eee : Complete Catalog 








y 
EAST IN PRODUCTS CORP. 


a ee a all PLAN Oo, TE XAS 
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Parker no. 4 
WOOD SCREW 
COUNTERSINK BIT SET 


Parker | COUNTERSINK BITS 
~ wes o% WOOD SCREWS 











Drills and Countersinks 
3 depths for flush or recessed screws 
— in 1 operation — 
4 frills for the 8 most popular | 





oie \\ | 


| (MS) aa 





| 


















PARKER MANUFACTURING co 


with Automatic Depth-a-Dapter 
For Flush... Putty... Dowel 











1. Drills perfect countersunk holes for 8 most 
popular screw sizes to 3 different depths — 
24 combinations. 

2. Depth-a-Dapter adjusts quickly, automatically 
on each of 4 hardened tool steel bits. 

3. Easy to use in all electric drills, drill presses 


and hand drills. 
4. Fast multiple boring of duplicate holes exactly 


alike. 
Top Quality | cose... in 


— Lowest 


Price! _| PROFIT...$ .57 
Order from your jobber, NOW! 


Fry te| Parker |x 


PARKER MANUFACTURING CO. 


Manufacturers of World-Famous Trojan Saw Blades and Frames 








| 











| eee eeres 1, MASS... U.S. A. 





Do floor nails 
rip into your 


Holt demountable 
drum cushion keeps 
rental sander 
always working 


For rugged 

rental trade. 
y Only Holt Streamliner 8 
Floor Sander 

exhausts dust thru 
removable handle. 


When you rent Holt sanders you have the profitable advantage of 
patented demountable drum cushion that you can replace on the 
job or in your store in a matter of 5 minutes. All you have to do 
when the inevitable damage to cushion occurs, is loosen one nut, 
take off the old cushion, slip on the new one —and you're in 
business again. You don’t even remove the drum—just the cushion 
itself comes off. Thus there’s no lost rental while waiting a num- 
ber of days for an exchange drum from the factory, or for a re- 
paired cushion to “set”... no need to tie up capital in spare drums. 


To remove cushion, 
loosen this nut. 


Slip off old, slip 
on new cushion. 


Another exclusive advantage for you is the streamlined design 
of the Holt rental sander. For example, there’s no separate pipe 
for dust exhaust. Dust is carried up thru the handle pipe into the 
dust bag, leaving the machine free of gadgets that catch and 
break. It’s easy to put into and take out of private automobiles. 
For full details, mail coupon NOW. 


HOLT 


669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 


HOLT MFG. CO. Dept. P3 
669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 


26 


MANUFACTURING CO. 


BETTER FLOOR MACHINES 
FOR MORE THAN 30 YEARS 


Please send me folders describing Holt rental machines. 


NAME POSITION 











FIRM 





ADDRESS 
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News of the Trade—— 


Law To Curb Stamps 
Passed in Tennessee 


A bill virtually eliminating 
trading stamps in Tennessee 
was signed into law March 
5 by Gov. Frank G. Clement. 

The law becomes effective 
Aug. 1. It was passed despite 
state-wide demonstrations 
by Tennessee housewives 
against the proposed law. 

Officials of Sperry & Hut- 
chinson Co., merchandiser of 
S & H Green Stamps, have 
indicated they will bring 
court action to test the law’s 
legality. 

S & H officials charge the 
law is discriminatory. The 
law levies a tax of 2 percent 
on gross receipts of mer- 
chants using stamps and im- 
poses a $600 a year privilege 
tax on trading stamp com- 
panies. In addition, county 
and municipal governments 
are permitted to levy similar 
taxes. 

The law exempts’. mer- 
chants who operate their own 
stamp plans. If a merchant 
issues his own stamps and 
redeems them himself, he is 
exempt from the taxes. 


S & H says this exemption 
feature shows the law is 
aimed specifically at the 
large out-of-state stamp com- 
panies. 

In other stamp actions, of- 
ficials of Bay Minette, Ala., 
recently levied a $2,000 a 
year tax against stamp com- 
panies issuing stamps there, 
and anti-stamp legislation 
was introduced in the 


Georgia legislature. In Ar- 
kansas a bill which would 
have permitted stamp collec- 
tors to redeem their stamps 
for cash and have permitted 
the state to collect the cash 
value of unredeemed stamps, 
was beaten. 


Arvey Corp. Purchases 
Sol-O-Lite Laminating 


Arvey Corp., Chicago, IIL, 
has purchased Sol - O - Lite 
Laminating Corp., Chicago, 
Ill., and will expand its R-V 
Lite Div. in the flexible win- 
dow materials field. 

Mr. and Mrs. Edward 
Warp, former owners of 
Sol-O-Lite, will join Arvey as 
sales and merchandising 
counselors. 

A. J. Weiss has been ap- 
pointed sales manager of 
R-V Lite Div. and Roger R. 
Miller has been appointed as- 
sistant sales manager. 


Zimmerman Is Elected 
To Vice-Presidency 


Herman J. Zimmerman has 
been elected vice-president of 
Alsamite Paint & Varnish 
Co., Inc., Philadelphia. 

Mr. Zimmerman had been 
sales manager for the com- 
pany. 


McGraw-Edison Elects 


Charles Edison, former 
board chairman of Thomas 
A. Edison, Inc., has been 
elected chairman of the 
board of MceGraw-Edison Co. 
Max McGraw continues as 
president. 


0. H. Elliott Heads California Dealers ; 


Officers and directors of California Retail Hardware Assn. 
elected at the annual convention are (left to right): seated, 
F. G. Bremer Jr., Gridley, second vice-president; O. H. Elliott, 
Eureka, president; A. F. Kunkee, Atascadero, first vice-presi- 


dent; B. Jacobsen, 


San Francisco, 


secretary-manager; 


standing, K. H. Cooper, Vallejo; R. H. Tieman, Mill Valley; 
W. H. Messick, Salinas, advisory board members; B. B. Bolf- 
ing, Berkeley; G. W. Tomasini, Petaluma; G. O. Edes, Morgan 
Hill; E. F. DeGregori, Los Banos; and L. M. Morris, Weaver- 


ville, directors. 
Exeter, a director. 


Missing from picture 


is S. C. Schelling, 
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ay HOUSEWARES - 


with these 
) high-quality | 
 fast-selling 


BRUSHES 





Put this good-looking dis- 
play of quality household 
brushes in a good traffic 
spot and watch your brush 
sales climb. Profits, too 
—not just 33144%, but 
a full 374%4%—for you. 


colorful merchandise ... 
appeatingly displayed 


Kellogg @ Brushe 


famous name .. . famous brand 


KELLOGG BRUSH MFG. CO. 
Westfield, Mass. 


More profiton §_ 








If you plan to 
handle plastic pipe 
a year from now, 
don’t risk your 
reputation with 
inferior pipe today! 


Sete 








GUARANTEED-QUALITY FLEXIBLE PLASTIC PIPE 


made UP toa standard 
not GOWN to a price! 


Tests show that within a year, inferior flexible plastic 
pipe is likely to fail in use. If you’ve sold it, you risk 
loss of the priceless trust of your customers. That’s 
why it’s good insurance to stock Cresline — the 


flexible plastic pipe made up to a standard, not 
down to a price, and guaranteed right in writing. 
We start with the finest materials and follow through 
WHA T’S NEW ? with quality control every step of the way. Cresline 
S is made only with virgin polyethylene, of course — 

never scrap materials of unknown composition. But 
some virgin polyethylenes are better than others. We 
pick the best — proved best by grueling accelerated 
S QUICK — IT’S FREE use tests in our own laboratories. You can be sure of 
top quality when you stock Cresline, plus many 
other profitable advantages, including “packaging for 
profit.””’ Write today for literature and name of your 
CHAIR-LOC amazing New Liquid S-W-E-1-L-S Wood Cresline representative. 


® Penetrates wood fibre — makes them e-x-p-a-n-d 
permanently. 





Turn to pages 179-180 of this issue. The Quick 
Check Card properly filled out will bring you 
quickly the an on new products that interest you. 











® Quickest and easiest way to fix loose chair rungs 
Quickest and easiest way to fix loose chair rungs, = LOOK FOR THESE ADDED PROOFS OF QUALITY 
A Fast-Selling Impulse Item—Write for Free Samples 
and Literature 


NotAGlue CHAIR-LOC CO. Lakehurst 3, N. J. 








“ae eeReere 





This seal on Cresline Pipe shows Cresline is made with Du Pont Alathon 
FGG BEATERS the National Sanitation Foundation 25 and is marked with this tag. It 








has approved it for drinking water use. proved the best in our tests. 
e Efficient operation 
‘ ALL PLASTIC PIPE IS ROUND, BLACK AND HAS 
e Durable construction | 
A HOLE IN IT... BUT THERE /S A DIFFERENCE! 
e Smartly styled — 
e Nine models in the 


FREE TO JOBBERS: Plastic Pipe Catalog. All the general informa- 
tion you need on types, applications, and properties including 
useful tables on chemical resistance and flow vs. friction loss. 
THE TAPLIN MFG. CO. Write today for your free catalog. 
NEW BRITAIN, CONN. 
Since 1897 


popular price range 











CRESCENT PLASTICS, INC. 


Dept. H-7, 955 Diamond Ave. * Evansville 7, ind. 
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OBITUARIES 





Luther R. Stein 


Luther R. Stein, 69, died 
Feb. 26. His career began in 
1902 as office boy to a manu- 
facturers’ agent. 


LUTHER R. STEIN 


Belknap 


Co.. 


Hardware & Mfg. 
Louisville, Ky., as as- 
sistant buyer. He transferred 
to the sales department in 
1914 and was Belknap’s New 
York representative until 
1919, then director of north- 
ern state sales. Mr. Stein 
became a director in 1919 
and was elected vice-presi- 
dent and general sales direc- 
tor in 1925. He retired from 
those positions in 1954 and 
became board chairman of 
Southern States Iron Roof- 
ing Co. Mr. Stein was prom- 
inent in Community Chest, 
Boy Scout, Red Cross and 
Chamber of Commerce activ- 
ities in Louisville. 

Mr. Stein had just boarded 
an airplane at Atlanta, re- 
turning to Louisville. He col- 
lapsed and was dead of a 
heart attack on arrival at a 
hospital. 


Mrs. Theresa K. Ladner 


Mrs. Theresa K. Ladner, 
97, wife of the late Charles 
F. Ladner, died on Feb. 5, at 
St. Cloud, Minn. Mr. Ladner 
died in 1937 after a long 
career in hardware. He was 
a leader in the organization 
of the Minnesota Retail 
Hardware Assn. He was one 
of the original subscribers, 
and later president, of the 
Hardware Mutual Fire In- 
surance Co. of Minnesota. 
When Hall Hardware Co., 
predecessor of Our Own 
Hardware Co., was estab- 
lished in 1913, Mr. Ladner 
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He joined 


was elected president. He 
continued as president until 
1926, when he was elected to 
chairman of the board. 


Walter B. Stephenson 


Walter B. Stephenson, 72, 
founder and president of 
Delta Electric Co., died of a 
heart condition Feb. 14, in 


W. B. STEPHENSON 


Indianapolis, Ind. Mr. Ste- 
phenson founded the Co. in 
1913, became president in 
1927 and was made chairman 
of the board in 1932. 


C. M. Biddle Jr. 


Charles Miller Biddle Jr., 
first vice-president and a di- 
rector of Supplee - Biddle - 
Steltz Co., wholesaler in 
Philadelphia, Pa., died at his 
home in Riverton, N. J., 
March 2. He was 78. Mr. Bid- 
dle had been with the firm 
more than 50 years. He 
belonged to the Philadelphia 
Hardware Assn. 


William A. Linas 


William A. Linas, 85, hard- 
ware buyer for W. Bingham 
Co., wholesaler of Cleveland, 
Ohio, died Feb. 17 at his 
home. Mr. Linas spent 55 
years with Bingham, 40 of 
them as a buyer of numerous 
lines of hardware. 


William B. Stivers 

William B. Stivers, 52, 
salesman for Belknap Hard- 
rare Co., wholesaler of 
Louisville, Ky., died suddenly 
Dec. 16 at his home, in Som- 
erset, Ky. Mr. Stivers had 
been with Belknap for 30 
years. 


News of the Trade 


Carolina Dealers Elect W. L. Trotter Jr. 





New officers of the Hardware Assn. of the Carolinas elected 
at the annual convention in Charlotte, N. C., (left to right) 
are: Ardell Lanier, Lanier Hardware, Lexington, N. C., second 
vice-president; W. L. Trotter Jr., Southside Hardware, Greens- 
boro, N. C., president; and Lowman Tyler, Tyler Bros. Hard- 
ware, Wagener, S. C., first vice-president. Martin F. Kaelke 


was reelected managing director. 
Beaufort, 
Ferguson Hardware, Raleigh, N. C.; ©. 
Abel Warren, Warren Tractor & 


Fordham Hardware, 


ham, 


Hardware, Chester, S. C.; 


Directors are Angus Ford- 
S. C.; Jim Ferguson, 
B. Gladden, Valley 


Appliance, Garland, N. C.; and Gene Wilson, Chesterfield 


Hardware, Chesterfield, S. C. 


DEALER BRIEFS: 





(Continued from page 243) 


prizes, small gifts, and prizes 
for children were given dur- 
ing the event. 


Monterey, Calif. — Mel-O- 
Dee Hardware store recently 
held grand opening days 
with red tag specials and 
prizes. Owners Mr. and Mrs. 
Sam De Mello have operated 
a nursery across the street 
for many years. Store is new 
and completely modern. 


Topeka, Kan.—Lewis Sup- 
ply Co. recently added a 
hardware department. Ar- 
thur and Grayson Lewis are 
the operators of the firm. 
Fixtures, lighting, and dis- 
play in the new wing are of 
latest design. 


St. Louis, Mo.—Morris 
Hardware recently opened its 
second store to celebrate its 
19th year in business. Mana- 
ger Morris Kerfeld held a 
week-long opening celebra- 
tion. Gifts were given to 
Customers who presented 
Morris Hardware advertise- 
ments clipped out of the 
local papers. 


Spencer, Neb.—J. J. Kem- 
per recently bought Woid- 


neck Hardware after 13 
years as a hardware whole- 
sale salesman. The store was 
formerly operated by Her- 
man and Paul Woidneck. 
Paul Woidneck retired sev- 
eral years ago. Herman 
Woidneck managed the store 
until his death in 1955. Since 
that time, Mrs. Herman 
Woidneck has managed the 
business. 


Augusta, Ga.— Village 
Hacdware recently opened its 
doors for business in the 
Daniel Village shopping cen- 
ter. The new self-service 
store is owned by L. B. Ken- 
nedy and managed by W. A. 
Sizemore. 


Bismarck, N. D.—Bert J. 
Olson has been named presi- 
dent and general manager of 
Anderson Ace Hardware, 
Inc. Mr. Olson has been with 
Anderson since 1938. He suc- 
ceeds Paul Brewer. 


Cedar Rapids, lowa—Sov- 
ern Hardware and Garden 
Center, Mt. Vernon Rd. and 
Thirtieth St. SE, has been 
purchased by Mr. and Mrs. 
C. V. Griffin. The store will 
continue to operate under the 
present name _ temporarily. 
The transaction included sale 
of the business and lease of 
the grounds and building. 
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A report in pictures of events in the trade 





HA Photo Angles 


Members of New England Hardware Dealers Assn. elected 
new officers at the annual convention in Boston, Mass. They 
are (left to right) Malcolm Lunt, Lunt & Kelley, Newbury- 
port, Mass., clerk; Frank Appleton, Appleton Hardware, Den- 
nisport, Mass., vice-president; Kermit Whitehill, Noyes & 
Whitehill, Bellows Falls, Vt., president; and A. C. MacHardy, 
Boston, Mass., re-elected executive secretary. Roy Hussey, 
Hussey Hardware, Augusta, Me., was elected a new director. 


Republic Molding Corp. sales staff talks over new products 
and advertising and merchandising plans at tenth annual sales 
meeting. Front row (left to right): J. Mammoser, controller; 
R. C. Klebbe, asst. general manager; B. W. Coltman, Jr., vice- 
president; B. W. Coltman, president; B. J. McCloskey, sales 
manager houseware division; R. J. Honeychurch, director of 
merchandising; W. |. Donovan, sales manager freezer supply 
division; R. H. Lambert, sales manager industrial division. 





Merchandising plans for 1957, presentation of sales awards 
and special promotions were discussed at this 1|8th 
annual sales meeting of Dominion Electric Corp. 


semi- 


Second row: D. Brown; C. Stineman; W. Sandberg; T. Alex- 
ander; H. Olsen; C. Welch; C. Jackson; C. Colman. Third 
row: R. Wall; W. O'Byrne; W. Eastman; R. Vinton; C. Col- 
lins; M. LaGrange; L. Straker; K. Dahm. Back row: T. 
Schlink; R. Rutherford; R. Eckert; J. Perdue; G. Hyde; E. 
Smith; J. Bishel; C. Faerber; F. Toups; R. McKinney; J. 


Parker. 
v 
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FULL-TIME--Superbly styled to look right for work or play or dress 
FULL-TIME--lastingly sturdy...they don’t have to be pampered 
FULL-TIME--guaranteed dependable time-keepers, all day, every day 


NEW 
“FULL-TIME” 
watch for men 


WRIST BEN WATERPROOF 


Here’s the kind of watch active young fel- 
lows and busy men are looking for—at a 
price anyone can afford! New Wrist Ben 
Waterproof combines all these “‘extras’”’ 
of far more expensive watches...it’s 
smartly styled, waterproof and dustproof*, 
shock resistant, anti-magnetic. And the 
big plus is its “‘full-time’’ appeal! With 
sleek polished chrome-finish case and 
stainless steel back, luminous dial, care- 
free performance—it’s a watch to be 
worn proudly anytime, anywhere. 


thio dramatic 
display FREE ! 


Wrist Ben Waterproof Assortment No. 675 


Contains 6 watches—3 each model 
Dealer cost $4329 


Profits ahoy! 6 Wrist Ben Waterproof* 
watches anchored to a life-like buoy. 
Famous-name banner flags customers. 
Watch tube is easily removed for quick 
and handy demonstration. 


Remember, more Westclox 
are sold than 
any other timepieces. 


Wrist Ben Waterproof #688 Wrist Ben Waterproof #698 
White luminous dial, gray padded Black luminous dial and smart ex- 
leather strap. pansion band. 


Retails for $995 Dealer cost $697 Retails for $1095 Dealer cost $7 46 


*Stoys waterproof and dustproof provided original seal is replaced if opened for service. 


For your protection, Westclox products are Fair Traded 
in all states having Fair Trade Laws. Prices quoted 
above do not include taxes and are subject to change. 


“FULL-TIME” ADVERTISING, TOO! 


These new items and all other Westclox 
watches and clocks are heavily pro- 
moted for you all year ’round in national 
magazines and network television. Use 
free displays to tie-in for extra sales! 


PRODUCTS OF eS 
CENERAL 
TIME 


By the mokers of BIG BEN «+ LaSalle-Pery, Illinois 


These sensational new products mean fast sales--FULL-TIME PROFITS FOR YOU—ORDER NOW! 
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BY WESTCLOX 


NEW COQUETTE SERIES 


3 “FULL-TIME” 


Just the lovely little watches women and girls have 


been wanting—to wear all through the day and evening. 


watches for 


Careful craftsmanship makes their trim styling 


irresistible...and they’re irresistibly low-priced, too! 


Every one is shock resistant; anti-magnetic. 


This smart new line of ladies’ watches opens up 
a whole new area of profits for you! 


Coquette #658—At last, a dainty, completely 
feminine watch that’s waterproof and dust- 
proof*! In stunning chrome case with high- 
style black luminous dial. Sweep second 
hand. Stainless steel back; tapered leather 


Coquette #659—-Fresh-as-Spring styling in 
gold-color case, with crisp modern dial. 
Sweep second hand. Tapered leather strap. 


Retails for 91195 Dealer cost $774 


strap. 
Retails for $1295 Dealer cost $g42 


waterproof ‘ 








LRMIROBS DAL 
SWEES SHOOKD HABS 


ae 











Coquette Assortment No. 657 


Contains 2 each Coquette watches 
Dealer cost $4956 


This smart 3-D display turns more 
feminine heads than a_ wolf-whistle! 
Has pilfer-resistant display of each 
model, convenient demonstration bar. 


Order Coquette 
Assortment 
No. 657 











HARDWARE AGE, MARCH 14, 1957 


Coquette# 660— Designed to catch the femi- 
nine eye—an enchanting dress watch that 
doesn’t have to be “‘saved”’ for special occa- 
sions. Has dainty “quilted”’ dial pattern, 
0 gga case with matching expansion 


Retails for 91295 Dealer cost $84? 


EXTRA !... 
A monk new- 


A new thin design. Dependable Westclox 
watch... priced for quick and easy selling! 
Dax is shock-resistant and anti-magnetic. 
Has compensated hair spring and non- 
breakable crystal. Order now! 


Dax No. 620 
Retails for $350 Dealer cost $245 





Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 
Set solid, maximum 50 words 
Each additional word 
Positions Wanted 


(Special Rate) set solid, maximum 
50 words 


Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & 5éth Sts., Philadelphia 39, Pa. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers, unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 weeks 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 











Representatives Wanted 


Representatives Wanted 





Representatives Wanted 








REPRESENTATIVES WANTED 


for one of the leading 
lines of Builders Hardware 


Long established manufacturer of builders’ 
hardware exclusively—with a complete, highly 
acceptable, quality line of competitively priced 
tubular and mortise locksets—seeks competent 
and thorough representation in several choice 
territories. Please write in only if you are at 
present contacting Building Materials Dealers, 
Lumber Dealers, Hardware Dealers and Job- 
bers. State lines you are now carrying, present 
channels of distribution and experience in the 
field. 

Address Box 316, care of HARDWARE AGE 

Chestnut & 56th Sts., Philadelphia 39, Pa. 








BB AIR RIFLE SHOT MANUFACTURER 


Manufacturer of air rifle shot, steel cop- 
Der coated BB's wants representation. 


Most territories open. 


Address Box 312, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











REPRESENTATIVES WANTED. Opportun 
ity for established commission representative entire 

STATE OF MISSOURI—where we have many 
long-standing accounts. We are established manu 
tacturers of complete line of Plumbing Brass 
Goods, Cast and Tubular, competitively priced, in- 
cluding Lavatory and Sink Faucets, Bath and 
Shower Fixtures, “P and S’’ Traps plus many 
Tubular Fixtures, Gate, Globe and Swing Check 
Valves, etc. Sold through channels of Hardware 
Stores, Lumber and Building Supply Houses, 
large Plumbing and Heating Contractors, etc. 
Please give detail experience, type of trade called 
on and all information. All replies confidential. 
Address: Box 306, care of Harpware Ace. Chest- 
nut & 56th Sts., n° 39, Pa 


MANUFACTURER'S REPRESENTATIVES WANTED 


Salesman now calling on hardware and variety stores 
with two or three non-conflicting lines. We offer a 
good staple line of 19c, 45¢ and 89c paints, low- 
priced gallon paints and a nationally advertised 
line of popular priced paints on a commission basis 
This merchandise has mass market appeal. Every 
store selling paints is a good prospect. Write 
advising age, territory covered, how often you cover 
it and lines now carrie 

Address Box 135, eare of HARDWARE AGE 

Chestnut & 56th Sts., Philadelphia 39, Pa. 














GARDEN SUPPLY REPRESENTATIVE 
Due to policy change, most territories now open 
for manufacturers representative specializing in 
garden supplies, carrying no more than four lines. 
This is a packaged item sold through hardware, 
garden ani distributors. 125 leading whole- 
salers now distribute this product. We are leade1 
in industry, rated AAA-1. Address: Box 234, 
care of Harpware AGe, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 


MANUFACTURERS’ REPRESENTATIVES 

A few territories open on our line of Hack Saw 
Blades, Frames and Compass Saws. Commission 
basis. Address: Box 304, care of HarpWare AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa 
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HARDWARE SALESMEN 


We are a well-established firm in business over 
40 years and seek 2 competent experienced 
salesmen in our Hardware Division, each resid- 
ing in and to cover the following territories: 
(1) Maryland and D. C., Delaware, Virginia; 
(1) Western Pennsylvania. These men must 
know the Hardwore, Electrical Jobbers, Indus- 
trial Mill Supply Houses, and Catalog Firms. 
We offer an established income on a commis- 
sion arrangement. If you have these qualifica- 
tions, please send resume to: 


Address Box 310, care of HARDWARE AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











PAINT BRUSH SALESMEN 


Established successful manufacturer with powerful line 
has open territories for sales producers. Prefer men 
calling on paint, hardware, lumber dealers and large 
industrials. Will consider sideline men. We operate 
New York and Atlanta warehouses 


Address Box G-2, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








BUDGET PRICED PAINT LINE OPEN | 


to qualified salesmen and agents. Protected Territory 
Liberal Commissions. Many partially established ter- 
ritories open. (Guaranteed quality paints priced to 
retail from $1.98 to $3.98 in Acrylic, Alkyd, and Oil 
bases, in white and colors, in all finishes for inside 
and outside use. Setup for private labels Volume 
discounts available. Freight prepaid. 


eat oy PAINT AND VARNISH CO. 
G 630, Yonkers, N. Y. 











PAINT TRADE 
SALES REPS. 


Are you now selling paint accessories, 
linoleum, hardware, etc., in Illinois, Ohio 
or Michigan? Add to your income by add- 
ing to your line Mac-O-Lac paints, var- 
nishes and enamels, made by established 
company of fine reputation. Write for full 
details. All replies confidential. 


MAC-O-LAC PAINTS, INC. 


5400 E. Nevada, Detroit 34, Mich. 











PAINT SALESMEN (3) NEW YORK 


Well established metropolitan area territories open: 
1—-Bronx-Manhattan ; 2—-Westchester to Dutchess; 3 

Brooklyn. Liberal drawing account We manufacture 
a complete line of painters white goods and budget 
priced do-it-yourself paints Volume discounts and 
private label setups available All replies confidential 


PROCTOR PAINT AND VARNISH COMPANY 


Joseph A. Markell, President 
Box G 630, Yonkers, N. 











MANUFACTURERS REPRESENTATIVE 
WANTED TO SELL popular repeat specialty 
to wholesalers and jobbers. Old established manu 
facturer. Excellent commissions. Exclusive terri- 
tory now available in most states due to area 
realignment. Please state type of trade covered 
and lines carried Address: Box 300, care of 
HarRpWARE Ace, Chestnut & 56th . Philadel 
phia 39, Pa 





WANTED! MANUFACTURER! REPRE 
SENTATIVES CALLING ON Department 
stores, lumber yard distributors, and hardware 
housewares jobbers for top selling steel home util- 
ity items. New England territory, Southeastern 
and Rocky Mountain areas available. Terrific po 
tential. Commission Basis. Open for immediate 
representation. Write! Phone! Wire! Vice Presi 
lent, WESTERN METAL BED CO., INC., 
3000 E. Hedley St., Phila. 37, Pa. or Jefferson 
3-4500. 





SALES REPRESENTATIVE WANTED 


Many areas are open for representation of a manu 
facturer who last year introduced a new outdoor grill 
preservative. This is an excellent line and has had 
ready acceptance in the hardware field. Ome large 
manufacturer has already ordered thousands to include 
in his cartons. In writing please state territory cov- 
ered and other lines carried 


Address Box 207. care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa 











MANUFACTU RER’S REPRESENTATIVE 
WANTED. Leading chain saw line open to es 
tablished manufacturer’s representative, calling on 
wholesale trade in states west of Mississippi River. 
Address: Box 230, care of Harpware AGe, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 


NATIONALLY KNOWN MANUFACTURER 
SEEKS AGGRESSIVE SALES AGENTS 


to represent our fast selling line of plastic garden hose, 
sprinklers, underground sprinkler sets, etc. Many ter- 
ritories available. Commission basis. Forward complete 
details, type of trade you contact, exact territory, ete. 
Address Box 134, care of HARDWARE AGE 
Chestnut & 56th Sts.. Philadelphia 39, Pa. 











MAKE BULL POINTS, TONGS, STAR 

S. COLD CHISELS, wrecking bars and 

stock tore : competitive prices We 

remake sledges, : mattocks and other tools 

at prices well under competition. Our representa 

tives sell to dealers only—not to jobbers or whole- 

salers. We need one rep living in the Philadel- 

phia area and rep living in lower Connecticut. 

Address: Box 311. care of HARrpware AGe, Chest- 
nut & 56th Sts., Philadelphia 39, Pa 


EXCLUSIVE PROTECTED TERRITORIES 
open for nationally distributed unique water re- 
placement plumbing specialty item packaged for 
sale to plumbing supply houses, hardware distrib 
utors and retailers. Unique demonstration sells 
8 out of 10 on first call. Address: Box 115, care 
of Harpware Ace. Chestnut & 56th Sts., Phila 
delphia 39, Pa. 
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Paint Brush Salesman 


Prominent paint brush manufacturer has open terri- 
tories for successful sales producer. Prefer men now 
calling on paint, hardware, lumber dealers and indus 
trials. Projected territories. Established business. Will 
also consider sideline man or manufacturers’ agent. 


Address Box (16, eare of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





Representatives Wanted 





THE WORLD'S BEST!!! 
*% SLIP-EASE ~% 
HANDYSTICK 


Lubricant for wood, metal windows, doors, draw- 
ers, etc., needs greater national representation! 
Jobbers, commission salesmen write at once! 


Laffer ind., 2563 Lincoln Bivd., Bellmore, L.I., 4.Y. 











ESTABLISHED MANUFACTURER OF 
HAND TOOLS desires representative calling on 
hardware jobbers and industrial distributors in the 
states of Pennsylvania, lower New Jersey, Dela 
ware, Maryland and District of Columbia. This is 
only territory available. Address: Box 200, care 
of Harpware Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 


EXCELLENT LINE for sales representatives 
calling on the retail trade in hardware, department. 
variety, and chain _§ stores. Good 
Write: Midwest Plastics Mfg. Co.., 
nue, St. Paul 6, Minn. 


commissions. 
208 Bates Ave 





Accounts Wanted 








MAIL ORDER ITEMS WANTED 


Do It Yourself Items, Houseware and Hard- 
ware Godgets, Tools, Kits, Accessories, etc. 
Send complete information first letter. Submit 
samples where possible. Write Mr. Schulman 


B & S ENTERPRISES 
180 Pennsylvania Ave., Brooklyn 7, N. Y. 











SALESMAN DESIRES TO REPRESENT 
HARDWARE MANUFACTURER in Central 
and Western Pennsylvania. Have good following 


among hardware retailers, hardware jobbers, de- 
partment stores, chain stores and large feed deal- 
ers. Address: Box 313, care of HAaRpwWareE AGE, 


Chestnut & 56th Sts., Philadelphia 39, Pa 


REPRESENTATIVE OHIO, MICHIGAN, INDIANA 


Strong, well established 
hardware and tool jobbers 
earried. Good consistent coverage. My specialty is 
tools and can show figures of volume produced for 
others. Will consider anything new with potential for 
pioneering and promoting or line with some establish- 
ment 


Address Box 309, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





following among wholesale 
Limited number of lines 











ONE ADDITIONAL LINE. Texas-Okla.-La.- 
Arkansas. Sales organization featuring limited 
number of lines, thoroughly established and out- 
standing record for volume sales, seeks one ad- 
ditional line with current or potential strength. 
Thorough coverage of Hardware and Houseware 
trade. Address: Box 226, care of HARDWARE AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





ESTABLISHED MANUFACTURERS’ REP- 
RESENTATIVE in Tennessee and Kentucky 
with good following among hardware and building 
material jobbers and dealers desires additional 


lines. Two men now covering territory servicing 
jobbers and dealers. Address: Box 303, care of 
Harpware Ace, Chestnut & 56th Sts., Philadel 
phia 39, Pa. 


—_—— —— ~_—— 


FACTORY REPRESENTATIVE—ACalling on 
the Hardware Trade in Baltimore and Washington, 
D. C. territory requires direct factory line of com- 
petitively priced line of toilet seats. Address: 
Box 302, care of Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 
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nee 





Accounts Wanted 





FACTORY REPRESENTATIVE—Calling on 
the Hardware trade in Baltimore and Washington, 
1). C. territory requires direct factory line of 
galvanized pipe fittings, and nipples. Address: 
Box 301, care of HARDWARE AGgE, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 








REPRESENTATIVES 


Covering all classes of jobbers. Can render reliable. 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louis- 
ville. We carry the account or you ean bill direct. 
Inquiries invited. Write ANCO Corporation, 7 Wood 
Street, Pittsburgh 22, Pa. 











HARD-HITTING EXPERIENCED 
FACTURERS’ AGENT offers superior 
tation in metropolitan N. Y.-N. to hardware 
tool and garden manufacturers. Systematic and 
efficient coverage of hardware, tool, electrical, 
garden wholesalers: catalog houses, chains, de 
partment Well established following. Ex- 
cellent reputation in trade. Address: Box 314, 
care of Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 


MANU 


represen 


stores. 





Business Opportunities 








PAPER MATE PENS 
WITH YOUR FIRM NAME 
as low as 58¢ ea! 


Excellent value. Every one unconditionally guaran- 
teed. Beautiful asst’d colors. Free gift boxes. Send 
$1 for sample or order now. 100 to 299 pens cost 


66¢ 


ea.—300 to 499 cost 61¢ ea.—500 or more just 


S¢. 
PAPER MATE SPECIALTY DIVISION 
Box 311 indsor, Conn. 











— 








Positions Wanted 





TOP NOTCH SALES TEAM 
outlets in Metropolitan New York area including 
jobbers, Racks, Syndicates, Industrial supply ete. 


covering all 


Mature and experienced to handle any promotion. 
Address: Box 315, care of HaARpware AGE, Chest- 
nut & 56th Sts., Philadelphia 39, Pa 


EXPERIENCED, 
WARE SALESMAN 
hardware manufacturer 
Florida. 31. 
present employer. 


AGE, 


HARD 


national 


AGGRESSIVE 
presently with 


desires to relocate im 


references trom 
Box 307, 


56th Sts., 


Age Excellent 


Oo? 


Address: 
Chestnut & 


care 
HARDWARE Philadel- 


phia 39, Pa. 


OBIECT MATRIMONY—31-year-old, tall pre 
sentable man, short on experience but long on de 
sire, wishes to meet young manufacturer or manu- 


facturers representative, capable of offering sound 


future based on initiative and sales records. Ad 
dress: Box 221, care of Harpware Ace, Chestnut 
& 56th St., Philadelphia 39, Pa. 





Business Opportunities 





ADVERTISING SERVICE 
cost cartoons for newspaper advertising on Sports, 
Cost 
one or two column size 
For FREE proots ot car 
David Lilly 
Beach 1, Calit 


can supply low 
Gardening, Appliances, Plumbing, Paint, etc. 
$1 each. Mats in 


give punch to any ad. 


under 


toons and details write: Agency C; 


Box 


iT 


toons, 167, Long 











WE ARE 
Close-Outs — Over Production — Job Lots 


Hardware—Toys—Housewares—Hand & Power Tools—Electric Appliances 
—Garden Supplies—Gifts—-Sporting Goods. 
Write Box 216, Giving Items, Prices, Freight & Terms 
Address Box 216, care of HARDWARE AGE, Chestnut & 56th Streets, Philadelphia 39, Pa. 


BUYING 











DO YOU WANT TO RAISE CASH 
DO YOU WANT TO SELL OUT? 
lf you want a sale, reduction, money raising 
removal or closeout, get America's most re- 
liable and productive sales plans. Send for 
prospectus today. 
J. H. VOLL SALES SERVICE 
115 West Main St. Madison, Wis. 











HARDWARE STORE IN NORTH CENTRAI 
WASHINGTON on main highway on the edge 
of Wenatchee in growing district. Plenty of park- 
ing space. Housewares gifts, hardware paint, gar 
den supplies, sporting goods, good hunting and 
fishing country. Just 8 miles from Rocky Beach 
Dam being built on Columbia River. FRED B. 
THOM, Box 326, Wenatchee, Washington. 


————— ———— 


HARDWARE BUSINESS ESTABLISHED 
43 YEARS. Located in a metropolitan area in 
east central Minnesota. Owner’s health failing. 
Cement block building 44’ x 82’ can be bought or 
rented. Priced to sell. Exceptional opportunity 


for an aggressive man. Address: Box 236, care 
of Harpware AGeg, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 


HARDWARE STORE, SOUTHERN PART 
OF NEW YORK STATE, old established busi- 
ness located on Main Street, Town of 8,000, mod- 
ern store front and fixtures, clean stock, hard- 
ware, housewares, and paint, plumbing and heat- 
ing business, leased building reasonable rent, sell 
at inventory plus fixtures and equipment complete. 
Owner has other interest. Address: Box 110, care 
of Harpware AcE, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 


ABSOLUTELY MUST SELL. Owner sick 


Hardware store long established. Small town in 
beautiful valley near Spokane, Washington. Di 
versified farming, logging, lumber mills, mining 


and the largest Magnesite plant in North America 


Excellent schools and churches. Clean stock; 
brick building. Potential great. Address: Box 
M-35, care of Harpware Ace, Chestnut & 56th 


Sts., Philadelphia 39, Pa. 


SAN JOSE CALIFORNIA THRIVING 
HARDWARE STORE and a good three bed room 
home. Store is in a fast growing 
Here a chance to get a paying 
a good home. Owner retiring. Write for informa- 
tion. Address: Box 308, care of Harpware AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


community. 
business and 


. 
18 





FOR SALE COEUR D'ALENE, IDAHO 


business property 6/10 acre business corner on 
highway 95-10. 4060 sq. ft. building containing 
three stores. Two leased one with apt. The 


third also with 
ated by owner. 


apt. is a hardware business oper 
Plenty of corner space for 
ness or expansion. Clean stock 
$10,000—including store and property $38,000. II 
health and age. Address: Box 235, care of Harp- 
wake Ace, Chestnut & 56th Sts., Philadelphia 39, 
Pa. 


busi 
approximately 





HARDWARE—P AI N T S—HOUSEWARES 
STORE established 30 years. Main Avenue in 
Brooklyn, N. Y. Electric repairs—plumbing sup 


plies—grinding—window glass. Good opportunity 
for right party. Retiring—TIllness. $17,000 (Cash 
At Least $10,000). Rent $175 month, Good 


Lease—Principals onlv. Address: Box 305, care 


of Harpware Ace, Chestnut & 56th Sts., Phila 
delphia 39, Pa. 





» 
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really slays moths 


Nation’s leading Moth Preventive! 
Tops in dollar profits, all year ‘round! 
FEATURE EXPELLO! 


For information write to: 
JUDSON DUNAWAY CORP., DOVER, N. H. 


FIRE coe 
ONLY $1 89 


® Full 16 oz. Capacity 
® Wall Bracket Included 
® Can be used several times 


—— 


EXTINGUISHER | 


or write to 


BOSTON 15, 


see your jobber, 


THE LENK MFG. CO.., MASS. 








HIGH PROFIT! 
TOP VOLUME! 


ZUD 


REMOVES RUST ans STAINS 


from bathtubs «sinks+ bottoms of copper 
pots «tile floors « metais « auto bumpers 


*3 





od Oy RE | ame 1 ol od te ete that’s why top chains ia 
Nationally advertised in consumer publications |display ZUD prominently 
with 98,760,000 circulation covering 49,725 cities, towns, villages .. 
FREE SAMPLE CAMPAIGN 

to consumers throughout the nation — a tremendous dealer help! 
LIFE AMERICAN WEEKLY CAPPER’S FARMER 

THIS WEE ; 

6000 


Ly EVER PPER’S WEEKLY 
HOUSEKEEPING CHR. SC. MONITOR WEEKLY STAR FARMER 
FAMILY CIRCLE GRIT LADIES HOME JRL. 
aa SUNSET rm cC 

MOUSE HOLD PARENTS’ BETTER HOMES : GONS. 

1: JOURNAL WOMAN'S HOME COMP. pot de FAMIL 

EVE. POST be nes JOURNAL PROGRESSIVE FARMER 
TRUE STORY FAMILY WEEKLY AMERICAN HOME 
OVER 600 DAILY AND WEEKLY NEWSPAPERS 


YICTDIDI! fn ene af C794 
) DISTRIBUTORS, P.O. BOX 533, FAIR LAWN 





. plus —— 








IN PROFITS and SOLDERING 


it will pay you to display fast selling 
RUBYFLUID soldering flux—liquid or 
paste—from eye-catching counter mer- 
-handisers. Get repeat sales because 
customers prefer RUBYFLUID, the solder 
that is fast acting . . . wets out freely 
. makes strong, neat unions .. . 
easy to use. 


RUBY CHEMICAL CO. 


58 S. McDowell St., Columbus 8, Ohio 








Index to Advertisers 
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Acme Quality Paints, Inc... 
Akay Corporation +2 
Alabama Mfg. Co. 
Allen Mfg. Co. 
Alumatone Corp. 
Aluminum Co. of America 
Screening Div. 
Aluminum Cooking ‘Utensil 
ees 
American Biltrite Rubber Co.. 
American Chain Division 
American Chain & Cable Co., 
nc. 
Pennsylvania Lawn Mower Div. 
145-146 
American Crayon Co., The 166 
American Cyanamid Co. 
Agricultural Chem. Div. 
American Grease Stick Co. 
American Logging Tool Corp. 
Div. of Broderick & Bascom 
Rope Co. . 
American Sponge ‘& Chamois Co. 
American Toy & Furniture Co. 
Amerock Corp. aa: REAR 
Ames Co., O. 
Animal Trap Co. of America. 186, 
Ardmore Products Co. 
Arvin Industries, Inc. 
Elec. Housewares 
Atkins Saw Div. 
Borg-Warner Corp. 


Bassick Co., The ....... 
Berger & Sons, Inc., 
Bethlehem Stee! Co. 

Better Homes & Gardens 
Bissell Carpet Sweeper Co. 
Biack & Decker Mfg. Co... 
Borden Co., The 

Chemical Div. 
Boston Woven Hose & Rubber Co. 
Boyle Midway, Inc 

American Home Prods. Corp. .58, 
Bridgeport Hardware Mfg. Co. 
Brink & Cotton Mfg. Co. 
Britten, E. F., Inc. 
Brookville Glove Co. 

Brown Corp., W. R. 

Brownell & Co., Inc. 
Bulman Corp. 


Cc 


Cal-Dak Co., The .. 
Camp Co., Inc., The 
Century Products, Inc. 
Chair Loc Co. 
Champion Brass Co. 
Champion DeArment Too! Co. 
Cheslam Corp. 
Chevrolet Motor Div. 
General Motors Corp. 
Chicopee Millis, Inc. 
Lumite Division 
Circle Metal Mfg. Co. 
Clarke Sanding Machine Co. 
Clover Products | 
Columbia Fastener Co., Div. 
United Car Fastener Corp.. 


_ Columbia Malleable Costiags Div. 


Grinnell Corp. ; 
Columbus Plastic Products, Inc. 
Commercial Solvents Corp. 

Automotive Specialties one: 

Quixol & Quakerso! .. 
Container Corp. of America 
Cooper Mfg. Co. 

Crescent Plastics, Inc. 
Crescent Tool Co. 


D 


— Mfg. & Wholesalers Assn., 


Denton Bait Co. . ° 209 
Dearborn Stove Co. 161 


Detecto Scales, Inc. i 


DeWitt Products Co. | 249 | Kordite Corp.. 


Disston, Henry 
Div. H. K. Porter Co., Inc. . 266 
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DEALERS 
FAMOUS BRAND 


TANDROTINE 


PAINT THINNER 


ECONOMICAL 

NON IRRITATING 

PLEASANT ODOR 

HIGH FLASH POINT 

LONG LEVELING (NO BRUSH MARKS) 
LONG WET EDGE (NO BRUSH MARKS) 


GALS., QTS., PTS.. HALF PTS. 





Dealers realize greater profits through faster turnover and higher markup. Stock TANDROTINE — tied l 


SEE THE MARCH 28 ISSUE | ER ESH 


of HARDWARE AGE NEW | FLOR LAC yang 


Comcrw rearee 
Clear Floor Finish with 


FOR THE COMPLETE LINE OF ponneart apcee ngsy 


means fresh profits for you! 


Smells better! Sells beiter! Fast- 
drying! Waterproof! Nationally ad- 
vertised! Free self-service display 


rack! Lithographed package! 
Write today! 


e160) Bo CLUBS mel i 1957 The Seaboard Lacquer Co. 


Baltimore 15, Maryland 





























(MARSHALLTOWN) 


MARSHALLTOWN TROWEL COMPANY «+ MARSHALLTOWN, IOWA 


: All pabadige sizes 
. THE ECONOMICAL PAPER DROPCLOTH COVER / ‘ine a 
that will outsell and outlast all others. Resin base Mes ee. 
pom (NOT OILY) and crinkled to give the softness of or 
MAY- i mmm» 





(PRONOUNCED cloth. In white or tan. Retail price: 69¢ to $2.19. 


Also available! Ma-Crepe’s companion product— ae ° (> = KK 
Ma-Crepe OVERALL Plastic Dropcloth Covers ° Mans a - DURHAM, N. C. 
REMCO .... Bakelite Furniture Rests and Caster Cups 


Cushion Rest REMCO SIZES 
Drive on type | <— Furniture Rests ” 
Sizes: 2”, 239” | we made from ma- 2 
ogany color bake- od 

lite plastic. Live 2% 

rubber inserts help 

absorb vibration. 

Needle point nails 

90 easily into wood- 

en chair legs. Pin- 

tle types equipped 


— _ with 3%” universal 
Drive on Type neck sockets. 


Sizes 1”, 4 REMCO 
1/2”, 2 — Caster Cups> Makers of World Famous 


1 diamet hatt f, 
are of large Glameter, shatterproet, ma- DOMES of SILENCE 
pets, rugs, floors from being depressed 


by heavy casters, etc. 














pergndaiusre raja ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 
Ask your jobber or write— | 


278 HARDWARE AGE, MARCH 14, 1957 








105 Duane Street - New York 8, New York 





Dealers who sell Eclipse 
expect and et) top profit! 


HERE ARE 10 GOOD REASONS WHY 


i MORE DEALERS JOIN HANDS 
WITH ECLIPSE EVERY YEAR! 





S cise is the standard of comparison in the 
industry ... the recognized quality line. 


It’s a well known name your customers know and respect. 


There’s a hand or power model to suit every customer 
who walks through your doors. 


You know you’re protected—your customers’ 
satisfaction is guaranteed—because Eclipse 
backs the products it makes. 


The discount terms are tops in the industry — 
you make full margin on every sale. 


Promotional material is realistically designed to help 
you sell ALL your lawn and garden merchandise. 


Wherever you’re located there’s a nearby service station 
properly equipped to furnish parts and make repairs. 


No matter how old an Eclipse may be, repair 
parts are always available. 


Convenient warehouses are maintained in 
strategic locations to offer fast service 
during the peak season. 


And perhaps the most important of all reasons 
for selling Eclipse: the factory does not 
knowingly sell to discount operators. 


Every attempt is made to maintain 
your full profit. 


WRITE FOR FACTS 
ABOUT THE NEW 


PROMOTION 
MOWERS 


...and the new profit- 
protected retail credit 
plan. 


THE ECLIPSE LAWN MOWER CoO. 





